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OVER COMPETITION 
... LIN PROFIT 





Sure you get more profit from a permanent office fixture 
sale than you do from an individual carbon or ribbon sale. 
But — the desk, file and machine sale doesn’t give the 
promise of repeat business —— in the same way that carbons 
and ribbons do. And that’s where the Webster profit story 


comes in. 


Webster puts the kind of quality and performance in their 
products that makes people remember them and ask for them 
again and again. .People know when they've ordered Webster 
they've ordered the best. So they keep on ordering it! 


We don't mean that you should drop your sales promotion of 
permanent office fixtures, but we do want to remind you 
that great oaks from little acorns grow, and every time you 
sell a Webster product you are not only making a sale but 
paving the way for future sales and profits. 


Sell the profit line 


... Se. WEBSTER’S 


CARBONS and INKED RIBBONS 


F. S. Webster Co., 13 Amherst St., Cambridge 42, Mass. 


w York e Chicago « Philad hia « Pittsburgh « San Frar co e Cambrid 








Office Appliances 


Edited for Retailers of Office Supplies, Office Machines, Office Furniture 


Editorial Observation 


Wendell Barnes, head of the Small 
Business Administration, says that if 
Congress makes the changes in the tax 
law as recommended by President Ei- 
senhower, proprictors of small businesses 
would enjoy a tax saving estimated at An Office Machines Dealer Can't Stand Still. Display and selling 
$300,000,000. Perhaps by the time these technique keep pace at Fort Pitt Typewriter Co. ..... 20 
lines get into print Congressional action 
will have been taken. Because office 
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IN THIS ISSUE 


NSOEA Offers Seven Keys to a Complete Convention. Here's a 


equipment and supply dealers are al- vt ‘ 
most exclusively in the small business prevue of the exciting session ahead in Chicago ..... se 
category they should be substantial ben- 
eficiaries of the tax reduction. Do | Know How To Run My Business? Kenneth Brown, a West 
e Coast dealer, explains why it is necessary to operate ona budget 28 
Holding a conversation about the of- 
fice equipment business is almost impos- PBSW Furniture Fits in Arizona Motif. Pictures and text give 


sible without the words “automation,” 
‘mechanical brains,” and ‘“‘electronic 
equipment” creeping into view. It is 
heartening to have an authoritative voice 


details about a bank installation that is different 31 


A Co-ordinated Merchandising Plan Means Plus Sales. Telling 


proclaim that giant electronic brains will how the OA 1957 "Business Gifts for Business People’ kit can 
never replace the simple, desk-size cal- help 34 
culators and figuring machines, nor force 

office machine dealers out of business. Why Rent Typewriters at Below Profitable Figures? Jim Ward 


It is the considered opinion of A = 
Buehler, president of the Victor Adding 
Machine Company, maker of both con- 


of Ames Supply Co. presents some provocative figures 39 


ventional and electronic equipment, that There's Big Future in Electric Typewriter Sales, NOMDA Told. A 
th re W ill be a “competitiv Cc co-existenc e” pictorial and news report on recent convention 42 
between the “headline-grabbing’”’  elec- 
tronic giants and the smaller office ma- NSOEA Region | Holds Assembly in Groton 146 
chines, which he terms ‘indispensable 
to business, both large and small Atlantic City Scene of 1957 Regional Finale 162 
. 
Twenty-five years ago it cost about 
fifty cents to write a business letter. In 
1953 the average cost was $1.17. To- DEPARTMENTS 
day, according to the Dartnell Corpora- 
tion, a typical letter costs $1. 0, an in- Appointments 130 aw 
crease of 31.2 per cent. The first big Accessories of the Month 32 Canada 210 
jump in_ costs might have been due Advertising Clinic . ; 136 District 4 184 
largely to the reduced value of the dol- Business Opportunities -.230 District § 186 
noms Dates to Remember ....224 District 6 188 
lar The increased cost in the last four Deaths 220 District 7 190 
years, however, is much greater per- Editorials hans ee District 8 192 
centagewise than the increase in general Export Statistics ; 226 District 9 . 196 
operating costs. Regardless of the causes Financia: *otes seisiadsiiale | nigella 
t e of’ 3 . Guest Book 228 Golden State Travelers . 202 
there 1 mains the fact of the current Here and There 14 OA's Press Time Bulletins . 5 
high cost of writing business letters. An Industry Meetings ... 80 Office Interiors . : . 40 
obvious, and quite general, solution Industry News 86 Office Planning . 35 
would be to introduce more efficiency in- eg Lands . + aang * a .- 
‘ ee o ; ge A Mj etters ales Stimulators ..... : 
to th process. At this point the prob Lost Sales Quiz .. 128 Seen & Heard in 
lem b omes a challenge to the office Men on the Move 152 Southern California _... 206 
equipment industry. Get more dictating New Catalogs .... 75 State of the Industry = 18 
machines into function—suggest cen- New Products 50 Ol’ Doe Stork .... -- 230 
tralized stenographic departments sell 
photocopying machines, smaller desks 
designed for tvpists, correct posture re Editor and Publisher: John A. Gilbert 
chairs. and so forth. Here’s an old chal- Fy DE oa 
lence with a new face. Selling the means q y Editorial Director: Art Director: 
to efficiency has always been the prin- tonne” Walter S. Lennartson Leonard Schimek 
| hnecin -. . ° 
cipl isiness of our industry Mensging Giltens Service Surees Mensner: 
, st#&e Clarence O. Schlaver Richard G. Johnson 
Ay +, 
/ « a 
Wall.E Rirenar PR QD: Assistant Editor: Eastern Editorial Rep.: 
Editorial Director "fuse Robert Minor John L. Gallup 
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SERVICE BUREAU 


The Service Bureau of Office Appliances 
is maintained for the exclusive use of sub 
scribers and advertisers. |t answers 
quiries pertaining to the field, furnishe 
names of manufacturers of office supplies 
and equipment, and aids dealers in secur 


ing lines, without charge. 
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in This issue 


..- don't miss 


The stationery and office 
equipment industry is rapidly 
approaching another NSOEA 
convention. Seven keys to a 
complete convention are of- 
fered—seven reasons why deal- 
ers, manufacturers and sale 

men of the industry will be 
coming to Chicago late in Sep 
tember. For the prevue of this 
exciting session read the section starting on page 22. 
There, you'll find the complete list of exhibitors to-date 
with booth numbers, photos of outstanding speakers and 
information about plans for an improved OA Conven- 
tion Reporter. 


W. R. Shilling of Pittsburgh is 
one of the best-known office 
machine dealers in the nation. 
This veteran understands where 
the industry has been and 
where it is going. In recent 
opening of new quarters for 
the Fort Pitt Typewriter Co. 
he incorporated his ideas on 





how store design can keer 
pace with what he envisions as a profitable era opening 
up for the office machines dealer. Read the staff-written 
article, "An Office Machines Dealer Can't Stand Still", 
beginning on page 20. It reveals how selling can respond 


" 


to the modern approach. 


Next Nonth... 


The October issue to be distributed at the NSOEA con- 
vention will have as its lead-off article a complete presen- 
tation on how a stationery dealer has contributed a chal- 
lénging idea for raising the level of profit in the industry. 
ecause the editors feel this will be one of the most- 
talked-of steps ever taken by management in stationery 
selling we are providing extra depth of coverage, pic- 
torial and chart treatment. With this article setting the 
pace, the October issue promises to be the most-sought- 


after number of OFFICE APPLIANCES for 1957. 
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OA’s Press-Time Bulletins 





SMITH-CORONA INC. directors on August l 
recommended a two-for-one split in 
the company's common stock and share- 
holders will act on the proposal at 
their annual meeting September 30, 
Elwyn L. Smith, president, announced. 
Authorized stock would be increased 
to 1,600,000 shares of $5 par from 
600,000 shares of $10 par. Proceeds 
will be used to help finance expan- 
Sion, diversification and research 
programs and to reduce bank loans, Mr. 
Smith stated. 





ON SEPTEMBER 15, Robert B. Sainberg, presi- 
dent of Sainberg & Co., Inc., New York 
City, will mark the completion of 
50 continuous and active years with 
the company. Over the years he has in- 
troduced numerous popular innova- 
tions in the field. A more detailed 
account of his half century of indus- 
try service will appear in the next 
issue. 


ATTAINMENTS OF 2145, 1589, 1288, 1248 and 
1210% of quota dramatize the success 
of Victor Adding Machine Co.'s annual 
President's Month sales contest, hon- 
oring President A. C. Buehler. Top 
retailer winners were T. Ie Thompson, 
Carolina Business Machines, Colum- 
bia, S.C.; G. H. Wilson, Wilson Type- 
writer & Adding Machine Co., Macon, 
Ga.;H. E. Monroe, Business Equipment 
Co., Huntsville, Ala., and J. H. Bak- 
er, H. D. Baker Co., Inc., Tacoma, 
Wash. 





NSOEA ANNOUNCES that arrangements have been 
completed with the Business School of 
the University of Georgia for a man- 
agement seminar to be conducted on 
campus November 14, 15 and 16. This 
seminar will be open to all members of 
NSOEA with special emphasis upon at- 
tendance by the dealers in District4. 
Subjects will be Uniform Accounting, 
Inventory Control, Personnel Seiec- 
tion and Merchandising and Advertis- 
ing. 





MEILINK STEEL SAFE CO. "Trek-or-Treat" 
contest winner is George Mazur, part- 
ner in the Admiral Desk Co., New York 
City. Mr. Mazur and his wife will re- 
ceive transportation to the NSOEA 
convention, hotel accommodations, 
meals, theater and night club enter- 
tainment, and generous amount of 
spending money. 
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Late and Important News for Our Readers 


BOSS" wouldn't consider this late 








Ok De ee ee ae 
Sg ae eo 


and important 
news, but we on 
the staff do. 
Pictured here 
is our editor 
and publisher, 
John A. Gil- 
bert, prepar- 
ing to cut the 
anniversary 
cake presented 
Ce him August 7 by 
: — the employees 
in the Chicago headquarters. We 
thought it was a mighty important oc- 
casion--for 50 years day in and day 
out John has been making OFFICE AP- 
PLIANCES and the stationery and of- 
fice equipment industry his life 
work. So, without asking "the boss" 
we're presenting this picture. 





ROYAL MCBEE CORP. has entered the elec- 





MARY 


tronic computer field with a family 
of small-sized "brains" to serve what 
it terms an untapped market. The new 
Royal Precision unit is about the 
size of a standard office desk and 
has a memory capacity of 4,096 
"words." The "brain" is simply plugged 
into a conventional wall outlet. Of 
course, a typical office stenographer 
will not be running it like a type- 
writer. Carefully trained personnel 
will feed it prepared problems. 


E. WARD, 79, wife of James P. Ward, 
vice-president of Ames Supply Co., 
died August 11 in her Chicago resi- 
dence. She was know to many in the in- 
dustry through her attendance at of- 
fice machines functions. 


THE OFFICE EQUIPMENT CO., Louisville, Ky., 





at recent meeting of board of direc- 
tors elected William P. Kelly, Sr., 
veteran president, chairman of the 
board. Edward J. LeBlanc, executive 
vice-president, was named president 
and Albert C. Gorman, who has been 
secretary, was elected executive 
vice-president. 


EDWIN F. KEPLINGER, SR., 86, office ma- 





chines dealer of the firm of E. F. 
Keplinger & Son, New Orleans, La., 
died July 31. After long service with 
the Monarch and Remington Typewriter 
companies he established the New Or- 
leans firm in 1918. 
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Want Ads 





Deadline 10th of month preceding issue date. The rate for classified 
advertisements is twenty-two cents a word, minimum charge $4.00 
payable with order. Add six words if box address is used. 











NOTICE 
Anyor nowing the Whereabouts of JIM McPHAIL: Free Lancing Office 
Machine Repair Man — Age 52 — 6’3” — 160 Ibs. — Wire GREEN 
BAY OFFICE EQUIPMENT — Green Bay, Wis. Collect. 





SALESMEN WANTED 


















































ff rniture sa en 3 age. Prior furr e 
esirat Compensat corr with ability nd ex 
p mmission arrang W fide Offi 
x 3 Chicago 6 
Leading quality producer seek experienced saiesmen to 
program. Here is opportunity for established salesmen to 
Write Office Appliance Box X-220, Chicago 6 
HINE ALESMEN to handle x ve, protected territory 
chines and suppli¢ Pref man with Gestetner or A.B 
Work, Live and Enjoy life conditioned pacific north 
& Carbon Company, 709 W. Ankeny St., Portland, Oregor 
WE ESTABLISHED AND GROWING OFFICE FURNITURE DEALER needs an ex 
ed to handling important prospects and customers. Good prop- 
pportunity for future. Our employees know of this ad. Write 
Office Apr é Box X-228, Chicago 6. 
EXCE NT PPORTUNITY for experienced stationery salesman and/or buyer in 
T l stern states for well known established jobber. Paying 
expenses. Please send essential details in confidence. Write 
fFice Rox X 30. Chicaa 
waiting for you if you can qualify — 
ffice equipment salesmen - 
‘ — Car expense — and 
experience — age, also references 
fornia 
WANT tate distributor in Tennesse N h Carolina, §S 
for office machine e. Provides good supply business 
v x X-218, Ct i 
WIDE we REPRESENTATIVES experienced in selling one writing plans by 
a 3 widest f forms and systems in the bus 
. ¢ mber 25 — October 2 r 
Ww ft Box ' 
RER REPRESENTATIVES: World Far RENA Spirit Addressing 
West Germany. Deluxe Duplicarbo Spirit & Dupliroto Stencil 
rs fr Italy. S é S.0.E.A. Sept. 28, thru Oct 
Hilton, Chicago, ROOM 626 A r write Office Appliances, Box 
1 
OF T MANUFACTURER RE REPRESENTATIVES for exclu 
ffice partitions. Priced 33-1/3 jer competition. Sell to office 
chise basis. Write Office Appliances, Box X-229, Chicago 
LS ————$— 
RE COMPANY, INC., produ f quality upholstered furniture 
Son iiey xperienced salesman to cover West Virginia, Kentucky 4 
A ¢ for someone with non-competitive es. Give complete inf a 
t © red and lines sold. Write P. 0. Box 549, High Point, North 
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EXPANSION FROGRAM of nationally-advertised manufacturer of pegboard account- 
ing systems, business forms and loose leaf equipment opens territories for ex- 
perienced systems men. Sell direct and cooperate with dealer agencies. Some leads; 
Liberal commission. Write in detail to the C. E. Sheppard Co., 4401 21 Street, 
Long Island City 1, N. Y 





SALES REPRESENTATIVES AVAILABLE 





MEET US AT THE NSOEA to discuss representation of your products in 
person. If you need increased volume in the midwest territory you need 
us. We promote your product as you want it promoted. Active, sincere, 
and aggressive representation by a young well established organization. 
Let’s Make an appointment. Write Office Appliances, Box J-145, Chicago 6. 





MANUFACTURERS REPRESENTATIVE contacting office furniture and equipment 
dealers in INDIANA, KENTUCKY, MICHIGAN, OHIO and WEST VIRGINIA, can 
handie one more line. Write to Box 7348, Indianapolis 5, Ind. 





WE CONCENTRATE IN MICHIGAN, OHIO and INDIANA — consequently our 
manufacturers get results. Can handle one or two additional high grade lines in 
office equipment field. Write Office Appliances, Box J-144, Chicago 6. 





EXPERIENCED MANUFACTURERS REPRESENTATIVE headquarters Dallas with very 
thorough coverage Ark, Okla, Louisiana and Texas. desires additional line furniture 
or supplies. Have warehouse and display rooms near new furniture center in whole- 
sale district. Interested in sales or distribution. Write Office Appliances, Box 
J-147, Chicago 6 





MANUFACTURERS REPRESENTATIVE with 14 years experience, now representing 
three nationally known lines to the commercial stationery, supply and office furni- 
ture trade on the Pacific Coast is seeking one additional quality line. Write Office 
Appliances, Box J-148, Chicago 6. 





I AM INTERESTED SELLING wood and steel office furniture. I have a 15 year 
following in New York, New Jersey and will be at the Chicago show. Write Office 
Appliances, Box J-149, Chicago 6. 





MANUFACTURERS’ REPRESENTATIVE ORGANIZATION covering Texas, Oklahoma, 
Arkansas & Louisiana with over 300 established Stationery and Office Equipment 
dealer accounts — interested in lines of filing supplies, stationery items visible 
records, insulated equipment and office accessories. Write Office Appliances, Box 
J-150, Chicago 6. 





MANUFACTURERS’ REPRESENTATIVES - Over twenty years experience with 
office equipment dealers, having valuable following in Pennsylvania, West Virginia, 
Ohio. Interested in representing reliable office equipment manufacturer on protected 
territory basis only. For many years representing one of leading manufacturers, 
now changing their operating methods. We will be in attendance coming NSOEA 
Convention. Write Office Appliances, Box J-151, Chicago 6 





SALES DISTRIBUTOR AVAILABLE 





ESTABLISHED DISTRIBUTOR of nationally recognized office accessories with show- 
room in New York City and sales facilities for eastern distribution to office furni- 
ture trade wants to expand and is seeking additional lines. Send complete details 
with letter to Office Appliances, Box J-146, 100 E. 42nd St., New York 17. 





MANAGERS WANTED 





MANAGER — OFFICE SUPPLY AND EQUIPMENT STORE. To proven successful 
operator will offer salary, %e of profits and make available stock. Full details first 
letter. John T. Gibson, Democrat Office Supplies, Greenville, Miss. 





MANAGER OF OFFICE FURNITURE SALES WANTED. Opportunity for man for 
full time management with one of Denver's largest office furniture companies. 
Must have knowledge of furniture businesss, able to accept and delegate responsibili- 
ty. Excellent salary. Write Office Appliances, Box X-222, Chicago 6. 


WANT ADS, Continued on page & 





WANT ADS, Continued from page 7 








SALES MANAGER AVAILABLE 





PROVEN SALES PRODUCER who has se ger for lead 


office appliances manufacturer é f 
some manufacturer of office equipment wh product y be mecha al, fur 
ture, or supply. Well acquainted witt 1 trade { 
tices. Top references. Write Office Apr Box X 





POSITION WANTED 





MAN, 47, ten years as office mach : 
man, wishes to assist in store manage t i se thern Michiga Write 
Office Appliances, Box X-233, Chicago ¢ 








POSITIONS AVAILABLE 





YOUNG MAN WITH EXPERIENCE A ER and capable of accepting respons 

bility of office management. A rea pportunity for a qualified man to join an 
aggressive, established office supply and equipment t We have a modern store 
in a fast growing area in southeastern Michiga Write stating detailed qualifica 
tions to Office Appliances, Box X ) ago ¢ 





OFFICE MACHINE MECHANICS WANTED 





OFFICE MACHINE SERVICEMAN with Remingtor iding machine and printing 
calculator experience. Permanent positior p wages for right man. Good living 
conditions. Recreation area. Hardin )ffice Equipment, 113 N. Main, Muskogee 
Okla. 





OFFICE MACHINE MECHANICS AVAILABLE 





SERVICE FOREMAN: Excellent mecha typewriters iding machines, Mimeograpt 
Schooling on electrics, Victors, and ca t Write Office Appliances, Box X-21 
Chicago 6. 





HELP WANTED 





SALES MANAGER OFFICE FURNITURE 
Old, established Houston, Texas firm, with top lines of both wood 





furniture, needs experienced man capab k 6 we 10 
salesmen. Good opportunity for h Apr r d rictest ¢ 
fidence. Write Office Appliances a 








RETAIL BUSINESS FOR SALE 





FOR SALE: Office Supply, machines & furniture store ado. Leading franchise 
Ideal man and wife operation. Write Office Appliance Box X-219 cago ¢ 





OFFICE SUPPLY stock — midwest furniture hines. Inventory $750 
accept best offer, owner retiring. Writ ffice nce t 


=] 
=] 





OFFICE SUPPLIES-FURN.-MACH. Est. Norther 125.000 ar and grow 
ing about 50%. Ideal for 2 young go-getters. Sel! at approx. $20,000 re 
quire $10,000 cash. Owner wil! assist. [ r te me t w down. Only cor 
plete confidential replies considered. Writ ffice Appliances, Box X-231, Chicago ¢ 





OFFICE MACHINE, SUPPLIES ANI )OL FURNITURE BUSINESS Norther 
Wis. Leading store in area. Wil! do 175M sales this year. Established 25 yr 
Best franchises. All assets or al! except ts. receivable. Write Office Appliance: 
Box X-232, Chicago 6. 





FOR SALE: Only office supply and equipment re jrowing town of 10,00( 
population. 200,000 people in 25 mile radius. Area is | y dustrialized and 


store is located in heart of East Texas und Gas area well established 
with good building plenty of floor space and desirable lease. Priced for quick sale 
Some financing to right party. Write Off Appliance Box X-234 hicago 





LISTS 








FRE NG LISTS of 6,730 commer 
8,910 typewriter and adding 

ied wholesalers manuta j 

cnarge t addressing. SPEED-ADDRE 





FOR SALE AND WANTED TO BUY 





4IGH Ff t PAID FOR USED BOOKKEEPIN 
Sensimat N.C.R. 3000, 3100, Ren 
achine Advise full model and serial 


140 West 42nd St., New Y 

















E TT -F 1ER AND SUNDSTRAND MA\ 
Marchant V e Calculators, Electromat 
ffice ma bought, sold, rented, ret 
Milwa Ww 
REMINGTON TOTALIZERS Model 85 
jibian Bu Machines, 128 Lafayette 
FLOC Ri ROPPED ADDING MACHINE 
node y. Descriptions and best price: 
Atlantic Bivd Angeles 22, Calif 
YOURS FOR THE ASKING: Top quality Jer 
ompt Right prices and service end f 
and your er’s satisfaction. Office Eq 

i. Y 
WANT igt or N.C.R. Bookkeep 


Comptometer Adding Machines, etc. any sty 
AMERICAN BUSINESS MACHINE 














El FISHE 

equ ight wiley 
uM e \ 

Mi WV 

WANTEL NDSTRAND and BURROUGH 
machine Indicate details model, serial. Git 
treet, New York 13 





LARGE AMOUNT USED VISIBLE CABINET 
f Ss. A-1 condition, very rea 
New York 12 


x 





CASH PA FOR ELLIOTT ADDRESSER 








Printing Pre Ditt Mimeograph. Give 
King ‘ 

KARDEX ACME : makes used visible f 
net pane books, always on hand 

rchase r Saie. Get our quotatior Cr 

Yo 12, N. Y 

WANTE T BUY: Late model Elliott-F 

Must be er 3 000 serial number. J 

Washingt t., Chicago 6 





WILL BUY AND ELL — ALL MAKE 

hine and other office machinery 
numbers - model number if possible. We 
fice App e nc., Dept. EE, 326 Broadway 





WE BUY and SELL VARITYPERS, INCLUDIN 
numbers and prices on offers. Broadway Equipr 


TT appliance dealers 

Write for FREE catalogue of 
and others. We 
Woodside 77 


i Burrough 
ler derwood, Brandt Coir 
tat l A Pearl 


tometer Burroughs, Frider 


riters. Adding machines and a 


Warsh Co., 849 N 3rd St 
most N rice EVER 
York 1 


TYPEWRITERS WANTED. Late 
Typewriter Exchange, 934 So 


ter tors neckwriter 
r price t to build your sale 
rp 98 B jway, New York 
Billing M é Calculators 
te mplete d ription and 
573 Broadway. New York 12 
aading macnine all office 
ny, 906-908 N Water St 
epers, also Remington, Nationa 
ness Machine 128 Lafayette 


DEX, ACME and RAND. Variety 
Eversteel Equipment Company 
Multilitt Viultigraphs, Hand 

h price, details. Dixie Serv 

nt. Thousands of reconditioned 


rvice and prices to dealers for 


than, | 48 Broadway, New 
eeping g achines 
CE MACHINE CO 605 W 
TOR adc machines, DOOK 
fu pecifications and serial 


highest prices. Internationa 


© Type Font State serial 


4619 Broadway, Chicago 40 Ill 
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EVERYONE AGREES 
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eB met 
Mail coupon for striking full-color display that really 
sells! It sets off and shows off the beauty of the new 1958 
two-tone Mosler Record Safes! A sure traffic stopper. 


It won’t write up the order. But it well do just about 
everything else! For this new Mosler Display really gets 
attention! It spotlights the modern charcoal and decoral 
shades of these handsome ‘‘C” label safes. It centers 
viewer interest on their streamlined design their 
exclusive ‘‘Counter Spy”’ Locks . . . their Mosler-Magic 
Interiors—the 5 optional units offer 40 different inside 
arrangements! What’s more, this big full-color display is 
FREE to all dealers who have in stock (or will order 
now) one each of the 2016 (Charcoal) and 3016 (Decoral) 
models (above). Why not mail this coupon right away? 


Ce ete 
a ae —— Myer | 
i eel 


OFFICEBOY & 


THE _mwe ENUBSGE 958 MODEL 
Mosler Safe »4vs B/G D/ViDENDS 


PRESIDENT pax™ 


A NEW SALESMAN 
FOR YOUR FLOOR! 































mot 


9 "| 
Pdi MY ‘ 


Ry Roh roth gp gue « a 
rmdteines tes OFtage Gime ont | pe netted % 


IF IT’S MOSLER . . . IT’S SAFE 


“ Mosler Safe “z 
oO 4 ae 
DEPT. OA-270 HAMILTON, OHIO 
World’s largest builders of safes and bank vaults 


Yes, I'd like to get and use the new Mosler full-color floor display. Please send it to me. 
(0 I already have in stock at least one each of the 2016 and 3016 models. 


(CD Please ship me... [1 Model 2016 Mosler Safe— 
Style 4 Interior—Charcoal Grey 


(0 Model 3016 Mosler Safe— 
Style 4 Interior—Decoral 


NAME POSITION 








COMPANY 











oe RS ie eR eel EE 





MAYTAG EAST COAST COMPANY - Jacksonville, Fiorida 
GF Installation by Sanford Hall Company 


AMERICAN HEREFORD ASSOCIATION - Kansas City, Mo 
GF Installation by John A. Marshall Company 





THE PROCTER 4&4 GAMBLE CO.- Cincinnati, O. 
GF Installation by Ramsey Business Equipment, Ince 





Gl 





™ 


ee ee ee 


4 


_ . tes he el 
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OHIO OIL COMPANY - Findlay, Ohio 
GF Installation by 
The Findlay Printing & Supply Company 


7 22 ee eee oe oo 


a. ee es ae ee 
—. 5 come 





GENERAL TELEPHONE COMPANY of the 


DOUBLE COLA COMPANY - Chattanooga, Tennessee 
GF Installation by Commercial Stationery & Supply Company SOUTHWEST - San Angelo, Texas 


GF Installation by Wagner Office Equipment 


srs in Commerce Land, U.S. A. 


. . ee 








By providing the world’s finest metal business furniture, GF dealers 
are helping to increase the efficiency of our nation’s commerce. 
The outstanding sales abilities of these dealers — backed by GF’s 


design leadership, complete product line, sales help and national 


advertising programs — have and will continue to create broad GENERAL 
opportunities for sales to commerce. FI R E PROOF! NG 


It is this mutual cooperation between General Fireproofing and its 


st in Metal B 


dealers that has made the GF emblem a sign of profitable partnership. 





The General Fireproofing Company, Dept. X-70, Youngstown 1, Ohio. 


MODE-MAKER. GENERALAIRE,. 1600 LINE DESKS * GOODFORM ALUMINUM CHAIRS 
SUPER-FILER MECHANIZED FILING EQUIPMENT * SHELVING * PARTITIONS 








Salesbooks 


Manifold Books 


IN THE 
ATION , 


eae’ 








Ennis Forms are attractively, 
durably packaged . . labeled 
clearly . . the best in the industry! 
Sold Throwgh Dealers. Write for 
catalog and complete information. 


Ennis 


TAG & SALESBOOK COMPANY 


- Western Factory Home Office and Factory Eastern Factory 
noes Robles, Calif. Ennis, Texas Chatham, Va. 
ane Ofer on Warehouses at Houston ® Dallas ¢ Waco ® Denver 

© Mgaroe, la. @ los Angeles @ St. Louis © Sanford, Fie. 
pas — ; Oklohoma City 


Be i. 
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Letters 


Readers are invited to express themselves briefly 
on any subject related to the office equipment 
and supply industry. Address: Letters Editor, 
OFFICE APPLIANCES 600 W. Jackson Blvd., 
Chicago 6, Ill. 


A Matter of Concern 

It is difficult to interest young men in careers 
in this industry. 

As one looks around this industry one sees that 
the average salesman in the industry is not an 
extremely high paid person and he sees a lot of 
small, one-man businesses that seem to be strug- 
gling along on that basis, providing a moderate 
income for the owner and there doesn’t seem to 
be in this industry a really “big” future compara- 
ble to that which seems to exist in many others. 

The amount of actual hard work, time and 
energy and effort that goes into a $10,000 selling 
job in our industry is, I think, out of proportion 
to the same size jobs in many other lines. The 
same thing, I think, might be said of the struggle 
of maintaining and operating a business in this 
industry as soon as it graduates beyond the small 
one-man enterprise. 

There are many reasons for these conditions 
and there must be some solutions. At the moment 
I am rather concerned as to what they may be. 

One of the obvious facts is that whereas in 
most industries the business trend today is into 
larger and larger units of business operation, our 
industry seems to be fragmenting off into the 
small one-man type of operations and we, there- 
fore, seem to be following a trend quite opposite 
to that which exists all around us. 

So, if anybody has any solutions or ideas about 
these problems I’m sure they'll be helpful to all 
of us. 

R. P. Lewis 
The R. P. Lewis Co., 
Flint, Mich 


Mr. Lewis, like many others in the stationery 
and office equipment industry, is concerned with 
those factors which can attract young men. This 
may well be our No. 1 problem 


Liked Foreign Fairs’ Article 

The article on ‘European Fairs’ by Charles 
W. Hoover in your August/57 issue of OA is 
not only most interesting from the point of view 
of reporting on the Trade Fairs in Milan, Basel 
and Hanover, but also because it is such a fair 
and comprehensive assay of the position which 
the European office machines have attained in 
the world market. I have read this article with 
much pleasure and I believe I have learned a 
great deal from its lesson. Will you please we 
Mr. Hoover that he has done a very fine job, i 
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case he should not know this already .. . 
While on the subject of giving credit where 
it is due, may I take this opportunity to say also 
a word to your Mr. John A. Gilbert, who is cele- 
brating his 50th anniversary with OA next week. 
Although I do not know him personally I have 
felt the impact of his leadership as the editor and 
publisher of OA perusing his publication over 
the last decade or two. Permit me to wish him 
continued success with OA, good health and the 
satisfaction which comes with jobs well done. 
ERNEST L. MAAG 
Maag & Co., Ltd., 
4434 St. Catherine St., W. 
Montreal, Canada 


We, too, thought Mr. Hoover did a fine job. 


An Appreciated Orchid 
During the more than 40 years’ work in office 
machines, the last 20 as representative of the 
American Automatic Typewriter Co. of your city, 
I have enjoyed the Office Appliances magazine 
as a necessary companion. It seems remarkable 
that your organization has grown and encom- 
passed the many facets of industries catering to 
the administrative personnel of the nation’s ac- 
tivities without interruptions that are so frequent 
with other trade publications. I hope it is reward 
for your greater devotion to service than to profits. 
FRANK U. GREGORY 
3565 Beniteau St., 


Detroit 14, Mich. 


Mr. Gregory, long with Auto-typist, 15 no long- 
er connected with the industry and has penned us 
this appreciated farewell. Automatic Writing 
Systems, Inc., through Paul E. Becking is now 
serving his former Michigan and Northwestern 
Ohio territory. 


From the Philippines 

I was very much interested to read your illus- 
trated story on the increase in price of office ap- 
pliances as compared to other commodities within 
the United States. This comparison is well worth 
while and we in the Philippines can use it in our 
everyday conversations and conferences with of- 
ficials of the Central Bank of the Philippines in 
our endeavors to increase our import licenses for 
oftice appliances. 

L. B. NESTLE 

Office Machines, Equipment & 
Supplies Importers Association 

o Erlanger & Galinger, Inc 
P.O. Box 426 
Manila, Philippines 

The interest aroused by the “Today's Best Buy 

Office Machines” article has been widespread. 
We're happy to get this reaction from the Philip- 


pines. 
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LETTERS LOOK BETTER 


. with the crisp, sharp legibility 
they get with 


ONGHORN 2 


es, 


ad 
RIBBONS ee | 


; “a 


a el 


COPIES LOOK BETTER 


with the clean, smudgeless impressions 
they get with 





PROFITS LOOK BETTER 


with the bigger sales you get from these 


top-quality, top perform- 
ing AMCO products. 






Send for complete illustrated AMCO catalog 
of carbons and ribbons for the office. 





AMERICAN CARBON PAPER MFG. CO. 


Eastern Factory 
Chatham, Va. 


Home Office and Factory 
Ennis, Texas 


Western Factory 
Paso Robles, Calif. 


Branch Offices and Warehouses at Houston, Dallas, Waco, Birmingham, Monroe, Le., 
Los Angeles, Denver, St. Lowis, Sonford, Fle., Okleohomea City. 














Here and There 








Indiana U. Honors 
Douglas Whitlock 
eo Douglas Whit- 
lock, chairman of 
the board of the 
Wood Office Fur- 
niture Institute, has 
been given the Dis- 
tinguished Alumni 
Service Award of 
Indiana University. 
Douglas Whitlock He is the nineteenth 
Indiana U. alumnus 
to be so honored since the university 
was founded in 1820. 

Mr. Whitlock, a Washington D. C. 
attorney, is also chairman of the 
board of the Structural Clay Products 
Institute, and a former president of 
the Producers Council. 

A founder of the Young Republi- 
cans in Indiana, he has served as ex- 
ecutive director of the Eisenhower 
Campaign Tour in 1952 and as ex- 
ecutive director of the Republican 
National Committee in 1953. 





Vernon Evans Sponsors 
Student Honor Society 

The Vernon R. Evans Co., Utica, 
N.Y., is mow sponsoring an honor 
society for retail students at the Mo 
hawk Valley Technical Institute. 

The firm donates $100 annually to 
be used for trips to local retail estab- 
lishments and for necessary supplies 
for the society. 

The firm also presented a key award 
at the August 2 graduation to the out- 
standing retail student in the school. 

Mr. Evans, president, said he feels 
the day is long past when just any 
one can sell, and he feels retailing 
should be regarded as a _ profession 
with specialized training for those 
who enter the field. 

Both he and Mrs. Evans, as well as 
four of the sales staff, have taken 
either the full or extension courses at 
the Institute. Mr. Evans was a trustee 
of the school for seven years. 


Stationers Elected to 
Sales Executives Club 


New officers of the Sales Execu- 
tive Club of Eastern Iowa include 
William A. Wheeler of Matt Parrott 
& Sons Co., Waterloo, Iowa, elected 
secretary; and T. Wayne Davis of 
Latta’s, Cedar Falls, Iowa, el 
member of the board of directors 


Both men are officials of stationery 
firms.—AL 
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Old _ friends 


and convention insep- 
arables, Ed McHale (left) of Peter 
Paul Service, Cincinnati. Ohio, and 
W. AA. Johnston, AA Typewriter Co., 
Knoxville, Tenn., enjoyed the recent 
NOMDA convention in Pittsburgh, 
Pa. They are veterans in NOMDA 
ranks and possess many years of ex- 
perience in the office machines in- 
dustry 


Ivan Allen Youth 
Facility Dedicated 

The Ivan Allen youth activitics 
building at Oak Hill Home for De- 
pendent Children was recently dedi- 
cated in Fulton County, Ga. 

The $100,000 home, which will 
soon have its own swimming pool, 
will be used by 64 children at the 
home and other children in the area. 

The building was named for Ivan 
Allen, Sr., a former member of the 
Fulton County Welfare Board, who 
conceived the idea for its construction 
in 1948. 


91-Year-Old Mother 
Greets Son at Airport... 





When Roy Shoup, veteran office ma- 
chines’ salesman connected with the 
Remington Rand offices in Chicago, 
flew into Pennsylvania for attendance 
at the recent NOMDA convention, his 
?1-year-old mother was on hand to 
t him. It was a pleasant surprise 

Roy at the airport and he went 
with his mother for a _ visit 


r to the convention. 


... With our industry people 


S. C. Allyn Earns 
Statesman Award 

Stanley C. Allyn, chairman of the 
National Cash Register Co., was 
named “Business Statesman of the 
Year” by the National Sales Execu- 
tives club recently at its 22nd annual 
convention in Los Angeles. 

Mr. Allyn, who has just returned 
from Geneva where he headed the 
United States delegation of the Eco- 





- Stanley Allyn, 
right, accepts the ‘‘Business States- 


Receives Award . 


man of the Year’’ award from Glenn 
R. Fouche, vice-president of Parade 
Publications, at the annual Sales Ex- 
ecutives Club convention. 


nomic Commission for Europe, was 
cited as ‘“‘a leader of business with 
extreme courage . . . a source of mo- 
tivation and inspirational value to the 
profession of salesmanship and man- 
agement. 





28 Years of Rotary 
Perfect Attendance! 

H. Dorsey Douglas, Sr., president 
of H. Dorsey Douglas, Inc., station- 
ers and office outfitters of Oklahoma 
City, Okla. was among 11 members of 
the downtown Rotary Club in his city 
recently honored for 279 years of per- 
fect attendance between them. Mr. 
Douglas was second highest in the 
group with 28 years of attendance 
without absence.—EVH 


Office Machines Man 
Again Club Officer 


James D. Bushman, partner in the 
Capitol Typewriter & Office Supply 
Co., Oklahoma City, Okla., was re- 
cently elected secretary-treasurer of the 
Sertoma Club for a sixth consecutive 
year. Mr. Bushman, who also is secre- 
tary-treasurer of the Oklahoma Office 
Machine Dealers Association, 
as district treasurer of Sertoma Na- 


tional—_EVH 


serves 
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[ts a Good Feeling... 


“handing over the keys” to another new STEEL AGE Desk 


“I’m a Steel Age Dealer and it’s a good feeling handing over 





these keys .. . especially to a new Steel Age customer. He’s 
going to learn that Steel Age office furniture is everything 
I told him . . . and more. And I know I can count on his 


repeat business year after year. 


‘‘This was an easy sale, too! For this customer is a straight 
thinking business man, and to him the Steel Age quality ee e 
story makes good sense. 1D 


“The same holds true for me. I’ve been handling Steel 
Age for many years. Steel Age respects my way of doing CORRY-JAMESTOWN 
business, and I respect theirs. They provide me with strong MFG. CORP., CORRY, PA. 
national advertising support, some of the finest sales aids 
in the industry, a protected franchise and a premium line See New STEEL AGE Developments 
of office furniture. In short, they’re good people to do busi- Rooms 520-521, Conrad Hilton Hotel 
ness with. NSOEA Exhibit Sept. 28-Oct. 2 

“As I said in the beginning, it’s a good feeling.” 
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OA Editorials 


Good for the Boss 
and Employees, Too 





Today’s Best Bargain 
- « « Office Machines 
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Fe ote convention of the National Stationery & Office 
Equipment Association is soon to make its bow. Once again 
the Conrad Hilton in Chicago will within its sprawling confines be 
the scene of what amounts to an educational process within the 
industry. 

The five-day convention is a rallying place for the dealer, the 
manufacturer and the salesmen of stationery and office equipment 
products. It is a period of recreation for some, a period of discovery 
for most and for others an opportunity to meet and relax with old 
friends. 

It is with the opportunity for ‘learning’ that we are most con- 
cerned and that brings forth the premise of this editorial W hat 
is good for the boss is good for the employees, too 

Too often a convention has on its registration list mainly the 
owners and executives of dealer firms. These people should, and 
usually are, represented. 

But, we maintain, a five-day ‘refresher course’ in the multitude 
of new products offered for office use can profitably be taken by 
the men and women who sell, as well as by top management. Here, 
within the walls of the world’s largest hotel, are on display the 
products which customers will be wanting to buy. The product 
knowledge involved in selling these same items to an audience 
wanting what is new, different and functional can be set in motion 
by their exposure to the dealers’ sales forces. 

Likewise, the programs offered by NSOEA are of sufficient varie- 
ty and educational content to be worthwhile for both management 
and sales personnel. 

It's a wise dealer who'll extend his firm representation at the 
NSOEA convention. And, if he wants assurance of results, he can 


insist On written and oral reports at his next sales meeting. 


HE editors of OFFICE APPLIANCES presented in the July 

issue factual information regarding price raises in office ma- 
chines and consumer commodities over the 1939-57 period. It was 
discovered that in the past 18 years five standard office machines 
have had an average increase in price of only 76.6%. During the 
same period prices of household furniture, clothing, coal and heat- 
ing oil, kitchen utensils and food have risen 157% 

OFFICE APPLIANCES hoped in this study to provide selling 
ammunition for office machine dealers who want to back up the 
fast-striding mechanization progress of their products with adequate 
price-comparison figures. 

The results have far exceeded our expectations 

When the article was given wide circulation at the recent 
NOMDA convention we received widespread reports personally of 
the sales impact that had been supplied. These reports were backed 
up by the many letters and requests for reprints since received 

So interested are leading manufacturers of office machines that 
they have ordered thousands of reprints. The correspondence has 
mounted—from Canada to the Philippines. 

We are gratified to have been of service to the industry in telling 


this story which needed to be told 
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This fall... 
more ads areon tap... 


to keep {G57 on top! 


ail a 
| MANAGE MES _ *° 


HOODS 


MET 





@ The big fall sales season is just ahead . . . and so is a record Cosco adver- 
tising campaign! Send today for free tie-in ad mats and display material, 
covering Cosco’s low-priced standard office chairs, Cosco’s new medium- 
priced “Director” Series, and Cosco’s full line of chairs, settees, sofas and 
occasional tables. Feature Cosco . . . the nationally-advertised name that’s 


famous for quality and value . . . and keep your pockets full this fall! 


HAMILTON MANUFACTURING CORPORATION + COLUMBUS, INDIANA 








15-F Secretarial Chair: A favorite from COSCO's low-priced 
line. “Office Fashioned” to look better, feel better and wear 
better than many chairs costing far more. Suggested retail, 
$29.95. Zone 2, $31.95. 





28-TA Executive Chair: Showpiece of new COSCO “Director” 
Series! Features include dual-contour molded foam rubber seat, 
and a backrest that’s foam-cushioned and upholstered front and 
back. Suggested retail, $59.50. Zone 2, $63.50. 








COSCO also offers chairs, 
settees, sofas and occasional 
tables, styled to meet today’s 
demand for a warm, congenial 
atmosphere in business! 
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Be Sure to Visit 
COSCO Space 352 
4 NSOEA SHOW 
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State of the Industry 





Manufacturers’ Reps 
Do a Selling Job 


How much of a help manufacturers’ representatives can 
be to associations represented in the stationery and office 
equipment industry was well demon- 
strated by Robert Picou of Maywood, 
Calif., in recent NOMDA member- 
ship drive. This West Coast salesman 
took home three awards from Pitts- 
burgh—the area chairman reaching 
his quota first; the area chairman mak- 
ing the best showing and for the man- 
ufacturers’ representative making the 
best showing. He received a trophy, 
a clothes case for traveling and a 





Robert Picou 


check from the association. 


Can’t Neglect the 
Teen-Age Market . 


Canadian stationery and office equipment dealers are 


now giving the teen-age population careful merchandis- 
ing attention following the announcement that last year’s 
census showed that Canada had 1.16 million young people 
in the 15-19 age group, 10% more than in 1951. 

More important for potential sales is the fact that the 
group from 10-14 totaled 1.43 million—26.9% more 
than in 1951. The group from 5-9 showed the biggest in- 
crease of all—29.3% 

Within the next five years, one Canadian out of every 
five will be in his teens. 

According to U.S. estimates, teen-agers in the U.S. will 
receive more than $9 billions in allowances, earnings and 
gifts this year and will control the spending and saving of 
one-quarter to one-third of all personal incomes in the 
nation! 


Mechanical Handwriting 
Instrument Sales Up 

Gains of approximately 21% and 13%, respectively, 
in unit and dollar sales of mechanical handwriting instru- 
ments by U.S. manufacturers were made in 1956, as com- 
pared with 1955, according to the Fountain Pen & Me- 
chanical Pencil Manufacturers Association. 

R. A. Lancie, president of Lew Manufacturing Co. and 
chairman of the association’s statistical committee, reported 
that estimated actual shipments of fountain pens, ball 
point pens, mechanical pencils and desk and dip pen 
sets increased from 309,613,592 units valued at $118,094, 
045 in 1955 to 375,962,975 units valued at $133,019, 
938 in 1956. 

Ball point pens made the sharpest sales gain, from 
$50,608,066 in dollar value at manufacturers’ level to $63, 
513,939. 

A total of 42,814,844 fountain pens was sold during 
1956 as compared with 40,817,881 in 1955. Meanwhile, 
the dollar value rose from $40,212,341 in 1955 to $41,453, 
432 in 1956. 
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Confiscatory Taxction 
Hit by MacArthur 


“A creeping inflation which has devitalized the Ameri- 
can dollar to 40% of its previous purchasing power,” was 
assailed by Gen. Douglas A. MacArthur in speech on oe 
tax burden to stockholders of the Sperry Rand Corp., 
which he is chairman. 


“If business men were allowed a wish,”’ said MacArthur, 
‘I am sure it would be unanimously for lower taxes. The 
tax burden now is so oppressive as to be almost confisca- 
tory of venture capital.” He continucd: 


‘Taxes for 1956 came to the staggering total of more 
than $100 billion. The treasury received 79 billion end 
the state and local governments the other 30 billion. This 
means that the cost of government consumes almost one- 
third of the national product, which is the sum of all 
goods and services produced by the entire population of 
the United States.” 


Roll-Ton Desks 
And White Fiannels 


The Boston Herald recently commented whimsically, 
“What is the world coming to? Automobiles have fins 
that stick seven feet up in the air (or maybe it’s six feet. 
And down New York there aren’t any more roll-top 
decks.” 

Amplifying on the subject, the editorial said: “Well, 
to say there aren't any more is not quite truc. It was like 
this: J. P. Morgan and Co., the financial house, has always 
had roll- top desks. When everybody else “ee over to 
flat-top desks, J. P. Morgan stuck to its guns. No flat-tops 
for them. 

“We admire them for this. The roll-top desk has be- 
come an object of fun lately. The hick lawyer or news- 
paperman in the movies has a roll-ton. The roll-top is 
symbol for out-of-datedness, like the derby. 

“Anyway, the House of Morgan, expanding like every- 
body else, needed two more roll-top desks recently, accord- 
ing to Wall Street Journal (which certainly should know). 
But they couldn't find one, not to mention two! Finally 
they had two made, at $750 apiece. 


“Rugged individualism becomes really rugged when 
money is attached to it, but we can’t help thinking that the 
House of Morgan might have done a little better if it 
had sent one of its junior partners up to Boston to look 
around. And while he was at it might have looked for a 
pair of wh'te flannels for us. Not that we want a pair of 
white flannels . . . but we would like to find out if j 
true, as we have ben adviced, that white flannels are no 
longer obtainable. If it is true, well things rea lly are fall- 
ing to pieces everywhere.” 

(Note—OA's Service Bureau still gets in ju‘ries about 
manufacturers of roll top desks and some dealers are 
disturbed when they discover the old models are no 
longer advertised or manufactured, except on customer 
order ).—COS 
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America’s magazine for secretaries comes to Indianapolis 
with a promotion that stirs up lots of sales excitement 


“Let’s have a really exciting promotion for secretaries!” That's 
what Today's Secretary Magazine suggested last Spring to a group 
of leading Indianapolis stores. And these stores teamed up with 
Today's Secretary in a secretarial promotion that proved to be one 
of the big sales events of the year in Indianapolis! 


; Today's Secretary started things humming with a special issue 
T NAY F 4 spotlighting attractive Barbara Bobbitt, young secretarial student 
at Indiana Business College. Articles and pictures showed 145,000 


proves that 
secretaries make 
news! 








Y™ 


Barbara Bobbitt, center 
of interest in Today’s 
Secretary's promotion. 








L. S. Ayres Fashion Showing, in the Tea Room of the well- 
known Indianapolis department store, featured secre- 
tarial student Barbara Bobbitt, Today’s Secretary's cover 
girl. Miss Bobbitt modeled styles especially selected by 
our fashion editors for a young business girl’s wardrobe. 





oS 





Today's Secretary subscribers how Miss Bobbitt trained to be a 
successful secretary . . . the office equipment she learned to use 
... the clothes that our editors selected for her career wardrobe. 


Stationers, Inc., leading Indianapolis stationer, tied in with a 
widely reported secretarial contest and an “Open House” for sec- 
retaries that featured exhibits by Today’s Secretary advertisers. 
And L. S. Ayres and Company, well-known Indianapolis depart- 
ment store, joined forces with Today's Secretary’s editors — to 
plan special store promotions and displays aimed at the secretary. 


This Indianapolis event was the fourth of a series of Today's 
Secretary promotions in leading cities. Once again, Today's Secre- 
tary helped advertisers and retailers cash in on the profitable 
secretarial market. As the only magazine reaching a nation-wide 
all-secretarial audience of over 145,000 paid subscribers, Today's 
Secretary provides advertisers with a unique opportunity to sell 

these active young women in business and in training—who buy 
many things for themselves and have an important influence on 
the choice of many kinds of equipment for the office. 


Dealers! Looking for new ideas? Write for a free copy 
of Today’s Secretary Magazine and suggestions for store 
promotions and displays. 





Career Girl Window Displays at L. S. 
Ayres and Company were designed 
to catch the eye of the secretarial 
shopper. They showed attractive 
new fashions that had been featured 
in the special Indianapolis issue 
of Today’s Secretary Magazine. 







“Today's Secretary” Contest spon- 
sored by Stationers, Inc., local sta- 
tioner, and the Indianapolis Times, 
drew 5,000 ballots. Mrs. Jon Reeves, 
contest winner, is shown here with 
M. L. Ober, President of Stationers, 
Inc., at the store’s “Open House.” 
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Pittsburgh Firm Keeps in Step 











ALER W. R. Shilling is a nimble-on-his-feet 
office machines enthusiast who is apt to 
brandish an ever-present cigar with a spirit 
which belies his many years in the business. 

His fellow dealers early recognized this Shilling en- 
ergy and made him the first president of the National 
Office Machine Dealers Association when the present 
Organization was formed. 

Mr. Shilling is still getting things done. 

In fact, in the operation of the 45-year-old Fort Pitt 
Typewriter Co. which recently moved to a new and 
larger location in Pittsburgh, Pa., this enterprising 
oldster is pushing these modern ideas of office machine 
selling: 

© Better display and a more inviting store increase 
prestige of the dealer with the buyer. 

e A good service department is the root of the busi- 
ness nurturing expanding sales. 

@ The good salesman must keep the customer posted 
on what is new. 

e The supplies department can not be overlooked 

. the intake from paper and stencils needed for a 
duplicating machine for example can easily exceed the 
original machine sale profit. 

A tour of the new Fort Pitt quarters and a conversa- 
tion with Mr. Shilling are all that is needed for these 
progressive ideas to be proven substantial and correct. 














Office Machine Dealers 


Mr. Shilling moves rapidly from one level to the 
other of the five-floor new Pittsburgh location covering 
more than 15,000 square feet of display, storage and 
repair space. 

He talks of the past, but more of the glowing future 
which he foresees for the progressive office machines 
dealer. His historical remarks go back to the time when 
he—now president of the firm—and his brother H. T. 
(now deceased), came to Pittsburgh in 1912 to see if 
they could find a market for repairing typewriters. The 
brothers had been partners traveling throughout the 
country repairing that marvelous invention put into 
commercial acceptance by Christopher Shoals—the type- 
writer. In Pittsburgh, they saw enough of these ma- 
chines to justify the renting of a small room where they 
could open their business. 


In Same Site 30 Years 

The firm prospered to the extent that in 1927 it was 
forced to move to larger quarters in the same city. This 
site was maintained for 30 years. The new building, lo- 
cated at 646 Liberty Ave., is next door to this location. 

If ever a concern had justification for just coasting 
along on longevity, Fort Pitt Typewriter Co. is such an 
establishment. “It is surprising how many customer 
firms we still have on our books that have dealt with 
us since we started,” relates Mr. Shilling. “And it is 
hard to realize in a way, but many, many times we have 
sold typewriters to three generations—father, son and 
grandson.” 

But Mr. Shilling prefers to speak of the arrange- 
ments made in the new store to capture business which 
he says is here and made tangible by today’s purchasing 
power. 

“There will never be a saturation point because of the 
tremendous market,” he asserts, and amplifies this rea- 
soning: 

“Based on the past, 75% of our sales today should 
be trade-ins but at the present time they are only averag- 
ing 25%, which proves that there are hundreds of 
people who don’t have machines to trade-in and who 
are part of that new market. 

“The demand for office machines has increased about 
50% in the last 10 years. The machines industry has 


THE SUPPLIES section at Fort Pitt Typewriter Co. W. R. 
Shilling is convinced of the value of this department 
to a dealer. 
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Can't Stand Still 








made wonderful progress in meeting the demands of 
business and the home market has assumed exciting 
new proportions today it’s common to find three 
typewriters in a home whereas there were none before. 

“Yes, the market is here and the dealer who doesn't 
have a modern, up-to-date store will stand still.” 


3,000 Machines on Hand 


Today, there are more than 3,000 office machines— 
new, used and rebuilt—on hand in Fort Pitt's new 
store, all backed by what the store has made a reputation 
on—a guarantee. In this respect, the firm’s vice-presi- 
dent, Stanley S. Weiner, says: “While we are bringing 
into our new store the largest stocks we have ever han- 
dled, we will continue to offer one important intangible. 
This, of course, is our guarantee of satisfaction which 
was pledged 45 years ago by our founders. We have 
built our reputation on this, and it’s a policy we will 
never change.” 

No, the guarantee of satisfaction may never change, 
but display and selling ideas have for Fort Pitt. 

In the new store machines are easily accessible for the 
buyer’s touching, handling, and testing at convenient 
desks. Once encased in large glass-covered cases, these 
machines are brought right out in the open. 

That display doesn’t start and end with typewriters— 
it extends to adding machines and duplicators, both im- 
portant to W. R. Shilling’s selling scheme. He points 
out that adding machine volume now equals the type- 
writer business whereas 10 years ago the adders were 
only 35% of the sales. 

Demand for electric typewriters he asserts has in- 
reased 20% in the past decade. ““We sell a lot of elec- 
tric portables, even for homes, because the user has be- 
come accustomed to the non-manual machine in the 


office.” 


Stresses Service Department 
From the new market potential, the importance of 
supplies in the volume picture, the new appeal of the 
electric typewriter, the improvement in today’s product 
which makes it less necessary to stress price, Mr. Shilling 
moves with enthusiasm to a section which he thinks is 
so important to the Fort Pitt operation—the service de- 
partment. 
A good service department is so essential,’’ he says. 
A business can’t be shy on service. It is important to 
have loan machines available . . .”’ 
Likewise, Mr. Shilling is of the opinion that the sup- 
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by CLARENCE O, SCHLAVER 
managing editor 


new attractive display section. 


plies department is often overlooked by the office ma- 
chines dealer. He says that the business in duplicating 
supplies amounts to more than the sale of the machine 
itself and advises fellow dealers to push the paper, ink 
and stencils as a good foot-in-the-door entre into the 
business of large concerns. 

And finally, this sage of the Pittsburgh office ma- 
chines industry tells of the advantage of advertising— 
relying mainly on newspapers but also doing some on 
radio and television or direct mail. He advises that one 
machine at a time be stressed in an ad rather than sev- 
eral, thus leading to the “omnibus” approach. 


W. R. SHILLING inspects a portable typewriter in the 





> Profitable Business Sessions 





NSOEA offers 


seven keys to 


> Dynamic Luncheon Speakers 
> Colossal Industry Exhibit 


> Ladies Program 


> Special Features 
> Musical Programs 


> Fabulous Prizes 


22 


EVEN keys to completeness in a convention are 

offered in the advance planning of the National 

Stationery & Office Equipment Association for its 
annual assemblage September 28, 29, 30 and October 1, 
2 at the Conrad Hilton Hotel in Chicago. 

In the offing are profitable business sessions, dynamic 
luncheon speakers, colossal industry exhibit, ladies pro- 
gram, special features, musical programs and fabulous 
prizes. 

It is a convention which promises to place emphasis 
for five days on the largest showing anywhere of office 
supplies, office machines, office furniture, commercial 
and social stationery. This exhibit has grown to the ex- 
tent that the entire sixth floor exhibit rooms will be 
used this year. 

More than four acres of displays located on the lower 
level south exhibition hall, central exhibition hall, north 
exhibition hall and third, fifth and sixth floors will be 
opened for the exhibit viewing hours on each of the 
five days. 

These displays will be staffed by manufacturer repre- 
sentatives and the smooth operation of the entire ex- 
hibit will be aided by the NSOEA headquarters staff 
and a large committee of industry workers, one of the 
many such groups dirccted by General Chairman Art 
Replogle of Replogle Globes and Co-chairman Robert 
Heck of Eaton Paper Corp. 

Once again the first two days of the convention, 
Saturday and Sunday, will be devoted to exhibit viewing 
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complete convention 








and business sessions will begin on Monday. 

Likewise, this 1957 NSOEA combination of exhibits, 
entertainment and industry fraternization will offer idea- 
provocative addresses by men such as Everett S. Cal- 
houn, Fred Smith, Charles Bury, Glenn Fouche and 
Mayor H. Roe Bartle of Kansas City, Mo. 

The office equipment and stationery industry itself 
will be recognized on the rostrum by appearance of 
NSOEA President Leonard Wilcox, Elmer G. Rahe, 
John Dwyer, and NSOEA Executive Vice-president Paul 
Burbank. 


Vice Presidents To Preside 

Presiding at the three large division meetings on 
Tuesday, October 1, will be the NSOEA vice-presidents 

Elmer Rahe for manufacturers, John Dwyer for field 
members, and William R. Diehl, Jr., for retailers. 

A parade of special events round out the special pro- 
gram planned for the ladies, a far cry from the days 
when the women were expected to sit in the balcony 
and in the lounges while the men transacted the busi- 
ness of the convention. 

Although the convention will not officially open 
until noon on Saturday, September 28, for the nine-hour 
exhibit viewing session, the Great Lakes Travelers Club 
headquartering in Chicago will be host to the always- 
popular pre-convention luncheon at noon on Friday in 
the Boulevard Room. There, William Gregory of Detroit 
will be the toastmaster of a fast-moving program. 
Charles W. Gilbert of OFFICE APPLIANCES is general 
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chairman and Norbert Burgess of Sanford Ink Co. co- 
chairman. 

Once again the Sunday worship service in the Grand 
Ballroom of the Conrad Hilton, a feature introduced 
at the NSOEA 50th anniversary convention, promises 
to attract a capacity audience. Grant Howard of PBSW 
Supply & Equipment Co., Phoenix, Ariz., a past presi- 
dent of NSOEA, will direct this service at 10:30 A.M. 
Guest speaker will be Dr. George K. Schweitzer, asso- 
ciate professor of chemistry at the University of Ten- 
nessee, speaking on the subject, “Trailing the Creator”. 
Professor Karl Steele, head of the art department of 
Wheaton College, will again participate, presenting 
‘Sermons in Art.” 

The laymen from the industry having a part in the 
program will include W. Neill Stewart, Jr. of Stewart 
Office Supply Co., Dallas, and Nathan C. Hubley, Jr., 
president of Carter's Ink Co. Music will be furnished 
by the Wheaton College Choir. 


Tea Scheduled for Ladies 

Sunday’s exhibit hours will be from 1 P.M. to 9 P.M. 
A ladies’ get acquainted tea is scheduled in the Grand 
Ballroom at 4 P.M., at which time Ralph Sterling and 
his string ensemble will furnish music. 

Followed by Priscilla Holbrook’s organ music, the 
business sessions of the convention will commence on 
Monday, September 30. Opening address is to be given 
by NSOEA President Wilcox, ‘How to Make a Busi- 
ness Grow’. The next feature is to be a presentation 
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H. Roe Bartle 








NORMANDIE LOUNGE . 
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NSOEA Offers . . .continued 





. where old friends will meet. 


Dr. George K. Schweitzer 









Glenn Fouche 


by Executive Vice-president Burbank which is a sequel 
to “Facts for Management’, based on findings by 
NSOEA research consultants and illustrated by slides. 
It will contain facts, figures and case histories. 

Both men and women attending the convention will 
be given an opportunity to attend the Monday noon 
luncheon at which time Kansas City’s famed mayor, 
Harold Bartle, will present his dynamic address, ‘Stand 
Up and Be Counted.” Large in stature and powerful 
in voice, this speaker is known as a civic leader, public 
speaker, educator, philanthropist, lawyer and humani- 
tarian. 

Tuesday, October 1, promises to be the fullest day 
of the convention opening with divisional meetings of 
manufacturers, retailers and field division members at 
9:30 A.M. 


Rahe To Address Manufacturers 

Elmer G. Rahe of The Globe-Wernicke Co., vice- 
president of the manufacturers’ division, will address 
his group on the subject, ‘‘Measuring Sales Perform- 
ance.” A second speaker will be Norman L. Hanna, sales 
and advertising manager of the Phillip Hano Co., Inc., 
using as his subject, “Merchandising NSOEA Services.”’ 

A study of the Robinson-Patman Act, ‘This I Have 
Learned’, will be presented to the retailers by Fred E. 
Pfaff, sales manager of Duke, Inc., Wichita, Kan. 

Each of the divisions will elect officers at these sepa- 
rate meetings. 

Luncheon speaker Tuesday noon will be Fred Smith, 
management consultant who places special emphasis on 
organization development and motivation. His subject 
will be, ‘‘Quarterbacking the Sales Team.” 

The afternoon session Tuesday will continue with two 
outstanding features, an address on “Office Automa- 
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top speakers on NSOEA program 





Fred Smith 


tion Today and Tomorrow” by Everett $. Calhoun, co- 
ordinator of office automation research for Stanford Re- 
search Institute, Menlo Park, Calif., and the 50-minute 
showing of J. Walter Thompson's recently-released 
film, ‘“Interurbia.”’ 

Tuesday night's special entertainment, an annual con- 
vention attraction, will be given in the Grand Ball- 
room where performers of stage, television and screen 
will appear in the Merriel Abbott Variety Show. This 
will be followed by dancing to Norman Krone’s orches- 
tra 


Election of Officers Scheduled 
A marimba program by George Guest will precede 
Wednesday morning’s business session which is to have 
two guest speakers Charles Bury of Charles Bury & As- 
sociates, “Winning Sales and Good Will with Better 
Communications”, and Glenn Fouche, vice-president of 
Parade Publications, ‘“You—Are the Answer.” Reports 
of committees and officers and the annual election of 
NSOEA new leaders will follow 
Final showing of the NSOEA annual exhibit of mem- 
ber products will take place Wednesday afternoon. Clos- 
ing event of the convention is to be the annual banquet 
in the Grand Ballroom, the occasion for presentation of 
association awards and honorary memberships. Winners 
will be announced for the Clegg advertising contest, the 
IBSA store modernization contest, the Travelers Club 
trophy, the Garvin-Wolcott award, governor's trophy 
and dealer salesman-of-the-year. 
Dancing to Norman Krone’s orchestra will follow. 
Many attendance prizes, made possible by the gener- 
osity of NSOEA manufacturers, will be presented to 
convention registrants as in former years. Two table 
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Everett S. Calhoun 


Charles Bury 


model television sets are offered as attendance prizes 
at the exhibits. 

In addition this year opportunity will be given for 
winning a registration prize which will take the winner 
and companion of his or her choice on an Eastern Air 
Lines plane from Chicago, New York or Miami to San 
Juan Puerto Rico, for seven days and six nights at the 
Caribe Hilton, all expenses paid. 

Special events on the ladies’ program will be opened 
with the Sunday afternoon get-acquainted tea at which 
time every lady who attends will receive a gift and 
also be given opportunity to participate in drawing for 
door prizes. 

The ladies will attend the noon luncheon on Mon- 
day and a bingo party in the Boulevard Room that after- 
noon. 

Tuesdays’ program includes J. Gregory Conway's lec- 
ture on floral art, “Sweets and Flowers” and attendance 
at the Merriel Abbott Variety Show for all conven- 
tioners in the evening. 


Two Events for Ladies 

On Wednesday the ladies will have two events, the 
luncheon and ice show and the annual banquet. 

In response to comments that the convention is get- 
ting too large to provide opportunity for meeting be- 
tween old friends this year the Normandie Lounge on 
the Mezzanine floor has been set aside exclusively for 
use as a greeting place. Coffee will be made available 
and the lounge will be hostessed by a member of the 
convention committee. 

And so the the five days of the NSOEA Conven- 
tion in 1957 offér promise of industry knowledge and 
entertainment. 








PE EE En 














26 








EXHIBITOR BOOTH 
A 

ABCO Plastic & Supply Co. 635 

Acco Products, Inc 128 

Ace Fastener Corp aa 

Acme Visible Records 38-39 


Acorn Products Co 614A-615A 
Adams Brothers Salesbook 


| Se ae 328 
Addo-X Inc. ...... 369-370 
Advance Industries 634 
Aigner, G. J., Co 501 
Airguide Instrument Co 317W 


All Purpose Stee! Products 305 
Allien, R. C., Business Ma- 


chines, Inc. . 520A 
Alliance Rubber Co 308 
Allied Carbon & Ribbon Mfg 

ae 132 
All-Rite Pen, Inc 228 
All-Steel Equipment, Inc 

edie ae 512A-513A 


Alma Desk Company 

eoeevese 504A 305A, 507A 
Aluminum Cooking Utens 

Co., Inc. . 342W 
Amberg File & Index Co. 138 
American Binder Co. of 


California ... 335W 
American Carbon Paper Mfa 

ee TT 
American Crayon Co 106 
American Dictating Machine 

Co., Inc. . oo. 35 
American Map Ce, 10. <. ae 
American Pad & Paper Co. 124 
American Stencil Mfg. Co 74 


Anco Wood Specialties, Inc. 623 
Anderson-Hickey Co., Inc 


ea , 658A-659A 
Angler’s Co. 304W 
Applied Research Corp 621A 
APSCO Products Inc 97 
Arnot-Jamestown 343, 344, 345 
Arrow Fastener Co., Inc 52 
Art Metal Construction Co 
On 153, 154 
Art Specialty Co 113 
Art Steel Sales Corp 376 
Artistic Desk Pad & Novelty 
he 45 
Atias Stencil Files Corp 
ee re C-3, C-4 
Autopoint Company 119 


Avery Adhesive Label Corp. 61 


B 
BDC Contex Corp 624-A 
Badger, Inc. 535A-536A 
Bainbridge, Kimpton & 

Haupt, Inc. .. 114 
Bankers Box Co 112 
Bankers & Merchants, Inc. 202 
Barkley, C. L., & Co 211 
Barnes & Noble Inc 225 
Barricks Mfg. Co 637 
Bates Mfg. Co 88 
Baumgarten, Fred 655-A 
Bausch & Lomb Optical Co. 216 
Beckley-Cardy Co 47 
Bentson Mfg. Co 539 
Bernard Franklin Co nc. 322W 
Bernay Products Co 345 W 
Berry, Henry, Associates 377-378 
Best, Richard, Pencil Co. . 144 
Better Packages, Inc 329 











Bevco-Precision Mfg 


Co 
308W-309W 
126 


Binney & Smith, Inc ; 
Blackbourn Systems, Inc C-17 
Blair Aluminum Furniture Co. 600 
Blaisdell Pencil Co 1 
Blue Star Leather Mfg 

Corp ; 637-A 
Bohn ‘Bupiicaies Corp 

... 318W-319W 

Boling Chair Co 


504A, 505A, a i 
Boorum & Pease Co. ; 


Borroughs Mfg. Co. ...... 79 
Bostitch, Inc. ...... ; 43 
Braden Mfg. Co. ... 325W 
Braden Steel Corp. . .. 629 
Bradley, Milton, Co. .. 204 
Briefcase Inc. 504 
Browne-Morse Co. .. 610-611 
Bruning, Paul ; ae 636 
Brush, John D., & Co., Inc 
... 616A 
Buiman “Corp., ‘The . 347-348 
Burroughs Corp. .... 145-146 
Business Efficiency Aids .. 111 
Cc 

C-Thru Ruler Co. . a 
Campro Products, Inc. ... 651 
Cardinell Corp. .... 68 
Carter’s Ink Co. ..... 158-159 
Central Can Co., Inc . 509 
Challenger Stee! Products 

CR ad onaen oe 
Changepoint, Inc. ........ 48 
Cnicago Desk Pad Co., Inc. 502 
Chicago Lock Co. . 300W 
Clarin Mfg. Co. . ince. ae 
Clark, Keith, Inc. oo. ae 
Ciauss Cutlery Co. .. 333 
Codo Mfg. Corp. . . 116 
Cole Steel Equi ipment Co., 

Inc 353 
Columbia Ribbon & Carbon 

Mfg. Co., Inc. . 
Columbia Steel Equipment 

Co. C-10, C-11 


Columbian Art Works, Inc. 73 
Consolidated Business - 


tems, Inc. .... .. 346 
Convoy, Inc. ... ; 219 
Cook, The H. C., G. .. C-14 
Cooke & Cobb Division of 

Wilson Jones Co. ...... 133 
Cooks’ Inc. .. cae 


Cormac Industries, ‘Inc. . 307W 
Corry-Jamestown Mfg. Corp 


en 520-521 
Cram, “The George F., Co., 
Inc . 220 
Cramer Posture Chair Co 
ree 147-148 


Cross, A T., Pencil Co. .. 222 
Cushman & Denison th 
Co., Inc 125 


Defiance Calendar Division of 
Wilson Jones 


DeJur-Amsco Corp. 331, 361 
Dennison Mfg. Co ee 
Dependable Mfg. Co 96 
Designcraft Metal Mfg 

Corp. . de 633A 
Dick, A. B., Co. . er 80 
Diebold, Inc. .......... . 105 
are ie ae 





Manufacturers 


Dixon, Joseph, Crucible Co. 89 
Dome Publishing Co., Inc. 312 
Domore Chair Co., Inc. 605, 607 
Doppelt, Charles, & Co., Inc, 


539A 
Doringer Go. Ine. . va ee 
Doro Mfg. Co. 652 


Dorset Steel Syeipeens Co. 387 
Dorson Corp. ae 205 
Downey, The C. ly Co. 13-14 


DuPrints, Inc ‘ 626A 
Durable Metal Products Co. 
363-364 
Duro Decal Co., "Inc .. 618 
E 
Eagle Pencil Co. ee 
Eaton Paper Corp. sok) 
Ellingsworth Mfg. Co 229 
Emeco Corp 533, 536 


Ennis Tag & Salesbook Co. 238 
Equipto Division Aurora 


Equipment Co. ... .. 633 
Esterbrook Pen Co. .. . 1-2 
Eureka Specialty Printing 

Co ssee Sel 
Evans Specialty Co., Inc. .. 231 
Ever Ready Calendar Mfg. 

RE as Ae 102 
Eversharp, Inc. ...... 156-157 


Ezyindex Products Co. 314-315 
F 


Faber-Castell, A. W., Pencil 
Co., Inc. 

Faber Eberhard, Pencil Co. 95 

a OA er 624 

Faultless Caster Corp. .. C-13 

Filex Steel Products, Inc. 
.... 315W-316W 

Fisher Pen Co. .......2+- 32 

Force, Wm. A., & Co., a 

ir Carbon & Ribbon 


Franklin Metal Products Co 


fetes ee 316-317 
Fritz-Cross Co. ... 343W-344W 
Frontier Mfg. Co. . 340W-341W 
G 
GR Products, Inc. .. . 300 


General Lamps Mfg. Corp 223 
General Pencil Co. . 236 
Gestetner Duplicator Corp. 


AFTER 3-304 
Geyer- McAllister Co. .... 560-A 
Gibson Art Co. ... 40 
Gift Craft Leather Co. ... 529 
Gingher Mfg. ...... . 613A 
Globe-Wernicke Co 
18, 19, C-22 
Goodfrend Mfg. ‘Corp. .. 306W 
Goodrich, The B. F., Co. 49 
Graff, George B. Co. ee 
Gregson Mfg. Co. . .. 530A 


Groveton Stationery Co. . 311W 
Guide System & Supply Co., 

Inc 1 
Guniocke, W. *. ‘Chair Co. 561A 


H 
Haeger Desk Co ie Se 
Hale Industries Inc. .... 548A 
Hall’s Safe Co., Inc. . 335 


Halverson Products Co., Inc 628 
Hamilton Mfg. Corp. ..... 352 
Hammond, C. S., & Co. . 305W 
Handwriting Foundation .. 220A 
Hanes Chair & Furniture 


Co., Inc. . 641A 
Hano, Philip, Co Inc. ... 65 
Harding, Milo, Co 327 


Harrison Steel Desk & File 
Co. 519A 


Harter Corp 605A, 607A 
Haskell, Inc Ae 
Hedges Mfg. Co 215 
Herring-Hall Marvin Safe 

Co ee 
Heyer Corp., The 36, 37 
Higgins Ink Co., Inc. .... 55 


Hillside Metal Products, Inc 

349, 350, 351 
Hodgman Rubber Co. ..... C-9 
Homs, Douglas, Co. . 656A 
H-0-N Company 301, 302, 659 
Hoosier Desk Co 537A 


Hunt, C. Howard, Pen So. .- a7 
Huntington Chair Corp. .. 553A 
I 
Ideal School Supply Co. .. 620 
Ideal System Co. .. soi. ae 
Illinois Lock Co er 
Imperial Desk Co. ...... 516 
Indiana Chair Co .. 524A 
Indiana Desk Co . 524A 

Interstate Metal Products 
a. oe ; erie 
Invincible Metal Furniture 
ek. axed ooo Ge, 7 
P| 


Jasper Chair Co 
Jasper Desk Co. .. 
Jasper Office Furniture Co. SisA 
Jasper Seating Co. .... 557 
Jasper Table Co., Inc. . 5264 
Jayem Sales Corp 328W, 329W 
Johnson Chair Co 
Justrite a seine Co., 

Inc ; 


505, 507 
546 


K 
Kahn, David, Inc ' . 110 
Kamket Corp , ao po 
Kay-Dee Co. ee 
Kee Lox Mfg. Co sos BE 


Ketcham & McDougall, Inc. 212 
Kingsley Stamping Machine 
221 


n) eas q 
Klick Leather Goeds Corp. 636A 
Koh-I-Noor Pencil Co., Inc. 10 
Kores Carbon Paper & Rib- 


bons Mfg. Corp. ..... 314W 

Krayer Mfg. Co., Inc. .... 33 
L 

Labelon Tape Co., Inc C-2 


Exhibit Hours: 


Saturday—— 12 Noon to 9 P.M. 
Sunday— 1 P.M. to 9 P.M. 
Monday—— 2 P.M. to 9 P.M. 
Tuesday— 5 P.M. to 9 P.M. 

Wednesday— 12 Noon to 5 P.M. 
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620 


644A 

516 
524A 
524A 


653 


657 


507 
546 
515A 
557 
5264 
329W 
500 


54 


110 


1OW 
519A 
212 


221 
536A 
10 


14W 
33 


57 


Lansdale Products Corp 634A 
LaSalle Products Co 142 
Lathem Time Recorder Co 


Inc 334 
Lawson, F. -H. Co 372, 373 
Leathercraft, Inc 645 
Letterex Corp., The 342 
Linton Pencil Co +. ae 
Lit-Ning Products Co 371 
Little, A. P., Inc 232 
Luxo Lamp Corp. .. 616 


M 


Majestic Stationery Co 
330W-331W 

Maple Leaf Mfg. Co., Inc. . 203 

Marble, B. L., Chair Co 


517A, 528A 
Markweill Mfg. Company, 
Inc . 107 
Marnay Sales & Mfg Co 
338W, 339W 
Marsh Co., Felt-Point Pen 
Division aed 137 
Mason, L. E., Co 626 
Master Addresser Co. C-15 ‘£36 
Master Mfg. Co . 635A 
Master Products Mfg. Co 
337, 338 
Mastercraft Corp 613 


May, The J. L., Co., Inc. 120 
McDonald Products Corp. 22, 23 
Meier, Joshua, Inc cdou Se 
Meilink Steel Safe Co. .. 512 
Melind, Louis, Co 123 
Merriam. G. & C., Co 94 
Metal Specialties Mfg. Co. 234 
Metalcraft Products Co., Inc 


604A 
Metalstand Co . 336 
Metropolitan Cutlery Co 24 
Miami Systems Corp. .. 79 
Micropoint, Inc 604 


Milwaukee Chair Co. 651A, 653A 
Milwaukee Metal Furniture 

Co .. 651A, 653A 
Minnesota Mining & Mfg 


104 
Mittag & Volger, Inc. 145, 146 
Modern Office Procedures . 614 


Modern Stationer 537 
Modern Steelcraft Inc 6464 
Mohawk Tablet Co 217 
Monarch Furniture Co 532A 
Moore Business Forms, Inc 

C-6, C-7 
Moore Push-Pin Co 8 
Morris, Bert M., Co 117 
Mosler Safe Co., The . 134 
Murphy Mfq. Co i 643 
Murphy-Miller Inc. .. 374, 375 


Murray Engraving Co., The . 131 
Mutual Stationers Supply 
Corp nb ene 
Myrtle Desk Co 
5044, 505A, 507A 
Mystik Adhesive Products 235 


N 
National Blank Book Co a 
National Carbon Coated 
Paper Co C-12 


National Cash Register Co. 325 
Nationa! Fiberstok Envelope 
Co 


National Vulcanized Fibre 

Co 56 
Neiman Steel Equipment 

°0., Inc 303W 
Nobema Products Corp 46 
Noesting Pin Ticket Co 

Inc 70 
Norfield Methods & Proce- 

dures, Inc . 326W 
Norma Péncil Corp 118 
Northern States Envelope 

Co., Inc 54 
Northwest Metal Products 

Co nas 
Nucraft Furniture Co 600A 
Nu-Craft Products Co., Inc 

339, 340 
° 

Oakville Company Division 

Scovill Mfg. Co. ...... 58 
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Office Appliances 
Office Covers Co 
Office Equipment Mfg. Co 
Inc 

Ohio Chair Co., Inc ‘601, 602 
Old Town Corp 136 
Olivetti Corp. of America 313 
Orna-Metal, Inc 360 
Oxford Filing Supply C 


C-20 oe 
C-1 


Inc - oa oe 
Pp 
Paper Mate Co., The 233 
Park Sherman Co. 301W, 302W 
Parker Pen Co 149, 150 
Parker Steel Products, Inc 
306 
Peerless Steel Equipment 
Co } 649 
Pelouze Mfg. Co 509A 
Perfect Rubber Seat Cushion 
Co . 227 
Permacel Tape Corp 7 
Photo-Materials Co 647 
Plan Hold Corp 622A 
Plastic Binding Corp. .... 629A 
Polar Mfg. Co . 143 
Port Huron Sulphite & 
Paper Co ee 620A 


Port-A-Wall Office Parti- 
tions Division Hemisphere 
Steel Products Corp. .. 631A 
Posting Equipment Corp. 612A 
Precision-Posturect Chair 
Corp. Division Precision 
Metal Workers 


Preferred Products Co. .. C-2A 
Print-O-Matic Co., Inc., 

The . 69, 330 
Protectal! Safe Co., The 152 
Q 
Quality Park Envelope Co. . 9 
R 
Rand McNally & Co. ..... 75 
Random House, Inc. .. 64 

Red Rope Stationery In- 
dustries, Inc , 312W 

Redi-Record Products Co. 
333W, 334W 


Regency Thermographers 
C-1 C-19 

Reliance Pencil Corp. 71 

Remington Rand Dealer 

Sales Division apuny 

Rand Corp. .. , 500A 
Replogle Globes, Inc. 53 
Republic Steel Corp. 

Berger Division ....... 545 
Rest-A-Phone Co sia 
Rexbilt Leather Goods, Inc. 612 
Rex- — aepanediits 

366 


Cor ' 367 
tadens Mfg Co., ‘Inc., 
The 93 
Rishel J. K. Furniture Co. 
; 46A 
Riteform Chair Co., Inc. 27, 28 
Rite-Line Corp. pat eae C-1 
Robinson Reminders Inc. .. 57 


Rockwell-Barnes Co 139 
Rogers, W. T., Co. 320W, 321W 
Rovico Inc 623A 
Rowles, E. W. A., Co. .. oe 
Royal Metal Mfg Co 

~ 542A, 544A, 545A 
Royal Register Co., Inc. 332W 


s 
Sainberg & Co., Inc. ... 98 
Sens WA GR 6 cisbe ass 78 
Schwab Safe Co, The ... 561 
Spee te 122 
Seal-0-Matic Dispenser 
eee Pre 617A 


Security Steel Equipment 


Corp baie 26 
Samah Self-Closing 

Sabetans GO. occvcsnive 85 
Sheaffer, W. A., Pen Co. . 109 
Shepherd Casters, Inc. .... 625 
Sight Light - M. G. Wheeler 

Company ...... 533A-534A 
Sikes Co., Inc., The 609A, 611A 
Seow Gh .<cccscbeus 368 


to display products 


Smith, Charles C., Co 
een 323W, 324W 
Smith Metal Arts Co., Inc. 522 
Smokador Mfg. Co., Inc c-5 
Smo-King Products, Inc. 336W 
Southworth Co 72 
Speed-O-Print Corp. . . 108 
Speedry Products Inc 44 
Spencer Rubber Products Co. 60 
Stacor Equipment Co., 309, 310 
Standard Diary Division of 

Wilson Jones Co. cen 
Standard Furniture Co 513 
Star Office Accessories Co. 326 
Stationers’ Guild of America 81 
Steck Company, The .... 645A 
Stee| Parts Mfg. Co. . 319, 320 
Stein Bros. Mfg. Co. ..... 556 
Stock Forms Co 

Division Moore Business 

Forms Pe 214 
Storms, E. M., Co. ... 643A 
Sturgis Posture Chair Co., 

556A, 557A 


7" Engineering & Mfg. Co., 


‘647A 
canis Steel Equipment 
ee rere. oe 
Swingline, Inc, ....... in 


Taylor Chair Co. .. 550A, 551A 
Thomas Collators, Inc. .... 644 
Thomas Furniture Co. ..... 549 
Tiffany Stand Company, Inc. 200 
Tolen, William, & Son, Inc. 


Py. ERS AS 313W 
Tower Suites, Inc. . 639A, 640A 
Transkrit Corp. ...cescve 657A 
Triner Scale & Mfg. Co. .. 51 

U 
Underwood Corp. ..... C-8, 307 


United Cutlery & Hardware 213 
Utility Wholesale Stationers 619 


Voll Ge. Ge. vacscccs 83 
Valco Co. ... . 327W 
Venus Pen & Pencil Corp. 7 
Vernon, S. E. & M., Inc. .. 534 
Victor Adding Machine Co. 

Pe Ts 321, 322 
Victor Safe & Equipment 

Dealer 
Sales Division, Remington 
Rand, Division Sperry Rand 


GOR. Sto cccvasha ust 15, 16 
Visi-Shelf File, Inc 639 
Vogel-Peterson Co. ..... . 547 

w 

Wabash Filing Supplies, Inc. 155 
Wallace Pencil Co. ....... 29 
Ward, John J., Inc. ...... 224 
Waterman Pen Co., Inc. ... 63 
Watson Mfg. Co. ....... . SS 
Weber Costello Co. ....... 100 
Wie, Fa BR axseucs oo aon 
Went’, Fs Wis Gai sic aves 7 
Weis Mfg. Co. 87 
Welham Metal Products Co., 

SOK, .» aibhnihintamnatl 323, 324 
Wells Chair Corp. 7 


Westclox Division of General 


Ree 
Western Mfg. tk 5c 502A 
Westin-Nielsen Corp. .. 621, 622 
Whiting Paper Co. ....... 332 
Wilson Jones Co. ........ 41 


5 
World Publishing Co., The 661A 


Y 


Yale & Towne Mfg. Co., The 646 
——- and Erbe Mfg. Co., 


York Sale '& Lock Co’ icoe oe 
z 
Zephyr American Corp. .... 101 
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OA to Expand 
Convention 
Newspaper 


@ NSOEA conventioners asked for it 
and their requests will be heeded. 

An extra day of publication, a new 
format and added features for a news- 
paper that was the hit of the 1956 
convention—these are all included 
in the plans for the 1957 OA CON- 
VENTION REPORTER. 

Once again, this “morning daily” 
will serve as an intimate link be- 
tween the conventioner and the vast- 
ness of his association sessions, 

It will be published in a new size 
and will provide fresh day-by-day 
coverage of a huge convention as it 
proceeds in all of its fascinating de- 
tails. 

Beginning Saturday morning and 
continuing Sunday, Monday, Tues- 
day and Wednesday the OA CON- 
VENTION REPORTER will be 
available for over-the-morning-coffee 
reading. 

The editors have included in their 
planning many of the suggestions 
made by readers after they were 
polled at the conclusion of last year’s 
convention. 

Photos—and more photos—the 
personal items which only editors of 
long experience in the industry can 
provide—daily coverage of pro- 
grammed events—stories of manufac- 
turers’ promotions—details on new 
products—all of this will be inter- 
woven into the convention newspaper 
which attendants at the NSOEA ses- 
sions will read and treasure. 

Watch for the first issue on Satur- 
day morning, September 28. 
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@ Kenneth Brown spent 21 years in the news- 
paper business before he became a stationer in 
1942. (without choice, as he puts it) when his 
father-in-law needed help to run their well-estab- 
lished firm. He found himself and his wife run- 
ning the whole operation in 1945 when her par- 
ents retired. 


Today his store has a No. 1 location in a city 
of 28,000. His net sales should run somewhere 


near $400,000. Beside his regular stationery items, 
office supplies and equipment, he stox ks fine lin- 
ens, sterling silver, bone china, pewter and other 


gift items to tempt the wedding gift buyer. There 
is also a complete book store on the upper floor 
of his operation. He questions at times the fact that 
he should be called a stationer. 

On January 1 of this year, the store began clos- 
ing on Saturdays. This event, much to his sur- 
prise, brought with it a group of pickets. But 
he stuck to his idea. 


On May 1, he summed up a four-month opera- 
tion. He had absorbed pickets, 17 closed Satur- 
days and one day lost in February because of the 
Leap Year occurring in 1956. He found his sales 
were down $3,651.42. Sales were generally down 
in the area. He saw his operating expenses had 
been cut $1,500. He noted that his employees 
were now enjoying an all-time high in salaries. 
As a man of action, he is convinced that closing 
on Saturday keeps his employees happy and on 
the job each day the store is open 


" Ce Resta 
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now how to 


by KENNETH BROWN 
managing owner of Corrick’s 
Santa Rosa, Calif. 


Editor’s Note: This article was extracted from an 
iddress given by Mr. Brown at the NSOEA Region 
12 meeting in Yosemite Park, May 27. 


7 Ngo three years ago a very lucky thing hap- 
pened to me, and it is that occurrence that I want 
to share with you. 

One thing I always asked myself was, ‘“Why doesn’t 
anyone ever tell me how to run my business at such 
places as regional meetings and the like?’ 

The obvious answer is that I’m supposed to knou 
how to run my business. After all, I employ between 
20 and 25 people, do a considerable volume and our 
business, which has grown by leaps and bounds, makes 
a profit. 

But do I know how to run my business? Even I 
can’t answer this question. 

In an NSOEA report I learned that in 1955 the 
average stationer made a net profit, before taxes, of 
3.8%. In the $100,000 a year class, he made 6.37%, 
the best of all. In the $100,000 to $250,000 class, he 
cleared 5%. In my class, $250,000 to $500,000, the 
net was 3.1%, and in the class of $1 million, they only 
made a net of 1.35%. This didn’t seem like a very 
profitable profit, so I checked my own figures 

I saw my accounts receivable were running from $22,- 
000 to $38,000. To this I added my inventory, which 
represents more money than I ever thought I would 
handle, and another $30,000 spent in remodeling and 
moving a couple of years ago. 


$200,000 Invested 


I looked at all of our equipment, the typewriters, 
calculators, desks, files and the thousands of supply 
items. I thought of the valuable franchises we have in 
our business and the 40 years of good will earned by 
serving customers. I came up with a conservative esti- 
mate of $200,000 that we have invested in our business 
just to be in business. 

When I projected a $400,000 volume, I found that 
I would have to be satisfied with a profit of $12,400 
with an investment of $200,000. This is the 3.10% 
that I was to make as an “‘average”’ stationer. 

I thought I just as well might sell the business, in- 
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run my business ? 


Here is a retailer's honest evaluation of his business 


operation. By co-operating with his business 


associates he is striving to increase his profit picture. 


vest the money, and go fishing. I wasn’t even sure I 
could do a $400,000 business and turn the $12,400 
profit. Conceivably I could lose more than that in any 
Livi n year. 

Getting back to my original question, I arrived at a 
second answer. Nobody tells me how to run my busi- 
ness because there is an old bug-a-boo that we must 
never talk to anyone about business except our account- 
ant and Uncle Sam. I believe this concept is as out-dated 
as horse and buggy transportation. 

We must learn from each other if we want to oper- 
ate our businesses more economically, profitably and 
ethically. If we don’t, we may not hang together, but 
there is a good chance that we will go under separately. 


Share Ideas with Friends 

But to get back to my main idea. I have two good 
friends who are in the retail business, not stationers, 
but in allied lines. We spend a lot of time together, 
buying together, trading merchandise and talking about 
our businesses. 

One day we made up our minds to find out more 
ibout our businesses. One compelling reason was that 
we all knew we were “‘post-depression” business babies. 
We didn’t know if we could weather a serious reces- 
SIOT 

We got together and opened our general ledgers. We 

ed our profit and loss statements. We opened our 
salary schedules. And we went to work. 

With the help of accountants and an expert in f- 
nat we arrived at our plan. 

We had to devise a workable budget. We had to 


know our costs, and if they were in line, and we had 
to devise a buying controls system that worked. 

Our budget was an eye-opener. After surveying and 
dividing the salary schedule into categories, such as 


warehouse and handling, selling, management, office, 
etc., I could see that my salary costs were high percen- 
tage-wise. My friends showed me their costs and told 
me that I was out of line, average stationer or not, and 
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since they were making more profit on smaller opera- 
tions, I wanted to join their team. 

For one thing, my warehouse percentage was high. 
I had a receiving man to unpack, mark and store in- 
coming merchandise and a shipping man to take care 
of outgoing merchandise, make some deliveries, and 
clean up the store. We also had a retired gentleman 
who made $75 a month, part time, helping out with 
the rush mail and the cleaning. I couldn't see any 
room for improvement. 

I've got news for you! Now, after a goal was set, 
I find I didn’t need so much help. I have one good 
man and a junior college boy. We do more business, 
get more from the department, and they are better 
aid. 
: My selling costs were also high, and in a com- 
parison with the others, I found I had too much help. 
In some cases I found all we needed was part-time 
help. By hiring fewer people, we were able to raise 
the pay of our employees who were happy, in turn, 
with something to do. 


Lets Out Bookkeeping Job 


Remembering the experience of one of the other 
men, I found that I could let out my bookkeeping 
business on a contract basis. All that was required was 
the purchase of a 10 key adding machine to help an 
experienced woman do the entire job in the morning. 
She was satisfied to go home at 1 P.M., her job done. 
I saved $85 a month. 

Since this time, we have eliminated one complete 
job in the office. It couldn't be done, yet it can be 
done if you find out that someone else is doing a 
better job with the same force. We went through our 
budget items one by one, working to learn why one 
store could do a particular job at a lower cost than 
the other. 

We found many answers, although we were com- 
paring only three stores’ —— 

When we finished our budget studies, we tackled 
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DO IKNOW HOW TO RUN My BUSINESS? 


continued 


A pretty sad picture was 
stationer. After much dis 


mre 42% as a goal to 


the problem of gross profit 
painted for the ‘‘average 

cussion, we arrived at th 
strive for. 

Frankly, I haven't reached it yet, but I find it 
is always in my thinking. I watch mark-up, freight 
cost, short mark-up items nd we try to feature 
“Western” retail lines with tter profit picture 

This means we take a dir iew of office furniture 
deals at invoice plus 5% with the stationer having 
to receive the merchandis npack it, install it, bill 
it and collect. I admit it takes a smarter stationer 
than I to show an adequat t on that kind of busi- 
ness. 


Set Budget for 1957 

I have set up a budget on my 1957 estimate of a 
$385,000 volume. Is it right? I haven't the slightest 
idea, for I’ve never talked to another stationer about 
it. It works for me and my friends. That’s all | 
know. (The budget as set up by Mr. Brown appears 
in the color block at the bottom of this page) 

If your total cost, including owner’s compensa 
tion and depreciation are 34.609% then I know before 
the year starts that we will net, with our discounts, 
7.235 %—if we live within our budget! If 
we have net sales of $385,0( maintain at 
least a 41% gross profit 

If we are going to be satisfied with a gross profit 
of the “average” stationer as shown in the 1955 


If we 


A WORKING BUDGET 


This is the uniform budget set up by Mr. 
Brown and his two retailer friends. Costs 
have been allocated by percentages to meet 
an estimated net sales of $385,000 in 1957. 





Cost Percentage 
aca 16.883 
Advertising : 987 
WE eens... — ao 
(3 a 519 
Heat, light and power 597 
General supplies ae 1.428 
Payrell taxes 519 
Buyer's travel 389 
Travel and entertainment 584 
Postage, stationery, office supplies 831 
Telephone 545 
General insurance . 623 
Legal and accounting .259 
Dues and accounting .220 
Repairs and maintenance .259 
Miscellany (cleaning, etc.) .235 
Collection and credit reports .025 
Compensation insurance .103 
Loss on bad debts .038 
Interest costs _ 519 
Depreciation _. 1.220 
Owner's compensation ; 3.116 

TOTAL es 34.609 


NSOEA survey, then our profit is gone and we had 
better know it before we set up our budget. If we find 
it out in 1958, we'll be in trouble 

One thing I do know. If we live within our budget, 
and if we maintain our gross profit figure, and if 
we can do better than $385,000 net, we can see our 
profit picture zoom upward. 

We can live within our budget 
a satisfactory gross, if we watch it! 


and we can show 


After our budget studies were completed, we turned 
to the other half of our program our buying con- 
trol. If we are to do $385,000, then I know from ex- 
perience that we must buy roughly 57% of that 
amount or $220,000 worth of merchandise. This fig- 
ure means nothing in actual practice since nobody can 
buy throughout a year and come right out on the 
nose. Including Mrs. Brown and myself, there are sev- 
en different people buying in our organization. 

But to get a program, we decided we each needed a 
guide. We divided the store into 15 departments, each 
with a quota for sales and merchandising purchasing. 

As an example, take one of the departments. In this 
particular one, the percentage of 55% of gross sales is 
used to determine the open to buy. I use gross sales 
because in our bookkeeping setup, I get those figures 
on the first day of the month and I can’t wait two 
weeks for the net figures. 


Arrive at Buy Figure 


Let us say the estimated sales in this department 
for 1957 are $19,000. This puts our open to buy 
at $10,450. We estimate, after a study, that there is 
the possibility of a 5% drop in sales, due to the 
five-day operation, pickets, and the general small 
business decline. Because I felt some inventory items 
were out of control, without proper turnover, I re- 
duced my inventory by $1,450. This leaves my open 
to buy figure at $9,000. 

Based on sales, this is divided into quarters. First 
quarter is $1,500. Second quarter is $3,000, third is 
$1,500 and fourth is $3,000. These figures are studied 
monthly and adjusted quarterly. If we buy too much 
in any one quarter, we lighten up the next If we buy 
too little and sales remain consistent, we buy more the 


next quarter 

On this basis, as of May 1, our open to buy was 
$1,500. Sales reached $1647 over the 5% decrease 
estimated. We took 55% of the $1647, which was 
$905, and we added this to the $1,500. This gave us 
a total figure of $2,450 Open to buy, less purchases 
made during the first quarter 


Departments Balance 

It’s as simple as that. We keep every department 
in balance, and if sales go up or down, we know just 
where we are. When orders are placed, such as for 
Christmas, in the second quarter, we subtract them 
from the fourth quarter open to buy. 

The best part of all this planning is the peace of 
mind that comes with knowing that we are operating 
profitably, that we are in balance, and that we will 
have our profits in accounts receivable or in the bank 
at the end of the year. 


I don't profess to know all the answers .. . all I 
am trying to do is learn. I know we can’t be con- 
tent to be “average” stationers. We can learn from 
each other if we are willing to open our minds and 
our businesses, and we can improve them if we are 
willing to get down to brass tacks together. 
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PBSW Furniture Fits 


im Arizona Motif 


@ The Valley National Bank in Phoenix (Central and Indian 
School Branch) desired a building that reflected modern architec- 
ture, yet maintained a quality of openness that is found in Arizona. 
Motifs were to be incorporated into the design to express the early 
Indian culture. These characteristics were accomplished by the 
Phoenix architectural firm of Weaver and Drover and given fur- 
ther expression by the office furniture supplied by PBSW Supply 
& Equipment Co. of Phoenix. 





Above: The conference room is impressive in 
seating comfort provided by B. L. Marble’s 
Seville armchairs upholstered in tulip shadow 
Celadon top-grain leather. Wood of the chairs 
matches the bleached walnut finish of Leopold’s 
new surfboard conference table. 





Right: New accounts’ section of the bank uti- 
lizes a Herring-Hall-Marvin bank vault, the 
door of which in gleaming metal strongly con 
trasts with the unusual rock-textured wall. Here 
are used B. L. Marble’s American Banker side 


chairs with special Document finish of Leo- 
pold desk and upholstered in Pirate Gold top- 
grain leather. The clerical chairs are B. I 
Marble’s Pace Setter stenographic models 





Left: Large domes in the ceiling of 
this bank area allow natural light 
to enter in a controlled amount. At 
night, artificial lighting replaces sun- 
light and shows through in the same 
manner. Secretarial desks and chairs 
are the same as described for the 
new accounts section. Officers’ desks 
are Leopold’s Document executive 
type with front overhang. On the 
bank columns are architectural de- 
signs reflecting early Indian culture. 
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Accessories of the 
Selected for Office Appliances by 
























M ETAL furniture is clean-cut and necessarily severe in 
line. In a fall display, play up metal furniture with clean- 
cut airy accessories to emphasize its own personality of 
efficiency. Palms, bamboo, and stark simplicity capture the grow- 
ing “Island Mood” now overtaking the entire 





merchandising world. 


1. Concentrated light, “Swedish 
Style,” extends 23 to 36 inches 
Has perforated metal shade and 
walnut accents. Style No. P.-442 
retails at approximately $51.50 
from Laurel Lamp Co., Inc 








2. Fool the eye with Ken Davies’ 
“Blackboard” trompe-l!'oeil. 
Measures 24 by 30 inches in 
wormy chestnut frame. Style No. 
261. Retails at approximately 
$40. Catalda Fine Arts. 
Catalog available for $1.50. 5. “Island Mood” natural pre- 

* served Areca palm leaves. Five 
feet high with tub equipped with 
tubes to hold leaves. Retails at 
$39.95 from Decorative Creation 
and Flower Co. 









3. “Danish Look” 
efficient Whirl-O- 
Matic smoking 
stand in sandle- 
wood with brass 
and walnut. Stands 
27 inches high. 
Retails at $20.50 
from Whirl-O 
Matic, Inc 
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4. Tropicraft § a 
screen in satin fir @ 
on 
portrays richness 
of simplicity. | 
Standard size is a " = 
six feet high by EUGENE BARNES 
seven feet wide. Merchandising Advisory - 
Six colors availa- Service 
ble from Isabel 400 E. 55th St., 
Scott Fabrics. New York 22, N.Y. 
From $19.95 at Dec 
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6. “Moderne” vine and fern motif, 
sold in sets of eight for $5, retail 
Skyball” retails at $6 for eight. 

Colors are gold with black, white, 


turquoise, pink or yellow. Rubel 
& Co 


————$ 
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Display Suggestion .. . Place your best 
selling metal desk, chair, and file in the 
center. Place accessories on the floor or 

on cardboard boxes, painted in flat black, with 

fabric sweeping forward from the top of the 
screen. Leave the furniture bare to show the 
lines and suggest “softening of metal with 
accessories eliminates the Institutional Look.” 


Dealers who wish further information about ~ . 


accessory items on this page are requested 
to use inquiry card facing page 38 
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7. “Importation”, a 31- 
inch ceramic lamp in 
bisque with black. 
Choice of bittersweet or 
white shade. Style No. 
H202 retails at $45.50 
from Haberge, Inc. 


8. “Correlation” by 
H. B. Lehman-Connor 
Co., Inc., assures a 
perfect blend for 
your customers. The 
charcoal and pump- 
kin in the main sun- 
burst print necessi- 
tates correlating 8-A, 
No. 82148; 8-B, 
80313; and 8-C, 
No. 80275. They 
all show the same 
color story. The 
featured print, No. 
82402, retails at 
$5.25. The others 
range from $5.40 
to $12 a yard. 


9. Magazine rack of “woven 
brass” completes the metal 
story and softens the lines 
of metal furniture. This is 
Style No. 1714-A from 
Rubel & Co. It retails at 
$17. 








FOR CHRISTMAS 





A Co-ordinated 
Merchandising Plan 


Means Plus Sales 


The OA 1957 Merchandising Kit 
offers a complete program 
for selling “Business Gifts 


for Business People” 


ETAILERS who want to take advantage of the ad- 

ditional volume of business that can be theirs dur- 
ing the Christmas selling season realize that they must 
make an extra effort if they want to reap the extra 
profits. 

This means that a carefully planned and co-ordinated 
sales program is a necessity. Merchandise, keyed to gift- 
giving, must be stocked and on display. The customers 
must be made aware of the many gift items available 
in the store, and employees must be willing to empha- 
size the gift ideas whenever a customer does enter the 
store. 

OFFICE APPLIANCES knows full well what this plan- 
ning entails, and to help with the biggest job, the co- 
ordination of the program, it is again offering its ‘“Busi- 
ness Gifts for Business People’’ merchandising kit at a 
nominal cost. 

With two years of successful selling behind it, the 
kit has again been improved this year along the lines 
of dealer suggestions. To help catch the customer's at- 
tention, the size of window posters and in-store displays 
has been increased. Bright Christmas red and green are 
used throughout, and the over-all appearance of the dif- 
ferent units creates a holiday atmosphere. 

A total of 52 display pieces are included in the initial 
kit (with an order blank for those who may wish more). 
These display units include three giant, three-color 
silkscreened posters; three professionally-designed win- 
dow banners; six sparkling wire-hanging pennants; 10 
bell-shaped counter cards and 30 tags (in two sizes) 
for big-ticket merchandis 

The whole effect of the display items in use is one 
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of holiday cheer. Retailers can utilize their own ideas 
and the many other manufacturers’ aids available to 
them to complete their Christmas selling atmosphere. 

Display, however, is not the whole story in a promo- 
tion. There must be a co-ordinated ad program as well. 
Therefore, the OA kit includes newspaper ad layouts, 
in three convenient sizes; headline mats for these ads 
featuring ‘Business Gifts for Business People’’; profes- 
sionally written radio scripts; sales letters to important 
customers; manufacturer ad reprints; and a list of avail- 
able manufacturer sales aids. 

Add to all this a “how to” promotion manual, writ- 
ten especially for 1957, and the retailer has his com- 
plete selling package. By following the manual, the 
store manager can plan the entire program and eliminate 
much of the time-consuming labor that would otherwise 


be required 


Convenient 
order 
blank for 
OA+s Kit 
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q The pages of 
this section are 
perforated to permit 
easy removal 
for filing. 


the challenge... The Hannan 
Real Estate Exchange, Inc., was al- 
ready in the Lafayette Building of 
Detroit when Gregory, Mayer & 
Thom of that city was selected to 
solve an office planning problem. The 
real estate, mortgage, and insurance 
firm decided to move to a new loca- 
tion in the same building because 


more space was required for its op- 


eration. The general office of neces- 
sity had to be partitioned off into 
smaller offices. New furniture, both 
wood, and steel was required through- 
out. The flow of traffic between the 
general office and the IBM room pre- 


sented a special problem. 


An imprinted folder, suitable for re- 
taining the Office Planning pages as 
a continuing source of ideas, is avail- 
able from the Service Bureau of OF- 
FICE APPLIANCES for 35 cents in 


com or stamps. 


THE CHALLENGE 


THE SURVEY 
THE SPECIAL TREATMENT 


THE END RESULT 








OFFICE PLANNING 


| Gregory, Mayer & Thom first discovered 


the needs of the Hannan Real Estate Exchange, Inc 


"7 


the special treatment . . . Thx 


then the likes and finally the financial budget for the flow of traftic between the general of 

. ee f and the IBM room was handled 
job. There were special limitations of space, ee —s 

by erectit i. floor-to-ceiling wall, s« 

finances, function and time to be considered as to make an attractive lobby without 
having WoOrk Oo tran tramping 


through 


‘esi What w is ill ited in th 
sh a 
r accompanytt moor pla 


A New isn rs Ou 
B. New wall (floor to ling) with 


CON lighting 


C. Switchb« ard locat and recep 
tion counter 
D. Closet lled vith plastered 
wall 
E. Odd angle filled in with plas 
tered wall 
F. Hallway between general offic 
and IBM room 
(Note: Dark walls indicate the per 
[ d Al| g/ la 
d d G } 


Maye X Vy 


Lobby pictured has wallpaper white, 
gold and turquoise by Van Luit, table 
by jens Risor chairs in gold and 


turquoisi Vieretex by Jens Risom. 
counters in walnut Formica. Floor tiles 
in brown and _ lighter asphalt were 
permanent and could not be changed 
Ceiling is white and walls are white 





and gold 





reception room floor plan 
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Installation at Hannan Real 
Estate Exchange, Inc., by 


Th osal by Gregory, Mayer & Gregory, Mayer & Thom 
Thom to tl real estate firm included 
ryth n the way of ottice furnish 


ts, wa Ipape r, paint olors 


peries, ash trays, lamps 


KS ] 1¢ sk accessories Each Was 
11 lually and a grand total for 
the whi b | roved satisfactory. This 


titive one and although 


Detr hrm was not the lowest bid 
rit w le to get the contract becaus 
the « r-all ideas presented and clos 


part ol Harry Lorts, sales 
\ Houghton, furniture depart 
that time, and Willian 
H. Ra ner decorator ’ 
Treatt of the general and privat 
illustrated by the abov 
otograph. It shows how partitioning 
through VMP in beig: 

Walls are green and floors are green 
[} wer photograph of the presi 


: } 


reveals the uncluttered an 


lesigned by Gregory 


( 


Mayer & Thom. Desk and side unit at 


Standard Furniture Co. in walnut 


Sw by Gunlocke in turquois 
ther 1 side chairs are by Standard 
ise. Floor pad in walnut 

last y Maso. Sofa by S. J. Campbell 


the turquoise motif in tw 


by Risom are in walnut 
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the end result... Gregory, Mayer 
& Thom carried out its assignment of 
providing functional steel furniture in 
the working offices, separated by the 
VMP partitioning 

At top is shown one of the type- 
writing and general clerical work 
rooms where the All-Steel Equipment 
Co. desks are again supplied and seat 
ing is provided through Aluminum 
Seating Co. chairs in rust Naugahyd« 


Once more the walls are in green and 


floor is of brown asphalt. 


At left is illustrated how open fil 
ing needs are handled by Art Metal 





Construction Co. units 1 beige 
Desks are All-Steel Equ pment Co 
models in beige. The color scheme 
includes walls in green and floor it 


brown asphalt 
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QUICK SERVICE | 20 Aum... 


OA's INQUIRY CARDS OFFICE APPLIANCES 


Please ask the manufacturers, indicated by the key 
numbers | have circled, to send further information 


without delay. 

Accessories of the Month ACCESSORIES OF THE MONTH 

a . . . i t€& £8 he een S Bee 
All accessories illustrated and described in this . 
issue in the section by Eugene Barnes carry key NEW PRODUCTS 
numbers 1 to 15 duplicated on the card at the 16 17 18 19 20 21 22 23 24 25 26 27 28 29 30 
right. If you are interested in an item or several 4 = - = . > = = = = = = . = = 
items, simply circle the corresponding key num- b1 62 63 64 65 66 67 68 69 70 71 72 73 74 75 
bers on the card and mail at once. Your inquiry 
will be forwarded to the supplier immediately. SALES STIMULATORS 


10i 102 103 104 108 106 107 108 109 #110 
RiP Y Se ee) ee | ee ee 


New Products 
NEW CATALOGS 


To obtain more information about any of the new 12) 122 123 124 125 126 127 128 129 130 
products in this issue which carry the key numbers 131 #132 «#1330 «134 «6135061360 «61370 138) = 39)S—«140 
16 to 75, simply circle the corresponding key 

numbers on the card at the right and mail at once. September 1957 issue of OFFICE APPLIANCES, 
Your inquiry will be forwarded without delay. Card void after November 1, 1957 


[] Check if additional cards are wanted 





Sales Stimulators 


To obtain more information about any of the a 
manufacturers’ sales aids described in this issue, Pedtien 
circle the key numbers on the card at right which 








“ Company os ee ee” ee 
correspond to the numbers assigned to the Sales 
‘! . Business Address E a 
Stimulators. Mail the card promptly. 
aS = = — = =— Srate 


New Catalogs 


To obtain copies of recent catalogs or price lists 
described in this issue, circle the key numbers on 
the card at right which correspond to the numbers 
assigned to the New Catalogs. These requests 
will be promptly forwarded to the manufacturers. 
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Why rent typewriters at below 


profitable figures ? 


by JIM WARD 


Ames Supply Company 


went into a super-market this summer to buy a slice 
of watermelon for dinner. Watermelon is sold by 


the pound these days and the slice cost me 49c. I 
estimated from the size of the slice that .there were 
about seven slices cut from the original melon, so 
that the super-market’ received about $3.43 for the 
ntire watermelon! Many of you dealers will re- 
member when you could buy an entire watermelon for 
about 25 

I did not think I was overcharged for the melon—all 
other foods and all manufactured products are much 


higher today as compared to retail prices paid for the 
same products before the war. It costs the farmer 


much more to grow watermelons these days; labor and 
transportation are higher, and the super-markets pay 


higher wages and higher rents than before the war. 
Later, I was in a small grocery in the same neigh- 
borhood and I noticed the price for a slice of water- 
melon was 53c. This grocer had sense enough to 
know he would lose money if he tried to sell at or 
below the super-market prices. 
Dealers may remember the time when they could 


buy a whole pie for about 15c—those days are gone 
roreve!r 

Now, you may be getting impatient and are say- 
ing: “What have watermelons and pies to do with 
the office machine business?”’ You are due for a shock; 


at least I hope I can shock you into doing something 
about it! The used office machine industry is the ONLY 
one in all the industries in the United States that has 
not raised prices like other industries to absorb the 
tremendous increases in the cost of doing business. 
Even the owners of small groceries and lunch counters 
know that they cannot afford to cut prices to meet 
competition 


Charged $4 in 1929 

I dug out of our archives a rental price list issued 
by the Pittsburgh office machine dealers October 19, 
1929—about 28 years ago. They charged $4 per month 
and $10 for three months rental on a standard 11 inch 
typewriter. They probably made a profit at that price, 
as they could then buy a used machine for about $25; 
they were paying only from $35 to $50 a week for 
shop labor and could rent a store for from $50 to $100 
a month. New parts were not so high in price those 
days. Some typewriter parts have since been increased 
as high as 700%! 

To give you an idea of some of the price increases 
in parts since 1929 when the Pittsburgh dealers were 
renting at $4 per month, we are listing some parts and 
their prices taken from an old catalog of that period, 
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JIM WARD 


and are comparing them with the prices charged to- 
day. These prices vary for different makes of machines: 





1929 Today 
Type $ .05 $ .19 
Rack 1.20 2.17 
Line Space Lever 1.15 2.63 
Mainspring 30 63 
Platen Knob 50 1.37 
Type Bar with Type 35 1.47 
Ribbon Carrier 30 1.29 
Space Bar 15 56 


There is another very important item that enters 
into the cost of renting a typewriter in 1929 at $4 
per month and $4 per month in 1956, and that is 
the value of the dollar. We are comparing the $4 
rental rate as many dealers today are still renting for 
$4 per month. In 1929 the American dollar was worth 
100 cents in purchasing power, but today the dollar 
is worth only 52c in purchasing power, so that the 
dealer who is still renting at $4 per month received 
only 52c purchasing value per dollar, or $2.08. It is 
obvious that today, with the cost of renting a machine 
running even higher than in 1929, the dealer who still 
offers a $4 price is probably losing money. One thing 
we do know is that the average cost of renting is about 
$3.67. That is why dealers who know their costs will 
not rent for less than $7.00 to $7.50 per month, with 
no three-month rate. 


Costs Mount Up 

Now, you are going to say: “It doesn’t cost me 
$3.67 to get a rental ready—all my shopman has to 
do is lift a typewriter from a shelf, blow it out, write 
a line to see if it is in good working condition, and 
then it is ready for delivery.’’ That may be partly true 
on a repeat rental, but when you bought that machine 
originally in the rough, it may have cost you $10.00 
or more to clean, overhaul and align it. Also, you may 
have supplied a new. platen and ribbon and also re- 
placed some worn parts. The $3.67 is the average cost 
and also includes the rental’s share of your overhead 

labor, billing, collecting, losses, rent, advertising, 
etc. If your rental income is, say, one-third of your 
total sales volume, then it should be charged with 
one-third of your total overhead—that is sound busi- 
ness practice. 

Dealers are losing money on every typewriter they 
rent at $4.00 or $5.00 per month. These rented ma- 
chines tie up a lot of unprofitable working capital and 
dealers would be better off if they sold these machines 
retail and made a real profit. With the money received 
from retail sales, they could buy more machines and 
again sell them at a profit. 
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office interiors 























4 Steelcase .. desks and chairs are 
basic to the idea of working efficiency 
and colorful atmosphere carried out in 
this installation by Kendall's, Inc., for 
Travailles Insurance Co. in Stockton. 
The desks are in desert sage with blonde 
tan tops and chairs are in desert sage 
with pine green upholstery. General Fire- 
proofing Co. partitions for offices in the 
rear are finished in pebble biege form- 





ing an attractive contrast to the office 
furnishings. 


Y” General Fireproofing . . . No. 4310 , 
chairs were selected for the furnishing é 
, : 1a 
of the Golden Spur room of the Black- ; 
y _ 11 

stone Hotel in Omaha, Neb. These 
: ; , in 
chairs are of black anodized aluminum ; 
: . hic 
covered with white plastic-coated fab- C; 
2 i 
ric. The Orchard & Wilhelm Co. of ' 


Omaha, G-F dealer, did the installation. p 
( 





» A Leopold Desk ... with over- 
hang for conferences is a_ distinc- 
tive part of this complete office 


installation made by Metwood Of- 
fice Equipment Corp., New York 
City, for the Metal Polishers 
Union, Local No. 8 Welfare and 
Pension Fund. Metwood’s interior 
designer, Gerald Bram, selected a 


color scheme employing cocoa 
walls, print draperies with match- 
ng cocoa background and _ persim- 
mon and turquoise with gold over- 
lay, carpeting in cinnamon, sofa in 
turquoise hairs in persimmon and 
cessories in white and brass. 
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4 A Handsome .. . echelon of desks 
in the offices of Babb & Co., Pitts- 
burgh insurance brokers, features 
Haskell, Inc. popular burnt amber 
color with mist tan linoleum tops. 
Chairs of Shawnee rose were selected 
to harmonize with the desks and the 
light decorator green walls. The in- 
stallation, in Pittsburgh's popular 
Gateway center, was made by Wilton 
Wiener Co., Pittsburgh, and its sales 
representative, Irwin Siegler. 





4 Milwaukee Chairs . . . in 
contrasting colors between the 
leather backs and upholstered 
seats are used in the office of 
the Attorney General of the 
state of Florida. The view here 
shows part of the installation 
made by Linderbeck Office Sup- 
ply, Inc. Tallahassee, Fla. 
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L. Keeney, Jr. . 
successor, H. E. Steinke 


NOMDA’S NEW PRESIDENT 


H. E. Steinke of H. E. Steinke Typewriters, 43 Garrett 
Rd., Upper Darby, Pa., the new president of NOMDA, 
has a long career in the office machines industry which 
belies his youthful appearance 

He started in grade school actually, and that was 40 
years ago, as an office boy in the Woodstock factory, 
Woodstock, Ill. Later, he was with Woodstock branch 
offices in St. Louis, Philadelphia, Kalamazoo, Mich., 
Boston and finally, Philadelphia 

Mr. Steinke went in business for himself 18 years 
ago. His wife, Georgia, is a full-time helpmate in the 
store, and his two daughters likewise are office-machine 
minded. 

The new president is a member of the Lutheran 
Church and the Lions Club. He is dedicated to the serv- 
ice of NOMDA “because it makes you think better and 
to grow in your business 

Mr. Steinke has been on the NOMDA board of direc- 
tors for more than 10 years and is well versed in asso- 
ciation affairs. He has served as president of the Penn- 
Jersey-Del OMDA. His goal is 2,500 members of NOM- 
DA by the Milwaukee convention of 1958 and 3,000 
before the Cincinnati session in 1959. Likewise, he 
hopes that NOMDA will show tangible growth in mem- 
bership and service before the mid-winter meeting 
scheduled January 18, 19, 1958, in Miami, Fla 


turns over the gavel of presidency to 


Nearly 1,000 Attend 





There's Big Future 


Typewriter Sales, 


Pittsburgh, Pa. 


The National Office Machine Dealers Association, conven- 
ing in Pittsburgh June 29-July 23 attracted a combined at- 
tendance of nearly 1,000 including more than 400 dealers for 
a record-breaking session. 

It was a convention shepherded by President D. L. Keeney, 
Jr., of Dallas, Tex., Executive Secretary Harold Mann and 
General Chairman Charles Chappell of Pittsburgh. 
OA Electric typewriters furnished the No. 1 topic 
staff for discussion and dealers from the United States, 
Canada, Alaska and France discussed their ex- 
citing new sales potential under the leadership of 
Robert Randazzo, Kansas City, Mo., former 
NOMDA president, and his panel. 

“Promote and advertise . . . the market is here and it doesn’t 
take as much selling as it does promotion,” Chairman Ran- 
dazzo advised his interested audience. “People want electric 
typewriters . . . there’s a big market for the used machines .. . 
be ready to service them.” 





report 


Potential Is Revealed 

The chairman stated that his firm was revamped solely to 
get ready for the electric field and he advised other dealers to 
do the same. 

More testimony was offered by Al Foxcroft, Los Angeles, 
who predicted that in less than five years more than 50% of 
all office machines will be electric. “Many of you in this room 
will live to see the day when most of the machines will be 
electric,” he asserted. 

The panel speaker and others told of the increasing demand 
for uscd electrics and rental machines, a trend, they said, which 
is now growing to the schools and governmental offices. 

“How do you sell your salesmen on the electric machines 
when he learned first to sell the manual type?” the panel mem- 
bers were asked. 

“Show him how much money he can make on electrics,” 
was the response. 


Discuss Service Problems 


Long discussion then ensued regarding the service problems 
which come with the sale of electrics. Dealers were advised tc 
take advantage of all the service schools offered by manufac- 
turers, to organize service schools through NOMDA chapters 
and to pay their servicemen well to keep them. 

Irving Ritchie of New York City said he would like to go 
on record that “dealers have to give to receive . . . they need 
to provide proper installations . . . they must show how easy 
it is for even old-time manual operators to type on an electric 
machine .. .” 

A number of dealers stated that they were frankly skeptical 
of the servicing problems while others asserted that the elec- 
trics were easier to maintain than manuals. 
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New Officers ... 





‘oe : ey “ 





of NOMDA are pictured in Pittsburgh. From left: Harold E. Steinke, 


president; Charles S. Meyers, first vice-president; J. Dal Marvil, second vice-presi- 
dent, manufacturers; Paul McWilliams, secretary; and Alfred H. Foxcroft, treasurer. 


NOMDA Told 


Adding much of value to the discussion were remarks by 
such dealers as Ed McHale of Cincinnati, Ohio; Paul McWil 
liams of Little Rock, Ark., Ray Alba of Compton, Calif., and 
C. Elmer Anderson of Pasadena, Calif. 

Panel discussions were also conducted on cash registers, 
headed by Jack Burton of Pittsburgh; on duplicators, con- 
ducted by Ray Alba of Compton Calif.; on bookkeeping ma- 
chines, conducted by N. H. Von Soosten of St. Louis, Mo., and 
on advertising, conducted by N. Dean Leininger of South 
Bend, Ind 

Harold E. Steinke of Upper Darby, Pa., was elected as the 
new president 


Officers Are Chosen 


Charles S. Meyers of Miami, Fla., was named first vice- 
president, J. Dal Marvil of Ames Supply Co., second vice- 
president (manufacturers’ division); Alfred H. Foxcroft of Los 
Angeles, treasurer, and Paul McWilliams of Little Rock, Ark., 
secretary. Because of new interests taking him away from his 
veteran role as dealer Harold Van Zant stepped out of the 
natural progression of officers. 

The executive committee for the new association year 
named by President Steinke includes: 

Jack Davenport, Bakersfield, Calif. 

Miller J. Huggins, Anderson, Ind. 

D. L. Keeney, Jr., Dallas, Tex. 

Robert Randazzo, Kansas City, Mo. 

Herbert C. Toussaint, Camden, N.J. 

These five men will serve with the five officers as the ex- 
ecutive group 

The following were elected directors: 

Arizona—Wynn Snodgrass, Phoenix, Ariz 

Carolina, South—Fred Johnson, Charleston, S. C. 

Chicago—Russ Brown, Evanston; Elmer Beutler, Chicago; 
Larry Walter, Chicago, Ill. 

Cincinnati—Edward McHale. 

Cleveland—E. J. Knecht. 

Connecticut Valley—Ralph R. Neumayer, Hartford. 

Denver—Joe E. Berlin, Denver. 

Georgia—Travis W. Jones, East Point. 


Robert Randazzo . . . General 
Typewriter Co., Kansas City, 
Mo., addresses the panel dis- 
cussion on electric typewriters 
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Heart of America—Vito Randazzo, Kansas City, Mo. 
Houston—R. D. Brewington and Edwin T. Feigle. 
Indiana-Kentucky—C. R. Benner, Indianapolis; P. B. Hig- 

don, New Albany; Miller J. Huggins, Anderson, Ind. 
lowa—Jerry G. Minor, Des Moines. 

Madison—Mrs. Elisabeth Stemp, Madison, Wis. 

Maryland—Bela Wiener, Baltimore. 

Miami Valley—Harold W. Van Zant, Dayton, Ohio. 

Michigan—Leon I. Walling, Dearborn. 

Milwaukee—J. O. Wardekin, Milwaukee, Wis. 

Minnesota—M. Teschion, St. Paul. 

Mississippi Valley—Keith Nelson, Moline, Ill. 

Nassau & Suffolk—George T. Carr, Great Neck, N. Y. 

New England—A. K. (Jack) Thomas, Lawrence, Mass. 

New Orleans—Everette Villarrubia. 

New York—S. H. Halperin, Hackensack, N. J.; Jack Hutter, 
Harold Peck, Samuel Stein, Mack Steinberg, New York City. 

Northeast Kansas—William M. Phillips, Topeka. 

Northern California—Jay Balch, Alameda; Lloyd Cowan, 
Stockton; Jack Davenport, Bakersfield; V. L. Kennedy, San 
Jose; Herb Wheeler, Stockton. 

Oklahoma—William Smith, Tulsa. 

Oregon—Harry J. Pitts, Albany. 





Turn to Page 45, Please 





Cash Register Panel (top) . . . Miller J. Huggins, firm of same 
name, Anderson, Ind.; Jack Burton, Fort Pitt Typewriter Co., 
Pittsburgh; Bill Remington, Victor Adding Machine Co.; Ed 
Mancini, Chicago Cash Register Co. Duplicator Panel . . . is 
presided over by Ray Alba, Compton Office Equipment Co., 
Compton, Calif. 
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. Tom King, King Typewriter Co., 


. Victor Scheinman, Cole Steel Equipment Co.; 





Greensburg, Pa., secre- 
tary of Tri-State OMDA; Charles Chappell, Peter Paul 
Mechanical Service, Pittsburgh, convention general chair- 
man, and Thomas L. Turner, Snuder Office Equipment 
Co., president of Tri-State OMDA, at registration desk. 
R. S. Bessay, 
Summerville’s Inc., Akron, Ohio; Joe Cray, Tom Cray, 
Jr., Tom Cray, Sr. and Fred Sneddon, all of Cray, Inc., 
McKeesport, Pa.; O. H. Krug and A. M. Winkler, Cole 
Steel Equipment Co. 


. Wilbur W. Lenz, president, Roscoe Benge and F. J. Brice, 


all of Codo Mfg. Co. 

Harry C. Morgan, Business Machines Co., Scranton, Pa., 
gives an order to J. L. Opager, The Heyer Corp 

Samuel Berz, Societe Buratom, Paris, France, with John 
A. Gilbert, OFFICE APPLIANCES 

A Facit group: Erick Wiklund, Ernest Harboe, Harold 
Knecht, Edgar Noll (Facit dealer in Philadelphia), George 
Haag and Lou Merlano 


Gordon Small, firm of same name, Cannonsburg, Pa., 
Don Kuntz, Burroughs Cor; acob Hutter, Check Writer 





Co., Inc P 


New York City, and sister Nancy Hutter; Joe 
Fedak and John D. Stacey, Burroughs Corp. 


Hank Silverman, Ruth Glueck and C. F. Glueck, all of 


Typewriter Equipment Co.; Harry Bloom, Brownsville 
Typewriter Exchange, Brooklyn, N. Y. 

R. C. Seeler, K. A. Clark, Miss Marion Baker, Leonard 
P. Morgan and J. J. Konrath, all of Royal McBee Corp. 
Franz Schreyer and son, Sig, of Schreyer Typewriters, Salt 
Lake City, Utah. 

Newton Baker, Loran ‘’Tiny’’ Parker and John Scheppert, 
the Underwood men with the ‘‘Golden Touch.”’ 

Emil Beranja, American Dictating Machine Co., Inc.; 
Bobbie Gladney, James Gladney and wife Dorothy with 
son, Eddie, Dictating Machine Service Co., Philadelphia. 
Mr. & Mrs. Burtan K. Swanger and Mr. & Mrs. Charles 
Hoover, American Voss Corp., Detroit. 

Hugh A. Steger and Ray Putulowski, assistant sales man- 
ager, both of Haskell, Inc. 

Mrs. Marvin Wolf, Michael Wolf, Nancy Wolf and Mar- 
vin Wolf, all of Utility Supply Co., Chicago, in Curta Cal- 
culator booth. 
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Pacific Northwest—William Burt and J. C. J. Martin, Se- 


ittie, Was! 


Penn-Jersey-Del.—James S. Gladney, Edgar Noll, Philadel- 
phia; Edward Pfitzenmaier, Ardmore; Herbert C. Toussaint, 


Camden, N. J 
St. Loui Ben F. Schweiss, St. Louis. 
San Diego—N. R. Bartlett, San Diego, Calif. 


Southern California—Ray Alba, Compton; Vern J. Booher, 





San Pedro; Kurt Fischer, Alfred H. Foxcroft, Gene Hart 
Angeles; H. Otto Schwichtenberg, Santa Monica; Henry Van 
Dalfsen, Beverly Hills and Ernest Von Rhine, Los Angeles. 
South Florida—Patrick F. Crook, Miami. 
Texas—A. W. Kartous, Dallas; J. H. Lemmon, Jr., Houston; 
W. D. Norwood, Beaumont and Henry Sassman, Victoria. 
Tri-State—T. L. Turner, Greensburg, Pa. 
Washington—Clarence E. Bush, Washington, D. C. 
Turn to Next Page, Please 





























Gene Hart, Hart Typewriter & Adding Machine Co., Los 
Angel Irwin R. Ritchie, Typewriter Distributors, Inc., 
New York City; L. L. Murray, Leon Office Machines Co., 
\ ngton, D. C 
pe, Badger, Inc.; R. W. Best, Best Typewriter 
ux Falls, S$. D.; Ed Kuester, Badger, Inc. 
Neinraub, Leon Office Machines Co., Washington, 
seorge B. Rosson, District Typewriter Co., Wash- 
C.; William B. Kerzner, Pearl Engraving Co., 
City 
Leininger, Dean’s Office Machines, South Bend, 
ides at the panel on advertising 
ft, Guaranteed Typewriter Co., Los Angeles; 
intor, Shipman Ward Mfg. Co.; Charlene Moreau, 
yh; Gene Hart, Hart Typewriter & Adding Ma- 
Los Angeles 
pke and Hugh A. Steger of H. A. Steger Co., St 
H. Paul Ginns, Miller Huggins, Inc., Anderson, 
n Hedges, Hedges Typewriter Co., Huntington, 





Arnold Wolf, Tiffany Stand Co.; Herb Toussaint, Central 
Duplicator Co., Camden, N. J.; Bill Simpkins and Earl 
Hanson, Tiffany Stand Co. 

In the Stenacord booth: Howard Corl, eastern representa- 
tive; K. A. Adams, national director of sales for Pacific 
Instruments Corp.; Stan Siegel, greater New York repre- 
sentative, and Melvin Joffee, eastern Great Lakes area 
representative. 

William Tegreeny, Peter Paul Mechanical Service, Cleve- 
land; A. K. Thomas, A. K. Thomas Co., Lawrence, Mass.; 
E. J. Knecht and R. T. Seaman, Peter Paul Mechanical 
Service, Cleveland. 

At bookkeeping panel. Speaking is Harvey Gelman of 
Olivetti. Seated beside him is N. H. Von Soosten, Von 
Soosten & Co., St. Louis, while Vincent Be, Business Ma- 
chines, Cincinnati, serves as secretary. 

Lamont H. Wood, Sr., former president of NOMDA, with 
his sons Lamont H. Wood, Jr., Midwest Typewriter Co., 
Kansas City, Mo., and Louis F. Wood, Imperial Typewriter 
Co., Kansas City, Mo. 
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Largest Turnout of Directors in NOMDA History at Pittsburgh... 





Never in the history of the National Office Machine Dealers 
Association has so large a turnout of directors been seen as 
at the Pittsburgh convention. Sixty-seven were on hand to 
take part in the deliberations in the first session of this Board. 
In the photograph the directors are (from left to right) as 
follows: 

Front row: James S. Gladney, Philadelphia; Russell Brewing- 
ton, Houston; Mario Teschion, St. Paul; J. C. J. Martin, 
Seattle; Harold Mann, executive secretary; Alfred H. Fox- 
croft, Los Angeles, treasurer; Harold E. Steinke, Upper Darby, 
Pa.,. president; Charles S. Meyers, Miami, first vice-president 
Paul McWilliams, Little Rock, secretary; J. Dal Marvil, Chi 
cago, second vice-president; Lamont H. Wood, Sr., Kansas 
City, Mo.; Jack Weiner, Chicago 

Second row: Elmer Beutler, Chicago; Liston Jackson, Fort 
Worth; Larry Walter, Chicago; Nicholas H. Fucci, Englewood, 
N. J.; Edwin T. Feigle, Houston; Ed McHale, Cincinnati; W. 
AA, Johnston, Knoxville; James P. Ward, Chicago; Mrs. Elisa- 
beth Stemp, Madison, Wis.; Herbert C. Toussaint, Camden, 
N. J.; Edgar Noll, Philadelphia; Ben Schweiss, St. Louis; S. H 
Halperin, Hackensack, N. J.; J. O. Waedekin, Milwaukee; 
William Phillips, Topeka; Herbert Wheeler, Stockton, Cal.; 


NOMDA 


Manufacturer’s Division Vice-Chairman—Alvin F. Bake- 
well, Chicago. 

At large—Canada: William T. Corney, Toronto; Nebraska: 
E. J. Beaurivage, Lincoln; Nevada: C. W. McLane, Elko; 
Tennessee: W. AA. Johnston, Knoxville; and Utah: Franz 
Schreyer, Salt Lake City. 

Exhibits, a record number, were thronged by dealers 
throughout the convention. 

Milwaukee, Wis., will be the convention city in 1958. Ses- 
sions and exhibits are to be held at the Schroeder Hotel, June 
29-July 2. 

C. Elmer Anderson presided as toastmaster for the closing 
banquet, featured by a number of presentations and remarks 
by the new and retiring presidents. 





Point-of-Sale . . 


- material is displayed by Norman Karasik in 
the Swift Adding Machine C th 
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Leon |. Walling, Dearborn, Mich.; Ray Alba, Compton, Cal.; 
Robert Randazzo, Kansas City Mo.; V. L. Kennedy, San Jose, 
Cal.; |. R. Ritchie, New York City; Patrick F. Crook, Miami 
and Jack Thomas, Lawrence, Mass. 

Third row: Ralph Neumayer, Hartford, Conn.; C. R. Ben- 
ner, Indianapolis; Samuel Stein, New York City; C. W. Mc- 
Lane, Elko, Nevada; Miller J. Huggins, Anderson, Ind.; D. L. 
Keeney, Jr., Dallas; Harold Peck, New York City; Charles F. 
Krause, Jr., Legal Counsel; Ernest Von Rhine, Los Angeles; 
C. Elmer Anderson, Pasadena, Cal.; Henry Sassman, Victoria, 
Tex.; W. D. Norwood, Beaumont, Tex.; George T. Carr, Great 
Neck, N. Y.; and Jerry Minor, Des Moines, lowa 

Rear row: Russ Brown, Chicago; Jack Hutter, New York 
City; Otto Schwichtenberg, Santa Monica Cal.; Vern J. Booher, 
San Pedro, Cal.; Mack Steinberg, New York City; Travis W. 
Jones, East Point, Georgia; Harold Van Zant, Dayton, Ohio; 
P. B. Higdon, New Albany, Ind.; Vito Randazzo, Kansas City, 
Mo.; William Smith, Tulsa, Okla.; Franz Schreyer, Salt Lake 
City; E. J. Knecht, Cleveland; Thomas Turner, Greensburg, 
Pa.; William T. Corney, Toronto, Canada; Edward Pfitzen- 
maier, Ardmore, Pa.; Joe E. Berlin, Denver and Harry J. Pitts, 
Albany, Ore 


Continued 








1. C. Elmer Anderson (right), master of ceremonies, presents 
wrist watch from the association to D. L. Keeney, Jr., re- 
tiring president, and purse to Mrs. Keeney. Mrs. Anderson 
is second from right. 


2. Harold Mann, executive secretary, and his ever-helpful 


wife receive a silver pitcher engraved with, ‘‘to the Manns 
from the Keeneys.”’ 

3. J. Dal Marvil, Ames Supply Co., new vice-president of 
NOMDA representing manufacturers, presents the associa- 
tion’s certificate to D. L. Keeney, Jr., retiring president. 


‘ 
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Presenting Some of NOMDA's Smiling Men of Distinction... 





Base 13> 
Among those honored at NOMDA awards’ luncheon were: | 
D. L. Keeney, Jr., best sales promotion idea; 2. Harry Pitts, 


best display advertising; 3. Al Luke of Koch Brothers, Des 
Moines wa, best direct mail; 4. Robert Picou, state chair- 
man making best showing with 145 new members in his area; 

Nicholas H. Fucci, Englewood, N. J., best membership ef 


NOMDA Rewards 
Its Faithful 


Awards for individual firm promotion of business and mem- 
bership contest presentations were a highlight of NOMDA 
luncheons during the convention in Pittsburgh. 

Display advertising, sales promotion and direct mail were 
the categories involving the following awards made by Al 
Foxcroft as chairman: 

Display advertising — 1, Harry J. Pitts, Albany Typewriter 
Exchange, Albany, Ore.; 2, Ed McHale, Peter Paul Service, 
Cincinnati, Ohio; 3, Specialty Service Co., Fort Worth, Tex. 

Sales promotion — 1, D. L. Keeney, Jr., Keeney Office 
Equipment Co., Dallas, Tex.; 2, David A. Hendler, Wilshire 
[Typewriter & Office Supply Co., Los Angeles, Calif. 

Direct mail Al Luke accepting for Koch Brothers, Des 
Moines, Iowa: 2, D. L. Keeney, Jr.; 3, Hugh Ridall, Hugh 
Ridall Co., Wilkes-Barre, Pa.; honorable mention, Beaver Dam 
Typewriter Shop, Beaver Dam, Wis.; The Best Typewriter Co., 
Sioux Falls, S. D.; Specialty Service Co., Fort Worth, Tex. 

D. L. Keeney, Jr., presented the awards for the far-flung 
contest which added many new NOMDA members during his 
presidency. His own cup went to Franz Schreyer of Salt Lake 
City, Utah. I. K. Little of Omaha, Neb., was runner-up and 
Paul McWilliams of Little Rock, Ark., third 

The Liston Jackson trophy was presented by its donor to 
Ray Alba of Compton Office Equipment Co., Compton, 
Calif., president of Southern California OMDA. 

Other membership contest presentations were: 

Division III — 1, Oklahoma OMDA, William Smith of 
Tulsa accepting; Washington OMDA, Kell Reiman of Ar- 
lington, Va., accepting; and Tri-State OMDA, Thomas Turner 
of Greensburg, Pa., accepting; 3, San Diego OMDA. 

Division If — 1, Indiana-Kentucky OMDA, Robert Wil- 
liams, Louisville, accepting; 2, Pacific-Northwest OMDA, J. C. 
J. Martin of Seattle accepting; 3, Chicago OMDA, John S. 
Rialas of Chicago accepting. 

Division | Northern California OMDA, Jay Balch of 
Alameda accepting; 2, New York OMDA, Samuel Stein ac- 
cepting; 3, Texas OMDA, Russ Brewington accepting. 

Members of locals signing most new members — 1, William 
Smith, Tulsa; 2, Samuel Stein, New York City; 3, Mrs. Elisa- 
beth Stemp, Madison, Wis., and Miller J. Huggins, Anderson, 
Ind 

Lady of NOMDA signing most new members 
beth Stemp 


Mrs. Elisa- 


Manufacturer signing most new members — Ames Supply 
Co., Chicago, J. Dal Marvil accepting. 
Regional governor making best showing — Kell Reimann, 


Arlington, Va 


Area chairman first to reach quota Robert Picou, May- 


wood, Calif 

Past president making best showing Nicholas Fucci, 
Englewood, N. J., 22 new members from Hawaii. 

State and area chairmen making best showing — 1, Robert 


Picou, California Ribbon & Carbon Co., Maywood, Callif., 
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fort, 21, for NOMDA past presidents; 6. J. Dal Marvil, Ames 
Supply Co., manufacturer signing most new members, 52; 
7. William Smith, Tulsa, local association member signing up 
most, 17; Kell Reimmann, Arlington, Va., best regional gov- 
ernor new member showing, 23. 
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Keeney Kup . . . is presented by D. L. Keeney, Jr., to Franz 
Schreyer of Salt Lake City, who won first prize as member 
outside of locals signing the most new members. His total was 


13. 








Liston Jackson Trophy .. . is presented by Liston Jackson, 
former NOMDA president, to Ray Alba of Compton Office 
Equipment Co., Compton, Calif., president of Southern Cali- 
fornia OMDA. 


145; Vance Gribble, Seattle Platen Co., Seattle, Wash.; 3, 
William Smith, Tulsa, Okla. 

Manufacturers’ representative making best showing — l, 
Robert Picou; 2, Vance Gribble; 3, Norbert F. Mayer, West 
Coast Platen Co., Los Angeles. 
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Distaff Doings 
‘Of NOMDA 


by Adelaide (Mrs. George C.) Wheeler 

This was the first time I had attended a National Office Ma- 
chine Dealers Association convention and I was interested in 
the part the wives of the Dealers played in the convention. | 
looked over the Ladies’ program and noticed there was a panel 
discussion scheduled for 9:30 A.M. Monday. 

Wishing to know what the discussion was to be about, I 
asked. The gentleman I questioned didn’t know, so I asked 
someone else—same answer. I was beginning to be a little be- 
wildered. My feelings must have showed on my face because 
suddenly I felt a touch on my arm and a charming woman 
glanced at my identification card and said, “Mrs. Wheeler, 
I’m Mrs. Chappell. You seem to have a problem and I’m here 
to help you if I can.” 


40 Listen to Panel 


I told her, and Mrs. Chappell, bless her, explained that the 
wives of the dealers had formed an auxiliary organization and 
were having their own meetings. The one on Monday morning, 
on advertising and publicity, would be the first. I was cordially 
invited to attend. There were, roughly, about 40 women pres- 
ent. The panel consisted of Mrs. Stella Sassman, Victoria, 
Tex.; president and moderator; Mrs. Georgia Steinke, Upper 
Darby, Pa.; Mrs. Ruth Teschion, St. Paul, Minn. and Mrs. 
Rebin Feigle. Houston, Tex., panelists. 

The pros and cons of advertising and the immediate and 
ultimate results were discussed. The interest and insight ex- 
pressed by the women there rather surprised me and I think 
the husbands would have been delighted. There was a total lack 
of the self-consciousness or over-aggressiveness that is so often 
apparent when women are in a meeting with men. Words came 
easily and fluently from women who definitely knew and loved 
their subject. 

Provides Books for Youngsters 


Mrs. Steinke is a proponent of personal advertising and 
publicity. Realizing that it is a rare parent who can resist 
feeling flattered when attention is paid their children, she gives 
the small fry books to read when they come in with their 
elders. This keeps them occupied when their parents are busy 
and later they may take the book home. 

Teen-agers are given a combination diary and scrap book. 
Couple this subtle flattery with top-notch merchandise and 
good service and you have set the grape vine buzzin’, cousin. 

Mrs. Teschion prefers the wider scope in advertising via 





n panel. Mrs. H. E. Steinke, 
Mrs. Mario Teschion, Mrs. Henry Sassman, retiring president, 


Ladies of NOMDA .... at discu 





Miss Bobbie Steinke and Mrs. Ed Feigle 


48 


* 
’ 
r S 
, w 
y ~ 
Ke 
a 
F and ‘et 
vt gies 
7 = 
bt At * 


ze \ 


—_ 


New Officers . . . of Ladies of NOMDA. Front—Mrs. 
Jimmie White, second vice-president; Mrs. Edward 
Pfitzenmaier, president; Mrs. Mario Teschion, first vice- 
president; Rear—Mrs. Burton Swanger, secretary-treas- 
urer; Mrs. Lynn Roper, third vice-president. Mrs. Ben 
C. Schweiss, St. Louis, not present, was elected alternate 
secretary-treasurer. 


"aes 





Mrs. Elisabeth Stemp . . . dealer of Madison; Wis., and pres- 
ident of the OMDA chapter there, receives a rhinestone pin 
from D. L. Keeney, Jr., for the lady of NOMDA signing the 
most members. Her total was 12. 


television and newspapers, but her real baby is the store—it’s 
all pink, inside and out. Even the trucks are pink. She says 
she has found pink is a color that puts people in a comfort- 
able, happy (and buying) frame of mind and is unusual 
enough that although people may forget her name, or the 
name of the company, they always remember the pink store. 

Mrs. Feigle covered the social angle. She contends that the 
woman who entertains in her home uses an important selling 
tool. 


Pleasantries Over Tea Cups 

On Monday afternoon there was a get-acquainted tea where 
the women met, introduced themselves and had a real good 
gabfest over a leisurely cup of tea. Somehow or other people 
do get quite chummy over a cup of tea and this one was no 
exception. 

That evening everyone went to The Colonial Manor for 
dinner, dancing and community singing. A fitting end to a long, 
hard, happy day. 

Tuesday morning the discussion was on “Selling Tech- 
niques.” Mrs. Sassman was again the moderator. Panelists were 
Mrs. Bill Simpkins, St. Louis, Mo.; Mrs. Marie White, Tex- 
arkana, Tex.; Mrs. Marion Pfitzenmaier, Ardmore, Pa. and 
Mrs. Elisabeth Stemp, Madison, Wis. 

Mrs. Simpkins told how a woman can be of moral and 
spiritual help to her husband. Where but at home may a man 

Turn to Page 126, Please 
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NOMDA People 


In Lenslight 





Alaskans... 


United States in eight years. 





Miss Universe 





Grid Stars 


of yesteryears get 
together. J. Dal Marvil, (left) Ames 


Supply Co., tackle at Northwestern; 
and Jack Sack, Pittsburgh Office 
Furniture & Equip. Co., guard at Pitt 
and later pro player with Canton 
Bulld gs 
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who traveled the Alcan 
Highway from Fairbanks to attend 
the NOMDA convention are Dealer 
Harvey Danks, Jr., and Mrs. Danks. 
It was their first visit to native 


hopeful, Rosalie Culp of Pennsyl- 
vania, tries operation of bookkeeping machine for Na- 
tional Cash Register Co. representatives R. P. McCarthy 
left) and J. A. Riden. 





First Family of NOMDA . . . Barbora (Bobbie), Georgia, H. E., 
and Carol (Billie) Steinke. 





Four Generations of the Van Zants . . . of Dayton, Ohio. From left: Lucille 
Strock, Harold W. Van Zant, Mrs. & Mr. H. C. Van Zant; Francis W. Van 
Zant and Aunt Annie Van Zant. 





Sally Craig . . . presents Remington Rand portable to 
Philip S. Wiener, who accepts it for Fred Rothman of 
the Milton Wiener Co., Pittsburgh, winner of this grand 
prize at Rem Rand booth. 


Wesley Beckwith . . . pro- 
vides pictorial evidence of 
‘‘l have a Royal date with 
Sally in September,’ Royal 
McBee’s new television 
comedy series starring Joan 
Caulfield and to begin Sep- 
tember 29. 
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New Products 








POCKET ORGANIZER FOUNTAIN PEN DESK SETS 


a 
eer 


fa 





Sengbusch Co. 

1076 Sengbusch Bldg. 

Milwaukee 3, Wis. 

Two newly designed ‘‘DePendable”’ desk 
fountain pen sets for office and public use 
have been announced. Set No. DE-200 is 
made of black plastic to blend with most 
office decor. The base is heavy for stabil 









a ity, and the barrel has a double-action 
Baver-Lee & Co. feature for fast filling. The No. DE-1000 
136 E. Montecito Ave. set for public use has a 24-inch bead 
Sierra Madre, Calif. chain and a simple, positive adhesive 
Pocket organizer case has com backing on the cork and rubber base 
partments to carry a_ six-inch (Inquiry Card No. 42) 


slide rule, a plastic rule, and up 
to six pens and pencils. Feature 
a steel-spring, leather-covered 
safety clip to keep it from fall 
ing or slipping out of coat or 
shirt pocket. Made of saddle 
leather in natural tan. Retail is 
$3. (Inquiry Card No. 28) 

BOOKCASES AND 


CABINETS 


PRINTING CALCULATOR 


eer 








Borroughs Mfg. Co., Dept. CL 
3002 N. Burdick St. 





Victor Adding Machine Co. Kalamazoo, Mich. 

3900 N. Rockwell St. Firm announced a new line of 
Chicago 18, Ill. steel bookcases and supply cab 
New automatic printing calculator inets known as the “conversion 


simple line. Open face units can be con 


operates through only one 
verted into sliding door cabinets 


control. It performs all functions and 


solves all figure problems normally with Borite, glass, or steel doors 
encountered by retailers, and it cost All doors are interchangeable if 
about $200 more than an electri new Borroughs sliding door 
adding machine. Master contro! lever tracks are installed. Borite, pic 
used properly can handle dividing tured here, is a composition of 
multiplying, subtracting or adding po plastic and fiber glass in a ‘’Fur 
sitions on the keyboard as they would row’ pattern in four colors. It 
be written on paper. (Inquiry Card is said to be unbreakable. (In- 
No. 25) quiry Card No. 38) 








General Fireproofing Co. 

Youngstown 1, Ohio 

The new “’Generalaire’’ 1960F-4VL is a 
desk with four letter drawers, two in each 
pedestal. Because the desk has a _ two- 
letter-drawer pedestal, it means double 
filing capacity without sacrifice of appear- 
ance. The inside clear height of each 
drawer is 10 and 11/64 inches to ac- 
commodate standard height guides. Each 
drawer is 261% inches deep, offering over 
100 inches of space. (Inquiry Card No. 53) 


POSTURE CHAIR 





Royal Metal Mfg. Co. 

175 N. Michigan Ave. 
Chicago 1, Ul. 

The ‘Thinline’ look of 
lightness now in the home 
furnishings field has been 
incorporated into the firm’s 
new secretarial posture 
chairs. Features oval-shaped 
backrest and  wing-swept 
scuff guards. Seat is foam 
rubber with a_ waterfall 
front strongly supported by 
a ventilated metal seat pan 
Six-inch seat adjustment is 
possible. Wide choice of 
colors. (Inquiry Card No. 
24) 


For More information Use Inquiry Card Facing Page 38 
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WHAT A 
BARGAIN! 


THE NEW SMITH-CORONA PACEMAKER! 


Look at these PACEMAKER features! 


The new Pacemaker — biggest office typewriter bargain 
ever! Modern and smart-looking, the new Pacemaker 
is a welcome addition to any office. Rugged and sturdy, 
with all-around steel frame construction, the new Pace- 
maker is made to give year after year of faithful, fault- 
less service. Quiet and speedy, with a light, comfortable 
touch, the new Pacemaker gives clean, crisp correspond- 
ence even at the hands of inexperienced or part-time 

te the many features of the new Pacemaker, 

narkets in your area, and then get set for 

th-Corona sales than ever before! 


Quickset Margins — Quickly set with a flick of the finger! 
Flick-Set Tabulation — Set or clear stops easily, instantly! 
Customstyled Keyboard — Speed, ease, no waste motion! 
Half-Spacing — Easiest, simplest method of errof control! 


Full-Width Tabulation — Saves you time in correspondence! 


SMITH-CORONA 


SYRACUSE 1 NEW YORK 














5658-UB 5658-CB 4858 2757 


























SILER CITY | 
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THESE CHAIRS 
MEAN BUSINESS! 





Rugged, handsome, attractively priced, com- 4851 
fortable — Those are the virtues that make 
Boling chairs top values, and top sellers. 
Your customers can take their pick from 
Boling’s complete line of seating for every 
business need. The wide choice of styles, 
finishes, upholstery fabrics and colors helps 
you sell those hard-to-close customers. 
Superior design and construction features 
help convince experienced buyers that chairs 
by Boling are their best buy! 


All this — plus generous margins for you 
— makes Boling the chair line to push. 
Nationally recognized since 1904. Want 
more information? Write today for our new 
catalog. Address Dept. O, on your letter- 
head, please. 


VISIT US at the N.S.O.E.A. SHOW 





CONRAD HILTON HOTEL 
Rooms 504A, 505A, 507A 





¥ 
te 





























CHAIR COMPANY 


Member WOF! : , 
NORTH CAROLINA NeoetT Ww 


|S Way 
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FILING CABINETS 





Challenge Machinery Co. 

Grand Haven, Mich. 

New all-steel cabinets are de 
signed for filing of offset and 
duplicator plates or flats, draw- 
ings, artwork, photographs, pa 
per samples, engravings and the 
like. Drawers are 25 _ inches 
wide, 22 inches long and 12 
inches deep. Finished in metallic 
gray. They stand 29 inches high 
with four-inch base. (Inquiry 


Card No. 16) 


WASTE RECEPTACLE 





F. H. Lawson Co. 

850 Evans St. 

Cincinnati 4, Ohio 

Firm is now offering its No 
1001 “Torpedo” receptacle 
with a chrome-plated top 
fitted with stainless steel 
door and a wide stainless 
steel band at the bottom. 
This new model is in addi- 


tion to regular line. (In- 
quiry Card No. 18) 





STORAGE LOCKER 





Aurora Steel Products Co. 

299 Third St. 

Avrora, Ill. 

An all new ‘’flush-front’’ storage 
locker that features a door with 
recessed handle and ventilating 
louvers has been developed by 
the company. The new design 
utilizes a three-way action latch 
which has a retractable padlock 
loop and pre-locking feature 
Available in standard sizes, in 
flat or slope top styling. Choice 
of legs or closed base or without 
legs. (Inquiry Card No. 40) 


POST BINDER 








McMillan Book Co., Inc. 

701 E. Genesse St. 

Syracuse, N. Y. 

Company is now offering its “’Zip-Lock”’ 
marginal post binder for filing marginal 
punched forms. Posts are anchored in the 
base metal and the “’Zip-Lock’’ is slide- 
button type which assures positive locking 
Binders are made of green slate duck over 
boards and are available in standard and 
special sizes. (Inquiry Card No. 45) 





NEW PRODUCTS continued 


DESK ENSEMBLE 





Artistic Desk Pad & Novelty Co. 

721-731 E. 133rd St. 

New York 54, N.Y. 

New desk set ensemble of solid, hand- 
rubbed walnut, is in open stock and de- 
signed especially to attract gift sales for 
the executive office. This is the «first wal- 
nut ensemble designed -by the company. 
(Inquiry Card No 54) 


OFFICE PARTITIONS 





Exec-Units Div. 
General Plywood Corp. 
Market at 32nd St. 
P.O. Box 1403 
Louisville 1, Ky. 


“Exec-Unit’’ office partitions, 


which 
retail for approximately $10 per 
lineal foot in sliced walnut finish, are 
now offered by the company. The 
units feature hollow-core panels with 
plywood surfaces and are fabricated 
by the aircraft ‘‘stressed skin’’ meth- 
od. They can be taken down and put 
together by office employees or main 
tenance men in a short time. The 
units are also available in pastel 
shades of gray, green or tan at less 
cost. (Inquiry Card No, 52) 


For More Information Use Inquiry Card Facing Page 38 
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THESE HANGERS 
WILL NOT FALL OUT! 
\ a 
=) 7 
2 - 
THE HANGING FOLDER 
WITH ADJUSTABLE METAL 
Pat. Pending TAB 

You have the file clerks on your side just the minute you show them how easy, IN 

fast and positive it is to file and find with Guide-O-folders. You've got the office LETTER 

manager on your side as soon as you show him his filing and finding costs can LEGAL 

be reduced as much as 30%. When you demonstrate that the change-over to INVOICE 

Guide-O-folders is made with a net saving of file drawer space, he’s sold. And X-RAY 

you've got another juicy sale, brothes Selling Guide-O-folders is just that easy LO-FOLDERS 

demonstration gets the order and an installation makes another wholly satisfied SIZES 
customer. Go after it it's easy profit! 





YOU ARE 
INVITED 
TO 
BOOTH 


STEEL DESK DRAWER UNIT 


Also Manufacturers of 


TRANSFILE”’ Transfer Files 
and 
GUSSCO 
Complete line of filing 
supplies 


Made to fit the lower deep drawer of all 
standard desks. Using this unit, the desk 
worker always has important and vital data 
at the finger tips—always in an upright posi- 
tion. Instantly available amd instantly re- 
placed. The unit consists of a metal tray 
and 25 Guide-O-folders complete with ad- 
justable metal tabs and an assortment of 
inserts for tab headings 








201 
N.S.O.E.A. 
CONVENTION 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET 


WEST COAST 
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REPS. — GUSSCO SALES INC., 


337 WINSTON ST 


NEW YORK 13, N 
LOS ANGELES 13 ti 














AUTOMATIC MULTIPLIER —- AUTOMATIC 


PRINTING CALCULATOR 





Olivetti Corp. of America 
580 Fifth Ave. 
New York 36, N. Y. 


Two new units; the “’Multisumma’ 


a popular-priced automatic 


multiplier, and the ‘‘Divisumma 24’, a new high-speed printing 


calculator with rotary printing and 


‘memory’ feature, were in- 


troduced at the recent NOMA convention by the company. (In- 


quiry Card No. 35) 


DRAWER UNIT 


























| 
Bay Products, Inc. 

1621 W. Indiana Ave. 
Philadelphia 32, Pa. 
Adjustable compartment 
drawer units are designed 
to handle and store small 
parts in stockrooms, show- 
rooms, and other areas. 
Drawers are slotted on one- 
inch centers to permit quick 
arrangement for accommo- 
dation of various quantities 
Plated handle and _ label 
holder is on the front of 


each drawer. (Inquiry Card 
No. 26) 


le 


STEEL DRAWERS 





Equipto Div. 
Avrora Equipment Co. 
Avrora, Iil. 


New design refinements in the com- 
pany’s line of steel drawers have 
been revealed. Sides are now em 
bossed to engage notches in the cross 
divider, thus locking dividers in 
place. This prevents dividers from 
creeping up. In addition, drawers 
have embossed runners on bottom 
for ease of operation. (Inquiry Card 
No. 27) 


PHOTOCOPYING PAPERS 


Copycat Corp. 

41 Union Square, W. 

New York 3, N. Y. 

Company recently announced the de 
velopment of new colored papers for 
use with the exclusive “‘green ray’’ 
system. The range of the photocopy- 
ing machine has now been increased 
because of the new positive papers. 
The colors are blue, buff, green, rose 
and yellow. They are useful for identi 
fying products, sections or depart- 
ments, marking importance of origi- 
nal or indicating degree of urgency 
(Inquiry Card No. 51) 





STAPLING MACHINE 


ee 





Lansdale Products Corp. 

Stapler Dept. 

Box 568 

Lansdale, Pa. 

The ‘Side Saddle’’ stapling machine is 
now being manufactured on a world wide 
licensing arrangement by the company. 
Name comes from the fact that it can 
saddle stitch booklets from the side and 
perform other jobs requiring long reach 
It can also slice papers any length, make 
tubes out of flat sheets, fasten basket 
and be used as a regular desk stapler, 
plier and tacker. Retail is $6.50. (Inquiry 
Card No. 19) 


SUSPENSION-TYPE FILE 
CABINET 





Dray Mfg. Co. 

11406 Downey Ave. 

Downey, Calif. 

Company offers a file cabinet specifi- 
cally designed for the suspension-type 
file folder. No adapters are necessary 
because of high side drawers. With 
the addition of standard blocks, the 
new files can be immediately con- 
verted to handle conventional folders 
Available in file cabinet grades A 
and B in gray, green, desert sage, 
and mist green baked enamel. (In- 
quiry Card No. 17) 


For More Information Use Inquiry Card Facing Page 38 
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NEW PRODUCTS continued 








Showrooms: 
Pittsburgh 
New York City 
Philadelphia 
Chicago 
St. Louis 
Los Angeles 


Warehouses: 
Pittsburgh 
New York City 
Denver 
Los Angeles 
Tacoma 






































SEE YOU IN CHICAGO! 


NSOEA CONVENTION 
SEPTEMBER 28 - OCTOBER 2 


ROOM 359 ¢ CONRAD HILTON 


COME AND BRING YOUR KEY 
YOU MAY BE A LUCKY PRIZE WINNER! 








i 









Because Facit gets results—quickly and 
easily. Solves any problem single-handed, 
-with the ten fastest keys to. calculating 

ease. The fully automatic Facit— 
multiplies, divides, adds, subtracts— 

and does it all with the five fingers 
of one nimble hand. Aye—an eye for 
figures is an aye for Facit! 


Pioneering in Calculators since 1884 Manual and Electric 


FACIT INC. For complete details See your Classified Phone Book or Write— 
404 FOURTH AVE., N.Y.C. 16, OR 235 MONTGOMERY ST., SAN FRANCISCO 
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FACIT INC. 
404 FOURTH AVE., N.Y.C. 16, OR 235 MONTGOMERY ST., SAN FRANCISCO 
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it figures... 


Positively—the fastest and surest result 
when you're figure conscious. Odhner was 
the first adding machine to make figuring 
easy with automatic multiplication. 

Now another Odhner first is the exclusive, 
time-saving Automatic Short-Cut—never 
more than five prints for any figure. 

Be confident, count on Odhner—it figures! 


¢ ODHNER ADDING MACHINES 


Manual and Electric 





For complete details See your Classified Phone Book or Write— 





FIREPROOF DESK 





Shaw-Walker Co. 

Muskegon, Mich. 

An addition to the ‘’Expan-Desk’’ line is 
this fireproof desk which provides point 
of-use fire and ‘“‘snooper’’ protection for 
contracts, cash and other important pa- 
pers. Combines in one unit a desk, a safe 
and a large work top area. Tops are 70 
by 32 and 44 by 32 inches. Right pedes 
tal is a two-drawer fire-file letter unit 
The safe has drawers instead of doors 
Left pedestal has five drawers that are 
compartmented. Knee room permits work 
on either top. (Inquiry Card No. 23) 


OFFICE RADIO 





J. W. Davis & Co. 

9212 Denton Dr. 

Dallas, Tex. 

New “Executive Thin Man” radio for the 
executive office has a solid walnut cabinet 
with a furniture finish. It is only 12 inches 
wide and 8'% inches deep and has a black 
and gold dial with a red background. It 
features an automatic volume control and 
a special feedback circuit to produce soft 
tone with good bass response. (Inquiry 


Card No. 41) 


CARBON PAPER RIBBON 
Underwood Corp. 

One Park Ave. 

New York 16, N. Y. 

A new carbon paper ribbon, named 
the ‘‘Distinctive’’, has been marketed 
by the company. It is designed for 
electric typewriters adapted for car- 
bon ribbon use and produces sharp, 
black type impressions. Two new fea- 
tures simplify ribbon changing. One 
is that a tap edge on the outside 
provides a handy indication of the 
start of the ribbon, and the other is a 
14-inch leader which allows the rib- 
bon to be changed without smudging 
the operator’s fingers. (Inquiry Card 
No. 49) 





POSTURE CHAIR 





Do/More Chair Co. 

Elkhart, Ind. 

After a year’s work in re 
search, the company has de 
veloped a posture chair of 
welded steel with the legs 
formed of tapered steel tub 
ing. The base dimension of 
20 inches gives a compact 
and contemporary appear 
ance while retaining stabil- 
ity. The contoured back-rest 
is supported by trim tubing 
which is plastic-sheathed to 
protect walls and desks. The 
chair, styled by Raymond 


Loewy Associates, features 
all mechanical virtues of 
the regular line. (Inquiry 


Card No. 36) 


PORTABLE DRAWING BOARD 





Leslie Creations 


Dept. 682 

LaFayette Hill, Pa. 

The ‘’Graphostat’’ is a portable plas- 
tic drawing board molded of poly- 
styrene and weighs less than eight 
ounces. It has two transparent plas- 
tic triangles, two retractable metal 
straight. edges and four recessed 
spring clips. Translucent board per- 
mits easy tracing by holding against 
window or other light source. Meas- 
ures 10 by 12 inches. (Inquiry Card 
No. 39) 





NEW PRODUCTS  oviinued 


DRAWER CASE UNITS 





Lyon Metal Products Co., Inc. 


Aurora, Ill. 

A wide variety of small items can be 
stored in the new steel drawer case units 
developed by the company. Four corners 
of the top are slotted for stacking. Tangs 
on the bottom can be bent down to en- 
gage these slots so units can be stacked 
securely. Each drawer has o combination 
handle-labelholder for identification and 
easy access. Available in 12, 18, and 24- 
drawer models. (Inquiry Card No. 37) 


BLUE PRINT CABINETS 





Durable Metal Products Co. 

38-42 Review Ave. 

Long Island City, N. Y. 

New heavy-duty cabinets are de 
signed for flexibility and individual 
needs for space. They consist of five- 
drawer units, each unit with a per 
manent top. Units also have bases. 
(Inquiry Card No. 47) 


STAMP HOLDER-MOISTENER 
Office Accessories Corp. 

660 S. Fair Oaks Ave. 

Pasadena, Calif. 

Company is now offering the ‘‘Jiffy 
Twin,’ a combination stamp holdef 
and moistener. It holds a full roll of 
postage stamps which can be dis@ 
pensed by a simple thumb ‘novemenil 
and moistened at the same time. Ant 
other new item, the combination 
stamp dispenser and envelope sealer 
is also available for dispensing the 
stamp and sealing the envelope Of 
moistening the label. This is the news 
“Jiffy Mailer.’ (Inquiry Card No. 577) 


For More Information Use Inquiry Card Facing Page 38 
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fimest expression of design 
















for executive comfort! 





The most wanted executive chair, 
for nowhere else in the world today 
' an you find the sheer day-to-day 
pleasure reserved for the man 

who sits in the Imperial. Superb 
styling and master craftsmanship... 
5,135 cubic inches of thick luxur- 
ious foam rubber cushioning on 
seat, back and arms. Available in 
3,360 color combinations. Modest 
priced at $275.00 list in Zone 1 
in Gros Point-Naus 





od FU Gumemes Omen @ meek, 


Michigan City, Indiana 
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ERASING SHIELDS 





C-Thru Ruler Co. 
823-827 Windsor St. 
Hartford, Conn. 


Erasing shields in both steel and plastic 
are now being marketed by the company 
Shields are priced for volume sale. Plastic 
units have convenience of being clear to 
allow work below to be seen. Steel units 
are for rigidity and durability. (Inquiry 





COAT TREE 


Gingher Mfg. Co. 
Scranton, Pa. 





Card No. 20) 


ELECTRIC NUMBERING 
MACHINE 





Heller Roberts Mfg. Corp. 

700 Jamaica Ave. 

Brooklyn 8, 'N. Y. 

A new electric numbering machine 
for use with cards, tags, labels and 
carbon forms (10 copies), has been 
developed. by the company. !t prints 
numbers in sequence from |! to 
999,999 with instant choice of con- 
secutive, duplicate or repeat opera- 
tions. Has universal head for num- 
bering towards front, back, left, or 
right position at any point on a 12- 
inch wide sheet of any length. Choice 
of hand or foot operation. (Inquiry 


Card No. 30) 


New coat tree rack de- 
veloped by company intend 
ed for use in offices with 
glass partitions or modern 
decor. It is designed to oc- 
cupy less room because its 
entire height stands flush 
against the wall. It holds 
four hats, four coats on 
hangers, umbrellas on hooks 
and has room for packages 
Rack is made of heavy- 
gauge furniture steel and 
has no bolts, nuts or screws 
or assembly problems. (In- 


quiry Card No. 34) 


TYPEWRITER PAPER 





Diplomat Envelope Corp. 

23-23 Borden Ave. 

Long Island City 1, N. Y. 

A new line of boxed typewriter papers 
called ‘‘Diplomat’’ has been _ intro- 
duced. The stock is 20 Ib. white, 
watermarked ‘‘Diplomat Bond’’ in a 
cockle finish. Box contains 500 sheets 
and carries a wrap-around picture of 
the U. N. Building and Auditorium 
(Inquiry Card No. 32) 





NEW PRODUCTS  ovtinued 


TYPEWRITER STAND 





Meilink Steel Safe Co. 

1672 Oakwood Ave. 

Toledo 6, Ohio 

Company offers its newest and im- 
proved version of the Hercules Model 
17 deluxe typewriter stand. It now 
features new steel foot cups on each 
leg that are mounted on rubber to 
absorb shock and eliminate noise. 
Has an arrangement of invisible steel 
cables to permit smooth raising and 
lowering of the rubber casters and a 
new lever position under the top front. 
(Inquiry Card No. 55) 


CLIPBOARD 





Stempel Mfg. Co. 

2830 Roberta St. 

Dallas 3, Tex. 

New line of ‘’‘Stempco’’ clipboards in- 
cludes four sizes of ‘‘Decoplas’’ plas- 
tic laminated models. The board is 
hardboard with a plastic laminated 
surface assembled with nickel-plated 
steel clips. Patterns and colors are 
offered in a variety. Memo, note, let- 
ter, and legal sizes are available. 
(Inquiry Card No. 22) 


For More Information Use Inquiry Card Facing Page 38 
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The line of modern styling, 
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performance and economy 
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Monroe, Michigan 
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now brings you 
Newe 
Desig 


a complete line 
of office furniture . 


890 Ex. 
_—_ 


An outstanding line from an outstal 

ing name in the office furniture fié 

A complete collection of smart m# |— 
modular pieces, combining ama 
flexibility and satin-smooth efficiel 
with rare beauty and taste. He 
furniture that anticipates every of 
requirement and every personal pe 
erence . . . gives your customers eW 
advantage of expensive custom pi-~-— 
ning—without the blue-sky pr 
Write for details today . . . see iff 
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DOMORE Office Furniture, Elkhart, Indiana ke 
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IEA Convention Rooms 6¢ 
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every office will cheer 
this exciting new chair 


by 





Here, at last, is an office chair that is as good looking 
as it is functional—superbly styled by Raymond 
Loewy Associates, with sleek, smart, space-saving 
lines that add distinction to every setting, 

cut maintenance to a minimum! And it’s by 
Do/More—with Do/More’s exclusive custom-fit 

and posture features to insure the most healthful, 
efficient working comfort for office personnel- 

and the most profitable sales for you! 





Visit us during the NSOEA Convention 
Room 605 
Conrad Hilton Hotel 











Newest in Do/More’s Sensational 800 Series— 
Designed by Raymond Loewy Associates 
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890 Executive Chair 840 Side Chair 880 Executive Chair 
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e. He 805 Executive Chair 825 Settee 830 Arm Chair 











ery Of 
onal pa 
1ers eve 


Ky pri for information on available franchises, clip and mail this coupon 


see itl DOMORE Chair Company, Inc., 2409 Sterling Ave., Elkhart, Indiana 
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UTILITY STAND 





Interstate Metal Products Co., Inc. 
666 Lake Shore Drive 

Chicago TT, Ill. 

New utility stand offers continuous 
piano-hinged drop leaves and elbow- 
type drop leaf arms in combination 
with letter-sized drawer. The E- 
CON-O-ME” stand also features a 
patented one-piece leg bracket for 
extra strength and rigidity. Also 
available without drawer. (Inquiry 
Card No. 29) 


CASTER WHEEL 





Bassick Co. 

3045 Fairfield Ave. 

Bridgeport 5, Conn. 

A new “Atlasite’’ general purpose, 
molded-rubber-composition truck 
caster wheel has been developed by 
Firestone and manufactured by Bas- 
sick. It is said to boost impact 
strength 50 per cent over previous 
wheels in the company line. It is now 
standard on Bassick casters. (Inquiry 
Card No. 33) 





—___ NEW PRODUCTS (0vtinued 


PENCIL SHARPENER 


BOXED RUBBER BANDS 





Alvin & Co. 

Windsor, Conn. 

Two new pencil sharpeners are 
available from company. The 
‘Universal’ offers four blades, a 
wood shaver, a lead pointer, and 
two blades for sharpening artists 
pencils, propelling pencil leads 
and press-top leads. Body holds 
extra blades. The ‘’Super’’ is a 
two-way sharpener of the same 
design. (Inquiry Card No. 48) 


BOOK HOLDER——-MEMO PAD 





Akay Corp. 

Div. of Hauser Products 

4034 N. Kolmar Ave. 

Chicago, Ill. 

Decorator colors have been added to the 
firm’s line of plastic products for the 


office. The “‘Memo Master’ is available 
in black, gray, walnut, ivory, red, tur- 
quoise, pink and yellow. The ‘‘Hold-A- 
Book” if available in black, blue, ivory, 
yellow, red, turquoise, pink, and walnut 


(Inquiry Card No. 56) 


Alliance Rubber Co. 

Alliance, Ohio 

Company has announced its new E- 
144 “Sundry Pak” of rubber bands. 
Assorted sizes and colors are packed 
in one-ounce boxes to retail at 25 
cents. The boxes are designed for use 
in kitchen or desk drawers and in 
workshops. (Inquiry Card No. 44) 


BALL PEN 


pavER: MATE 


“pinety- se 





Paper Mate Co. 

444 Merchandise Mart 

Chicago, Ill. 

Firm has announced its new 
"98" pen which will retail at 98 
cents. It features a new retrac- 
tor mechanism and other quali- 
ties found in the higher-priced 
pens. Counter display units are 
available. (Inquiry Card No. 31) 


For More Information Use Inquiry Card Facing Page 38 
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Shades of - 
the Wild West... 


something new has been added! 
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Yep, a REMINGTON RAND® TOPFLIGHT ~ 
Adding Machine. And no wonder! More and 
more people have learned that fighting figure work 
is easy with a TOPflight! Most important... 
twice as many “Figure Work Fighters” are buying 
REMINGTON RAND TOPFLIGHT Adding Machines on 
terms... than ever before! 






And even greater sales results are attainable through 
our unique Deferred Payment Plan. 


Unquestionably, this great traffic-building, sales 

producing plan can help you to tap the 

HUGE Adding Machine market and reach its fullest 

potential. This versatile plan can be adopted to sell 

- ALL TOPFLicut Adding Machines on terms of 
J NOTHING DOWN — balance to meet your customers’ 
individual budget requirements. 


Remember... all TOPriicut Adding Machines 

feature Exclusive Cushioned Power that 

adds years of service and the world’s 

fastest Adding Machine Keyboard 

1t 98 ... fastest because it’s simplest. 


=trac 
yuaii- 
yriced 
are 


. 31) 2 
Memingtorn. Fk cared. visser saus 


DIVISION OF SPERRY RAND CORPORATION 
315 FOURTH AVENUE, NEW YORK 10, NEW YORK 


For complete details on this fast-selling line, call your nearest 
Remington Rand Dealer Sales Representative or write: 
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BALL-POINT PEN 





he 


Parker Pen Co. 

Janesville, Wis. 

Latest entry in the ball-point pen 
market is this newest combination of 
Parker ‘’T-Ball’’ Jotters. They are 
equipped with a _ unique’ textured 
writing ball which permits writing 
over greasy and glossy surfaces. At 
left is the button-actuated mode! with 
a plastic barrel at $1.95 retail, and 
at the right is a satin-finished cap- 
actuated metal model at $2.95. (In- 
quiry Card No. 58) 


PHOTOCOPY UNIT 





General Photo Products Co., Inc. 
General Photo Bidg. 
Chatham, N. J. 


Company offers new machine that will 


make large photocopies up to 20 inches 


wide by any length. Designed for copying 
blueprints, sketches, and other large draw 
ings as well as regular letter-size work 
The outfit includes an automatic con 
tinuous printer with shutter-type light con- 
trol and an automatic continuous proces- 
sor, covered. Can produce between 60 and 
90 copies per hour. (Inquiry Card No. 59) 








____NEW PRODUCTS «ovinued 


BANK-BY-MAIL ENVELOPE 








Northern States Envelope Co. 
300 E. Fourth St. 
St. Paul 1, Minn. 


New style “Bank By Mail’’ envelope 
offered by the firm features customer 
convenience by combining deposit 
slip, deposit receipt, and _ self-ad- 
dressed return mailing envelope in 
one unit. Designed for use by banks 
and savings and loan associations. 
Envelopes are available in four pop- 
ular banking sizes and in a wide as- 
sortment of paper stocks and colors. 
Added feature is the attractive illus- 
tration on the face and flap. (Inquiry 
Card No. 46) 


TYPEWRITER RIBBONS 

Leedall Products Mfg. Co., Inc. 

23 N. Main St. 

Milltown 3, N. J. 

Company’s new ‘’Copi-Mate’’ double- 
packed typewriter ribbons are in spe- 
cially designed packages to help 
identify them. Ribbons are packed in 
double-spool packages so that anyone 
can change a ribbon quickly on any 
machine. Photographs of the correct 
spools are shown on the bottom of 
each pack as well as a complete list 
of other machines that the particular 
pack can be applied to. A special 12- 
pack holds ribbons for all typewriters, 
manual, standard, electric and port- 
able, providing one pack suitable for 
as many as 15 different machine 
brands. (Inquiry Card No. 50) 


SCANNING PRINTER 





Clary Corp. 
San Gabriel, Calif. 


The Clary scanning printer 1960, 


which will be in production early in 
1958, is a_ self-contained unit ca- 
pable of converting .a parallel set of 
decimal contact closures into a 


printed digital record. The unit con- 
tains its own power supply, in asso- 
ciated circuitry, for actuating the 
coils. Its maximum printing capacity 
is 12 digits per line with a minimum 
printing rate of three lines per sec- 
ond. (Inquiry Card No. 21) 


RIBBON SHEATH 














Miss Yetta B. Spiegel 

2220 20th St., N.W., IA 
Washington 9, D.C. 

A recently patented inven- 
tion is this disposable ribbon 
sheath which is designed to 
provide protection against 
the soiling of fingers while 
installing a typewriter rib- 
bon. The sheath, which can 
be transparent or opaque, 
can be easily disposed of 


after the ribbon is installed 
on the typewriter. (Inquiry 
Card No. 43) 


For More Information Use Inquiry Card Facing Page 38 
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Congratulations to the 


Grand Prize Winners 


in the 


1957 Awards 


for Merchandising Achievement 


sponsored by the makers of 


SCOTCH Cellophane Tape 


BRAND 





W. H. KISTLER STATIONERY CO. of 
Denver was selected for the top award in this 
nationwide competition, which drew entries 
from over 600 of the country’s leading sta- 
tioners. Erle O. Kistler, chairman (left) and 
William H. Kistler, Sr., president, accepted 
the award, which includes an all-expense stay 
for a party of six at Roberts Pine Beach Hotel, 
Gull Lake, Minnesota. 


SPECIAL WINDOW DISPLAYS, novel in- 
store traffic builders, timely newspaper ads, 
enthusiastic sales meetings helped make the 
entire Kistler effort outstanding. The sales 
staff was divided into three teams, with special 
incentive prizes, teasers, tie-in slogans and 
other unique selling helps. 


REGIONAL WINNERS will be announced shortly. Our thanks go to all who participated in this 
competition. We are proud to have had this opportunity of recognizing the merchandising skill of 
America’s stationers, and look forward to future ‘““Scorcu” Brand Tape promotions. 


Minnesota Mining and Manufacturing Company 


The term “Scorcn sistered trademark of Minnesota Mining and Manufacturing Compahy, St. Paul 6, Minn. Export Sales Office: 99 Park Avenue, 3M } 
New York 16, N.Y. In Canada: P.O. Box 757, London, Ontario 
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Paper Mate Cc., 444 Mer 
chandise Mart, Chicago, |!!! 
—offers this new and com- 
pact “profit station’ to 
dealers. It takes up less 
than a square foot of count 
er space, yet it displays 18 
of the new “98” pens, 18 
of the “Capri” pens, 12 
regular refills, and another 
dozen blue ink refills. Each 
of the three tiers can be ro- 
tated individually. (Inquiry 
Card No. 101) 





Random House, Inc., 457 
Madison Ave., New York 
22, N.Y¥.—has just de 
veloped a new meta! count 
er-and-wall display fixture 
for its line of vest-pocket 
reference books. The display 
has a capacity of 72 book 
and requires only 13 by 
10 inches of counter space 
It stands 20 inches high 
and can be affixed to the 
wall. (Inquiry Card No. 106) 








visia.ce 
gk! BARRE 
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Autopoint Co., 3200 Peter- 
son Ave., Chicago 45, III 
offers individual display 
cards for each Autopoint 
“3X” ball-point pen. The 
cards were designed to be 
pilfer-proof and safe _ for 
p oint-of-purchase impulse 
sales. With each order for a 
dozen pens, an open count- 
er display box is included 
Cards are yellow with red 
and blue copy. (Inquiry 
Card No. 104) 


Binney & Smith Inc., 380 
Madison Ave., New York 
17, N.Y.—now has a new 
combination display-s hi p 
ping container which holds 
two dozen units of “Firma 
Grip’’ white paste in the 
large size. The red, white, 
and blue display unit oc- 
cupies 8% inches of count 
er space. (Inquiry Card No. 
103) 








Master Mfg. Co., 9200 In- 
man Ave., Cleveland 5, 
Ohio—features a new “‘Si- 
lent Salesman’ caster dis- 
play unit which holds the 
new ‘“Miracle“’ marked 
boxes. The’ display also 
offers the retailer a basic 
caster assortment of the 
most popular models. (In- 
quiry Card No. 105) 





Dennison Mfg. Co., Framingham, 
Mass.—has prepared a_ window 
streamer for pre-Christmas promo- 
tions of gift-wrap supplies. The 
streamer ties in with a big advertising 
drive by the company in Life maga- 
zine. It is printed in red and black, 
and the emphasis is aimed at promot- 
ing the store rather than the brand 
name. (Inquiry Card No. 102) 


Braden Steel Corp., 250 W. 
57th St., New York, N.Y.— 
has created a packaging unit 
that becomes an attention-get- 
ting counter display featuring 
the ‘Tilt-O-Matic’’ Phone 
Mate telephone index. Three 
indexes can be displayed at 
one time. Unit is free with 
each stock order. (Inquiry Card 
No. 107) 


For More information Use Inquiry Card Facing Page 38 
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FORMS AND EQUIPMENT FOR EVERY RECORD-KEEPING NEED 





ook for these NEW 
NATIONAL FEATURE ITEMS: 


Flexible plastic ring binder, bible edge 
Stiff plastic ring binder, 2” capacity 
Telephone book covers (stiff plastic) 
Mi-Stocks and Bonds 

Dura-Vue photo albums 

Thin Post binder indexes 

20/20 Buff analysis pads 


Sand-tone, newly designed machine-posting 
trays and stands 


Rite-Hite adapter for machine posting 

Multiple posting outfit for check payroll, NCR paper 
Order books with NCR paper 

*500” Steno notebook 


BETTER RECORDS FOR EVERY RECORD-KEEPING NEED 


NATIONAL BLANK BOOK COM 
HOLYOKE, MASSACHUSETTS 

















New Catalogs 





Badger, Inc., King at Front St., La 


Crosse, Wis is now offering a 
pamphlet in two colors which tells 
The Feature Story’’ behind the new 
Luxco”’ line of stands. The pamphlet 
gives complete construction details on 


the product as well as showing the 
line and specifications (Inquiry Card 
No. 121) 


York Safe and Lock Co., Canton 2, 
Ohio—has two new catalogs avail- 
able for distribution. One covers the 
new line of one-hour safes and the 
ther is given to home safes of 
various kinds. The home safes de- 
scribed include shelf models, wall 
afes and document boxes. The office 
afes are described in the other book- 
let, showing dimensions, _ interiors, 
and added features. (Inquiry Card 
No. 123) 


Diebold, Inc., Canton 2, Ohio—has a 
new multi-colored, 16-page brochure 
to describe the advantages of the 
firm’s ‘‘Tra-Dex’’ vertical visible rec- 
ord systems. The brochure presents a 
simple step-by-step analysis of the 
Diebold way to use visible margins. 
Brochure is entitled ‘‘In Record Keep- 
ing It’s Visibility that Counts.’ (In- 
quiry Card No. 127) 


Frank A. Weeks Mfg. Co., New York 13, 
N.Y.—offers a new 320-page catalog 
covering commercial stationery and of- 
tice equipment items, printed on coated 
tock. Available to dealers for use as 
their own. Place for store name is avail- 
able. (Inquiry Card No. 130) 


Reflector-Hardware Corp., 1400 N. 
25th Ave., Melrose Park, II|._—offers 
a colorful new brochure illustrating 
and listing over a dozen new mer- 
chandising units for presenting every 
type of merchandise. It is the ‘’Self- 
Selection Merchandisers’ brochure 
and can be obtained from Dept. FP at 
the company. (Inquiry Card No. 124) 


Haloid Co., Rochester 3, N.Y.—offers 
a four-page, two-color brochure de- 
scribing how the U.S. Army Signal 
Corps saves $500,000 a year on 
paperwork duplicating. The brochure 
illustrates and explains how the Corps 
uses XeroX Model 1218 copying 
equipment and offset duplicators to 
speed necessary drawings and spec- 
ifications to potential suppliers. (In- 
quiry Card No. 126) 


Wiremold Co., Hartford 10, Conn.— 
now offers Data Sheet A-11 which 
gives three suggested solutions to the 
problems of providing electrical out- 
lets for electrical typewriters and 
business machines in offices and class- 
rooms. The first solution covers an 
area which previously had one outlet 
in each of the side walls, the second 
deals with a room which calls for two 
parallel rows of desks on each side of 
the room in which there is only one 
outlet, and the third is in an office 
where the arrangement of desks calls 
for more electricity at the point of 
use than one wall outlet provides. (In- 
quiry Card No. 122) 


Penco Metal Products Div., Alan 
Wood Steel Co., 200 Brower Ave., 
Oaks, Pa.—has a new four-page bul- 
letin on steel cabinets for use in 
offices, schools, stores, and other in- 
stitutions and businesses. The bulle- 
tin, SE-6, describes and _ illustrates 
cabinets, wardrobe cabinets, desk- 
height efficiency cabinets, and many 
other units. (Inquiry Card No. 125) 


C. E. Sheppard Co., Inc., 44-07 21st 
St., Long Island City 1, N.Y.—will 
release this month its new 1957- 
1958 catalog on the line of Multi- 
Rite ‘‘write once’’ pegboard account- 
ing systems. The catalog is 44 pages, 
with illustrations, describing up-to- 
date data on new applications. Cato- 
log also contains section on Cesco 
strip accounting forms and systems. 
(Inquiry Card No. 129) 


Stanley Mfg. Co., 2310 N. Main St., 
Fort Worth, Tex.—recently released 
a color catalog and separate price 
list on its line of leather office furni- 
ture. All models in the line are shown 
as well as specifications and con- 
struction details. Each catalog has 
fabric samples at the rear showing 
type of material and all colors avail- 
able. (Inquiry Card No. 128) 


Banov-Bernsley & Co., Inc., 37-39 E. 
21st St.; New York 10, N.¥.—has oa new 
illustrated catalog and price list, No. 
657. It features many new items in the 
firm’s line of desk pads, desk sets and 
desk accessories. (Inquiry Card No. 131) 


For More Information Use Inquiry Card Facing Page 38 
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BORROUGHS 





“BORITE”’ SLIDING DOORS 
a front-page sales and profit booster 
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See us in Room 379 at the NSOEA 


“Borite,” a Borroughs “first”. . the newest type of sliding door for Borroughs 29” and 42” 
cabinets. An unbreakable composition of plastic and fiber glass in a “Furrow” pattern, 
in four colors—Beige, Aqua Glo, Pinktone, and Citron Yellow. After customer selects a 
Borroughs cabinet in Spring Green, Dark Green, Gray or Fall Tan, he chooses a “Borite” 
door in a color that will harmonize with it. This new selling feature is an innovation in 
boosting sales and profits for you. Borroughs invites your inquiry. 
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MAKES NEWS 





BORROUGHS “CONVERSION” LINE 
today’s big feature in office furniture 


Another Borroughs “first”. .a new line of steel bookcases and supply cabinets, known as the conversion line .. 29”, 42”, 
78”, and 84” high—all 36” wide, in depths of 12” and 18”. The 29” and, 42” basic units can be converted into sliding- 
door cabinets with “Borite,” glass or steel doors. This is done simply by adding the Borroughs ingenious plated sliding-door 
tracks. . all doors are interchangeable with this device. Steel doors only are available for the 78” unit, and the 84” unit 
remains open face. All cabinets have sliding shelves adjustable without bolts or clips. This new Borroughs line offers 
customers a choice of doors—and you need to carry only a limited number of basic units in stock, with an assortment of 


doors. Borroughs invites inquiries. 





OPTIONAL DOOR CONVERSIONS FOR 29° CABINET 





STEEL DOORS GLASS DOORS BORITE DOORS 








OPTIORN DOOR CONVERSIONS FOR 42° CABINET 





STEEL DOORS GLASS DOORS BORITE DOORS 
8 ¢ a R 0 U G HH i) MANUFACTURING COMPANY 
K A L A M A Z Oo Oo A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3004 NORTH BURDICK amp. KALAMAZOO, MICHIGAN 
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The FLOOR SHOW is the newest idea in 
office furnishings ...a crystal clear, 


transparent chair mat that accentuates the 


CHAIR MAT 


that lets floors be seen... 


beauty of tasteful office decor... 


yet, gives ‘‘under-glass"’ protection to 


F fine carpets and floors. 
fe | Oo @) r Ss a oO WW The FLOOR SHOW is crafted of gleaming, 
durable Plexiglas and has been successfully 

sold throughout Texas for the past year. 

Now, it is available 


to office supply stores throughout the 


country in sales tested 


FLOOR SHOW : sizes and shapes. 
The Original 
Transparent 

Ch 


Custom shapes as illustrated 


exclusively 

By Delta Product : \ 
Divisio : 
gr eng \at left are also available through 
Inc., ’ 

Fort Worth, Texas FLOOR SHOW Dealers. Floor Show prices 
' 
' " are competitive with ordinary laminated mats. 


MAIL TODAY 
' 


If your firm prides itself in supplying 
the newest and finest products, mail the 
attached coupon, call or wire today! 


Be the first to show FLOOR SHOW in your city. 


DELTA PRODUCTS 
1400 Henderson, P. 0. Box 1440, Fort Worth, Texas 


nscanstll ji Della PRODUCTS 


1400 Henderson Street 

AND ee P.O. Box 1440 
Fort th, T 

PRICES ort Worth, Texas 


Phone: Fort Worth ED 5-3214 
TA 4-6703; Houston — WA 8.3494 


Copyright 1957, Delta Products 
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Britons Plan Business 
Efficiency Show in Fall 


By S. E. Rhode 


277 Corn Exchange Buildings, Fennel Street, Manchester 4, England 


Lancashire Press Agency 


The largest Business Efficiency Exhibition ever staged in the 
South-West is to be held in Cardiff in the autumn. 

It will occupy over 15,000 square feet and is being organ- 
ized by the Office Appliance and Business Equipment Trades 
Association, the national body of the office equipment manu- 
facturing industry 

Some 55 firms have so far taken space and on show will be 
everything for the office from the latest electronic equipment 
to the newest stationery for making copies without carbon 
paper. Among the equipment will be bookkeeping machines 
which punch tape for feeding to electronic computers at the 
same time as they produce the normal typed records, cen- 
tralized dictation systems, robot typewriters which print auto- 
matically from punched wax rolls of paper, and microfilm 
cameras which reproduce both sides of a document simultane- 
ously. 

- 

Africa wants more British goods — but products bearing 
the “British made” label must be of top quality. 

This is the summing-up of Charles Owens, sales director of 
Joseph Gillott and Sons, Ltd., the penmakers, of Dudley, 
Worcestershire, after an air tour during which he covered 14,- 
000 miles- in four weeks, visiting his company’s agents and 
customers in Kenya, Southern Rhodesia, the Union of South 
Africa, Ghana and Nigeria. From Nairobi he flew to Salisbury, 
Johannesburg and Accra, and then covered 400 miles by road 
from Accra to Lagos before flying home. 


* 
More than a quarter of a million pen nibs — sufficient to 
make a continuous line four and one-half miles long — have 


been sold to Iron Curtain countries by a British firm of pen- 
makers during the past 12 months. 

Poland, China, Czechoslovakia, Hungary, Roumania and 
Yugoslavia have paid between them nearly £1,500 for con- 
signments of high quality pens from Joseph Gillott and Sons 
Limited of Dudley, during the year ended 30th June 1957. 

Chis represents a 300% increase in Iron Curtain trade com- 
pared with the previous year, and something like 280,000 in- 
dividual nibs. 

e 

A complaint in the form of a letter which Nicholas Gillott, 
managing director of Joseph Gillott and Sons Ltd., received 
from a customer in Hot Spring, Calif., U.S.A. was a complaint 
with a difference, and one which made him beam with pride. 

The complaint was from the well-known American car- 
toonist, Dennis “Uncle Al” Wisemen, who enclosed a Gillott 
drawing nib which lacked the essential slit from point to 
shoulder, and was therefore unusable. 

Mr. Wisemen wrote, “I have been using Gillott pen points 
for Over 22 years. With ease, they have withstood every de- 
mand I have made on them, and I have turned out thousands 
of cartoons that I could take pride in . When I discovered 
the attached point among my others ( I buy them by the box) 
I had to sit down and tell you how much I have appreciated 
your efforts in turning out truly fine — no, great products, 
year after year, always with the same craftsmanship. Except 
this one, one in thousands I have used, was of no use to me. 
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At Fifth Annual Factory Equipment Show .. . 





Block & Anderson, Ltd., showed the latest Banda 170 SYMM, 
a new addition to the 17057 range of selective spirit duplica- 
tors, at the annual factory equipment show in Earls Court, 
London. This machine is fitted with a device which permits the 
operator to vary the number of lines selected for simultaneous 
reproduction. 


How can anyone beat your record? They can’t! Thank you 
again for turning out such a splendid, dependable product”, 
* 

The highlight of the Sankey Sheldon, Ltd., display at the 
recent Business Efficiency Exhibition, was the introduction of 
the Sankey*Royal chairs for the office. Manufactured in 
square tube style, these chairs are of American design (but 
made in Britain) with a choice of moquette or plastic leather- 
cloth upholsteries in different colors. 

Initially, five models are available; the executive swivel and 
tilter action armchair sets the style, with contoured back rest 
and wide seat mounted on a strong island base. Scuff guards 
and soft rubber ball bearing casters are fitted. Foam rubber 
is an alternative to the standard interior-sprung hair filled seat. 
A similar revolving chair to match, but without arms, is avail- 
able with choice of upholstery. 

There is a fixed side chair with flex-spring seat and comfy 
padded’ back. It has “wall-saver” legs and cushioned glides. 
The slim section steel tube leg-braces in this model and the 
next — a fixed armchair — are particularly distinctive. The 
latter has flex-spring seat and well-padded back. Like all in 
this Sankey-Royal range, the seat is replaceable. 

The secretarial posture chair has a thickly-padded foam 
rubber seat, with waterfall front. The padded, contoured back 
rest accommodates height, depth and tilt adjustment. 

» 

It is interesting to know that among the new range of prod- 
ucts produced by Messrs. Carson Bros. (Productions) Ltd., of 
London is the Yin and Yang, old Chinese phallic symbols 

(Turn to Page 118, Please) 


Representatives of office equipment concerns abroad, 
visiting in the United States, are cordially invited to 
make the offices of this journal their headquarters. The 
staff at the main office, 600 W. Jackson Bivd., Chicago, 
and the staff at the branch headed by G. C. Wheeler 
at 1023 Pershing Square Blidg., Pershing Square, 42nd 
St. and Park Ave., New York, will be happy to be of any 
possible service. While the facilities at New York are 
not so many as at Chicago, there will be found the 
same desire to serve. 


79 








Industry Meetings 





Exhibit List Grows for Eastern 
Commercial Stationery Show 


A growing exhibit list for the first annual Eastern Commer- 
cial Stationery Show October 26, 27, 28 and 29 at the New 
York Trade Show Building is reported by Herb Grayson, Ace 
Fastener Corp., general chairman. 

Signed to-date for participation are: 

Acco Products, Inc., Ace Fastener Corp., All-Rite Pen, Inc., 
Aigner Index Co., Inc., Allen & Co., American Pad & Paper, 
Angler’s Co., Artistic Desk Pad, Art Steel Sales Co., Bates 
Mfg. Co., Beaver Furniture Co., Better Packages, Inc., 
Changepoint, Inc., Cooks’, Inc., Cushman & Denison, Dolin 
Metal, Ezyindex Products Corp., Gold Seal Chair Cushion, 
Universal Pad & Tablet, Guide System & Supply. 

Geo. S. Heineman, Inc., Higgins Ink Co., Inc., Hormel 
Corp., Ideal School Supply, Iscowares Co., Kamket Corp., 
Lifton Keppler Assoc., Luxo Lamp Corp., J. L. May Co., 
Joshua Meier Co., Metal Specialties Mfg. Co., Modern Steel- 
craft, Mutual Stationers Supply Co., National Blank Book 
Co., Noesting Pin Ticket, Norma Pencil Corp., Nu-Craft 
Products Co., Oxford Filing Supply Co., Olivetti Corp., Per- 
fect Rubber Seat Cushion Co., Sidney Pomerantz, Quartet 
Mfg. Co., Redi-Record Products, Red Rope Sta. Ind., Regency 
Thermographers, Reliance Pencil Corp., Saxon Paper Corp., 
Shallcross Co., Speedry Products, S. S. Stafford, Star Loose 
Leaf Co., Stein Bros. Mfg. Co. 

Stone-Newman Associates, Superior Typewriter Co., Swing- 
line, Inc., Taubman Pen Co., United Min. & Chem Coprp., 
Warshaw Mfg. Co., Wilson Jones Co., S. E. & M. Vernon and 
Zephyr American. 


Exhibit Hours Listed 


Exhibit hours on the air-conditioned second and _ third 
floors of the New York Trade Show Building, directly op- 
posite the Hotel New Yorker, are: 

Saturday, October 26—10 A.M. to 6 P.M. 
Sunday, October 27—12 Noon to 7 P.M. 
Monday, October 28—12 Noon to 9 P.M. 
Tuesday, October 29—12 Noon to 9 P.M. 

The show is to be jointly sponsored by the Stationers As- 
sociation of New York and the Metropolitan Travelers Club 
and the purpose is to permit dealers and their sales organiza- 
tion to see the goods available to them for sale 

Committees and Chairmen in charge are: 

General Chairman—Herb Grayson, Ace Fastener Corp. 

Chairmen ex-officio—George Niklaus, National Blank Book 
Co. and Carl C. Judkoff, Cantigny Staty. & Ptg. Corp. 

Co-chairmen—Milton Stone, Stone-Newman Associates, 
Inc.; Milton Goldhair, Harmill Office Supply Co., Mannie 
Klein, The Klein-Heimbinder Co 


Budget Leaders Named 

Budget—Irving Steinultz, Cantigny Staty. & Ptg. Corp., and 
Harry Fensterheim, S. E. & M. Vernon, Inc., co-chairman. 

Publicity—Robert Reichman, Mooney’s, Inc., Fred Stein- 
hilber, Geyer-McAllister Publications; John L. Gallup, OF- 
FICE APPLIANCES, co-chairmen; Robert Shearman, Modern 
Stationer; James Hurley, Oxford Filing Supply Co. 

Supplies and Purchase—Irving Judkoff, Cantigny Staty. & 
Ptg. Corp., and William Lindenberger, National Blank Book 
Co., co-chairmen. 

Sales—J. S. Libien, Libien Press, Inc., and Martin M. 
Moldow, Martin M. Moldow Associates, co-chairmen. 

Exhibits—George Reichman, Mooney’s, Inc.; Emil Con- 
treras, Joseph Dixon Crucible Co., John Fiske, All-Rite Pen, 
Inc., co-chairman. 

Hotel Reservations—Irving Gross, Standard Office Equip- 
ment, and Howard Shoemaker, Eberhard Faber Pencil Co., 
co-chairmen. 
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New York Trade Show Building 


Exhibits’ Site 


‘Room-Stretcher’ Needed 
By National Business Show 


With opening day for the 1957 National Business Show 
still two months away, a “room-stretcher” or a shoehorn 
would be mighty handy to help fit the National Business Show 
into the New York Coliseum, according to Rudolph Lang, 
managing director of the show. 

“The way things look now,” Mr. Lang said, “the five acres 
of space we use in the Coliseum will be packed with every 
type of equipment related to the office equipment industry. 
In fact, the record set last year which made the National Busi- 
ness Show the largest of its kind in the world, will probably 
be surpassed.” 

One important factor, Mr. Lang pointed out, was that many 
exhibitors have increased their exhibit space for this year’s 
show. Friden Calculating Machine Co., Davidson Corp., Comp- 
tometer, and Olivetti Corp. of America, to name a few, have 
appreciably increased their exhibit space — some even dou- 
bling. 

“As a result,” Mr. Lang claimed, “right now about 90% 
of our available floor space is firmly contracted for. With the 
outstanding contracts, that five acres is beginning to look a 
little small.” 

The popularity of the 54-year old show has increased rapidly 
over the past decade throughout the vital office equipment in- 
dustry, the director stated. 

A very unusual feature will be the show’s Management Cen- 
ter located in the theme area on the second floor. Here, panels 
of experts in various phases of office management will an- 
swer questions directed to them by visitors to the show. Act- 
ing as moderators during parts of the panel sessions will be 
many noted TV and radio personalities. 
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THE Cc 
Ma “ OMPANY | 
Ura COMPLETE LINE 
YRING INTEGRITY 
SIGN AND sTYLING 4 


Sales are the fruits of nourishing roots 


yon" 
8 FULL SCALE promo” «wo 
CONsTRucTIVE APY y\ct 
6 OFFICE PLANNING wert? 


Oe Bt 
, TANGIBLE BUYER 


CUSTOM-TAILORED 
DIRECT MAIL 
CAMPAIGNS 





FAMOUS 
CUSTOMER 
SERVICE 
BOOKLETS 


SALES PRESENTATION 
BOOKS AND 
3-D COLOR SLIDES 











COMBINED AND 
SECTIONAL 
CATALOGS 


CUSTOMER MAGAZINE 
TO DEALER LISTS 


THE DEALER WHO HANDLES THE FINEST Office equipment deserves no less than the finest in 
promotional aid. This is the guiding idea that has made sales-promotion and selling helps a consistent advantage 
of the Art Metal franchise. 


Art Metal invites value analysis by the buyer. Art Metal offers constructive help on office problems. 


For economical, productive coverage of their prospects, dealers may have business-building programs 
like Art Metal’s new and exclusive ‘“Target-the-Market” Mailing Plan. No need is overlooked. 
Each step toward the signing of the order is made easier... 
by customer service booklets of national reputation. ..demonstration 
material organized for effective selling —and other aids 
such as Art Metal's exclusive ‘‘Ofhice Economist” magazine. 
Art Metal Construction Company, Jamestown, New York. 


The trade mark with a meaning 





in the world of office equipment... 
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Connecticut Stationers Hold Golf Outing 

The annual summer golf outing of the Connecticut Valley 
Stationers Association was held on July 9 at the beautiful 
Wampancag Country Club, West Hartford, Conn. 

Despite a rainy morning some 40 members and guests 
gathered to enjoy a good day of golf. The skies cleared by 
noon and the balance of the day was sunny and warm. 





1. Jack Kennedy, Trussel Mfg. Co., Inc.; Everett Scanlon, 


Hartford Office Supply Co., Hartford, Conn., treasurer of 
Connecticut Valley Stationers Assn.; Bud Fisher, Plimptons, 
Inc., Hartford; Dave Keir, Dennison Mfg. Co., president 
New England Travelers Club; Dick Kilpatrick, Hartford 
Office Supply Co., Hartford, president of Connecticut Val- 
ley Stationers Assn. 

2. Cal Cameron, Oxford Filing Supply Co.; Nat Blish, Reyburn 
Mfg. Co.; Charles Weldon, Plimpton’s, Inc., New Britain, 
Conn., secretary of Connecticut Valley Stationers Assn.; 
John B. Dwyer, John B. Dwyer Co.; Fred Bowes, Old Town 
Corp.; Martin Glaubinger, Zephyr American Corp. 

3. Frank Clark, Mattatuck Stationery, Inc., Waterbury, Conn.; 
Garry Dell, Burt & Dell, Hartford; Joe Sheehan, J. P. Shee- 
han Co.; Ralph Gerard, Sanford Ink Co.; Jerry Brett, Plimp- 
tons, Inc., Hartford; Harold Bengston, Adkins, New Britain, 
Conn., vice-president of Connecticut Valley Stationers 
Assn. 

4. Jack Amber, Acme Visible Records, Inc.; Pete Akin, Plimp- 
tons, Inc., Hartford; Donald Gray, Acme Visible Records, 
Inc.; Dick Fitzgerald, Eagle Pencil Co.; Burt Horrow, 
Plimptons, Inc., Hartford; Doug Gould, Trussel Mfg. Co., 
Inc. 

5. Ben Shluger, mfrs. rep.; Stanley Werksman, mfrs. rep.; Bob 
Mack, Invincible Metal Furniture Corp.; Bernard Lubin, 
Lubin Office Furniture Co., Inc., New Haven, Conn. 


For those who did not compete in the golf tournament, 
other attractions were available such as swimming, putting on 
the green, watching the All-Star baseball game on television 
or just relaxing on the large terrace overlooking the splendid 
course. From this vantage point, a panoramic view was to be 
had of the beautiful rolling, hilly country in the distance, while 
closer at hand the picture was enhanced by a nearby lake and 
winding stream amid large shade trees. 

A delicious buffet dinner followed the cocktail hour and the 
following winners of the golf contest were announced: Low 
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gross—Julian Shoor, Plimptons, Inc., Hartford, Conn.; first 
low net—David L. Abrahamson, Plimptons, Inc; second low 
net—Bob Coleron, Acme Visible Records, Inc. Other winners 
were Dave Keir, Dennison Manufacturing Co.; Burton Knust, 
Burt & Dell, Hartford; John Dwyer, John B. Dwyer Co.; Dave 
Aronson, Mittag & Volger, and Bob Jacobs, Oxford Filing 
Supply Co. 


Wholesalers Continue in 
Series of Conferences 


The Wholesale Stationers Association conducted regional 
conferences during June and July. Conference for New 
England was held at Somerset Hotel in Boston June 24 and 
the Canadian conference at Sheraton Mount Royal Hotel in 
Montreal July 8. 

The Denver meeting was held August 14 at the Brown 
Palace Hotel. Speakers were John Carr of ZCMI, Arthur 
Edwards of Golden Montana Co., M. H. Chute of Bainbridge, 
Kimpton & Haupt, Inc., Glen Barclay of Carpenter Paper Co, 
and Donald S. Frey, secretary-treasurer of the Wholesale 
Stationers Association. 

The conferences upcoming are: 

Midwestern, Drake Hotel, Chicago, August 29. 

Pacific Coast, Mark Hopkins Hotel, San Francisco, Sep- 
tember 14—Speakers are to be Fred Goette, Schwabacher- 
Frey Co.; Edward F. Colcock, manufacturers’ representative; 
Robin Stevenson, Zellerbach’s; William Wolfson, Wolfson 
Merchandise Co.; N. H. Orman, Orman & Wyant; John E. 
Carr, ZCMI; and A. D. Farrell, Apsco Products, Inc. 

Western Canadian Merchandising Conference, Vancouver 
Hotel, Vancouver, Canada, September 16. 

Southwestern, Hilton Hotel, Fort Worth, Tex., September 
24—Talks are scheduled by Roy Kerr, Kerr Paper Co; 
Bruce Adams, Pelouze Manufacturing Co.; L. E. Wood, 
Midwestern Manufacturing Co.; William D. Morse, Morse 
Wholesale; Norman Snider, Boorum & Pease Co.; Julian 
Bailey, Eagle Pencil Co.; J. Wallis Brooks, Scripto, Inc.; Ber- 
nard Moffitt, American Crayon Co.; and H. J. Smith, Rippl- 
Tie Products. 

Eastern, Shawnee-on-Delaware, Pa., October 18-20—On 
speakers’ list are Ray Kauffman, Eastern Toy Distributors; 
Joe Wexelbaum, Red Rope Stationery Co.; Lawrence Levine, 
Reliance Pencil Corp.; Harry Yager, David Kahn, Inc.; Louis 
Oelwang, Scrantom’s Book & Stationery Co.; Richard Osur, 
Rochester Stationery Co., and H. H. Nenley, McKesson & 
Robbins. 

Southeastern, Dinkler Plaza Hotel, Atlanta, Ga., Novem- 
ber 11—Speakers scheduled are Watson Ramsay, Ramsay 
Co.; Jack Mintzer, Swingline, Inc.; Thomas Casey, Paper 
Mate Co.; Harry Gasey, Montag Brothers; and Ted Myers, 
Wilson Jones Co. 





Dinner Marks Profit Sharing 


The personnel of County Stationers, Inc; Ventura, Calif. 
together with their wives or husbands, recently celebrated the 
second anniversary of the firms profit sharing plan with a din- 
ner at the Pierpont Inn. Thirty persons were guests of the com- 
pany on this occasion. 

Inaugurated in 1955, County Stationers’ profit sharing plan 
enables each regular employee to participate in the results of 
his own efforts. One half of the net profits after taxes and 
necessary reserves is distributed annually. 

This year 14 employees divided $2542.37. Those receiving 
profit sharing dividend checks were Adelaide Gragg, Elmer 
Heinz, Nancy Hiebert, Herbert Johnson, Ralph Johnson, Helen 
McPherson, Adaline Nance, Lovina Piper, Charlene Reeves, 
Rosalie Soto, Ben Stephensen, A. L. Tredway, Vernon Valde, 
and Alene Warde. 
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NSOEA CONVENTION 








CONRAD HILTON 
CHICAGO, ILLINOIS 


Sept. 28, 1957 








« Manifold Papers « Manila Second Sheets. 





Spotseald® Adding Machine & Other Rolls + Desk Blotters, 
Embossed & Plain « File Folders, Manila « Notebooks, Eye-Tint® 
& White Pads, Plain & Ruled « Printed “COPY"’ Second Sheets « 
Bond & Sulphite Papers « Duplicating Papers « Mimeo Papers 








Rockwell-Barnes Company 


Specialists to the Stationer Since 1903 


35 EAST WACKER DRIVE @®© CHICAGO 1, 


ILLINOTS 
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Plans Advance for 1958 


Cincinnati Business Show 


The 1958 Cincinnati Office & Business Equipment Show 
will be held October 28, 29 and 30 next year in the North 
Hall of Cincinnati's historic Music Hall. 

John L. Howison, associated with the Kelsall-Voorheis, Inc., 
Cincinnati office equipment firm, is president of the Cincinnati 
Office & Business Equipment Show, Inc., the sponsoring group 
which comprises representatives of the office furniture, busi- 
ness equipment and collateral services. The committee is a 
non-profit organization. 

Following shows in 1955 and 1956, the committee voted to 
skip an exhibition in 1957, but to sponsor the 1958 show in 
larger and in ground floor space. At the same time, the com- 
mittee determined to welcome the public as well as those of 
business, industry, the professions and all users and buyers of 
equipment. 

Mr. Howison said that Earl J. Winter of the public relations 
firm of Winter & Winter with offices in Cincinnati and Cleve- 
land would manage the 1958 show as he did the 1955 and 
1956 projects. 

Business office for the show management will be maintained 
at 311 Pike St., Cincinnati 2, Ohio PArkway 1-2864. 

Upwards of 100 booth units, each of 10 by 10 feet basic 
size, but available in as many units as an exhibitor requires, 
will be provided in the exhibition hall. 

Besides Mr. Howison who will serve in dual functions as 
president of the committee and as general chairman of the 
show arrangements, other executive officers are: Miss Eileen 
Nock, with Cincinnati office of Manpower, Inc., committee 
secretary, and James A. McDevitt, manager of the Cincinnati 
office of Underwood Corp., treasurer of the show committee. 

The trustees of the committee include: Lynn P. Carlson, 
with L. P. Carlson & Associates, Cincinnati, office furniture 
representatives and show chairman in 1955 and 1956; George 
S. Long, head of George S. Long & Son, Cincinnati, repre- 
sentatives of All-Steel Equipment, Inc.; Henry A. Smith, with 
Eriksen’s, Inc.; Richard Donohoe with the J. A. Kindel Co., 
Cincinnati office furniture and equipment firm; D. C. Duncan, 
Cincinnati district office, branch manager for Multigraph 
Division of the Addressograph-Multigraph Corp.; R. J. Linser, 
executive with the Atlas Ribbon & Carbon Co., Cincinnati; 
W. E. Giesting, executive with the Cincinnati office of The 
National Cash Register Co., and William J. Schmid, Cincin- 
nati attorney. 


Fountain Pen, Mechanical Pencil Manufacturers 
Association Receives U.S. Chamber Award 


At a recent Leadership Recognition Dinner held in New 
York in conjunction with the 45th annual meeting of the 
Chamber of Commerce of the United States, the Fountain 
Pen and Mechanical Pencil Manufacturers Association was 
presented with first prize in recognition of its sponsorship of 
the Handwriting Foundation’s public relations campaign. 

The award for “Achievement in the Public Interest” was 
presented to Frank D. Waterman, president of the association 
and secretary-treasurer of the foundation. It was given to the 
association as a result of the achievements of the Foundation 
during 1956. The association received the top award of the 
group given to associations of comparable size 


NOMA Chapter Plans Seminar and Show 


The Minneapolis-St. Paul Chapter of the National Office 
Management Association will hold a seminar and office equip- 
ment show at the Hotel Leamington in Minneapolis on Oc- 
tober 28, 29 and 30. 

This event is held every two years and is usually attended 
by more than 4,000 executives from many Midwestern states 
and Canada. 
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L. E. MURAN VETERANS WITH GIFTS 


135 Years of Service Feted 

The Colonial Country Club at Lynnfield, Mass., was the 
scene of a dinner party in honor of 135 years of service 
given to the industry and the L. E. Muran Co., Boston, by 
three members of the concern. 

The three participating in this wonderful record were E. L. 
Gourley, president, with 50 years of service; R. H. Eldridge, 
vice-president, with 45 years of service, and Miss Gertrude 
Nelson, clerk of the corporation, with 40 years of service. 

Fifty members and friends of the Company attended the 
steak and lobster dinner. Mr. Gourley was presented with 
photographic equipment, Mr. Eldridge with luggage, and 
Miss Nelson with a money tree. 


NOFA Area Conferences Show 
Way to Improved Selling 

The area conference plan in NOFA gained momentum in 
the month of May. Conferences were held in Palo Alta, Calif. 
Dearborn, Mich.; Boston, Mass., and New York City. Two 
more were scheduled, one in Chicago on June 15 and one in 
Denver on June 22. These sessions, along with the Manage- 
ment Seminar at Michigan State University, brought into 
focus the job of dealer-salesman education which NOFA 
continues to provide. 


Brand Names Week Set for 1958 

Brand Names Week-1958 will be observed April 13-19, it 
was announced recently by Thomas F. O’Neil, chairman of the 
board, RKO Teleradio Pictures, Inc. and chairman of the 
board of Brand Names Foundation, Inc., sponsors of the na- 
tional promotion. 

Manufacturers of branded products, advertising agencies 
and media will join forces with the nation’s retailers again in 
1958 to dramatize the advantages of brand names to the con- 
sumer. The week is climaxed by a Brand Names Day Dinner, 
to be held on Wednesday, April 16, in the Grand Ballroom of 
the Waldorf-Astoria in New York City 

At the April 16 Brand Names Day Dinner, firms in 26 re 
tailing classifications will be honored for “outstanding pres 
entation of makers’ brands to the public’. A bronze “Brand 
Name Retailer-of-the-Year” plaque and four Certificates of 
Distinction are awarded in each of the categories 


Walter Lynn Retires from Firm 

Walter Lynn, co-owner and manager of the Brown Printing 
& Office Supply Co., Henryetta, Okla., has retired from busi 
ness. His interest was purchased by Frank Crawford, who left 
his position as manager of B. F. Goodrich store to buy inte 
the printing and office supply firm. 

Ellis Taylor, co-owner with Lynn, retains his interest in the 
company. — EVH 
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For maximum strength 
and long life, all LYON 
chairs feature channel 
frame construction, the 
same as in your automo- 
bile. Seats and backs are 
= contoured for real comfort. 
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DRAWER CASES 


OVER 1500 ITEMS 
for Business, 
Industry, 
Institutions 
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“LYON QUALITY DESIGN 


makes 


THE DIFFERENCE!” 


STEEL FOLDING CHAIRS, for example. When you 
buy folding chairs, you’re investing in comfortable, 
safe seating. Compare Lyon chairs by those standards 
before you buy. 

This same quality design makes the difference in every 
one of the more than 1500 standard Lyon items, a few of 
which are shown below. 


CALL YOUR LYON DEALER. He offers the world’s 
most diversified line of steel equipment. Equally 
important, he can show you how to get the most for 
your money in terms of saved time and space. 


We can manufacture special items to your specifications. 






LYON METAL PRODUCTS, INC. 


Factories .4 Aurora, Ill. and York, Pa. 
General Offices: 928 Monroe Ave., Aurora, Ill. 






































REVOLVING BINS 
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Industry News 








NOFA Appoints Committee 
Chairmen, Area Leaders 


A number of committee chairmen have been appointed by 
President John E. Mossman of the National Wood Office 
Furniture Association. Chosen are 

Membership—Max Spak, representative, Los Angeles. 

Finance—L. E. Fisher, Cleveland, Ohio. 

1958 convention—V. L. Caldwell, Philadelphia. 

Insurance trustees—B. H. Nemlich, New York City. 

Sales training—Vernon Vallet, Los Angeles. 

Manufacturers—M. G. Wheeler, Greenwich, Conn. 

Standards—C. G. Wilcox, Jr., Baltimore. 

Code of Ethics—Floyd A. Fenn, Los Angeles 

Public Relations—Mel Levin, Boston. 

Freight—-Marshall Spak, Chicago 

Certified office furniture salesmen examinations—R. P. 
Adams, St. Louis. 

Management seminar—W. H. Bretzlaff, Detroit. 

Association members’ council—Mrs. M. T. Meals, Bedford, 
Ohio. 

Area chairmen, who become members of the board of 
directors during their tenure, are 

New England, Fred Brouwer, Longmeadow, Mass.; Metro- 
politan New York, Robert Gibby, New York City; Greater 
Philadelphia, H. M. Laurence, Philadelphia; Cleveland- 
Pittsburgh, Robert Rose, Cleveland; Capital, C. G. Wilcox, 
Jr., Baltimore; South East, George N. Stuart, Orlando, Fla.; 
Southern, A. W. Herrmann, New Orleans; Central, R. P. 
Adams, St. Louis; Mid-West, Lou Farber, Chicago; North 
Central, Mel Harrison, Minneapolis; Rocky Mountain, Sidney 
N. Burke, Denver; South West, D. G. Myles, Houston; West- 
ern, George Nielsen, Los Angeles; Northwest, Al Osborn, 
Tacoma, Wash.; and Great Lakes, W. H. Bretzlaff, Detroit. 


Economy Model Typewriter Here to Stay, 
Dealer Plan Successful, Says Smith-Corona 

Production is being speeded-up on the “Pacemaker”, econ- 
omy model office typewriter introduced in April of this year, 
according to Milton L. Watson, sales manager of Smith- 
Corona, Inc. 

The announcement, made at the National Office Machine 
Dealers Convention in Pittsburgh, stated that the “Pace- 
maker’s” unique method of distribution had proved success- 
ful and the economy model typewriter was here to stay. 

The “Pacemaker” has achieved immediate acceptance from 
dealers who handle the well-known Smith-Corona portables, 
and initial sales are already far beyond expectations, accord- 
ing to Mr. Watson. In view of the “Pacemaker’s” success, he 
predicted that other manufacturers would follow Smith- 
Corona’s lead and introduce similar special office typewriters 
for dealer distribution in the near future. 

According to Mr. Watson, the “Pacemaker” established a 
new marketing precedent for the industry; being the first 
American-made office typewriter to be sold, like portables, 
through non-exclusive dealers. This is a revolutionary de- 
parture in office typewriter marketing. The usual industry 
practice has been for typewriter manufacturers to sell their 
office models through company owned outlets or through a 
limited number of exclusive dealers 

The “Pacemaker” is designed for the middle market of 
small businessmen and part-time typewriter users who can’t 
justify the purchase of a deluxe office typewriter. According 
to Mr. Watson, the middle market includes small retailers, 
farmers, professional men, newspapermen, and anyone who 
prefers to use an office typewriter at home. 

The successful marketing of the “Pacemaker” through port- 
able dealers will not affect the handling of secretarial and 
electric office typewriters through company-owned branches, 
Mr. Watson emphasized. 
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Whitmore Retires After 57 Years 
Service with Charles C. Smith, Inc. 

N. F. Whitmore, the man responsible for the production of 
millions of tags and indexes used in filing systems throughout 
the world, has retired after 57 years of active service with 
Charles C. Smith, Inc., index manufacturer located at Exeter, 
Neb. 

Mr. Whitmore joined the firm in 1900, 
just four years after it was established. 
In 1908, he became production manager, 
the position he held at his retirement. 

During his more than five decades 
with the company, Mr. Whitmore 
watched and directed the transition 
from hand to machine production, along 
with the growth of the Smith line from f 
the original index tag to more than 50 | £L 
different styles and sizes of indexes. x 

As production manager, Mr. Whit- 
more designed and perfected many of his own machines. One 
machine that he devised as an experimental pilot model for 
cutting gummed cloth strips worked so well that it is still in 





use. 

Mr. Whitmore first went to work for the company as a 15- 
year-old schoolboy, working after school and on Saturdays, 
His first job was to roughen, by hand, the surface of metal 
clips preparatory to gluing on the index tag. Working on a 
picce-work basis, he earned as high as $1.50 a week. 

His next job was as a printer’s devil at 7 cents an hour. In 
1902, he took a full-time job as a printer, and in 1906 he be- 
came manager of the printing department and assistant factory 
superintendent. Two years later he was promoted to produc- 
tion manager. 

Manager Thane D. Croston said upon Mr. Whitmore’s re- 
tirement that “it probably will take two or three of us to 
handle his job”. 


Haden Named Secretary of Esterbrook 

Sydney E. Longmaid, president and chairman of the board 
of Esterbrook Pen Co., has announced the election of Edward 
B. Haden as secretary of the company. Mr. Haden is the third 
generation of his family serving as secretary of the company. 

At the same time, Mr. Longmaid announced the election of 
Kenneth W. Gemmill as a director of the company. 

Mr. Gemmill is a partner in the firm of Barnes, Dechert, 
Price, Meyers and Rhoads. 

During 1953 and 1954, he was assistant to the Secretary of 
the Treasury. 

Mr. Gemmill is also a member of the board of directors of 
the American Water Works Service Co., Inc., W. B. Saunders 
Co. and the Hubley Mfg. Co. 


Cheboygan, Mich., Firm in New Location 

Clark Business Service of Cheboygan, Mich., recently held 
its grand opening in the new location at 111 N. Main St. The 
firm has moved into a new building which is owned and oper- 
ated in partnership with DeLamater and Muschell, engineers. 

Clark Business Service was established in 1942 as a book- 
keeping and tax service, later, office equipment sales and serv- 
ice were added. The firm is now headquarters for Shaw-Wal- 
ker files, Heyer duplicators, Stenorette and Edison dictating 
machines, Underwood typewriters and adding machines, Facit 
calculators and other name brands of equipment. 


J. L. May Company Expands Facilities 

The J. L. May Co. has recently added several new high} 
speed specialty machines to its present facilities to meet they 
increasing demand for products. Visitors to New York City 
are invited to tour the plant and see the equipment in action. ¥ 
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Booth No. 123 


NSOEA 


1957 Convention & Exhibit 
Sept. 28 thru Oct. 2 


Conrad Hilton Hotel 


Chicago Illinois 


SINCE 1893 


Nii | Louis Melind Gr 
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New Plant. . 


Large Sign . . . indicates new home 
of Hillhouse, Inc. at 181 Commercial St. in Sunnyvale, Calif. 


Hillhouse, Inc. 




















President . . . Don Hillhouse, using king-size scissors, cut the 
ribbon to officially open the new building. With him, left to 
right, are Mrs. Hillhouse, Mayor Thomas Ryan of Sunnyvale, 
Florence Stevenson, Sunnyvale Chamber of Commerce; Bill 
Woods of the chamber; Wesley Hubbard, county supervisor; 
and Jere Smith, chamber president 


@ A FORMAL OPEN HOUSE, marked by a ribbon cutting 
ceremony, guided tours and a champagne buffet, heralded 
Hillhouse, Inc. in its new Sunnyvale, Calif. home. 

The wholesale distributing and manufacturing firm, which 
came into being only 12 years ago under the direction of 
Weldon C. “Don” Hillhouse, has grown to an organization em- 
ploying a staff of 32 and occupying 18,000 square feet. 

In addition to carrying an extensive line of stationery and 
allied lines, the firm distributes the Grumbacher line of artist 
materials, the Art Crayon Co. line and the “Westland” brand 
of supplies. The manufacturing department fabricates rubber 
stamps, stencils and other marking devices. 

This department also repairs numbering machines and self- 
inkers as well as engraving corporation seals for dealers. 

The firm was originally located at 770 Mission St. in San 
Francisco. The move to Sunnyvale, the third since its found- 
ing, gives much more room for expansion. A sales office is 
still maintained in San Francisco at 121 Second St. 

Corporate officers include Mr. Hillhouse as president, Fred 
A. Allardyce as vice-president and general manager, William 
Gee as assistant manager, Will Backhus as treasurer and school 
department manager, and Louisa Crockwell as secretary. 

The majority of the employees of the firm are stockholders 
in the company under an employee participation plan. 


. and offices of Hillhouse, Inc. occupy 18,000 square feet of space 


Opens Sunnyvale Operation 
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Interior Views . . . show the left-hand aisle of the large gen- 
eral stock room located on the main floor. Here thousands of 
items are kept in readiness for delivery. An estimated quarter 
million dollars in inventory is warehoused in the new location. 
The lower picture shows the shipping department in action. 
One continuous “production line’ is maintained with auto- 
matic conveyors. Each of the tables is a complete packaging 
assembly unit where individual orders can be processed and 
prepared for shipment. 
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PROFIT-MAKING FE 
THE SHAW-WALKE 


7 Ss AU RRs AM To you, a single source 


for 5000 items increases net profits because it means — 


standardized selling . . . simplified inventories . . . less 
capital invested . . . concentrated purchasing . . . quantity 


and carload discounts . . . better service . . . accounting 
with one supplier . . . one line selling which makes better 
informed salesmen... Extra profits for you. 


2 Most Complete Franchise This is the most complete 


dealer franchise in the industry. From the enormous 
Shaw-Walker franchise of 5000 items you can fill nearly 
every office requirement. Broader line means extra profits. 








plus sales every day. It is the only complete sellers’ and 
buyers’ catalog in the industry. Quantities bear dealer 
imprint — This “Junior Salesman” produces extra profits. 





4 Exclusive Fast-Sellers Among the 5000 items in this 


enormous franchise are many fast-selling repeat items that 
can be purchased only from the Shaw-Walker dealer. 





ROME Shaw-Walker supplies sales 


training and a constant flow of productive sales aids that 
make salesmen more productive —- extra profits. 





GCM CMCILG T. the buyer, the slogan 


“Built Like a Skyscraper” is the symbol of quality and 
time-saving. Since 1899 the man jumping in the file drawer 
has become the best known office equipment trade-mark. 
Consumer acceptance means extra profits to you. 


TSU Full pages in 9 national maga- 


| 3 Simplified Selling To dealers, the Office Guide means 


| - zines sell time-saving, space-saving, record protection, the 
ill Office Guide. Monthly circulation 5% million. These ads 
atte produce qualified leads and lift you above the crowd. 
ction. ° 

auto- For your use in clos- 
aging ing the big jobs, Shaw-Walker maintains panoramic dis- 
1 and plays in 14 major cities. For faster service, warehouse 


stocks are strategically located. Extra profits for you. 
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News for Pupils— 

3rd ‘R’ Can be Fun 

Dr. Howard F. Fehr, head of the mathe- 
matics department of Columbia Uni- 
versity’s Teachers College, demonstrates 
Qa pint-size calculator developed by the 
Monroe Calculating Machine Co. Called 
the “‘Educator’’, it is designed not to re- 
place paper and pencil, but to enable 
pupils to check answers — and steps 
involved in reaching solutions — after 
paper work is done Dr. Fehr is using the 
machine in experimental work in the 
fifth grade of the Cedar Grove (N_J.) G © 

oo 
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Eberhard Faber Offers 
New Inventory Control 

To free the process of merchandise ordering from much of 
its usual guesswork, and to make it a highly efficient proce- 
dure, a new inventory control system is being made available 
to its dealers by the Eberhard Faber Pencil Co. 

Requests for such a system, made over a protracted period, 
prompted its establishment and inclusion in the broad range 
of merchandising assistance given to its customers by Eber- 
hard Faber, said the sales manager, C. Paul Mailloux. 

The new method, which has been kept entirely simple, is 
intended to prevent over-ordering or under-ordering, and pro- 
vides a quick picture of the exact pattern governing the move- 
ment of any specific item on and off the shelves. 

At a glance, the dealer or his inventory clerk will know the 
cost of each Eberhard Faber product, the quantity on hand 
and how much to order, says Mr. Mailloux. 

There are 21 control sheets in the over-all system, each 
coded and carrying printed listings of Eberhard Faber items. 
The items have been so grouped that a dealer unlikely to 
need all of them will get only those sheets applying to his 
particular situation. 

Keeping the inventory control system as compact as possible 
has been achieved also by considering the individual needs of 
wholesalers, retailers, the blueprint houses and art materials 
dealers. The sheets each is likely to need are grouped ac- 
cordingly. 

Sufficient space has been provided to permit the control to 




















90 











=: 


3 


serve for a long time, regardless of individual inventory habits, 

“Some dealers already have inventory control systems which 
are working out to their satisfaction, and we will not try to 
persuade them to substitute this one,” declared Mr. Mailloux. 
“But in most instances, our proposed new system will be a 
great time-saver. The system goes beyond simple control; it 
provides a useful key to a rapid and accurate inventory analy- 
sis. In his thinking and in his ordering, the dealer will be on 
much firmer ground than before. 

“The adoption of such systems is being forced by absolute 
necessity as the range of commodities the dealer handles grows 
broader. The efficient conduct of business can no longer rely 
upon individual memory, or even upon individual experience 
as much as it did formerly. Judgment must now lean heavier 
upon facts that are as certain as mathematics can make them.” 


New Business Opens in Albuquerque 

Bob Shelton and Joe Contreras have opened the Business 
Machines Co. at 2406 Central Ave., S.E., Albuquerque, N. M. 

The partners carry a full line of adding machines, calcu- 
lators, cash registers and typewriters. 

Mr. Contreras was connected with Remington-Rand from 
1948 and Mr. Shelton started in the line when he was 17. 

The new business is located on the main thoroughfare in the 
“Heights” shopping center adding to the sales potential by 
garnering a good deal of the transient trade in the area——GB 





Naugahyde Display designed and 
prepared by H. Dorsey Douglas, Jr., of 
H. Dorsey Douglas Co., Oklahoma City, 
Okla., won a regional prize in a nation- 
wide contest sponsored by the United 
States Rubber Co. All upholstered fur- 
niture in the display was covered with 
U. S. Naugahyde.—EVH 
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UCCESS has a new look 


Packed in protective box. 
No danger of breakage in shipment. 


































he 1958 Easy to handle and stock. 
VT tl td EA oss Each refill banded or string-tied in box. 
Sao 86SIZE 5x8 Complete description and picture on each box. 

“0 1958 Designed for better display and self-service. 
Tt of PS oss Handy pocket calendar with each refill. 
CALENDAR REFILL SIZE 5x8 

ie Z£ 5*8_! COLUMBIAN 7c WORKS, ING. 

NUMBER 2300 WEST CORNELL STREET « MILWAUKEE 9, WISCONSIN 

UCCESS 


CALENDAR REFILL 


ONE 


UCCESS 


CALENDAR REFILL 







ONE 


UCCESS 


CALENDAR REFILL 





when you think 
of SUCCESS...think of 
CALENDARS 





when you think 
of CALENDARS...think of 
SUCCESS 






 — 





OA-9 /57 91 








Before . . . expansion of facilities, firm had one 
half of the building. New front and extension of 
operation inside offers a complete “new look.’’ 





Wyoming Stationery Expands, Remodels 


@ AT THE FIRST of this year, Wyoming Stationery Co., ; 
Casper, Wyo., decided to expand its facilities and to mod- aN - 
ernize the store to self-selection. ae ee 

Ronald A. Campbell, president, said the insurance firm in 
the same building was moved, and the floor space was in- 
creased by 700 square feet. 

With the addition of Henry Berry fixtures and a modern 
layout, however, he added that it appeared that the store 
had gained as much as 1,500 square feet. 

Display fixtures were arranged to show off the gift lines 
as well as the stationery and equipment supplies. A front 
window section was devoted to the display of one office set- 
up, with many desk accessories available in the area. 

The decision was made to move. the office furniture di- 
visicn to another location, 222 W. First St., which allowed 
a complete area for display of the store’s lines of General 
Fireproofing, All-Steel Equipment and Jasper Office Furniture 
models. 





The new store had a successful grand opening on June 22, 
and Mr. Campbell reported that many have said it is one of Interior . . . shows Henry Berry fixtures arranged to offer com- 
the most modern operations in the Rocky Mountain area. plete self-selection service to the customer in supplies de- 
partment. 





Window . . . shows office furniture with a background of Furniture . . . is on display in a different location, offering 
desk accessories. more room for stock and customer selection. 
92 OA-9/57. OF 





Announcing the 


Prize Winners in Meirlink’s 


EK or TREAT CONTEST 


Ist PRIZE GrorGE MAZUR 
Admiral Desk Company, New York, N.Y. 


For accumulating the most points in Meilink’s Trek-or-Treat Contest (April 1 
through June 30, 1957), Mr. Mazur won the 5-day all-expenses-paid Trek for Two 
to Chicago during the NSOEA Convention. Meilink President Stanley Akers and 
Sales Manager Chet Penske will play host to Mr. and Mrs. Mazur, whose total 
first prize winnings consist of transportation to and from Chicago, hotel, meals, 
theater, night club and a generous amount of spending money. Congratulations, 
Mr. and Mrs. Mazur! 

(Meilink extends its thanks to all dealers and their salesmen, those who won and those who 
didn’t, who participated so enthustastically in the Trek-or- Treat Contest.) 





2nd PRIZE C. H. Sanpers 13th PRIZE Stantey A. GREENBERG 
C. H. Sanders, Locksmith, Macon, Ga. Mink Stole Jacobson’s Office Furn., Minneapolis, Minn., 
Polaroid Highlander Land Camera or Golden Fiest 
3rd PRIZE James H. RepMonp Ra ae ee Pe a eee 
F. L. Vanderlip, Hartford, Conn. Portable TV set 14th PRIZE P Ww 
AUL OOCK 
4th PRIZE L. J. Monrant | ae John R. Bourne, Rochester, N. Y., Polaroid High- 
Schwabaker-Frey Co., San Francisco, Callif., lander Land Camera or Golden Fiesta Rotisserie 
Portable TV set 
: 15th PRIZE James Roverts 
5th PRIZE W ALTER PANCOE The Andrews County News, Andrews, Tex., 
Standard Stationery Supply Co., Chicago, Ill., Polaroid Highlander Land Camera or Golden Fiesta 
Portable TV set Rotisserie 
6th PRIZE H. F. Frustere 16th PRIZE Jack CLAyworTH 
Wm. K. Chick, Office Items, Santa Barbara, Mendell’s Office Furniture, Oakland, Calif., 
Calif., Hart Schaffner & Marx silk tropical suat Polaroid Highlander Land Camera or Golden Fiesta 
. . Rotisserie 
7th PRIZE W. E. Powe. wep: 
Barco Office Equipment Co., Kansas City, Mo., 17th PRIZE Leo C. Hawkins 
Hart Schaffner & Marx silk tropical suit Gilmore Desk & Safe Co., Los Angeles, Calif., 
j Polaroid Highlander Land Camera or Golden Fiesta 
8th PRIZE Rosert W. LINKER Reticesie 


George G. Fetter Co., Louisville, Ky., Hart 
Schaffner & Marx silk tropical suit 


9th PRIZE I. James ITKin 
Diversified Equipment Co., Inc., Rochester, 
N. Y., Hart Schaffner & Marx silk tropical suit 


10th PRIZE RussELL PARK! 
Western Safe & Vault Co., Los Angeles, Callif., 
Hart Schaffner & Marx silk tropical suit 


11th PRIZE Joun W. Gees 


Eriksen’s Inc., Columbus, Ohio, Hart Schaffner & 
VU arx silk tropical suit 


12th PRIZE Ratpu L. MANN 
S. Rose Inc., Cleveland, Ohio, Polaroid High- 
lander Land Camera or Golden Fiesta Rotisserie 


18th thru 117th PRIZE—Xippo lighter embossed with 
Meilink gold safe crest 





7 MEILINK STEEL SAFE COMPANY - Toledo, Ohio 
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S. Rose, Inc . . 


and store interior under guidance 


Gordon Miller of Cleveland. 


of 


. underwent a complete change of front 


designer Leon 








Crowded . . . display areas and shelves were 
only part of the task facing S. Rose, Inc., 
Cleveland, Ohio, when it was decided that 
modernization was necessary. 


Pictures Tell the Story 
Of Store Modernization 





Dramatic . . . lighting and division of areas 
helps to highlight the natura! beauty and func- 
tion of office furniture. 


94 


Modern . . . machine dis- 
play racks are not only 
attractive but inviting 
and functional. The cus- 
tomer can see individual 
machines in more spa- 
cious areas to help him 
make a comparison. 





Simple . . . display. table 
with a hanging lamp to 
highlight a typewriter 


brought a startling effect 
to the once crowded store 
Modern lighting was used 
throughout 





OA-9/57 


OA- 








adds new prestige and sales 
appeal to your entire 
© Invincible line! 


Invincible’s “Big Boss” Desk 





“OU’RE in on the start of a profitable love 

affair — between every man who ever longed 
for more desk room and this truly magnificent 
new desk. A conference table in itself, with two- 
tone finish, perforated panel for smart effect and 
free air circulation, new leg base (shown) or 
island base under each pedestal. 

Thousands will see it in Invincible ads in top 


management level magazines. . . leading to spec- 
tacular sales of your entire line. For this desk 
is a dramatic symbol of every famous Invincible 
feature; steel construction, built-in convenience 
and efficiency, handsome styling, range of beau- 
tiful finishes . . . So begin right now telling big 
bosses all about the “Big Boss’ desk—your entry 
to new business, more sales, spiralling profits! 


Another big opportunity to sell service!... 





[ame foal t 
: 


























Your Invincible office plan gives you your chance to 


Capitalize on the high interest in ‘‘Big Boss"’ desks by 





offering Invincible office planning service . . . with the help the customer select all his needs from the catalog 
kit that makes you a planning expert overnight. You of Invincible’s complete line of desks ular-design 
easily create irresistibly handsome new offices that make units, chairs, files . . . all adding up to the finest office 


you can sell, more customer satisfaction with your serv- 


maximum use of space available . . . for more efficiency, : 
ice and more repeat sales too! 


higher personnel morale, and faster output of better work. 





| Put Invincible advertising and planning service to work for you—be the 
profit-making Invincible Man with the office plan—write for details today. 





t Business engineered for better business living 

Invincible 
guards 
retailer 
profits — 
sells only 

-- to franchised 
Invincible 
Gealers 

INVINCIBLE METAL FURNITURE COMPANY, Manitowoc, Wisconsin 
In Canada: A. R. Davey Company, Ltd., Factory Representative, 1162 Caledonia Road, Toronto 10, Canada 
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PRESIDENT’S OFFICE 


Two southern women, as founders and owners of a success- 
ful stationery-office equipment business, have proved in 
‘Gadsen, Ala., that it is not altogether a man’s world. They are 
Miss Bertha Parker and Miss Thelma McGibbon, partners in 
the Observer Office Supply Co. & Gift Shop. 

The two were recently commissioned by the First National 
Bank of Gadsen to furnish completely the employees’ lounge, 
executive offices and the officers’ section in the $600,000 mod- 
ernization. The Observer Co. also installed coupon booths, 
with interior equipment, adjacent to the big vault in the low- 
er level of the building. 

This installation was a tribute to the knowledge acquired 





EQUIPMENT USED 


Desks Throughout—Alma Desk Co 
Alma Management series 
Main Floor Chairs and Sofas—Taylor 
Chair Co., B. L. Marble Co 
Tables, Main Floor—Doavis Upholstery 
Co. 

Coupon Booths and Furniture Vault 
Lobby—The Globe-Wernicke Co. steel 
Techniplan, tables and chairs 
Recreation Room—C osco sofas, 
lounge-chairs and end tables; Ard 
Mfg. Co. tables and chairs 
Accessories—Mc Donald Products, 
Glaro Mfg. Co., Chicago Desk Pad 
Co., Hammat Original Ash Trays, 
Crest Co. lamps, Syroco plaques 
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CONFERENCE ROOM 


Equipping a Bank Not Always Man's World 


after the Misses Parker and McGibbon came into the office 
supply and equipment field in 1947 with no previous ex- 
perience in the field. 

Alma Desk Co. worked closely with the Observer Supply 
Co. in layout and design. All desks supplied are from Alma. 
For example, the desk (photograph upper left) used by Hugh 
W. Agricola, president of the bank, is of the Alma Manage- 
ment series. 

The new home of the First National Bank is one of the 
most beautiful in the South, not only in architecture, but also 
in function and decor. The office furniture chosen by the 
Gadsen dealer was selected for efficiency and beauty. 





VICE PRESIDENT’S AREA 
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Everything about this new chair is tops! 





Check all these quality features which Sturgis has engineered into this new chair: 


7 Comfortable modified saddle seat 
14”’ x 17”) has generous foam rubber 
cushioning over a shaped steel pan. 
#.Contoured backrest (9” x 13” 
also has generous foam rubber cush- 
ioning over a shaped steel pan. 
3. Flexible steel back post will give 
resilient support for the life of the 
chair. 
4. Both seat and backrest have cloth 
or vinyl plastic covers which can be 
removed for cleaning or inexpensive 
replacement. 


5. Seat adjusts up and down. Back- 


Announcing the 


: 














STURGIS 


ok Sw, cS 
No. . 820. 4s 
with 4 ‘ 3 Og 


rest adjusts up and down, and for- 
ward and backward. 


6. Ball burnished spindle bearing 
assures smooth swiveling, no bind or 
wobble, longer life. 


Z Self-lubricating, squeak-proof ny- 
lon thrust bearing will take endless 
swiveling punishment without meas- 
urable wear. 

&. Wide choice of materials and 
colors, alone or in combination. 


2. Available either with the graceful 
tubular steel base or the famous 
Sturgis fiber glass base. 


There you have it! We think you'll have to agree 
that everything about this new chair is tops. See it for 
sure in our display room at the NSOEA Convention. 








POSTURE CHAIRS 


Manufactured in Sturgis, Michigan and Charleston, Sovth Carolina 
THE STURGIS POSTURE CHAIR COMPANY «+ STURGIS, MICHIGAN 
General Soles Offices + 154 East Erie Street * Chicago 11, Iilinois 
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A SUCCESS STORY 
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Eagle Pencil a lheoen ae 


with perfectly 
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Promotes 
Prismapastel 
Nationally 


@ HOW DOES a manufacturer introduce a new product line 
and benefit the dealer at the same time? And how does he get 
the consumer to come in and try the product—to the mutual 
advantage of both the dealer and the manufacturer? 

These were problems that Eagle Pencil Co. solved success- 
fully—and with extraordinary results—when it introduced its 
new Prismapastel line recently. The effort turned out to be 
a remarkably effective marketing venture. It demonstrated 
what a skillful blending of advertising and promotion at both 
the dealer and consumer level can accomplish. It achieved 
nearly 40% of national distribution in record time—well 
ahead of expectation. 

This is what happened. 

After five years of exhaustive research, Eagle decided that 
it was ready to introduce a full line of matching pastel sticks 
and pastel pencils. Prismapastel was a major addition to 
Eagle’s art materials line, and its distinctive aspect was that, 
for the first time, the firm was offering matching sets of pastel 
sticks and pencils in as many as 60 matching colors. Addi- 
tionally, the new line matched both in color and item number- 
ing Eagle’s line of Prismacolor pencils. 

After testing, Eagle’s production people were convinced that 
they had the right product. The next step was the marketers’ 
—to convince dealers and artists that Prismapastel was the 
right product for them to stock and use 

As Eagle knew, the dealer is the pivot man in the success- 
ful handling of a new line. With him would rest the fate of 
the Prismapastel marketing effort. So Eagle set out to analyze 
—and solve ahead of time—the problems the dealer would 
face in selling the new line. 

Thus developed their strategy: 


Dealer Problem No. 1. 

How, in a busy store, to save valuable clerk time in handling 
a complex line of 120 items? 

Eagie’s solution: Ad manager Wilson Salisbury designed a 
self-service display cabinet that was attractive, eyecatching, 
and economical of counter space. Two feet, three inches high 
and thirteen and one-half inches square, it is mounted on a 
“lazy susan” turntable and topped with the firm’s insignia, a 
stylized Eagle. 

It carries $200 worth of the full Prismapastel line and dis- 
plays the complete range of colors and shades alongside the 
correspondingly numbered pencils and pastel sticks. 

For the dealer, the cabinet was designed as a saver of time. 
Instead of the dealer’s having to fiddle through a drawer for 
his stock, the buyer makes his own selections and all the 
dealer had to do is ring up the sale 

In addition, the cabinet <ame comriete with a free pro- 
motion kit containing a full-color window streamer, circulars 
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with dealer imprint, color charts and 50 free samplers. 


Dealer Problem No. 2. 

How to make the national advertising work directly for the 
local dealer? 

Eagle’s solution: The marketing effort started in February 
with the advertising, which followed some intensive direct mail 
activity with salesmen and the dealers. The first ad—obviously 
in four colors to show off a color product—was a double-page 
spread in Art Materials Trade News. The ad exhibited the 
sticks and pencils and showed them in action, to suggest the 
techniques they were adapted to. The copy on the pastel pen- 
cil, for example, stressed the point that “you don’t have to 
switch into a different color when you want to work in fine 
detail.” 

So far, pretty basic. However, the same ad offered the fol- 
lowing to the dealer: a subsequent listing in Eagle Prismapastel 
ads, by name and address, of each dealer who purchased a 
Prismapastel counter cabinet for displaying and stocking the 
complete Prismapastel line. 

The subsequent ads, with the listings, would run in the May 
issue of Art Direction, and the June issue of American Artist. 
These of course, are consumer publications which reach some 
49,000 artists—and these are the dealers’ specific customers. 

Dealer Problem No. 3. 

How to attract potential customers into dealers’ stores? 

Eagle’s solution: As part of the first ad was a coupon illus- 
trating an attractive Prismapastel sampler (a matching stick 
and pencil on a card) with the promise to the dealer that the 
subsequent ads with the dealer listings would offer the sampler 
to any artist who turned the coupon in to a dealer listed in the 
ad. This was the feature designed to generate store traffic and 
excite the consumer’s interest in the product. 

Eagle figured it would take a full year to get about 350 
cabinets distributed nationally among art materials and sta- 
tionery dealers. 

In two months, 372 dealers signed up for the cabinet (many 
others bought the line without the cabinet) and were listed 
in the ads appearing in Art Direction and American Artist. 
Many other dealers signed up for the cabinet after the dead- 
line for the consumer ads. 

As for the artists, they have been turning in their coupons 
and collecting their prismapastel samplers at a brisk rate from 
the listed dealers. 

This Prismapastel venture has been one of the most grati- 
fying aspects of Eagle’s new overall 1957 advertising cam- 
paign. All in all, the promotion was so successful that Eagle 
is going to run Prismapastel ads again in the fall, again list- 
ing all the dealers who have already appeared, plus the others 
who came in too late for the May and June ads. 
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ALMOST INVISIBLE GLASS WITHOUT GLARE 
NON-REFLECTIVE UNDER FLUORESCENT-INCANDESCENT OR NATURAL SUN LIGHT 


NEW 


TRU-SITE 
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Glass Tops 
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THERE IS A PROFITABLE ARRANGEMENT 
ON TRU-SITE 
R | AL GLA DEALER 
WRITE FOR DETAIL 
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‘Friendliest Office’ 

Chosen in Minneapolis 

The ‘‘friendliest’’ of the 24 offices en- 
tered in the Parade of Offices during 
recent Office Improvement Week pro 
moted by ‘Better Offices in Wood” in 
Minneapolis is pictured here. The title 
was earned through use of popular ran- 


dom-plank hardwood plywood, warm 
wood furniture and a cheery fireplace 
It is an office in the Attorney Noa- 


tional Clearing House, 3539 Hennepin 
Ave. 
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Sheaffer Dealers Share 
$1950 in Window Contests 

Retailers in Birmingham, Ala., Madison, Wis., and Colorado 
Springs, Colo. won top awards in the Sheaffer Pen Co.’s spring 
window display contest conducted for its dealers throughout 
the nation. 

The three first-prize winners, who received $100 each, are 
Zac Smith Stationery, Birmingham, Ala.; Moseleys, Inc., Madi- 
son, Wis.; and Out West 
“Springs, Colo. 


Printing & Stationery, Colorado 





A Futuristic Motif . . . won first place for Moseleys, Inc., 
of Madison, Wis., in W. A. Sheaffer Pen Co.’s annual 
spring window display contest 


The awards were given for the best-designed window dis- 
plays featuring Sheaffer products between January 1 and June 
1. Dealers were required to submit a picture of the window 
display with their entry blanks. Winners were selected on the 
basis of their merchandising and display efforts. 

Winners of second-prize awards of $50 each were Fasold 
Jewelry, Gulfport, Miss.; R. A. Donley & Son, Cottage City, 
Md.; and Valley Office & School Supply, Bakersfield, Calif. 

Third-prize winners of $25 each were Horders, Inc., Chi- 
cago; Gorman’s, Kansas City, Kans.; The Kendrick-Bellamy 
Co., Denver, Colo.; The White Company, Columbus, Ga.; 
Wm. H. Ziesenitz, Hudson, N. Y.; H. Post & Sons, Decatur, 
Ul.; Bresees of Oneonta, Oneonta, N. Y.; Altemueller Jewelry, 
Washington, Mo.; W. H. Kistler Stationery Co., Denver, Colo.; 
and Long’s Pharmacy, Jacksonville, Ill. 

An additional 50 dealers received prizes of $10 each, while 
another 150 received $5 awards 


100 


Haffa Purchases Vail Manufacturing Co. 
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Vail Manufacturing Co. of Chicago and all of its assets™ 
have been purchased by Titus A. Haffa, Chicago industrialist® 


who also controls the Dormeyer Corp., Webcor, Inc., and® 
Haber Corp. Mr. Haffa will serve as president and Edward J. 
Ryan as executive vice-president. 

Mr. Ryan announces that the Vail Manufacturing Co. will} 
continue to manufacture the complete line of pins, clips, 
staples, fasteners and stapling machines as heretofore. 

Dealer helps in the form of attractive counter and window} 
displays are in preparation and will be made available to-% 
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gether with mailing inserts on the various items. Additional} 


sales promotion programs will be undertaken to aid dealers’ 
efforts. 





Facit Awards First ‘‘Gold Seal’’ Certificates 
To Dealers with Top Sales Performance 

An expanded award program to honor office machine deal- 
ers achieving high levels of sales performance has been estab- 
lished by Facit, Inc. 

Under the plan, set up as part of the nationwide Facit 
Olympics sales contest, special “gold seal” certificate citations 
are awarded to Facit dealers for outstanding salesmanship and 
diligent promotion in successfully reaching top sales quota 
standards set by the company. 

Among the leaders in the Olympics who have already re- 
ceived gold seal sales quota awards are: John Berkey, Eugene, 
Oregon; John W. Carrell Co., Fresno, Calif.; Frontier Type- 
writer Service, El Paso, Texas; Guy Hart’s Office Equipment 
Co., Oroville, Calif.; Hecht’s Printing Co., Iowa Falls, lowa; 
Kings Office Supplies & Equipment, Inc., Santa Rosa, Calif, 
Patty Typewriter Shop, Chico, Calif.; Stockton Typewriter 
Co., Stockton, Calif.; and The Typewriter Doctors, Oakland, 
Calif. 

The special certificate awards will be made to all other Facit 
dealers who reach their sales quota during the six-months 
period of the Facit Olympics. Top sales results are determined 
according to size and sales potential in each retail operation. 





Riteform Chair Warehouse Opened 

Arnold Storch of Storch-Teppe Associates, manufacturers 
representatives, announces the establishment of warehousing 
facilities in behalf of the Riteform line of steel and aluminum 
chairs. According to Mr. Storch this step will make possible 
immediate delivery to dealers within the eastern area cov- 
ered by the firm. The warehouse is in New York City. 
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TD Line is generous in those features which insure 

efficiency, but thrifty in utilization of floor space. 
a TD Equipment is so built as to actually occupy up to 
i 13% less floor space — yet it affords adequate room for 
Facit most office operations. 
tions Included are desks and tables for various jobs — 
> and throughout, you will find that overall dimensions permit 
juota you to get up to 13% more in the same space —a 

saving which will help you offset the mounting costs 
i of operation. 
0 Our new TD Catalogue gives an interesting picture of 
ype Reap . r 
ment opportunities to cut costs—-Send for it today. 
iowa: 
alif., SECURITY STEEL EQUIPMENT CORPORATION, AVENEL, N. J. 
vriter 
land 
Facit =f 
ynths 
1ined 
ition. 
ial Executive Desk Single Pedestal Desk Office Table 
inum TDSF-60 TDSF R-46 TDOT-60-EP 
ssible 
COV- 


(57, OA~9/57 101 
















advertisers in the OA BUYERS INDEX 


that CONDENSED) 5 === | 2 =e= 
CATALOG-TYPE ads| ~~ ) == 
have brought|— 
the best results| |_| — 
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WHY? Because less than 50% of all dealers have up-to-date filing systems of manu- 
facturers’ catalogs, YOUR PRODUCTS WHEN REPRESENTED in catalog 
or reference-type advertising, in the INDEX, are “on hand” for instant reference 
and ordering. 


WHY? Because the more product information your INDEX ad provides, the easier it is 
* for the Dealer to LOCATE and ORDER THOSE PRODUCTS he is interested 
in, at that particular instant. 


WHY? Because such advertisers receive page reference to their ad space in every listing 
© _... special logo for use in other ads. . . stickers for direct mail use . . . special 
advance promotional mailing to dealers . . . lowest rate per page. 


Because, cross-section surveys have proven that more than 
WHY? 84% of all store buyers refer to the OA INDEX either daily 
or several times a month, you, as an advertiser, are assured 
that the INDEX is a vital factor in the buying habits of the buyer. 
Logically, then, the more of your product line and brand 
identification shown, the greater the results for you. 











The OA BUYERS INDEX conveys your product message to the desks 
of more than 13,500 dealers and buyers . . . they determine the 
brand .. . make it easier for them to choose your brand by pre- 


senting your products in catalog or reference-type advertising. 


EARLY SPACE RESERVATIONS COMMAND CHOICE LOCATIONS. 







on we 








OFFICE APPLIANCES 
600 WEST JACKSON BOULEVARD 
CHICAGO 6 . ILLINOIS 





to product sources 
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@ YES, the OA BUYERS INDEX 
represents 13,500 buyers 


| LOOKING for the a 


Quite a change, _ it, from normal saggy 
advertising where the 
buyer? 





manufacturer looks 





WA 
I A 





CONSTANT USE BY 
BUYERS 


. because it contains the industry’s most 


complete compilation of data on office products, 
brand names and manufacturers’ locations, the 
OA INDEX has a strong influence on the 
buying habits of store buyers. 


asa manufacturer of office products 
you get all of these advantages 
when you advertise in the OA INDEX 


THE PRODUCT CLASSIFICATION INDEX 

lists more than 1,250 categories of merchandise. 
These products are cross-indexed for easier reference. 
Manufacturers are listed under the products they make 
and as an advertiser YOUR NAME is conspicuously shown 
in bold-face type. 


THE ALPHABETICAL LIST of MANUFACTURERS 

gives the home addresses of more than 2,500 
manufacturers of office products. As an advertiser, 
YOUR NAME is again shown in bold-face type. In 
addition fo this, the page location of YOUR AD is promi- 
nently shown. 
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ln The Authoritative CATALOG REFERENCE 
of 13,500 BUYERS of Office Products 


IT IS 


CONTINUALLY 
REFERRED TO 
BY SELLERS 


. thousands of Dealers and Store Salesmen 
use OA BUYERS INDEX as a reference of 
supply to customer requirements, as a sales 
catalog for field work, and as a source of 
accurate information for sales meetings. 


THE TRADE-NAME . . . TRADE-MARK INDEX 
identifies you as the manufacturer of that particular 
line or product. Reference, then, to the alphabetical index 
establishes your location . . . again in bold-face type. 


THE YEAR-ROUND PROMOTION by OFFICE 

APPLIANCES on behalf of its advertisers, through 
editorial support, post cards, letters, reports on surveys, 
etc., helps to keep your name and your products before 
buyers throughout the U.S., Canada and in vital foreign 
markets. 


THE OA SPECIAL INQUIRY SERVICE brought 

in more than 15,000 special requests last year, 
asking for information about manufacturers’ products. 
After being screened, to eliminate non-buying elements, 
they were forwarded to OA BUYERS INDEX advertisers 
for answer. 





THE OFFICE APPLIANCES 
BUYERS INDEX WORKS FOR 
YOU 12 MONTHS EACH YEAR 








Over-all View . . . of the new 
interior arrangement at Ste- 
vens, Maloney & Co., Chi- 
cago. Note wide aisles between 
island displays designed by 
Henry Berry and Ray J. Eichen- 
laub and the lighting running 
the length of the store for ade- 
quate illumination on _ both 
wall and island-displayed mer- 
chandise. 


Making Display Accessible 
Pays Off for Chicago Firm 


Ask George O. Stevens, president of Stevens Maloney & 
Co., veteran Chicago commercial stationery firm in the heart 
of the financial district, if the recent front-to-back remodeling 
of the store has been worthwhile and his enthusiasm is con- 
tagious. 

The results, he is quick to point out, center mainly around 
the fact that merchandise has been made more accessible to 
the customer. 

This same customer, says Mr. Stevens, has been intrigued 
to enter the store by the fact that the entire merchandise dis- 
play is visible through the “open back” stainless steel front. 

Once inside, that customer finds wide aisles for unimpeded 
browsing. A new lighting arrangement contributes to the eye 
appeal of the new fixtures in blonde mahogany designed with 
the collaboration of Ray J. Eichenlaub and Henry Berry. 

From the greeting card and writing instrument displays in 
front of the store, customers proceed naturally toward the 
rear where larger items and office furniture are accessible 
for inspection. 

It all adds up, says the store president—open display win- 
dow, bright and even lighting, new fixtures, wider aisles, un- 
impeded traffic—to more business. 


ar oned 222° 








Cesh Register . . . is located for easy access to traffic both 
lengthwise and crosswise to the store. Working areas for store 
personnel are separated by steel and glass partitions. 
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ia oer cae - 4 
Entire Sales Floor . . . is converted into display by the ‘‘openl 
back’’ type of window. This arrangement, according to George® 
O. Stevens, president, is particularly advantageous to attract# 
ing drop-in traffic. ; 












ert 
bf eat ae 8 
Sale of Filing Supplies . . . is an important phase of they 
Stevens, Maloney & Co. store operation and the pride andy 
joy of William F. Durchslag, whose working office is at lower 
right. An alcove extending from the main area houses most 
of the filing supplies. 
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TO CLEANER, 
FASTER, SHARPER 
STENCIL CUTTING 


4 
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No Static 
No Chop Outs 
No Eye Strain . 
No Type Cleaning’ a . hg 
No Ragged Tracings Ye,  ~, 
"ape ) fg. Co. 
No Mess...just press the patented am Mey 2714 Walnut St.. Denver 5. Colo 
Red Dot to seal the film... it’s fast, : 4 
no sticky fingers, no gummy files. 


~~. 
y > - 


DEALERS: There are still a few choice 
& 


CALL TRU-RITE, INC., 110 LAFAYETTE ST., NEW YORK, N.Y. 


dealerships available 
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Louis T. Koerner Becomes 


Life Member of Rice Leaders 


AN INDUSTRY PROFILE 





Louis T. Koerner 





Louis T. Koerner, chairman of the board of the Jasper 
Chair Co., Jasper, Ind., observed his 81st birthday on July 4. 
On that occasion, reflecting on a long and busy life as one of 
the outstanding industrialists of Dubois County, Indiana, 
nothing perhaps gave him more satisfaction than the fact that 
he had recently been made a life member of the Rice Foun- 
dation Society. 

This is the society established by Elwood E. Rice in 1930 
“to immortalize the character and achievements of great men 
who have built and are building the prestige of our country, 
as an inspiration and incentive to present and future genera- 
tions.” 

When Mr. Koerner took charge of the Jasper Chair Co., 
he made the remark to friends that “I will strive to make this 
a paying proposition, and one of the best chair companies 


in the U.S.A.” 


Firm Chosen by Rice Leaders 

How well he succeeded is proven by the fact that in 1954, 
by invitation, the Jasper Chair Co. joined the Rice Leaders of 
the World Association (representing high standing in business 
character and name product policy) and to-date is the only 
wood office chair company in the nation belonging to this 
association. 

Mr. Koerner was born in Cincinnati, Ohio, July 4, 1876, the 
son of August and Antoinette (Arand) Koerner. His father, 
a native of Prussia, came to the United States as a boy with 
his parents who settled near Cincinnati at a place later called 
Pepperiown, Ind. In 1884 the family moved to Huntingburg, 
Ind. 

The eldest of four children, Louis T. Koerner attended the 
Huntingburg grade school, and in 1893 was appointed by his 
Congressman to West Point. He left for Highland Falls, N.Y., 
which is just one mile from West Point, and entered the Na- 
tional Preparatory School, to prepare for the examination and 
admission to West Point. 


Assisted Federal Trade Group 

A class of 103 took the mental and physical examinations 
the latter part of April 1894, in New York City, and the entire 
class of 103 failed on a technicality. Mr. Koerner states that 
this was a perfect score. That was just about the extent of his 
military record, with the exception of his being a CPA during 
World War I when he was appointed and assisted in the 
Federal Trade Commission, setting the price of coal in the 
U.S.A. 

After completing his professional education in the Evansville 
Commercial College, he was appointed deputy auditor of 
Dubois County, a position which he held for 16 years. His 
father was auditor of Dubois County for eight years and was 
well known in Ohio, Kentucky and Indiana in the hardwood 
timber business. 
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(His father-in-law, Attorney Michael A. Sweeney, was als¢ 
elected auditor for eight years and when Mr. Koerner’s friend 
wanted him to run for county auditor he declined, being o 
the opinion that the family had enough of the position.) 

Mr. Koerner was appointed to the Dubois County bar bu 
never practiced law. 


Served State Nine Yea 


He was appointed a member of the Indiana State Board a 
Accounts in 1913, and served for nine years in that capacity 

In June, 1902, Mr. Koerner was married to Mayme R 
Sweeney, a daughter of Mr. and Mrs. Michael A. Sweeney 
Mr. Sweeney was known as the “silver tongued orator 0 
Southern Indiana” and his daughter likewise was a fluen 
speaker. She was one of the first graduates of Jasper Com 
missioned High School, was vice-chairman of the Eighth Di 
trict Democratic Committee from 1938; in 1921, she organize 
the Daughters of Isabella Circle in Jasper, and later in Hun 
ingburg, Ferdinand and many counties of Indiana. She serve 
as national director and also as past state director of .th 
Daughters of Isabella, and was regent of the Jasper Circle un 
til her death in 1945. 

In 1922, Louis T. Koerner joined the Jasper Chair Ca 
organization and with Louis P. Joseph, Leo C. Jahn, Boma 
Traylor and Alva Elliott organized the firm. He was name 
secretary and general manager and its outstanding accomplish 
ments were freely attributed to his leadership and busine 
acumen. Since its organization the company has added a larg 
warehouse, an east wing and a beautiful office. 


Named President in 194 

At the death of Louis P. Joseph in 1941 Mr. Koerner 
named president of the Jasper Chair Co. When he was 
years old he was appointed chairman of the board and is ae 
tive in that capacity at the present time. 
Mr. Koerner was one of the organizers of the Jasper Sea 
ing Co. and at present is a director and treasurer. He al 
planned and helped to organize the Jasper Lacquer Co. 
Since 1934 he has served on the Dubois County Cownel 
being elected to that office every four years. 
He holds a diploma as a certified public accountant; is 
member of Salem’s Evangelical Church of Huntingburg, am 
for 35 years has been a member of Washington Lodge Né 
933, Order of Elks. He is a member of the Dubois Coun 
Country Club, the Columbia Club, Jasper Lake, Inc., Izaa 
Walton League, Midwest Travelers Club and Great Lake 
Travelers Club. 
His hobby is playing the piano and friends say he has 
style of his own in playing old and popular music. 
Such a man is Louis T. Koerner, life member of the Rid 
Foundation Society. 
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SMEAD 
FILING SUPPLIES 


for MODERN 
BUSINESS 


Smead'’s line of over 4,000 items of filing supplies, expand- 
ing and specialty products, represents the most complete 
offering, in the field, by any one manufacturer. As a dealer 
you can effect substantial transportation and overhead 





savings by consolidating your orders with Smead. 












SMEAD TELL-!I-VISION INDEX 


By using Smead's Tell-I-Vision filing system, you 
can reduce filing time. The alphabetical-color 
signal system for finding— and the numerical-color 
signal system for replacing—make filing easy, 
fast, and accurate. 





SMEAD’S 
TELL-I-VISION 


REG. U.S. PAT. OFF. 


SYSTEM 





PiiyroP 


q 





ee — 
SMEAD’'S TWO-PLI-TOP FILE FOLDER 


Made doubly thick at the points of greatest wear. 
Ask for sample. 























@ SMEAD'S PROPOSAL SMEAD'S 
COVERS ore furnished in 
many colors and finishes. EXPANDING 
Also available with open FILES 


window. Made of leather- 


like material— 
long wearing— 
soil resistant. 
Made in many 
sizes with or with- 
out flap 


SMEAD’S DESK 
FILE which is really 
@ correspondence 
sorter. Available in 
printed or celluloid 
tobs. 









SMEAD'S 


“ON THE STREET” 
CARRYING y 
CASE 


Perfect for carrying 
papers in all types 
of weather. Sheds 
water—glove-fitted 






























whether partially or 






fully expanded. 






Furnished in four 







sizes. 


Write us for samples and further information 


SMEAD MANUFACTURING COMPANY, INC. 





INDIVIDUAL FILE POCKET 


Designed for bulky material. Expansion up to 3% 
inches. Ideal for important papers, contracts, etc. 


Hastings, Minnesota, U.S.A. 








No. 7-10-57 


PRINTED IN U. S.A 
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Hyde Typewriters . . . in Fairmont, 
Minn shows result f complete in- 
terior transformation Spotlights were 


added to windows for dramatic lighting. 


Pegboard was installed to foster attrac- 
tive display 
jumbled. 
@® BEFORE REMODELING, Hyde Typewriters, Inc., Fair- 


mont, Minn., used glass show cases and regular storage-type 
shelving in the store with a few island cases in the center. 
On the admission of E. E. Hyde, secretary-treasurer, the 


store was poorly lighted, and it was crowded and hard to 
maintain 

‘We had much merchandise that we didn’t even know we 
had,” he said, “and we had difficulty getting merchandise 


out as well as putting it back on the shelves. Our windows 
were difficult to decorate, the tops of our showcases were 
crowded so that merchandise inside couldn't be seen, and 
our office space was right in the main section of the store, 
making it hard to conduct business or talk to a customer in 
privacy.” 

When it came to remodeling, Hyde Typewriters did the 
complete job. A complete line of Henry Berry fixtures were 
installed for self-selection. A new Sheaffer pen case was pur- 
chased. The front windows were changed. One was designed 
for a furniture display, cut down to the floor and backed up 
in peg board. The other was completely covered with peg 
board on the wall and back side for the display of supplies 
and gift items 

The check-out department was moved up to the front of the 
store and with it went two Kingsly stamping machines so 
that the girls can do stamping and monogram work when 
there are no customers to service. 

Small items, such as ball-point pens, refills, pen points, 
leads and other things are also kept in that area. The whole 
space is surrounded by peg board so items can be displayed in 
the background 

All new lighting has been installed, both in the store itself 
The ceiling was dropped about 15 inches 
1 the main part by adding a new one. 


ind in the windows 


i 
fo gain additional space, a balcony for the office area was 
constructed and the area is also used now for furniture and 
typewriter display S 
[he repair shop is located at the rear of the store and the 
cleaning department was moved to the basement. Stock is 
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Wide Aisles . . . as shown in these pic- 
tures, are contributing to a much easier 
traffic flow. Previously merchandise was 


Complete New Interior Is Result 


Of Remodeling at Hyde Typewriters 





Window Display . . . was made possible by dropping window 
to floor level, adding carpeting, and surrounding area with 
pegboard 


now stored in the basement. The second floor of the building 
was taken over for storage and display purposes as well. 
Office furniture and supplies are stocked there. 

A new department, a wedding section, was added to the 
store in the area beneath the balcony. 

The company, now 44 years old, was founded by Edwin C. 
Hyde, who was joined by his son, Earl D. Hyde, in 1925, 
Today, Earl is the president. He is assisted by his son, E. E. 
Hyde, who is secretary-treasurer, and H. E. Hyde, who is vice- 
president. 
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Everything you 
need to boost 


| your holiday sales! 
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FROM OA ... THE BIGGEST SALES-BUILDING “. 


But 


HOLIDAY DISPLAY PACKAGE EVER os 


orde 
the 


52 DISPLAY PIECES .. . INCLUDING: bac! 


THREE GIANT, THREE-COLOR SILKSCREENED POSTERS 
THREE PROFESSIONALLY-DESIGNED WINDOW BANNERS 
SIX SPARKLING WIRE-HANGING PENNANTS 
TEN BELL-SHAPED COUNTER CARDS 
THIRTY TAGS FOR BIG-TICKET MERCHANDISE | 
= 0 EEE EE ke a 
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Your complete Christmas store display in one package — 


OA'S ENTIRELY NEW BUSINESS GIFTS 
FOR BUSINESS PEOPLE MERCHANDISING KIT 


es! 


And... your kit also includes... 


Newspaper ad layouts, in three sizes 
Headline mats for your newspaper ads 
Radio scripts 

Sales letters 

Manufacturer ad reprints 

Lists of available manufacture sales aids 


COMPLETE MANUAL on PROCEDURE, de- 
veloped from the experiences of 
thousands of successful holiday pro- 


J motions 


Get your OA BUSINESS GIFTS FOR BUSINESS 
PEOPLE MERCHANDISING KIT by using the order 
card below. The $10 you invest in the Kit will 








provide you with more display and selling material 
IG for your Christmas promotion than you could get 
anywhere else for TWENTY TIMES ten dollars. 


OA CONTEST OFFERS CASH PRIZES 
FOR WINDOW DISPLAYS 





But don't delay. Start planning your Christmas OA's 1957 Holiday Window Display Contest offers 
promotion today, by filling out and mailing in your you cash prizes for putting your windows to work 
order today. You risk nothing. If, after you receive | building Christmas sales. Full details included in 
the kit, you are not completely satisfied, send it your OA MERCHANDISING KIT. 





back and OA will refund your $10 by return mail. 





OFFICE APPLIANCES 
600 W. Jackson Bivd. 














i 
! 
i 
' 
! 
' 
Chicago 6, Ill. 
Please send me my BUSINESS GIFTS FOR BUSINESS PEOPLE MERCHANDISING KIT. 
$10 check enclosed. Please bill me. 
STILL wea. ee 
' Nase sili ie Title 
ONLY i - 
Muses. City Zone State 


$10 
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FREE: 300 Colorful "BUSINESS GIFTS FOR BUSINESS PEOPLE” Gummed Labels when your 


check accompanies your order 














Adams Typewriter Agency . . . proudly displays its new exterior. 


Elkhart, Ind. Store Undergoes Remodeling C 


@ ADAMS TYPEWRITER AGENCY, opened by H. R. 
Adams in June of 1945 when he left the employ of Reming- 
ton Rand and National Cash Register Co., has expanded and 
remodeled in its present location at 129-131 N. Main.St., Elk- 
hart, Ind. 

The firm has added the adjacent building to give much 
needed extra space, and at the same time a complete outside 
and inside modernization program was completed 

Mr. Adams is the Remington Rand dealer in Elkhart, also 
handling the products of the Sturgis Posture Chair Co., In- 
vincible Metal Products Co., and R. C. Allen cash registers 
and bookkeeping machines. 

He started the business as a one-man operation in 1945, and 
during the past 12 years it has expanded to where 12 em 
ployees are now engaged in full-time work. Five trucks are 
now used for delivery and maintenance work. 

The opening of the new store was celebrated with an open 
house for the entire community. The store offered prizes for 
lucky visitors, and a half-hour radio program took place in 
the store during the celebration 





ee ee 
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Office Furniture . . . in the new section of the store can now \ 
be displayed with much more visibility possible. Desks and 
files are easily accessible to the customer for inspection. E 
Haskell Salutes Industry Trade Papers 
A four-page brochure in color titled, “Haskell of Pittsburgh M 
Salutes Our Industry Trade Papers” has been given wide cir- “4 
culation in the industry.” h 
In the brochure, which includes reprints of articles con- | 
cerning Haskell’s 10th anniversary, the “salute” to the trade R 
press is given “not only for their fine contribution to the suc- 
cess of our anniversary celebration, but for all their co-opera- 
Ci 


tion extended through the years to us and to the entire in- 
dustry!” yi 
Introduced at the NOMDA convention the “Salute” was 


Sa 0] 
sent in a 6,000 mailing to the trade. 
le aie ————— at 
Smith Corona Salesman Wins Hawaiian Trip . 

A ten day Hawaiian vacation with all expenses paid has } a 
been won by William J. Buckland, Jr. of Milwaukee, Wis., it | tl 
Was announced by James B. McCormick, vice president in } 
charge of sales, Smith-Corona, Inc. ; 





The Hawaiian holiday was awarded as grand prize in a na- § 


Remodeled Interior . . . displays typewriters, business machines tional sales contest conducted by Smith-Corona, Inc. In win- t 
and other equipment in a pleasing manner. Customers have ning the contest, Mr. Buckland sold more of his company’s | 
opportunity to try machines right at the new desks, offering new “Pacemaker” office typewriters than any other field rep- ' 
the chance for a double sale resentative from April 1 to June 30. ' 
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ROVALS 


NEW TV SHOW STARRING 


Joan Caulfield : 


spearheads the greatest 

Advertising and 
Merchandising campaign 

the industry has ever seen! 



















Join the ROYAL rally ‘round “SALLY” for 
BIG, NEW PORTABLE PROFITS 


Mark the date—September 15th! That’s when 
“Sally”? makes her debut in millions of American 
homes on NBC-TV Network coast-to-coast for 
Royal Portables. The time: 7:30 p.m., NYT. 


And that’s your cue to more portable sales. Be- 
cause this popular comedienne can help you sell as 
you've never sold before. She’ll open up new sales 
opportunities for you which you can convert into 
actual sales. 

This new TV series is a part of Royal’s overall 
advertising and merchandising program this fall . . . 
the biggest in Royal history. 





OYA * portables Products of Royal McBee Corporation, 
world’s largest manufacturer of tynewriters 
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You’ll be backed by special magazine advertising 
in Life, Saturday Evening Post and in Scholastic and 
Scholastic Roto. Plus . . . new display and promotion 
material for your own advertising and point-of-sale. 
Ask your Royal Portable District Representative. 

Check your Royal Portable stocks now and be 
prepared for a big selling season on Royal, the most 
wanted portable. 
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The Navins . . . discuss the use of large visible price tags on 
machines displayed in one of their metal racks. Customers 
can see at a glance what each machine will cost. 


by PAUL B. NEES 


@ ARE YOU ONE of those who think of college professors 
as mere theorists who would be misfits in the business world? 

If so, this report on Thomas R. Navin may alter that con- 
cept. 

Until coming to Arizona, two years ago, Mr. Navin was 
a member of the faculty of the Harvard School of Business 
Administration. Since then, without previous experience in re- 
tailing, he has become outstandingly successful in the office 
equipment field. 

When Mr. and Mrs. ,Navin decided to leave the staid 
East and make their home in Arizona, his first thought was 
to secure a teaching position in the state university at Tucson. 

However, they found teachers’ salaries low in Arizona, as 
they are in most places. So the Navins decided to go into busi- 
ness for themselves in Tucson. 

They accordingly spent several weeks studying business 
possibilities. Mr. Navin had no preconceived preference for 
any particular type of business, he says, but he wanted some- 
thing with a community-wide scope of operation, rather than 
one dependent on a small shopping center area. 

The result: the Navins bought a small office equipment busi- 





New Home . . . of Western Office Equipment in Tucson, Ari- 
zona. 
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Office Equipment Field E 
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Machine Carrousel . . . in the store window holds interest | The 
for the passers-by and is well suited to demonstration of in- engi 
dividual machines with a minimum of effort on the part of 
the customer or clerk. prot 


Hall. 





ness whose principal going asset was a typewriter agency. aie 
Since then the Navins have increased sales of their firm, a 
Western Office Equipment, more than 10 times over. They | ) 
recently built and opened a fine new business home, which an 
was almost outgrown before they moved in. vi 
“We could never have made such rapid progress in an old 2 
established community with static population,” Mr. Navin if 
admits. “One reason we chose Tucson is the fact that it is} 
growing rapidly and its makeup is constantly changing. The | 
age of a firm means nothing to most of these people.” 


No Punch in Advertising . 

Mr. Navin was of the opinion that few of the many office / 
equipment dealers in the area put much punch in their ad-} 

vertising. He accordingly launched a carefully planned pro- = 
gram of advertising and publicity designed to make his} 
name, and the firm name, known to everyone. E 


No advertising medium has been overlooked. Newspapers} Sy _ 
radio, television, high school and university papers, church ¥ 
bulletins, the yellow pages of the telephone directory, baseball } 
scorecards, concert programs, and other media too numerous | 
to recall are used regularly. i 

Mr. Navin has also shown a canny ability to secure help- Hi 
ful news publicity. During his tenure at Harvard he fre 

(Continued on Page 1481) Iam 
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Sure to be the sensation of the 


N.S.0.E. A. Convention 


Exhibit. Be sure to see it! 


HERRING-HALL-MARVIN’S 
NEW MICROFILM 


FIRE SHIELD 


The protection of microfilm against fire has been a 
serious problem because fire-resistive safes de- 
pend on the generation of steam to protect their 
contents. Moisture is damaging to the microfilm, 
and fire-proof safes are not adequate protection 
unless they are placed within a fire-resistive vault. 


Now, the inconvenience of keeping film in fire- 
resistive safes within a vault is no longer necessary. 
The development by Herring. Hall. Marvin research 
engineers of a Microfilm Fire Shield assures the 
protection of the film when placed in any Herring. 
Hall. Marvin Safe or Insulated File. This new Fire 











HERRING -HALL e¢ MARVIN SAFE COMPANY 


S. SILVER STORAGE VAULTS AT WEST POINT 


Hamilton, Ohio + BUILDERS OF THE U 
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Shield has been thoroughly tested by the laboratory 
and will be shown to office equipment dealers for 
the first time at our N.S.0.E.A. Convention exhibit. 


On display, too, will be the actual Herring. Hall. 
Marvin Insulated File in which the Fire Shield and 
film were tested. The film may be seen through a 
viewer in our booth. This file was tested for one 
hour at a maximum temperature of 1700 degrees 
in accordance with standard Underwriters’ Labora- 
tories procedures. 


This important development is good news to your 
customers. It will open a big new field for the sale 
of fire-resistive equipment by Herring. Hall. Marvin 
dealers. Be sure to get all the facts at the N.S.0.E.A. 
Convention, space numbers 20, 21. 











lines in Chicage 


—unexcelled for quality, efficiency, endurance and appearance 


Arm (Vy ” } 3 
EEN “4 Standard Upright Giles 

: —all styles of standard units in 517” height. 
Also two-drawer desk-height units. 
Complete line of 5-drawer letter and cap files. 


Optional inserts stocked by Watson for 
the above lines. 


© Counter Height Units 


NEW—417%” high with recessed toe space, 
Continuous Linoleum Tops and new 
Slip-On Counter Front Panels. 
Optional inserts available. 












































e Horizontal Units (sectianat) 
—Over 60 different units for stacking, 
providing a Horizontal Line with maximum 


Flexibility. For busses, floor cases, vault 
interiors, etc. 
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° “High Line" of Document 
Giles and Roller Shelf Cases 


71%" high units with Companion 
Units 34%” high—making possible 
units of 10594” height. 
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WATSON also manufactures a complete line of standard | 
and Custom-built Courthouse, Bank and Hospital equipment. 
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since 1887 Se 


Don Braley, President; Fred Chindgren, Sales Manager, and 
Howard Welshofer, Sales Engineer will be among the WATSON 
representatives at the NSOEA Exhibit in Chicago. They will be 
looking forward to again seeing you at: 


" ROOM 553—CONRAD HILTON 


nce 


also showing:—for the first time at the NSOEA Exhibit— 


2 NEW stanparD Rel-Hex units 


The new stock units of ROL-DEX active record handling equipment will be on display 
for the first time at the exhibit. 


for speed and efficiency—records roll to the seated clerk! 
Card tray carriages roll with the least effort possible. Speed of record handling 





is faster than motor driven units. ..and costly, time-consuming shutdowns 

(with “buried” unusable records) are eliminated. 

In one-half second, with slight movement of the trays 
ALL records are available! 


the ROL-DEX standard Modular Unit =<) 
(will house up to 35,000 tab cards.) 


This unit forms a complete work station for the seated 
clerk. It is provided with rolling tray carriages and a 
rolling work shelf for a convenient writing surface. The 
same unit may be furnished to house any of three sizes: 
7%" x3%"; 6”x 4"; or 5”x3” cards. 


The ROL-DEX, Jr. 
(will house 2,000 to 12,800 records) 

ROL-DEX, Jr. is only slightly larger than a wheel file, and 
has the advantage of much faster filing; greater capacity; 
a variety of card sizes in the same unit; availability for 
outside reference. No balancing of cards necessary in 
ROL-DEX, Jr. as trays roll to clerk with no mechanical 
devices. 


The new standard ROL-DEX units are 
available for shipment from stock. 


Rol-Dex is another quality product by : 
WATSON MANUFACTURING COMPANY, Inc. Jamestown, New York 
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The older we grow, the more we know. This is not only 
true of people, but of companies, too. . . for a company 
is only as wise as the knowledge of its combined staff. 


For 60 years, PANAMA-BEAVER has matured 
steadily in its program to provide an “easier 
office-worker life.” Since 1896, the company has 
learned to anticipate the needs of the commercial world 
before they arose. Among the first to recognize the 
important role of Vision-Engineered products, 
PANAMA-BEAVER’s research department developed 
the easy-on-the-eyes Hypoint colored carbon papers 
plus Lustra Colorful Inked Typewriter Ribbons— 
especially created to harmonize with all paper stocks and 
letterheads. Another achievement—the Eyesaver, Parma 
Pearl and the NEW Ebony Unimasters (for spirit 
duplicating ) with tinted jackets to avoid glare, relax the 
eyes, relieve harsh contrast and permit faster work. 


Exciting things have already been charted for 
PANAMA-BEAVER’s next 60 years . . . as you will 
find out when you call your PANAMA-BEAVER 
man, “always a live wire!” 


PANAMA-BEA VER 
Ril to alti 


Since 1896—"The LINE that can't be matched." 
MANIFOLD SUPPLIES CO. 
188 Third Ave., Brooklyn 17, N. Y. 














| 
| 





In Other Lands 
(Continued from Page 79) 





brought to life in the form of two tastefully designed occasion- 
al tables, which when married form a 25-inch diameter sur- 
face. 

The height of this table is 17 inches and it can be obtained 
in oak, mahogany, & walnut finish. 

Desks with extending tables are an additional feature of 
Carson Brothers new range. 

All exterior surfaces are either oak faced laminations or 
carefully selected solid woods. Drawer slides and backs are of 
prime hardwoods. The back of each drawer is fitted with an 
apron to prevent papers being lost. 

e 

Ralph E. Harding has been elected president of the Type- 
writer (and Allied) Trades Federation of Great Britain and 
Ireland. 

Sidney Roat has been elected vice-president, and Claud Pot- 
ter reappointed as treasurer. 

° 

Henry James Bleeze this year completed 50 years service 
with P. & J. Arnold, Ltd., the well-known London manufac- 
turers of carbon papers, typewriter ribbons, inks and allied 
lines. 

The occasion was marked by a presentation on behalf of 
the company by the managing director, K. B. Robinson, of 
a gold wrist watch with which Mr. Bleeze was very happy to 
receive the congratulations, thanks and good wishes of the 
Company’s Board. 

. 

One of the pioneers of the typewriter trade in this country, 
W. G. Hogg, London area sales manager for the Olympia 
Business Machines Company, Ltd., of New Oxford Street, has 
celebrated his 25th anniversary with the Olympia company in 
Britain. 

Over 80 staff and friends of the Olympia organization at- 
tended a London cocktail party to commemorate the occasion, 

Mr. Hogg was congratulated by F. K. Weis, European ex- 
port director of Olympia Werke, A. G. Wilhelmshaven, who 
presented him with an inscribed silver cigarette box, a gold 
tie-pin, and a diploma on behalf of the parent company. 

Mr. Weis also presented Mr. Hogg with a diploma on be- 
half of the German Chamber of Commerce, Oldenburg, Lower 
Saxony, for his services to the typewriter trade. 

A 400-day clock was presented to Mr. Hogg by F. M. 
Brooks, managing director, on behalf of the London Com- 
pany, and Mrs. Hogg was given a bouquet. Earlier, the ladies 
of Olympia, London had presented Mr. Hogg with a tobacco 
pouch. 

In a speech of thanks, Mr. Hogg recalled the early days 
of Olympia in England and spoke of his trip to Germany in 
1932, when he brought back the first Olympia typewriter to 
be sold in Britain. 

© 

Shelton Cox, president of the Stationers’ Association, when 
addressing the annual luncheon of the National Association of 
Manufacturers and Distributors of Office Equipment recently, 
said that if members relied only on their own well being they 
could not prosper.-He saw associations as a three legged stool 
with each leg being of equal length. 

First there were the members themselves, the retai] mem- 
bers whose prime object it was to look after themsélves and 
to insure that they made a fair profit. He could not see that 
there was anything wrong in this and provided they made 
their profit in an ethical fashion then no harm was done. It 
was easy to lay down ethics but more difficult to abide by 
them. 

Secondly there were the manufaciurers who were the mem- 
bers of the Association. He was pleased to see that the rela- 
tions between both sides of the industry were sound and that 
both sides respected the other for the honesty of their dealings. 
It was necessary not only to be clean and honest in selling 
but also to be clean and honest in buying. 

The third, and not the least important leg of the stool, was 
the public. So long as the association was determined to see 
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STYLIN CG... me SELLS 








No. 19541/6T 


In your experience you have doubtless run into many situa- 
tions where these two new settees by Sikes would exactly 
fill the bill''. Reception rooms, private offices, meeting 
rooms, doctors’ offices, lobbies, institution waiting rooms — 
there's hardly a day goes by but what OPPORTUNITIES 
are presented to you for the sale of distinctive seating of 
this type. 

As developed by our design staff, these settees in Solid 
Walnut will add new versatility to your recommendations 
and will add to your reputation for alertness in recognizing 


sound style trends. 


Contoured seats and backs 
are long-lasting rubberized 


hair and cotton. Ferrules are 
brass or brushed aluminum. 
The table top is perfectly 
blended Formica. Matching 
arm chair (No. 1954 — not 


illustrated) blends in perfectly 
with both pieces. Wallsaver 
legs, of course. 





Send for photos and complete No. 1954 1/6 


information. 


SEATING 








The SIKES COMPANY, Inc., 20 Churchill Street, Buffalo 7, N.Y. 
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ACTUAL SIZE 


lasts 50% longer...boosts floor 
protection...standard on 2” chair 
casters...at no additional cost! 


Bassick and Firestone engineers worked months to de- 
velop a rubber wheel compound that would give longer 
service under all types of abusive conditions. Under 
continuous tests the new wheel’s performance has been 
outstanding. You can expect 50% longer service from 
this than from previous 2” rubber wheels. 

Floor protection features are also increased. The new 
wheel is 1/16” wider than the previous model. Its tread 
contour is refined to put a maximum amount of rubber 
into effective use without limiting swiveling. It is the 
best wheel for modern floor coverings. 

Show your office manager customers this new wheel, 
now standard on all 2” Bassick office casters at no ad- 
ditional cost. Point it out as a sign of quality on office 


chairs you sell. oni 
THe 5. 
BASSICK COMPANY ‘di 
BRIDGEPORT 5, CONN. rw 
IN CANADA: we 
BELLEVILLE, ONT. GP" auntuinnate undeanen e 
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that the public should have a fair deal in quality and value 
then little harm could come to the association. 

Following the annual luncheon the association then pro- 
ceeded to its annual general meeting at which F. E. Dowdes- 
well of Guildford, became president, and G. H. Stibbs became 
vice-president. 

© 

Farquharson Bros. Ltd., the Scottish manufacturers of car- 
bon papers and typewriter ribbons, duplicator inks, etc. an- 
nounce that an extension to their existing works, in the west 
end of Glasgow, will be shortly completed. 

The present works were completed in 1936, and so much 
development has taken place in the post-war years, both in 
the home and export markets, the company is somewhat 
cramped for space. 

At the Park Lane Hotel, Piccadilly, recently there assem- 
bled, at the beginning of a two-day program, Underwood 
dealers from every country in Europe as well as some from 
as far afield as Turkey, Japan and the Philippines. 

The delegates were welcomed by C. P. Ray, vice-president 
of the Underwood Corp., who, with M. E. Meek, general sales 
manager of the international division, had traveled from New 
York specially for the occasion. 

Mr. Ray spoke of the energetic plans which Underwood 
had mapped out for the future and of the improvements and 
innovations — the fruits of Underwood research— which 
would be making their appearance both in the existing markets 
as well as in the fields of electronic data processing. 

On behalf of the British organization, W. G. Lansley, man- 
aging director, spoke of the marketing conditions likely to be 
encountered in the months ahead, of the sales methods neces- 
sary to meet these conditions, and of the way in which the 
resources of the British organization would be available to 
help. 

. 

The annual report of the Stationers’ Association stated that 
the National Association of Paper Merchants recommend that 
paper merchants shall adopt and observe the following prin- 
ciples of trading with respect to the supply to users of print- 
ing, writing and duplicating paper (cut or flat). 

1. A paper merchant shall, so far as possible, endeavor at all 

times to divert all orders and inquiries received from con- 
sumers to printers or retail stationers. 
2. A paper merchant shall in no circumstances supply direct 
to consumers engaged in the professions (e.g. accountants, 
architects, solicitors, surveyors). Where such consumers are 
already supplied direct by a merchant, the merchant con- 
cerned shall divert the trade to a printer or retail stationer. 

3. A paper merchant shall in no circumstances supply direct 
to any other consumer unless that consumer’s apparent buy- 
ing capacity of printing, writing and duplicating papers ex- 
ceeds £40 per month (or approximately £480 per annum). 
Where a merchant is already supplying direct to any consumer 
whose apparent buying capacity of printing, writing and dupli- 
cating papers does not exceed £40 per month (or approximately 
£480 per annum), the merchants concerned shall divert the 
trade to a printer or retail stationer. 

On a recommendation from the manufacturers’ committee 
the executive board has formed a Stationers’ Association Ex- 
port Group. 

This group will not provide an information service as such, 
for it is felt that details of import and export regulations, im- 
pending trade discussions, and so on, are already freely avail- 
able from many sources. Instead the purpose of the group is 
to enable any section of the industry to submit representations 
as occasion may arise. 

It will be available to any group interest within the member- 
ship of the Association who, when making representations, will 
have the knowledge that they are able to do so backed by the 
organization. 

The group will function through a committee consisting of 
four permanent members who will be augmented as and when 
it may be necessary. E. D. Dudley Smith (T. J. & J. Smith 
Ltd.) has been appointed chairman. 

The Fourth Stationery Trade Fair is to be held from 27th 

3ist January 1958. 
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A new style of presentation for an old-established product 
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Who wants a promotion! 


21 girls filing, and the new system needs only 15! So here’s the 
unique personnel problem: plenty of jobs in other departments, 
but no one is really keen to move. 


Why? Because the new Oxford Pendaflex hanging folder filing 
system changed old-fashioned filing drudgery to pleasant, inter- 
esting work. Who wants a promotion! 


Management is happy too. Suddenly it costs ten thousand dollars 
less to run the department. Suddenly thousands of daily references 
are handled faster, more easily, with fewer errors. Suddenly filing 
has caught up with improvements in other office procedures. 
[his experience of International Latex Corporation, manufac- 
turers of Playtex products, is typical of organizations using mod- 
cn Oxford Pendaflex filing systems, which have ended a 30-year 
inertia in filing progress. 

You'll be interested in reading filing case histories that may help 
with your filing problem. Fill in and mail the coupon today. 


Oxford PENDAFLEX® 


=e 


OXFORD FILING SUPPLY CO., INC. 
Garden City St. Louis Chicago Los Angeles 





=plaviex 


INTERNATICONAL LATEX RPORATION 


Note the “keyboard” level of 
the Pendaflex hanging folder 
tabs, assuring fast, accurate 
filing. 





Oxford 


FIRST NAME IN FILING 








THIS ADVERTISEMENT WILL APPEAR IN ; 


full page space ; 

Management Methods third page space 

The Office Business Week 

Office Management Dun's Review 

Modern Office Nation’s Business 
Procedures The Rotarian 


Office Executive 
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that’s why MUTUAL 


| CGetemate PUNCHES 


SELL FASTER! 





All Centamatic Punches ore equipped with 2 guides which automatically 
center the paper. All models are equipped with removable trays. Heavy steel 
construction, finished in gray enamel with nickel-plated hand lever and 
guides, individually boxed. 


No. 300 CENTAMATIC MULTIPLE PUNCH 


This punch does the work of 8 punches (as illustrated 


&t right). By setting the ball bearing selectors, you can 
punch two or three 4," round holes through 12 sheets 
of 16 Ib. paper. Base 4%," x 9%”. 

LIST PRICE 


soe 13.75 


No. 200 TWO HOLE 
CENTAMATIC PUNCH 
Punches two 4” round holes, 23%,“ 
center to center through 25 sheets of 
16 Ib. paper. Base 4%” x 7%”. 
LIST PRICE $5.50 





No. 400 DIAL - CONTROL 
CENTAMATIC PUNCH 


Completely automatic action — no 
fusing — no calculating — no paper 
folding. By merely setting the dial 
and adjusting Centamatic guides, 
you can punch two or three 1/,"’ holes 
through 20 sheets of 16 Ib. paper. 
Base 5%," x 11%”. 
Se PUNO oecss.00... , 





$35.00 


Order from your wholesaler or direct from us. Literature available. 


STATIONERS SUPPLY CORPORATION 


Manufacturers of Centamatic Punches 
268 Fourth Ave., New York 10, N. Y. 
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has been achieved by a new catalog produced for Joseph 
Gillott & Sons Ltd., the penmakers of Dudley, Worcestershire, 
England. 

The brightly colored pocket-size cover, bearing a modem 
design incorporating a pen nib motif, forms a wallet into 
which can be tucked individual leaflets detailing particular ex- 
amples of the Gillott range of drawing and writing points, and 
of “Boston” pencil sharpeners. Thus extraneous items can be 
excluded in meeting specific inquiries. 





Wood Completes 50 Years with Spicer’s 

The name of Spicers, Ltd., paper manufacturers and manu- 
facturing stationers of Park Place, Leeds, and also of the 
famous steel city, Sheffield, has become widely known to 
many business visitors from the U.S., and that includes the 
vigorous, friendly personality of Warrie Wood who recently 
completed 50 years with the firm. % 

Much of his long business life holds inspiration for budding) 9 
commercial stationers everywhere. Tenacity, and ability to = 
turn apparent defeat into success are among Warrie Wood's an 
strong characteristics, and here are two true stories his Ameri- 
can friends may care to hear about. Both relate to those days 
before appointment to his present position as manager of the 
firm’s Leeds branch. (Incidentally, he joined that branch as an 
office boy in 1907 at a wage of four shillings a week!) 

He soon became a traveler, and he called every week for 
three unbroken years on a concern which had never given an 
order. Even older, long-experienced travelers felt at last he 
was wasting his time! Young Wood knew he was not. At the 
end of the three years he got an order—and afterwards many 
others. 

Ingenuity under calamity gave him another traveling tri- 
umph. It was during the terrible snow blizzard period of 1928. 
His car got buried in a six-foot drift, but he managed to reach 
a farm house after abandoning his car. With a borrowed farm 
cart and sturdy horse he worked his way round many of the 
highest drifts, but still could not reach some semi-rural 
customers. So he unhitched the cart and got on the horse, and 
in that way did at last arrive at his isolated customers. They 
were so astonished and delighted to see him that he got a 
number of well-deserved orders.—EFM 








Stationery Trade Reference Book Published 

The third edition of the Stationery Trade Reference Book 
has recently been published by Stationery Trade Publications, 
Ltd., 9 Catherine Place, London, S.W. 1. This is a volume 
which is welcomed in England as a standard work of reference 
to manufacturers and suppliers of stationery goods. : 

The 280-page volume contains three sections: (1), Manu 
facturers and suppliers listed in alphabetical order with ada 
dresses, telephone numbers and products manufactured; (2) 
Brand names with name of maker or supplier; (3) Classifica 
tion of products with makers or suppliers listed under the type 
of merchandise they handle. 


e 








Marchant’s West German Plant at Full Output 

With full scheduled output of the new West Germany plant 
of Marchant Calculators, Inc. having been attained, the com- 
pany is now expanding its overseas distribution into new mar- 
kets, and present distributors in major countries of Europe 
now are receiving sufficient stocks of calculators to meet pre- 
viously unsatisfied demand, Edgar B. Jessup, president, an- 
nounces. 

“From our plant at Hamburg we are now able to deliver 
calculators to dollar-shortage countries, either initially or i 
greater numbers,” said Jessup, “because of the freedom of ex- 
change in German marks.” 

As a result, Jessup added, Marchant is making additional 
distributor appointments in Europe, Africa, the Near East, the 





West Indies, and Latin America. Also, established distributors ut- 
for European countries are now expanding their sales organi- ; SALI 
zations commensurate with their markets. FAC 
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Lit NIN 


LIT-NING PRODUCTS COMPANY 
SALES OFFICE: 3907 Duquesne Avenue, Culver City, California 
FACTORIES : Fresno, California * Fremont, Ohio 
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MODERN DESIGN 
PRECISION BUILT 

4 MODERN COLORS 
HEAVY GAUGE STEEL 
PRE-ASSEMBLED 












BAKED-ON FINISH 
HANG UP FEATURES 
NO SHARP EDGES 
RUBBER FEET 
GUARANTEED 













tol me GIOME.......5.......0c0enneeeenee 


about the more than 400 Lit-Ning products. Please 
send your new catalog and discount schedule. 


LIT-NING PRODUCTS CO. Sales Office P.O. Box 142 
Culver City, California 














Firm Name 

Address 

c ity— State 

My Name 
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Wins International Contest for Secretaries. . 





The Bentson 6133-D . . . for deep- 
down working comfort and secre- Sheila A. Ward of Montreal, Quebec, Canada, was 
chosen as international winner of the Executive Furni- 


. - “ie Id‘s < O >< O > torie < 
dependable with an aire of femi- ture Guild’s 1957 and first contest for secretaries. As 
part of her award, she will receive a trip for two to the 


nine elegance. The exclusive per- Hawaiian Islands. She also received two prize-winning 
sonal storage drawer provides ensembles selected for her by a leading fashion authority 
added convenience and storage and many token gifts from the Islands 

space in a normally unused area. 


ee Oxford Pendaflex Contest : 
Is Extended to September 30 


[The Oxford Pendaflex “Summer Is File Modernization 
Time” bonus contest originally scheduled to run from July | to 
August 31 will be continued through September 30 

W. I. Thompson, Oxford sales manager, announced the 30- 
day extension to give dealer salesmen an opportunity to “close” 
sales they have been working on and thus to earn more sub- 
stantial bonuses. Also because the idea of summer file modern- 
ization has gained widespread consumer acceptance, key deal- 
ers have urged that the contest be extended through the month 
of September. They are anxious that the stimulation created 
by “Summer Is File Modernization Time” be carried over into 
the normally busy fall period. 

Mr. Thompson reports that the number of participating soe 
dealers far exceeds original estimates. Substantially increased 
volume is reported by key dealers in every section of the 
country. Significantly, 95% of the reported bonus orders are 
far in excess of the $40.00 minimum. Major credit for the 
large number of dealers actively promoting the contest is at- 
tributed to the basic appeal of file modernization during the 
“leveled off’ summer months. , 

With 30 extra bonus days, the thousands of competing dealer 
salesmen can build up sizable cash awards. Oxford pays a 
cash bonus based on 5% of dealer cost to registered dealer 
salesmen on retail sales of Pendaflex for $40.00 or more. 


tarial efficiency. It’s rugged and 








Heister Opens Gift Shop in Chickasha 

Heister’s Gift Shop, 408 Chickasha Ave., Chickasha, Okla., 
has succeeded Heister’s School & Office Supply. 

Originally known as Heister & Wil- 

cox, the business was founded in 1944 as 





\ a competitive branch of Boren & Ma- 
lone, School & Office Supply, of We- 
a ee woka, Okla., in partnership with Wade 
. 4d Heister and the late N.N. Wilcox. : 
‘ “> Mr. Wilcox died in 1947, and in 1952, § 
“ Mr. Heister bought the Boren-Malone § 
stock in the store, and ran it as his ‘ 





personal business until January 1, 1956, 
¢ when Heister’s merged with Boren-Ma- 
Wode Heister lone. Heister’s is noW maintained as 
retail gift shop at the same address it 
has always occupied. 
Mr. Heister is now a vice-president of the Boren-Malone 
its BENTSON Mfg. Co. Company, which recently completed a long-planned expansion, 
AURORA, ILLINOIS moving its business from Wewoka to 517 Choctaw Avenue, 

in Chickasha.—EVH 
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remember success 


depends on the strength of your line 


FOR V4) YEARS, MANUFACTURERS OF THE WORLD'S FINEST BUSINESS EQUIPMENT, SYSTEMS AND FILING SUPPLIES 


- directly at Executives will point out these features, 


















Globe-Wernicke’s new, exciting modular office equip- 
ment is a direct result of a comprehensive market 
study of the desires and needs of the Executive Group. 
Contemporary styling, a multitude of color combina- 
tions, and a wide variety of components are some of 
the reasons why Executive Techniplan will appeal to 
men who demand an office that reflects their own 
good taste. 


A strong national advertising campaign beamed 


via four-color, full-page ads in Fortune, Newsweek, 
Business Week, and other leading publications. A 
magnificent four-color brochure on Executive Techni- 


plan is now available to all G/W franchised dealers. 


If you are not a Globe-Wernicke franchised dealer, 
it’s time you investigated all the advantages of being 
one. Imagine being able to offer your customers all 
the superior products of the entire Globe-Wernicke 


line. Why not write for full information today? 


GLOBE-WERNICKE 


Cincinnati 12, Ohio 


cod 









ING LINE 


| OF STYLES and DESIGNS! 


WARMTH 
of wood has 
HOT 
Promotional Value 
when you feature 
Indiana Chairs! 


Those who appreciate the glowing warmth 
of hand-rubbed hardwoods favor Indiana's 
complete all-wood selection. The No. 1452 
above is a good example, combining the 
warmth of wood with clean, efficient lines. 
All-wood or upholstered, Indiana chairs give 
your customers good value and good qual- 
ity in a long line of styles and designs to 
compliment any office. Chair specialists 
since 1929. Now, with a new two-story ware- 


house to expedite customer service. 


WRITE TODAY FOR 
CATALOG OF BEST SELLERS! 


JASPER, INDIANA 











Distaff Side 





(Continued from Page 48) 


relieve himself of the tensions and petty annoyances that beset 
him during the day and then be buoyed up by understanding 
and encouragement? 

Mrs. Pfitzenmaier and Mrs. White discussed the different 
techniques of selling by phone. Mrs. Pfitzenmaier told us the 
success of every telephone sales call you make depends on 
your first two or three sentences. In those sentences you must 
(1) Identify yourself and your company or your product; (2) 
Make an immediately favorable impression on the person you 
are calling; (3) Arouse his interest in what you are going to 
say next. 

Mrs. White, a very good saleswoman I’ve heard, passed on 
this wise caution: “Never underestimate the power of a secre- 
tary.” A charming and disarming personality works on most 
women as well as most men. 

Mrs. Stemp handled the direct selling phase. She has a very 
clever delivery and a cute way of getting her point across. I 
judged from listening to her that not only can she sell, but 
that she is a very astute business woman as well. 

I could write reams about the discussions, but I cannot pos- 
sibly project the personalities of the panel members. Their 
interest, evident sincerity and love of their subject is such an 
important part of what put the discussions across. 

At noon there was a luncheon at the New Nixon restaurant. 
It was a delicious luncheon in a relaxing atmosphere. No 
speeches, and what made it more interesting, about 12 ladies 
were made very happy by winning door prizes. Later there 
was a Sight-seeing trip around Pittsburgh. 

Wednesday morning officers were elected for 1957-58. The 
slate: President, Mrs. Marion Pfitzenmaier; first vice-president, 
Mrs. Ruth Teschion; second vice-president, Mrs. Marie White; 
third vice-president, Mrs. Vivian Roper, Seattle, Wash.; sec- 
retary-treasurer, Mrs. Thelma Swanger, Detroit, Mich. Mrs. 
Viola C. Schweiss of St. Louis, Mo. was named alternate. 

My curiosity was piqued as to how this organization was 
started so I questioned Mrs. Sassman about it. Here are the 
pertinent data on it! The men of NOMDA, in recognition of 
past help given by the women and in the belief that organiza- 
tion would benefit all, decided at a meeting in New Orleans to 
sponsor “The Ladies of NOMDA.” The organization was 
started in Houston, Tex., on July 10, 1956. And there you 
have it. 

If you didn’t attend the meetings at Pittsburgh you were 
missed. I know. That’s the kind of people they are. Who's for 
Milwaukee next year? 





Idaho Firm Scores with Fire Prevention 
Week Window—Selling Fire Files 


“Fire Prevention Week in October gives us an excellent op- 
portunity to spotlight our fire-proof safes, and we make the 
most of it,” said J. Wayne Hall, vice-president of the Idaho 
Typewriter Exchange, Pocatello, Idaho. 

“We arranged a special window, and our last one attracted 
wide attention. We showed a set of fire files. Big cards on one 
side said ‘Fire always destroys records in steel file,’ and showed 
photos of several offices and records destroyed by fire. 

On the other side a card said ‘Fire files save records,’ and 
showed records preserved in a 12-hour fire in Chicago and a 
nine-hour fire in Topeka. A large card said ‘Proper record 
protection—most important thing in your business life.’” 

The store ran a large ad saying “Will fire put you out of 
business?” There was a big fire in the Pocatello Lumber Co. 
a year back. Some of the records were in ordinary steel safes, 
others in fire files. Those in the former were destroyed in the 
blistering heat, while those in the fire files were not even 
singed. 

Itex took a number of photos of the fire in the building, 
one of the seared records in the steel files, and another show- 
ing the undamaged condition of those in the fire files. 

“It was the most impressive presentation we could make,” 
Mr. Hall said, “Everybody knew the local company, and the 
photos showed just how valuable the fire files were.”—WBS 
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Another “plus” for America’s No. 1 Tape! 








NEW ALUMINUM FOIL PACKAGE 


now protects 1296-inch rolls of 


ARe 


SCOTCH Cellophane Tape 


BRAND 





It’s moistureproof, airtight, easier to stack and open! This bright 
new foil package seals 1296-inch rolls of “ScotcH”’ Cellophane Tape in 
a tight protective wrap. Your tape is double-sealed . . . fresher when you 


get it, fresher when you use it! 


Look for this new aluminum foil package... one more 


reason why ‘‘Scotch"’ Brand is America's best-known, best-selling tape 


The term "SCOTCH" is a registered trademark of Minnesota Mining and Manufacturing Company, St. Pav: 6, Minn. Export Sales Office: 99 Park Ave., New York 16, NY. 3M 
in Canada: P.O. Box 757, London, Ortario  etensee® 
- - 
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Today’s market for Tab systems 
demands trouble-free forms. 
Hano Litho-Tab with better 
papers and more sensitive car- 
bons are the answer. 





More than 20 Standard body 
forms and a low cost, semi- 
custom (Han-o-Sav) list plus 
comprehensive Custom Register 
lists with all standard punching 
lets you sell every user the “‘just 
right” form. 





Today’s best one-time carbon 
Snap-a-Parts are Hano Multi- 
Snaps, Special and Custom 
Snaps plus Standard sets, in- 
cluding meter tickets, invoices, 
repair and purchase orders, etc. 





For hand-written records, Hano 
“Universal Throw” Refolder 
Registers in four popular widths, 
electric or manual; all-alumi- 
num Portable registers and 
pocket-size Porta-Paks, plus 
cash drawer units. 


Hane dealers make profits! 


Because . . . with the Hano line you can always 
sell the right form at the right price and deliver 
at the right time. This is a Hano combination 
(which includes top quality, of course) that 


insures repeat orders . . 


. and profits. Get the 


facts . . . then judge for yourself. Plan now to 
see Hano at the NSOEA Chicago Show or the 
New York National Business Show. 





New! Ask for your copy of 
““Business Form Profits with 
Hano.”” Dealerships open in 


South, Southwest and Midwest. 





COMPANY INC. 





MANIFOLD PRINTERS SINCE 1888 


General and Sales Offices: Worehouse and Branch Plant 


HOLYOKE, MASSACHUSETTS MT. OLIVE, ILLINOIS 
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A “LOST-SALE” QUIZ 


Humdrum Homer 
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‘“‘THE FEEBLE FLAMINGO”’ 


. puts on an unim pre ssive, matter-of-fact 


prese ntation of his produc be 


i 


He loses sales because 


a).5. he presentation is not personalized 
b) his presentation is too long and drawn 
out 


his lack of enthusiasm bores the pros- 


pect 


Evidently Homer doesn’t realize that only an en- 
thusiastic salesman can make an enthusiastic pros- 
pect. (c) He wouldn't bore his prospect if he tried 


to spark a little himself. 


Show some excitement for your product and your 
company and you'll build moreé prospect confidence. 
Remember the first sales you made? Like all new 
salesmen you probably made them on the sheer force 
of your personal enthusiasm. You didn’t know every- 
thing about your product, but you were ex ited about 


it. There's power in enthusiasm; give out with a 


little and it will come back a hundredfold. 
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E-sarwint ? Ve neat, compact book form . . . do the job in half the time. . . 
. a half the cost. ase ye 







Cony t Ose’? YES 
) - 
ES one YES! 


VAR \-Le% 





Magic BINDING POSTS... 


make Liberty Binders more than 50% ex- 
tendable (a 4 in. post binds up to 7 inches 
of material). 15 post lengths . . . 34” and 54” 
diameters. 16 stock binder sizes handle 
most standard loose leaf records. MADE 
TO ORDER Liberty Binders will fit any 
size sheet with any punching .. . a real 





service for your customers. 


Prue? YES! 


LIBERTY Record BINDERS 
Can be BIG SELLERS for you! 





WRITE TODAY for dealer 
packet containing complete 
information and prices 


Established 


BANKERS BOX COMPANY in 1918 


2606 North 25th Avenue e Franklin Park, Ill 


Phone: Gladstone 5-7700 
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Designed for double duty! | Appointments 


Stein Bros. Name New York City Representative 





Rudolph Aberli, Jr. is now the metre 
politan New York area representative fom 
Stein Bros. Mfg. Co. Mr. Aberli has beenm 
in the field in New York for many yeargt 
and has offices and display rooms am 
225 Fifth Ave., Suite 602-604. 








The 
“MODEL 90” 


MASTER me Bs 
LA ea.  — 
ADDRESSER cy lh \ y Vv , . New C-Thru Representative on West Coast 
a hs Try o * . | 


James W. Montgomery, well-known in 
stationery, art materials, school and 
drafting supplies trade, is now repre- 
senting the C-Thru Ruler Co. on the 
West Coast. He will travel Washington, 
Oregon, California, Arizona, Idaho, 
Nevada and Montana. He also repre- 
sents the Higgins Ink Co., and Koh-l- 


ADDRESSING AND RECORD) "IB 
KEEPING SYSTEM! 


FAST MECHANICAL ADDRESSING 


Addresses by the Spirit Process from Paper Address Slips pre- 
pared in a standard typewriter. 
No plates, stencils, inks or gelatin required. Easier, less ex- 

















Robert T. Pratt was recently named as? 
director of sales for Charles S. Nathan, § 
Inc., office planners and decorators of 
New York City. Mr. Pratt was previous- 
ly eastern regional manager for the 
Clary Corp. His position was created to 
better co-ordinate the increased expan- 
sion in office planning, designing and 
decorating which the Nathan Co. now 
offers. 





pensive to install and operate. 


RECORD KEEPING Named Merchandising Co-ordinator se Seng Co, | 





Use Address Slip Holder-Cards for records of sales, service Charles ©. Buher, formerly with Sears, 
calls, inquiries, etc. Combines address printing medium and | Roebuck & Co. in domestic and South 
records into one. Combine two files into one. | American assignments, has taken the 


newly created post of merchandising co- 
ordinator for The Seng Co. His duties 
will center on activities designed to as- 


OTHER IMPORTANT FEATURES 
sist manufacturers and retail dealers in 


Low initial cost. Operating Economy. Easy List Maintenance. their promotional and merchandising 
Automatic Card Feeding. Quick Filing and Storing. Selective programs. 
Addressing. 





Directs Product Planning at Smith-Corona 
DEALERS... 


If you sell office machines and systems, don't miss the op- 
portunity of handling the new MODEL 90 Master Addresser. 
If you are interested in a franchise for your territory, write or | 


Richard B. Le Vino has been named as 
director of product planning, a new posi- 
tion, for Smith-Corona, Inc. Mr. Le Vino } 
will be responsible for initiating new 
product ideas and assessing their com- | 
mercial potential for the company. He 
was formerly chief of the televisual 
branch of the United States Signal Corps 
laboratories in Fort Monmouth, N. J. § 


t 





send coupon below. 








v MASTER ADDRESSER COMPANY 


6500-OA West Lake Street Takes Los Angeles Post for Autopoint Co. 
Minneapolis 16, Minnesota 


Richard Haas is the new district sales 


1 am interested in a dealer franchise for the MODEL 90 MASTER 
™ manager for the Los Angeles and South- 





ee ern California territory of the Autopoint 
Co. In his new post, he will sell the 

Dt CMinieceebe cece 06 66SS CO CEEERSEESEO8 OOK 04 08 Seb DO firm’s complete line of advertising spe- 
cialty items. He has been in the field in 

PE, « 0600600 Ge he ee ESOS 6 06066606 R ie ODN 00d 485664 OR California for the past five years. 

BY ccceececccccentegvswovssoces TEND ccccsocscccesseces 
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Buy the best. . . sell the best... keep your business growing! 


LUMBIA 


A FILING CABINET FOR EVERY NEED @ DESKS AND TABLES FOR EVERY BUSINESS PURPOSE 


CROSS FILES 


DESK HEIGHT FILES 


a, = ie jt = 


ONE DRAWER AND 5 DRAWER FILES STANDARE EIGHT COUNTERS 
SHORT LINE FILES FILE 

( ofc 

@L 


~-— 














LEDGER, MICROFILM & COUNTER ‘HEIGHT FILES 


FINGERPRINT FILES BLUEPRINT FILES 


| SUBSTITUTE DRAWERS 


COLUMBIA STEEL EQUIPMENT COMPANY 


FORT WASHINGTON, PENNSYLVANIA 
Telephone — Mitchell 6-4100 


THE HIGHEST GRADE EQUIPMENT AVAILABLE PROFITABLE TO SELL 
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How about treating your family to 
a better chance against cancer ? 


You give your family the best of everything... 
all-day outings in the car, maybe a movie after, and 
then a soda to top it all off. There’s really nothing 
you wouldn’t do to make your family happy. 

And if you could help make them safe . . . safe 
against cancer, you’d do that too, wouldn’t you? 
And fast. Well, you can help. The American Cancer 
Society needs your dollars right now. It needs them 
for research, which is making important gains 
against the killer. For education, which gives every- 


one life-saving facts about cancer. For service, which 
aids and comforts the stricken. 

Don’t skip the treats that make life pleasant for 
the family. But don’t skip the chance to strike back 
at a disease that threatens them. Match the cost of 
that next outing with a check to the American 
Cancer Society. That’s the most worth-while treat 
you could give! Send your check to “Cancer” in 


@ care of your local Post Office today. 


AMERICAN CANCER SOCIETY 
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HARTER SUITE 605-A 


CONRAD HILTON 
NSOEA SHOW 
September 28 to October 2 











lor Read-at-a-Glance 
VISIBILITY 


Customers are asking for Barkley Plastic Tab Card 


Indexes because they know angular and magnified 
plastic tabs speed filing and finding—saves expen- 
sive filing space too! Make sure you carry adequate 
quantities in stock. 

Three sizes available: 
3x5,4x6,5-x 8. In six 
colors: Green, Amber, 
Red, Pink, Blue, and Clear. 







Write for ee 
illustrated ne 
literature. 


Serving 
Stationers 
Since 1921 


BARKLEY & 
lan Buren Street + Chicago 7, 
eae Sag Shed 











=e 


aS: 


134 








Appointments 


Manages Detroit Office for Marchant 


eS od 








Roger M. Clark has been named man.! 
ager of the Detroit district office of 
Marchant Calculators, Inc. He was for. 
merly in charge of major sales territory 
in’ Marchant’s Oakland district, and 
prior to joining the firm, he was with q 
western oil company. Service in Detroit 
continues under the direction of Jack 
A. Mudry. 


Manages New York Office for GR Products 


John S. Duncan has been appointed as 
manager of the New York offices of 
GR Products, Inc. The new offices are 
located adjacent to the steel partition 
manufacturing plant at 47-01 35th St., 
Long Island City, N.Y. They will be 
headquarters for the steel division of 
the company as well as the metropolitan 
New York sales offices. Mr. Duncan has 
been associated with Time, Inc. for the 
past 24 years, 15 of which he was pur- 
chasing agent. He will be in charge of 
the steel division and will manage the 
sales office. 


Represents National Vulcanized Fibre in Florida 


Alex Corbett and Associates, 241] 
Covina Way, South, St. Petersburg, is 
the new representative in the state of 


Florida for National Vulcanized Fibre 
Co. Mr. Corbett, president of the firm, 
has recently taken the representative 
post. The Corbett firm will also be re- 


Handling Equipment. 





Heads New Chicago Office for Seal-O-Matic 


Marshall Keroff is the branch manager 
of the new Chicago sales office of Seal- 
O-Matic Dispenser Corp. and its affiliate, 
Flash Mfg. Co. The office is located at 
3806 N. Western Ave. Mr. Keroff will 
service customers in the Chicago area 
and the midwestern territories. 





Takes Post as Advertising Manager 


Edward F. Rijos is now advertising man- 
ager for International Office Appliances, 
inc., and its retail affiliate, the Address- 
ing Machine & Equipment Co. His main 
function will be to co-ordinate advertis- 
ing and sales promotion activities of all 
the firm’s departments. He was formerly 
associated with National Cash Register 
Co. and Remington Rand. 





Takes Post in Chattanooga for Royal McBee 


James H. Evans is the new manager of 
the Chattanooga, Tenn., office of Royal 
McBee’s data processing division. He 
succeeds Ernest J. Schafer, who was re- 
cently named manager of the Houston, 
Tex. office of the division. Mr. Evans 
has been with Royal McBee since 1948. 
He was previously manager of the 
Munice, Ind. division office. 
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it all adds up to a 
low cost high quality 
product...the 
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a cash register, 
adding machine 
and simplified 
bookkeeping 
machine 

ALL IN ONE 
STREAMLINED UNIT! 
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IN CANADA: Regna Cash Registers of Canada Ltd., 704 Notre 
Dame St. W., Montreal, Que., and Business Equipment Machines, 
489-R King St. W., Toronto, Ont. 


OUTSIDE CONTINENTAL U.S.: Jorgen S. Lien, Box 507, Bergen, 
Norway. 


} man- 
jances, 
idress- 
> main ‘ 
ivertis- y for owner e ‘ 
of all ‘rand Total are autor 
rmerly ( ered and I 
egister receipt 


Complete stock of Regna parts available throughout the U.S, 


Regna Cash Registers, Inc. 











| 175 Fifth Avenue, New York 10, N. Y. 
| Gentlemen: 
4 Please send more information on the new Regna online Cash 
Register and outline advantages of becoming a Regna dealer. 

{ ee ae | 
i PIR ivcanviitnnisiitgcinenignsesanstinigpiintaieinaistnaaininigiieaie 
| CRI cccececemmseesenemneedipenesqpeaneenencimasnet ZONne.......... State 
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advertising clinic 





on Proven Acoptailt 





FELT TIP PENS! 





A Complete Line of 
Felt Tip Marking Tools... 


that will meet all the marking, drawing and la- 
belling requirements of every one of your custom- 
ers. There are Standard Flo-masters, Advanced 
Flo-masters, King Size Flo-masters...the newly 
introduced Cado-marker...and a complete line 
of inks, tips and cleaners. 


2 
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Manufactured ina 
Brand New Plant... 


© 
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by JACK BEDFORD ‘ 


advertising consultant 





Set Up an Ad Budget 


To Avoid ‘Sucker List’ 


@ PROBLEM: An office equipment dealer writes this inter- 
esting letter about advertising: “It seems like I'm on a ‘sucker 
list’ for advertising in publications sponsored by various civic 
groups, churches and charitable organizations. 

“Can you give me any ideas how I can gracefully get out 
of this non-business producing type of advertising?” 

SOLUTION: There are far too many organizations using 
the appeal of advertising and tax savings to solicit funds for 
their purposes. Many times these are worthwhile activities, 
but as this office equipment dealer indicates in his letter, a 
charitable dealer often gets on a charity “sucker list” and has 
a hard time turning down requests. 

Once an office supply dealer is on one of these lists it gets 
increasingly difficult to avoid making further contributions. 
Here’s how it works. An office supply dealer sells something to 
the local high school. As a result, he is contacted to advertise 
in the school annual. He feels it is good business. 


. 
° at Carlstadt, N. J., by modern equipment and 
4 production methods that have permitted us to No End to Appeals 
° improve the quality and quantity of our product Next, he is approached for advertising in the school foot- 
: —to help you serve your customers better and ball program. Next, he is approached by another to buy space 
+ faster than ever before. in its program .... a stock judging contest. When he refuses, 
the solicitor brings up the idea that he advertised in the annual 
Uniform Packaging ees and the football program and there are many people connected 
ees Diss cece abil dates at with the stock judging contest who are his customers. 
Sauitiiiiites diockay, Setter ieceolice oaea From there on the appeals go from cook books to dance 
: quick identification and increased eye appeal. programs . . . anything that can be sold. The office equipment 
dealer is really on the advertising “sucker list.” 
s Here are some suggestions on how to get off and stay off: 
Supported by National |. Investigate organization. Some “rackets” hide behind the 
Advertising see front of a charity and solicit funds from local businessmen. 
_ in leading publications throughout the year. Each Other legitimate charity organizations bring in a fund raising 
2 ad keeps selling your customers and prospects crew and the amount the charity actually receives is very small 
e on Flo-master’s complete line of quality felt tip in relation to the total contributions. 
“ marking equipment. And remember, each and oe . 
: every a eis them to buy from the stationery Advertising Value Is Nil 
“ dealer — sending customers to you! For instance, a fund raiser will approach a local charity and 
° agree to raise funds with a special publication. He will promise 





As marking importance progresses, more and more 
people are specifying Flo-master Felt-Tipped Pens 
— for lasting service and value. That’s another rea- 
son why Flo-master continues to be the preferred 
felt-tipped pen...why, year in and year out, it 
pays —and pays well —to sell Flo-master! 


Flo-master 


CUSHMAN & DENISON MFG. CO. 
Dept. T., 625 Eighth Avenue - New York 18, New York 
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to turn over half of the money collected less his expenses. Ex- 
penses are high. When the final accounting is made to the 
charity, the percentage left is mighty small. The office equip- 
ment dealer’s contribution doesn’t reach the charity and the 
advertising value is nil. 

2. Establish advertising budget. Many office 
equipment dealers have found that they can keep off the ad- 
vertising “sucker list” by establishing an annual budget for this 
type of advertising. Then, when approached by a new charity 
that is questionable, the office equipment dealer says his 
budget has been fixed. However, he will be glad to consider 
this charity in his next year’s budget. 

3. Don’t be high-pressured over telephone. A great many of 
these professional fund raisers operate over the telephone. 


successful 


They do not permit the dealer to prepare his own advertising. | 
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Bon olivetti 


uS CIVIC 
get out 
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) It gets 
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dvertise 
\ppeals | 
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\ 
» dance ' 
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{ 
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ind the Quite a few Olivetti portables are going to high school and college these days. 


Alert dealers are discovering the full-profit possibilities in the lightweight 


essmen 





aaa Lettera 22 and the larger Studio 44, for (Spring) Graduation promotion, for 
Fall) Back-to-School promotion, and for consistent year-round selling, backed 
by Olivetti’s consistent year-round advertising (more Olivetti advertising than 
> Is Nil ever before). Increased dealer discounts add to this worthwhile profit-oppor- 
ity and tunity. Are you in on it? s a 
promise eile 
a -----------Blivetti 
to the 
equip 


To learn how you can start 
cashing in on the growing 


ind the 


office demand for Olivetti portable 
the ad typewriters and hand adding 
for this machines, write to Olivetti 
charity Sales Corporation, Portable 
iys his 


Division, 584 Fifth Avenue, 
onside! New York 36, N. Y. 
lany ol 
>phone 
*rtising 
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~ ELMER says : | 
“Here's a 
. new 
“Borden 
* hem that’s | 
a oliiat-la hare 
.° with profits!” 





& pouipiete decorating kit the 
entire family will use. 


It’s fun, it’s.edsy! Makes dozens of holiday ornaments 
and decorations, greeting cards, gift wraps, party mate- ° 
terials, novelties. Every member of the family will find 
many more uses . . . for birthdays, anniversaries, parties, 
school projects. They'll be year-round customers for 
this kit. 

Here’s what each attractive 
stand-up package contains : 
e 2 “pencil” tubes of Elmer’s GLUE- ALL 
¢ 3 unbreakable, shakertop, plastic vials of brilliarit 
glitter—3 different colors 
-3°< © Easy-to-follow illustrated directions and sug+ 
* gested uses 
's’ Borden’ s Holiday Glitter Kits come packed 12 to a case: 
>, There’s plenty of glitter in each kit. No need to stock 
: extra glitter. 


: 


~ 


‘Order now! 


: ee bone vai ze 


Chemical Division» 350 Madison Ave., New York17,N.¥Y. 
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They use threats, intimidation, and all the other high-pressure! 


tactics to sell this type of advertising. Don’t agree to advertise 
in this type of publication over the telephone . . . . check on 
the facts before you make a commitment. 

You do not place an advertisement in your local newspaper 
just to help out the publisher..... you place it to get more 
business. All advertising should be placed to sell more office 
equipment and supplies for your firm. 


7 
@ PROBLEM: An office equipment dealer asks an unusual 
question about advertising—how much to charge for adver. 
tising. He writes: “A brewer has asked to paint a sign on the 
side of my building. I turned him down because I didn’t think 
it would be a good idea to advertise beer on an office equip- 
ment building. 

“This offer started me thinking and I figure I will try to sell 
it to a soft drink bottler. The space that could be used for a 
sign is about 15 feet high and 40 feet long. How much should 
I charge?” 

SOLUTION: Your charge for this sign space should be 
about what your local outdoor advertising company charges 
less the cost of painting. This will vary with the amount of 
traffic passing your building, but will range from about $10 
to $50 a month. 

Before you enter into an agreement like this there is one 
other point you may want to consider ... . use it yourself, 


Use Own Space to Advertise 


If another advertiser considers the side of your building a 
good place to advertise, it should be more valuable for pro- 
moting your office equipment business. At a very nominal 
cost you can use this space to advertise your own business. 

Here are four rules to keep in mind for signs on your build- 
ing: 

1. Identify your business. A building sign should be built 
around the name of your office equipment business. Letters 
should be large enough to be seen at a distance. Listing the 
telephone number is not very important because the average 
person driving past will not be able to remember it. 

2. Be brief. Passing motorists have only a few seconds to 
get your advertising message. Yet, it is important to list as 
much as possible. One word ideas—typewriters, adding ma 
chines, supplies—will highlight your office equipment business, 
Size of the sign, speed zone past your building, and the dis 
tance of visibility will have a bearing on the amount of sign 
copy. Six to 10 words is usually about right. 

3. Contrast colors. It is important to be sure you have 4 
color combination that can be seen from a distance. The 
greater the visibility, the more effect your building sign will 
have in advertising your office equipment business. Best color 
combinations are black on yellow, yellow on black, and white 
on black. 

4. Re-paint annually. After installation the only cost is an 
annual repainting job. This is important because a fresh, clean 
sign gives a good impression to thousands of passing motor 
ists—a peeling sign gives the potential customer little incentive 
to buy his office equipment and supplies from you. 





Clary Announces Rent-Purchase Program 

Clary Corp. has announced a new rent-purchase program 
for schools and business education courses to cover the entire 
nine-month academic year. 

Under the plan, a school can rent any machine for up to 
nine months and at the end of this period apply the whole 
rental, less a small maintenance and service charge, toward 
the purchase. In addition, the special discount for machines 
sold for educational purposes will continue in effect, the com 
pany said. 

The rent-purchase program embraces 13 Clary adding ma 
chine and nine cash register models. A choice of electric and 
hand-operated 10-key and full-keyboard adding machines and 
of single-total and two-total, receipt-giving registers, with 4 
selection of five colors, is offered. The plan applies to public, 
parochial and private schools. 

Further information may be obtained by writing the Clary 
Corp., San Gabriel, Calif., 


sentative. 
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wizardry in office planning 


| 


to witness our miracles in: FLEXIBILITY ... CONSTRUCTION... 
FINISHES ... DESIGN... COLOR... PRICE... 
SERVICE . . . DELIVERY 
whisper the magic words . . . ROBERT JOHN 
DESKS .. . SUSPENSION FILES . .. CONFERENCE TABLES... 
WALL AND BOOK CASES... OCCASIONAL TABLES... 
STORAGE UNITS... ALL PIECES COORDINATED IN DESIGN 











LIMITED NUMBER OF FRANCHISES AVAILABLE 


WRITE TODAY FOR CATALOG NO. 20 
(24 page illustrated catalog 
and price list.) 





202 S. Hutchinson Street 
Philadelphia 7, Pa. 
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IT’S EFFICIENCY 
WITH THE 
MODERN LOOK! 
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Time-savers on the desk top...and with the 
modern look you want! Everybody approves 
when you select desk top equipment designed 
by the Bert M. Morris Co. They're matched in 
color, style, and utility! 

Include this modern desk top equipment in 
your Office planning. Available from the Bert 
M. Morris Co. is a 1957 Catalog to help you 
plan wisely. Write for it! 


ESSENTIALS IN EVERY OFFICE 


MORRIS SAFE-T-SET 

Beauty with efficiency —large ink supply can’t 
leak, won't spill, is easy to fill. 

MORRIS MEMO HOLDERS 

Holds standard memo paper. Available with 
ball point pen attached. 

MORRIS PHONE REST 

Frees both hands. Fits all phones—either 
shoulder. 


MORRIS TRAYS—LETTER & LEGAL 

Easy access with rear suspension. Stacks to any 
height. 

MORRISHARP ELECTRIC 

PENCIL SHARPENER 

Fast, self-starting. Cutting stops when desired 
point is obtained—choice of medium, fine, 
extra-fine. 

MORRIS ASH TRAY 

HE-MAN size... Perfect for sales meetings... 
removable glass liner...matches newest style 
in steel office furniture. 


BERT M. 


8651 WEST THIRD STREET, LOS ANGELES 48, CALIFORNIA 


In New York: 381 Fourth Avenue 


ORRIS CO. 





In Canada: McFarlane Son & Hodgson, Ltd., 


Montreal, Quebec 
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Don't Build Business 


For Your Competitors 


hy 





by V. N. VETROMILE 


lo dramatize the immense loss to retail stores that results} 
from unsatisfactory or unsuitable merchandise or from im-} 
proper methods of doing business, a nationally famous mer- 
chandising authority, addressing a convention of retailers, } 
hurled this challenging question at them: 

“How would you men like to have as your customers all 
those people who talk out of American stores every year 
either because the goods were not what they wanted or the 
sales personnel didn’t know how to serve them or how to treat 
them properly?” 

That challenge to their interest put the problem of lost 
sales and lost customers right up to those retailers. 

There is an old tradition of retail experience that the one 
time buyer is not much of an asset. The reason is obvious; 
When, however, the one-time buyer is not a non-residen 
transient, the question to be pondered is “Why didn’t he re 
turn?” 

If the reason was because he had been overcharged of 
perhaps, offended in some way, not only will he himself shug 
the store, but he may influence other persons to do likewise. 

[he opportunity to cultivate a new buyer’s good will is us 
ually made or lost forever in the very first transaction. If the 
stationery or equipment salesman shows no hospitable interest 
in selling a stranger a dollar item, is it reasonable to expect 
that he will come in again when he needs a $10 item? It is no 


Customer Knows What He Wan 


The buyer knows what he wants with regard to both go 
and service, and he always gets it—somewhere. To handle hi 
order unintelligently, to be unable to fill it in accordance wi 
his specifications or at the time he needs the merchandi 
comes pretty close to presenting him with a written referr 
to a competitor. 

What is this thing that brings so many customers into 
Stationery outlet year after year that eventually their f 
wear away the threshold? Goods and prices are pretty we 
standardized and can usually be duplicated in any completel 
stocked and modern store. 

But a stationery business becomes truly great, and respect 
as an exponent of efficiency in supplying and equipping offices 
only when its personality, as one might say, impresses itself 
upon the business community. When that happens, the sta- 
tioner has what is called “Good Will.” 

[he window displays and the advertising of such a stationer 
are always characterized by a certain “tone” of authenticity 
that imparts the impression that he is a real specialist in cater- 
ing to the office requirements of business men, thereby creating 
confidence in the merchandise offered for sale. Such a store 
becomes a symbol of the trade in its territory. 

The salesmen of such a stationer are usually distinguished 
by their thorough practical knowledge of the stationery and 
office machine requirements of modern business as well as for 
their co-operative interest in the business efficiency plans or 
problems of their customers. 

Consistent quality plus good service and honest value makes 
the casual buyer a steady customer and friend of the store. 





















Promotion Builds New Business 
[he development of new business depends upon advertise- 
ments, window displays, outside solicitation—all external in- 
fluences. The retention of business once acquired depends 
wholly upon internal factors—the way the customer's orders 
are handled in the store or the manner in which he is dealt 
with when he comes to the salesroom 
One big advantage, as I see it, of the live-wire independent 
merchant in any field—the fellow who really keeps abreast 
of merchandising developments in his special field—is his on- 
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in the fine office furniture field, the new dimension is Efficiency and 
Luxury . . . beautifully expressed in the Jasper Desk Co., Series 9 


Coordinator Group. 
From any angle, this furniture impresses with its balance, symmetry 
of line and fine craftsmanship. 


The lustrous glow of hand-rubbed walnut is another of the many 
distinctive details that makes this line the ideal solution in designing 
your office for work and . . . Luxurious Efficiency. 


THE JASPER DESK CO, JASPER, iN D. 


ren ot 

















FOR AN OFFICE WITH A BRIGHT FUTURE 


wper Desk Co.'s 10 Series features beautiful hand 
rubbed walnut, combined with a choice of color accents 
top and modesty panels. The line is available in single 


ind double pedestal units with a companion credenza 


- 


featuring the same file and drawer space as the desk 


4 


»per. You are invited to see our display in room 546 


the N.S.O.E.A. Convention. 
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the-spot personal direction of his business. That kind of super- 
yision is necessary for knowing how one’s business machine is 
being operated and how one’s customers are being served. 

Only the owner of partners should formulate important 
managerial or merchandising plans and policies, even when a 
store manager is employed to apply those policies in a full-line 
commercial stationery establishment. The intelligent stationer 
will, of course, take counsel with his department heads or other 
assistants in the organization, because they can give him the 
day-to-day buyer viewpoint and trend of demands. 

But the right or wrong of general operating policies in mat- 
ters of public relations of the store with its clientele should 
always be the personal responsibility of the directing heads 
of any commercial house. They have to sink or swim accord- 
ing to their own judgment and business ability and can not 
put such broad responsiblities on to the backs of employees 
or managers if they hope for outstanding success. 


Dealers Are Resourceful 


While I believe it is true that a large part of so-called 
“financial talent” is rooted in the acquisitive instinct, mentality 
and education begin to enter the picture of successful com- 
petitive retailing when an established dealer fiinds himself 
thrust suddenly into competition with the merchant of better- 
than-average intellect, resourcefulness, and resources. 

In this connection, I have never found anything to warrant 
the “roasting” of retailers. This is often the favorite indoor 
sport of certain traveling men who seem to take license to 
ridicule any dealer to whom they can not sell a bill of goods. 

Stores everywhere are pretty well managed, everything con- 
sidered, with the possible exception that there are still retailers 
who do not seem to have quite enough versatility in adapting 
their operations to new competitive problems or situations. 
Still others fail to understand fully the maximum opportunity 
of their trade areas. 

The talk about “dead retailers”, which is usually exagger- 
ated, comes principally from persons who never ran a retail 
store. They have no knowledge of retail merchandising meth- 
ods and principles. Of course, there are some “dead” retailers— 
there always have been—whose heads seem insulated against 
the laws of progress and absolutely resistant to new ideas. 
Such barnacles on the ship of business do not, however, repre- 
sent more than 15% of all retailers. In my opinion, there are 
at least 15% more who are somewhat lacking in progressive- 
ness or aggressiveness, but they will never turn a deaf ear 
when someone tries to show them the way to more volume 
and better profits 

Every enterprising business is constantly experimenting with 
a certain number of attractive “try-out” articles so as to be 
able to show at least a few items that cannot be found in every 
competitive outlet. As the experiments unfold, the stationer 
considers the results carefully with regard to replenishing or 
discontinuing such experimental items. Many times, thev prove 
to be good sellers and a big surprise to competitors. While the 
stationer’s stocks should be ample, the well-kept-up and well- 
selected stock layout proves more profitable, ordinarily, than 
a somewhat larger but disorganized stock that has not been 
selected as skillfully. 


Rearrange Interior Displays 


Keen stationers rearrange their interior display set-ups from 
time to time, not only to keep the salesroom from developing 
a stereotyped appearance, but also because they have learned 
the lesson that there is always some one spot in the store 
where a certain article or line of goods will sell most briskly. 

They use the “brightest” merchandise to make bright dis- 
plavs, always making sure that there is a well-worded “talking 
card” with each display, and they know that ample light gives 
their displays the best chance to “talk.” 

With the majority of items in competitive-brand staple mer- 
chandise, the stationer has no control over margins and 
Profits. He must realize financial success from “upping” the 
average net profit on the total of his continual transactions 
in all lines. This objective necessitates that at least 50% of 
his sales each month shall be in the better-profit items or de- 
partments. 


If, for illustration, 70% of his day-to-day sales are in only 
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SELL 


The Complete 
OAKVILLE 


LINE 


It's Customer 
Preferred 


The Oakville line 
is a quality line 
... a product of 
years of manufac- 
turing experience 
and the use of 
excellent materials 
. . « giving you 
merchandise you 
can sell to your 
customers and 
know that they 
will be satisfied. 
Feature, display 
and sell the line 
that will build 
repeat sales and 
profits ... 


The 





OAKVILLE COMPANY 
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MODERN 
DESIGN 





Model No. 523 
Arm Revolving Chair 


Model No. 521 
Arm Chair 


FASHIONED 
COMFORT 


Brings Customers Back 
Again and Again 


Here’s a pair that goes anywhere. And your customers 
will appreciate the executive look at a Jack Benny price. 


Gregson’s No. 520 Series has that modern day look plus 
old fashioned comfort that would please even grandpa. 
The solid Walnut Arm Swivel Chair and Companion Arm 
Chair are available in a wide range of colors, in Nauga- 
hyde or top grain leather. Deep coil springs and foam rub- 
ber, plus scuff plates and 2-inch ball bearing casters, add to 
the life of the chair, and to the comfort of your customers. 

Sell your customers comfort and beauty in office furni- 
ture at a price they can well afford . . . Gregson’s Arm 
Swivel Chair and Companion Arm Chair . . . the perfect 
pair, for any office. 


DEALER INQUIRIES INVITED 


























GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and School Chairs 
LIBERTY, NORTH CAROLINA 
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50% of the items carried, the stationer may well determine 
upon an investigation of both the suitability of his stock selec- 
tions and the ability of his salesmen. 

In justice to his salesmen, however, the relatively slower- 
moving articles may be simply merchandise that has been un- 
wittingly neglected with regard to advertising and display pro- 


motion. It sometimes happens that certain merchandise re- | 
ceives most of the emphasis in display promotions because of | 


the tradition that it is the kind of goods that has the most 
trade-drawing value. The stationer should never forget the 
rule that any product that is worth placing in stock merits rea- 
sonable display. 

It has been said that if the difference between gross profit 


and net profit is too large, that fact is presumptive proof that | 
operating expenses in ratio to sales volume are too large. This | 
is quite true, but doubtless the dollar-volume of sales in ratio | 


to overhead expenses could be increased very substantially if 


the salesmen could be keyed up to selling more of that 25 to | 
50% of dollar-value of inventory represented by the more- | 
profitable sundries and appliances, such as those selling for $10 | 


and upward a unit. 


Weak Merchandise Lowers Profit 


In many retail outlets (this condition is not peculiar to sta- 
tionery stores however) at least 25% of the stock is poorly 
chosen or weakly merchandised. This 25% naturally lowers 
the net-profit level. 

Clearly, selling 25% more goods would be the economic 
salvation of many dealers, especially if that 25% were the 
relatively higher-price, better margin mechanical specialties of 
the trade. The constructive first step toward this objective is 
to try to “get a line” on every local office in which there is 
outmoded equipment. 

Whether a store deals principally in low-price or in high- 
price goods, however, there is no substitute for a good repu- 
tation. The adage “A good name is more precious than riches” 
still holds, and that one asset—“a good name”—can do much 
to keep one’s customers away from competitors. Much busi- 
ness is influenced by names alone. Woolworth attracts sales by 
name quite as truly as Wanamaker. The average stationer can 
do likewise if he keeps everlasting at it in his determination 
to please every customer. 





Sterling Lord Thanks Dealers 
of Industry as Retirement Begins 


Sterling Lord of The Leopold Co., upon his retirement 
from the firm with which he has been long associated, made 
the following statement to OFFICE APPLIANCES: 

“It has been my privilege to be associated with the wood 
office furniture industry for almost 40 years, all of this period 
in the employ of The Leopold Co. 

“In conformity with the retirement policy of the company 
which provides opportunity for younger energies, I am at this 
time retiring from active participation with The Leopold Co. 

“It is my urgent desire to express to those dealers and to 
their fine associates, with whom I have been acquainted, my 
appreciation of the inspiration of having served in this industry 
with such a splendid type of men and women.” 


WOF!I To Launch Conferences 


A new series of “modern merchandising” conferences dé 
voted to model office display, new sales techniques in supply- 
ing entire office “packages” to businessmen, and contemporary 
office design will be launched this fall by the Wood Office 
Furniture Institute. 

First of a number of key United States cities in which the 
meetings will be held will be Atlanta, Ga. The Ivan Allen Co. 
of Atlanta will play host to the conference September 14. 

As in WOFT’s previous “modern merchandising” meetings, 
all key dealers in the area will be invited to attend. The Ivan 
Allen Co. was chosen “as an outstanding example to demon- 
strate the meaning and potential of modern merchandising to 
other office furniture dealers,” according to Robert A. Spel 
man, executive director of the Wood Office Furniture Insti- 
tute. 
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BE SURE TO VISIT THE STEELMASTER 8 ******** EXHIBIT AT THE 
N.S.0O.E.A. CONVENTION AT THE CONRAD HILTON, CHICAGO, 
SEPTEMBER 28-OCTOBER 2, BOOTH 376-BEL AIR ROOM... 
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Governor-elect . . . (left) Bob Slate, 
Bob Slate Stationer, Cambridge, 
Mass., and Retiring Governor Ray- 
mond C. Scheppach, Scheppach & 
Goekler, Inc., New Haven, Conn. 


Groton, Conn. 


The skillful preliminary planning and enthusiastic promotion 
of Governor Ray Scheppach, Scheppach & Goekler, New 
Haven, Conn., and members of his convention committee 
brought dealers and travelers from all parts of New England 
down to the Griswold Hotel, Groton, Conn., for the annual 
meeting of Region 1 of the National Stationery & Office Equip- 
‘ment Association. Most of those in attendance arrived on 
Wednesday, June 26, but others kept coming on Thursday, 
Friday and Saturday. Ultimately, the total registration figure 
reached 255. 

At the business session Saturday morning Robert Slate, Bob 
Slate Stationer, Cambridge, Mass., was elected 
governor for 1957-58. Other officers chosen were 
as follows: William G. Pape, Adkins Printing Co., 
New Britain, Conn., first lieutenant governor; 
James W. Hayes, Blake & Rebhan Co., Boston, 
Mass., second lieutenant governor; Harley J. 
Lewis, Wards Stationers, Boston, Mass., secretary-treasurer; 
Nat Blish, Reyburn Mfg. Co., travelers’ representative. 

NSOEA troupers provided most of the program for the 
morning business sessions. Two special addresses by outside 
talent were well received. Richard D. Frank, assistant to the 
president, New Haven Railroad, spoke on, “Small Business 
and Personnel Management.” He urged full recognition of the 
importance of employees and suggested a program selling 
salesmen’s services to customers and prospects. He concluded 
with some ideas on selecting employees, particularly salesmen. 

James Watson, James Watson Associates, painted a reveal- 
ing word picture of “Executive Conduct in Business.” On the 
premise that there is no such thing as a self-made man, Mr. 
Watson said that the only effective personnel policy is one 
that involves treating employees as fellow human beings. 

Under the heading of “entertainment” were such things as 
a golf tournament, a putting contest for ladies, a salt water 
swimming pool, cocktail parties, and special evening programs. 
On Wednesday night a “Gay Nineties” party was staged, on 
Thursday night a “Champagne Dance” contest was held, Fri- 
day night was “A Night at the Opera,” and a “Broadway 
Show” was presented on Saturday night. 

An important entertainment feature was the annual softball 
game between the dealers and the travelers. Under the cap- 
taincy of Jim Hayes, Blake & Rebhan, Boston, Mass., the deal- 
ers featured heavy hitting and fine fielding. 

Despite the valiant efforts of Captain Nat Blish, Reyburn 
Manufacturing Co., and his fellow travelers, the score at the 
end of the game was 19 to 15 in favor of the dealers. Captain 
Blish could offer no explanation, except that dealers seem to 
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NSOEA Region 1 Holds 
Assembly in Groton 


Three Mornings Devoted to Business, 
Three Afternoons to Play—Bob 


Slate Is Elected Governor 


On the Opposite Page... 


i 


. Dealers’ Soft Ball Team . . 


. At Registration Desk . 


Travelers’ Soft Ball Team . . . Front Row—Dave Aronson, 
Burroughs Corp. 2nd Row—Dave Keir, Dennison Mfg, 
Co.; Lew Foster, Swingline, Inc.; Max Smith and Roger 
Lape, both Joseph Dixon Crucible Co. 3rd Row—Nat 
Blish, Reyburn Mfg. Co. (Captain); George Kandres, 
Martin Moldow Associates; Jim Gilmartin, Higgins Ink 
Co.; Herbert Grayson, Ace Fastener Co.; John Wakeland, 
Esterbrook Pen Co. 4th Row—Frank J. Spincola, Mittag 
& Volger, Inc.; Chet Sheets, Victor Safe & Equipment Co, 
. Standing Front Row—J. W. 
Hayes, Blake & Rebhan Co., Boston, Mass. (Captain); 
Kneeling—D. J. Gray, Acme Visible Records, Inc.; W. H, 
Morgan, Morgan‘s Art Store, Waltham, Mass.; Ed. How- 
ard, Cahills, Inc., Milford, Mass.; Buck Freeman, Office 
Supply Center, Inc., White River Junction, Vt.; Rus Pa- 
quette, Eagle Pencil Co. 2nd Row—Charles Crowley, 
Adams, Cushing & Foster, Boston, Mass.; Bob Slate, Bob 
Slate Stationer, Cambridge, Mass.; Ken Conklin, Spring- 
field Office Supply Co., Springfield, Mass.; Dan VanDorn, 
Joseph Dixon Crucible Co.; Joseph L. Hamburg, Brom- 
field Pen Center, Boston, Mass.; Henry Rosnosky, Henry 
Rosnosky, Boston, Mass.; W. Concannon, Weis Mfg. Co.; 
Richard Paddock, Salmen & Paddock. 

Front Row—Ed. Stockwell, 
Venus Pen & Pencil Co.; Otis R. Prior, Prior, Inc.; Harold 
L. Bell, Sturgis Posture Chair Co. 2nd Row—Cal Cameron, 
Oxford Filing Supply Co.; Raymond C. Scheppach, Schep- 
pach & Goekler, Inc., New Haven, Conn.; Fred H. Salmen 
& Paddock, Mfrs.’ reps. 

Mr. & Mrs. John Nordstrom, Smead Mfg. Co.; Leonard 
B. Wilcox, NSOEA president; Vic C. Corkran, Haskell, 
Inc. and “‘The Baroness’’ dog owned by Vic Corkran and 
held by Leonard Wilcox. 


. R. W. Sprott, Globe-Wernicke Co.; Ralph T. Soulby, Eber- 


hard Faber Pencil Co.; Bill Gregg and Ted Dearborn, both 
F. S. Webster Co.; Wm. G. Pape, Adkins Printing Co., 
New Britain, Conn. 

Ed. Keeney, Jr., Ed. Keeney Co., New London, Conn.; 
Max Smith, Joseph Dixon Crucible Co.; John B. Dwyer, 
John B. Dwyer Co.; George Dykeman, Wilson Jones Co.; 
Ben Willander, Thomas Groom & Co., Boston, Mass. 
Ralph W. Graham, Stein Bros. Mfg. Co.; Edward Kemp, 
Ever Ready Calendar Mfg. Co.; Joseph W. McCormick, 
Jr., Stationers Guild of America; Stanley McGar, John F. 
Molloy, Inc., Meridan, Conn. 

Sidney H. Challenger, Frank H. Fargo Co., Bridgeport, 
Conn.; Ronald E. Daley, Ronald E. Daley Co., Waterbury, 
Conn.; James H. Hayes, Blake & Rebhan Co., Boston, 
Mass.; Robert E. Gooley, Cushman & Denison Mfg. Co.} 
J. S. Croke, National Blank Book Co. 

Frank R. Curtiss, Neva-Clog Products, Inc.; Guy W. Hart, 
Joseph Dixon Crucible Co.; Henry Riegel, Sengbusch Co. 
Joseph Needle, Blake & Rebhan Co., Boston, Mass.; Mor- 
timer H. Chute, Bainbridge, Kimpton & Haupt, Inc., New 
York, N. Y.; Garry Dell, Burt & Dell, Hartford, Conn; 
Spencer F. O'Leary, Waterman Pen Co.; Ralph Gerard, 
Sanford Ink Co. 


. Mr. & Mrs. Austin Thompson, Cushman & Denison Mfg. 


Co.; Mrs. & Mr. Bob Slate, Bob Slate Stationer, Cam- 
bridge, Mass.; Mrs. Robert E. Gooley. 


. Al Pecor, The Carters Ink Co.; Ralph Gerard, Sanford 


Ink Co.; Charles F. Crowley, Adams, Cushing & Foster, 
Boston, Mass.; George Kandres, Martin Moldow Associ- 
ates; Joseph L. Hamburg, Bromfield Pen Center, Boston, 
Mass. 


OA-9 /57 





ry) 


onson, 
Mfg. 
Roger 

Nat 
indres, 
s Ink 
eland, 
Mittag 
nt Co, 
J. W. 
>tain); 
W. H. 
How- 
Office 
is Pa- 
owley, 
>, Bob 
ppring- 
1Dorn, 
Brom- 
Menry 
. Con 


kwell, 
larold 
veron, 
chep- 
aimen 


>onard 
askell, 
n and 


Eber- 
, both 
Co., 


Conn.; 
Jwyer, 


s Co.; 


Kemp, 
rmick, 
hn F. 


yeport, 
>rbury, 
soston, 


Co.; 


Hart, 
h Co. 
Mor- 
, New 
onn.; 
serard, 


Mfg. 
Cam- 


anford 
Foster, 
A ssoci- 
3oston, 


9/57) | oa~9/57 











My |. ae 


widen your smile, and open a new sphere of 
Sales and Profits. No detail is overlooked by 
Fulton’s know-how. You get the finest quality 
the famous, year round 


and best value in 


utility of 


BUSINESS OUTFITS 


This specially designed kit consists of holders, 
stamp pad, tweezer, and rubber type, 
deep cut for sharper and clearer im- 
pressions. Presented in attractively 
made and durable boxes, always 
priced to sell 


FULTON SPECIAL INKS are always de- 
pendable ink distributes evenly when 
applied to pad, and stamp is inked on even 
the lightest touch. There is a Fulton Line of 
Special Inks to solve any situation or prob- 
lem. Consult us om your requirements. Write 
for FREE CATALOG today! 


FULTON MARKING EQUIPMENT CO. 


82 Fulton St., Elizabeth 1, New Jersey 


Manufacturers of Marking Devices for Over 50 Years’’ 


b 
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be getting younger while travelers are getting older. A check 
on the accuracy of that assumption may be made by examin- 
ing the pictures of the two teams shown on these pages. 

At the banquet Saturday night Ray Scheppach announced 
the nickname chosen for the district Region | the Pioneer. 





travelers rep. 
Wards Stationers, Bos- 


New Officers . . . Nat Blish, Reyburn Mfg. Co 
on board of directors; Harley J. Lewis, 
ton, Mass., secretary-treasurer; James W. Hayes, Blake & 
Rebhan Co., Boston, Mass., second lieutenant governor; Wm 
G. Pape, Adkins Printing Co., New Britain, Conn., first lieu- 
tenant governor; Bob Slate, Bob Slate Stationer, Cambridge, 
Mass., governor-elect; Philip A. Rooney, Baileys, Inc., Boston, 
Mass yn board of directors; Raymond C. Scheppach, Schep- 
pach & Goekler, Inc., New Haven, Conn., retiring governor, 
on board of directors. 


Paul Burbank, executive vice-president of NSOEA presented 
certificates of merit to Dave Keir, Dennison Manufacturing 
Co., president of the New England Travelers Club, and to Ray 
Scheppach, retiring regional governor 

NSOEA President. Leonard Wilcox spoke briefly and then 
officially installed Bob Slate as governor of Region 1. After 
a short response by Mr. Slate and a few concluding words 
from Ray Scheppach, the convention was declared adjourned. 


College Professor 





(Continued from Page 114) 


quently worked with the Harvard press bureau, and that ex- 
perience comes in handy now. 

Instead of calling the newspaper and reporting it when 
he has something newsworthy, he writes a news article and 
takes it to the editor’s desk. He usually writes considerably 
more than he thinks the paper will use, providing for cutting 
to space requirements. 

Material submitted in this way has never yet failed to make 
the grade in some form, Mr. Navin comments. A good subject 
ordinarily furnishes material for at least three articles, he ex- 
plains, one when something is being planned, another when 
it is about to happen, and a third after it happens. 

“I think it is safe to say that the frequency of our advertis- 
ing and publicity has made us as well known in the com- 
munity as many of the older office equipment firms,” Mr. 
Navin says. 

“Of course, most office equipment sales are made outside 
the store. We depend on advertising and publicity not to 
sell merchandise, but to create the sort of acceptance for our 
salesmen that only a well-known firm can expect. 

“We have three full-time outside salesmen, and I spend 
part of each day on outside selling. Instead of dividing our 
territory, we divide our merchandise, each man selling some 
specific type of equipment. The value of our advertising and 
publicity is clearly demonstrated by the readiness with which 
our salesmen are received.” 

The Navins have come up with numerous novel ideas 
for building interest in their products among high schools and 
colleges of southern Arizona. 

For instance, each year Western Office Equipment presents 
a portable typewriter to the typing club of one of the Tucson 
high schools. The typewriter is presented in the fall, displayed 
in a glass case during the school year and presented to the 
winner of a contest in the spring. 

Each typing club makes its own rules as to how the ma- 
chine is to be won, This year the club was also allowed 
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“PURITRON’s pulling power has exceeded 
that of any other item in the store!” 


stated Mr. Donald Jordan, Advertising Director 
of Goldsmith Bros., New York 








STore ae ay ¥ 
: CLosep 54 :VOURS 8:29 
The new electronic PURITRON G MTURDAYS 4  M. TO 6:00». y 
does everything claimed in the NIGHT OPtNings 





Goldsmith advertisements .. . and 
more! PURITRON rapidly eliminates 
tobacco smoke and offending odors 
that leading doctors agree are 
injurious to health and diminish 
a person’s working capacity. 
PURITRON’s fiberglas filter 
removes pollen from the air, 
providing quick relief for allergy 
sufferers. A recent survey 
revealed that customers who 
bought PURITRON for office 

use were so satisfied that 

they ordered additional 

units for use in the home. 


Goldsmith Bros. has 
reaped a profitable harvest 
by featuring PURITRON 
consistently in local New 
York newspapers-——smart 
window and counter displays. 








Removes Od 9s 
Toom—an, and Smoke 39 
fresh sm y Toom with liens Electrically 71.299 
elling 9; ‘ited fat’ tom ice, kj 
ng air, ventilation—can _ office, kitchen, », 
Fibergias fie, and Hay F, "¢ © constant guppjy n, tick 
ever . PPly of clean, 
Kite * Pollen; rej; Vasher a , 


; rel ir with : 
ppartmene. Nan O80 and Smog eteY sutterers violet rays, 
Minates xPensive installer; * ++ from . 
110-voje AC omnowst Fang , RY en SPreading through the 
r Costly or 


Puritron's 


Yi , 


WVMVEELV]}|G. YU 






ray 


SINGLE UNIT; . 
Blue, Pink, White or Gunmetal 
inches high, 9% inches wide, 7 








DOUBLE UNIT: | pe See. ote Make PURITRON the big seller in your store. Write 
Gray only. 7% : me ey today for complete details and sales aids. Newspaper 
wie pet lta a mats, photographs and envelope stuffers available. 








MARNAY SALES DIVISION + PURITRON CORPORATION 


1270 Broadway, New York 1, N.Y. 


SEE US AT BOOTH 399W — NSOEA CONVENTION 
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right position 
hold cards 
pactly in place. 





* PATENTED 


* 


Follower is shown 
here in tilt back 
position to allow 


fast, easy inser- 
tion or removal of 
cards. 


Here's the Card Cabinet 
Others Will Try to Copy! 


Why? Because it has the new TILT BACK FOL- 
LOWER—greatest improvement to card cabinet 
filing in 25 years. This feature of course is patented 
and H-O-N is first with it. (And other improvements 
too.) 

Dealers who have been first to order the new 
H-O-N units (3x5, 4x6, 5x8, 6x9, one and two draw- 
er) are enthusiastic. Reorders are coming in. 

We invite dealers to write us on 
their letterheads for a FREE 
cabinet for counter demonstra- 
tion. We'll include literature and 


prices. The H-O-N Co., Musca- 
tine, lowa. 


H-O-N 


OFFICE EQUIPMENT 
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to choose the make of portable which would be put up as 
the prize. 

The Navins stock practically every make of portable, theirs 
being the largest selection in Tucson. To help the students 
make their choice, Mrs. Navin loaded one of each make into 
a station wagon and took them to the school, where she dem- 
onstrated each one to the typing students. 

Thus, the young people not only had a chance to make 
a spot comparison of the various brands, but they were made 
to realize that they could get whatever brand they might favor 
at Western Office Equipment. 

Whenever a new typewriter or an other office machine 
comes on the market, the Navins contact schools and offer 
to demonstrate the machine to students and instructors. In 
this, and numerous other ways, they not only spark sales 
today but they build good will among the young people who 
will be the office equipment buyers of tomorrow. 


Located On Large Lot 

The new home of Western Office Equipment, at 202 §, 
Tucson Blvd., is located on a large lot with customer parking 
space in front, rear loading facilities and plenty of room for 
enlargement of the building as was visualized in the original 
plans. 

In fact, purchase of another firm while the building was 
under construction has already crowded its 2,100 square feet 
of space to the extent that an addition is already under con- 
sideration. 

An all-glass front makes the display room and office at 
the front of the store one big show window. Decor of this 
room is in shades of desert browns. 

Just inside the entrance is a unique, Navin-designed fixture 
which provides an unusually effective display for portable 
typewriters. In the form of a small carrousel, it is brightly 
painted in pastel colors and has a vari-colored canopy over- 
head. It shows up well from outside and catches the eye of 
everyone who enters. 

Encircling it at desk height are portables of half a dozen 
leading manufacturers. When someone comes shopping for a 
portable he is seated before one of these. There is paper in 
a slot underneath, so he can try the machine. 

Then, without moving, by simply rotating the fixture, the 
customer can place each of the other five makes in front 
of him, so he can try and compare all. 

In the meantime, store personnel can go about their own 
business until the customer makes up his mind or has ques- 
tions to ask. 


Customers Not Smothered 

Mr. Navin calls attention to the fact that only one of 
any machine or piece of equipment is openly displayed, even 
when it comes in different colors. Customers are said to 
make up their minds more easily when not “smothered” un- 
der needless masses of display. 

In one corner of the display room is an office, which 
serves a double purpose. The functional setup serves the firm's 
office needs; at the same time, it presents a complete sampling 
of a featured line of office fixtures, doing away with reed for 
further display space. 

Back of the display room the space is divided between 
a service department on one side and a sales office and ware- 
room on the other. 

Mr. Navin is especially proud of his cheery, well-lighted 
service room, where three full-time men and one part-timer 
are presently employed. 

“We consider this the most important part of our setup,” 
Mr. Navin explains. “Not the most profitable in itself, but 
good service is essential to building new business and keep- 
ing old customers satisfied.” 

He points to the separate cleaning room, for instance, as 
the most modern in the city. A power cleaner, an oven for 
baking finishes, fumes exhaust and other desirable features 
are included. 

After observing the many interesting and unique features 
of the new Western Office Equipment home and learning 
of the success of Mr. Navin’s imaginative merchandising, one 
wonders how the idea ever got started that a college profes 
sor could not make his theories work in the business world! 


OA-9/57 

















up as 


theirs 
tudents 
ke into 
e dem- 


. make 
> made 





t favor | 


1achine 
d offer 
ors. In 
k Sales 
le who 


a 


ge Lot | 
202 S. j 


parking 
om for 
original 


ng was 
ire feet 


: 


| 


etm 


er con- i 


fice at 
of this 


fixture 


ortable | 
brightly | 


y over- 


or ae 


eye of | 


| dozen 
p for a 


aper in | 


ire, the 
n front 


‘ir own 
iS ques- 


thered | 


one of 


d, even | 


said to 
ed” un- 


which 
e firm's 


ampling | 


ieed for | 


between 


d ware- | 


l-lighted 


irt-timer 


setup,” | 


elf, but 


id keep- 


ance, as 
yven for 
features 


features 
learning 
ing, one 
. profes 
s world 


~9 /57 





EAGLE PENCIL COMPANY *« NEW YORK * LONDON « TORONTO + MEXICO « SYDNEY » BOGOTA 











OF bi 
es wart?” 


“Talk about 


advertising ! 
EAGLE runs 30 full- 
page TURQUOISE 
ads a year in “Full pages 
the five leading in every issue 
professional of 74 college #/ 
. magazines!” magazines, — 
ras. too!” ' # 
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Every TURQUOISE” ad reaches 146,500 engineers, architects, designers, 
artists and draftsmen—and 131,600 students! HERE’S THE RESULT ~ 










@ TURQUOISE DRAWING PENCILS: ® Electronic” graphite. 17 grades, 6B through 9H. 






ie TURQUOISE 
CLEANTEX 
ERASER: 
Super-soft, 
non-abrasive . 
rubber. bee 





w ~~ ng 4 se he Ft - . eo 
@ TURQUOISE DRAWING LEADS: 
Fit any standard lead holder. Grades 5B through 9H. 


® TURQUOISE LEAD HOLDERS: Hold any grade of Turquoise lead. 
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Protectall imperial Mode! 1217-V fits into floor or concrete block. 
10” high, 10” wide, 11” deep, overall. Door case-hardened steel 


1%” minimum thickness, body 1” open-hearth steel, all joints 
electrically welded. Three-tumbler Protectall combination lock 
controlling three %” locking bolts. Bears Safe Manufacturers 
Association label. Available with or without two-key inner door. 
Underwriters’ Laboratories, Inc. approved relocking device. 
Qualifies for low class ‘‘E”’ insurance rates. 











New PROTECTALL low-cost 
money safe sells fast to 
etores, drive-ing, motele ! 


Gas stations, restaurants, dry cleaning shops, 
bars, florist shops dozens of other small 
businesses are excellent prospects, too, for this 
new Protectall Money Safe. 

Low-price advantage gives dealers wide-open 
opportunity to make quick, profitable sales . . , 
and lots of them! 


Write today for full information on new Protectall 
Imperial Money Safe. Ask for complete Protectall 
catalog showing full line of fast-selling record 
safes, money safes and wall safes. 


Protectall Safes 


Department 926-1, Hamilton, Ohio 
Division of the MOSLER SAFE Company 


| Men on the Move’ 


| 
| 














Several major executive changes in the W. A. Sheaffer Pen 
Co. have been announced. They become effective September 1. 

George A. Beck, executive vice-president, will be vice-chair- 
man of the board and chairman of the finance committee, 
Ieon Black, formerly president of W. A. Sheaffer Pen Co. of 
Canada, Ltd., succeeds Mr. Beck as executive vice-president. 

Clyde E. Everett, who has been vice-president and general 
manager of the Canadian company, will take over the presi- 
dency of the subsidiary, and William R. Gardner, territorial | 
manager at Hamilton, Ont., has been promoted to general 
sales manager for the Canadian Co. 

Ihe company also announced the appointment of Edmund 
F. Buryan, former marketing consultant with the management 





: 
; 


E. F. Buryan 


Leon Black G. A. Beck 


firm of Booz, Allen and Hamilton, as vice-president in charge! 
of marketing. He took over his duties on July 8. Mr. Buryan} 
was general manager of Revlon, International until 1956. 
In announcing the changes, W. A. Sheaffer II, president, } 
said his company has always been known as a “young” com- 
pany, and the recent appointments of men under 40 years | 
of age shows that the younger men will assume the executive} 
duties while those executives who are nearly ready for retire-| 
ment can offer guidance. 
® ' 
Print-O-Matic Co. has appointed Joe B. Ellis as direct fac-} 
tory representative in the southeast, servicing dealers inj 
Louisiana, Alabama, Georgia, Mississippi, the Carolinas, } 
Virginia, Florida, and Tennessee. He will service these ac-| 
counts out of his headquarters in Columbus, Ga. 
. 
George M. Colton has been named sales manager of the 
Cramer Posture Chair Co. He has been with the company} 





ERE 


G. M. Colten | Duke Gerkovich 


since 1943, holding several positions including that of pur- 
chasing agent. 

Two other members of the executive staff have also been} 
advanced. Duke Gerkovitch, in the engineering department 
since 1945, is now purchasing agent. Cecil E. Oesch, who} 
joined the firm a year ago, is now advertising and sales Pro-j 
motion manager. 


C. E. Oesch 


f 


7 i 
International Business Machines Corp. recently announced | 
the appointment of D. C. Aser as manager of business ma-} 
chines analysis for the data processing division of the com- 
pany. He was formerly in charge of special engineering proj-} 
ects for the division. He joined the company in 1935 i 
Yugoslavia, returning after military service in 1947 as a sales 
representative. 
° ' 
The Esterbrook Pen Co. has named two new district sales} 
representatives. 
Robert C. Woolfolk, a resident of Dallas, Tex., will repre 
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e agate card trays 
new and improved 


e wood card files 
for office, home, school 


e wood desk trays 
locked corners, veneer bottom 
e special steel boxes 


made to your customers specifications 


e hedges box files 


best sellers everywhere 


e “dandy” transfer file 
for low cost transfer filing 





of pur- M 
e hedges clipboards 
Iso been with nickel plated clipheads 
partment e steel sorting trays 
sch, who corrugated rubber mat on bottom 
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PROF [wre VA\ 


One Source of Supply 


for all your Paper 
Fastening Needs 
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VAIL FASTENING 
iL DEVICES 


AND MONARCH STAPLERS 


IN 5 SPARKLING COLORS 
Fe) a PLUS GOLD AND CHROME 
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Now, more than ever, wise stationers realize 
that it is sound policy to sell quality products. 
And more than that . . . they realize that it is 
economy to combine their staple orders with 
their requirements for CLIPS — PINS — FAS- 
TENERS — and THUMB TACKS. It means a 
saving in freight — time — handling — book- 


keeping and other definite cost factors. 


See the most beautiful and | 
practical business gift available. 

VISIT BOOTH NO. 83 

NSOEA CONVENTION — CHICAGO | 








MANUFACTURING 


COMPANY 


Sth Street Chicago 19. Illinois 














sent the company in the southern Texas territory. He was pre- 
viously employed by the B. F. Goodrich Tire Co. as a sales 
representative. 

Now representing Esterbrook in the northern New England 





R. C. Woolfolk D. L. Hurley 


states is Daniel L. Hurley of Arlington, Mass. Mr. Hurley has 
been selling in this territory for some time. 
+ 

Robert J. Weinstock, general sales 
manager of American Business Systems, 
announced the recent appointment of 
Joseph F. Reuss to the head of the sales 
department of the company’s tabulating 
card division. Mr. Reuss was formerly 
with International Business Machines 
Corp. 

It was also announced that Ted M, 
Leder is now district manager of the 





J. F. Reuss ABS Hartford, Conn., office. He was 
formerly in the company’s New York 
office. 

. 


Louis D. Lanham is now manager of governmental sales of 
the Burroughs division of Burroughs Corp. He has been with 
the company since 1948, and was most recently a sales pro- 
motion representative with the central region. 

2 

Peter J. Ready, pioneer salesman for 
the Clary Corp., has won a long fight 
against near-fatal automobile accident 
injuries and is now back on the job with 
the company. 

He was formerly district dealer man- 
ager for 11 western states when, in 
1945, he had the accident which nearly 
cost him his life. 

Mr. Ready is now at work at com- 
pany headquarters in San Gabriel, p y Ready 
Calif., in a new position, that of liaison 
representative between the home office 
distribution department and Clary sales branches and dealers 
throughout the country. 

Clary also announced that Edwin Jensen, formerly branch 
wholesale manager for the company at Houston, Tex., has 
been made district manager for the southwestern states. He 
will have his headquarters in Houston. 

The new district manager of the New England states is 
Richard Kelley of southern California. He will make his head- 
quarters in Garden City, Long Island, New York. 

The southeastern states is now under the district manage- 
ment of Thomas Mashos, formerly of Dallas, Tex. Mr. Mas- 
hos will have his offices in Atlantic, Ga. 

New Clary franchises have been given to Roger Guess 
Typewriter Sales, Lubbock, Tex., and South County Office 
Equipment Co. in Westerly, R.I. 

* 

Paul J. Betts has been appointed to the post of controller 
of Browne-Morse Office Furniture Co. He succeeds George E. 
Osterhouse who recently announced his retirement after serv- 
ing the company for 27 years. 

Mr. Betts joined the company in 1946 following four years 
in military service. He has been on a special training program 
gaining experience to fill his new position. 

* 

Three supervisory sales appointments were recently an- 
nounced by the Comptometer Corp. 

Robert Sargeson has been promoted to district sales man- 
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| a This 
| rE COMO COLETay 
| | War Hero 


, | will do a colorful selling job for you in the 
= SEPT. 7 SATURDAY EVENING POST! 





5 0 : Your star Dixon “salesman” will go to work for you again . . 
} Nead- 





selling your best prospects and customers on the advantages 

anage- of Dixon Ticonderoga pencils. He will appear in a full-page, 

Mas full-color advertisement (latest in Dixon’s expanding con- 

— sumer program) that is headlined “Help Wanted”. Actually, 

Office this eye-stopping ad will give you all the help wanted in 

selling more Dixon Ticonderoga pencils! 

troller Make sure you have enough stock on hand to meet 

moth the Post-produced demand! CALL, WIRE, WRITE: 
a DIXON 

THE JOSEPH DIXON CRUCIBLE COMPANY 
an- Pencil Sales Division — Dept. TOA-9 Jersey City 3, N. J, 
man- 


Canodign Plant: Dixon Pencil Co., Ltd., Newmorket, Canade 
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ager in South Bend, Ind. He joined the company in 1952 ag 


T HH FE we EA L sales representative. 


Alliston Logan, who came to the company in 1955 from 


“FIRST” 
IN ERASERS 


and Eraser Sales! 
MUSHROOMING SALES — - 





WIDESPREAD USE — 


prove the popularity of this Hf i 
. 





Robert Sargeson Alliston Logan 


Grumann Aircraft Corp., is now district sales manager in 
Lansing, Mich. 

Charles E. Harris, who is now sales supervisor in Chicago, 
also joined the company in 1955 when he opened the Miami, 
Fla., sales office. He previously was with the Prudential Insur- 
ance Co. 


— 


first really new eraser in 
years! 414” cylindrical rub- 
ber sticks encased in clean, 
attractive, transparent plas 
tic holders. Holder tip un- 





PevT errr 


i 


verity 





screws so eraser stick can 
* 

Jim Bader has been appointed branch manager of the 
Rochester, N. Y. office of Friden Calculating Machine Co. He 
was formerly located at the company’s Detroit, Mich., branch 
and has been one of the nation’s top 20 office machines sales- 
men for the past several years. 

° 

The Pelouze Mfg. Co. has named Richard W. Youngstrom 
as the company’s sales representative in the states of Colorado, 
Utah, Wyoming, Montana, New Mexico and southern Idaho. 
He will handle the complete line. 

© 

Three managerial appointments were recently announced in 
the appliance sales and service division of Royal McBee Corp. 

K. A. Clarke, formerly assistant to W. H. Beckwith, vice- 
president, has assumed the newly-created post of manager of 
field sales operations. In his new position, he will supervise 


be moved outward. Handy, 
fountain pen size. Balanced 
“feel” for easy use, ideal fit 
between thumb and fingers. 
Not mechanical gadgets. 





World’s 
Quality Standard | 
Weldon Roberts 
Rubber Textures: 

NO. 825 
Red Rubber core, 
for pencil erasing 

NO. 827 
Gray Rubber core, 
for erasing ink 
and typewriting 

NO. 838 

Green Rubber core, 














ee 


i BER vssveI [FP seg jog FBaeOR | 


for erasing ball point 
pen & pencil 
writing 























Pocket Clip Style for 
General Use 


Brush Whisk Style for K. A. Clarke George Witzel B. E. Rodgers f 
Typists. Refills 


















sales activities of all field managers associated with the divi- 
Order Your sion. ¥ 
WELDON ROBERTS JET ERASERS Today! George Witzel, formerly appliance development manager, 
has been named merchandising manager for the appliance 
division. He became appliance development manager in Feb- fe v 
ruary of this year. 

Blair E. Rodgers has been named as Great Lakes regional 
appliance sales manager. He joined the division last year and 
gy FZ” iene was most recently acting central regional appliance manager. 

Ww ae At the same time, it was announced that James E. Patterson 
RED for Pencil GRAY for Ink is now portable district representative working out of New 
No.825_. No. 827 York City and covering Manhattan, Westchester County, and ° 


On ‘ . 
attractive 
counter cards | ' 
and in easy-to- iii 
identify shelf 
packings. 


Eraser Refills for JET Holders ore Available Seperatety 
WELOOW ROBERTS RUBSEF CO NEWARK, HSU US A 


























WELDON ROBERTS 
RUBBER CO. J. E. Patterson E. J. Liebold 











. & 365 Sixth Avenue southern Connecticut. He joined the company in 1952 and was 
Newark 7, N. J. most recently associated with the advertising department. 
Correct Mistakes in Any Language World's Foremost Eugene J. Liebold is a new portable representative in Pitts- 
ale Eraser Specialists burgh. He is a newcomer to the corporation and a native of 
Pittsburgh. 
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Standard’s full color Ads in For- 
tune reach your most ‘buy-able’ 


Customers! 
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Since its introduction a few short months ago, Formational by Standard has been 
hailed the country over as one of the most significant design developments of 


our era. 


More important, buyers are backing their enthusiasm with hard cash. Orders are 
now piling in at such a rate that production schedules on Formational have had 


to be twice revised upward to keep pace with the demand. 


Why not get the complete story now on Formational, Continental and Omega — 


Standard’s brilliant trio of pace-setting designs. See your representative or write: 


STANDARD FURNITURE COMPANY, HERKIMER, NEW YORK 


@ Free formational literature sent on request. 


offices for living start with furniture by standard 





Wilkes-Barre Welcomes Eberhard Faber 


ees 
* "S. BRERHARD FABER 
5 ° ANT 


When Eberhard Faber Pencil Co. dedicated its new factory 
near Wilkes-Barre, Pa., retail stationers, department stores 
and other merchants in the community offered a hearty “‘hel- 
lo’. The store pictured here is the Boston Store, one of the 
leading department stores in the city 


Kern Interest in Quigley Furniture 
Purchased by Mr. & Mrs. A. W. Richards 
Mr. and Mrs. A. W. Richards of Whitesboro, N. Y. an- 
nounce that they have purchased the 
interest in Quigley Furniture Co., Inc., 
formerly owned by the Kern family of 
Texas. 
President Richards says that it is 
planned to operate the factory as in the 


past, with the help of Vice-President 
John H. Barnes, New York City, who 
OU TY See will retain the George B. Wray interest. 


Mrs. Richards will be active in the 


e ~ business as secretary and treasurer. 

eve e A. W. Richards * Along with the regular line and new 

eee items planned by the late Jack Kern and 

4 ; George Wray, the custom cabinet shop has been expanded for 

things theyre the advantage of the dealers. 
; e : é Ro Frontier Shelving Solves Storage Problem... 
902-A. Come wu: | —_ 
” 


and see for 





A complete installation such as pictured was made at Engji- 


yourself : 
neering Supply Co., Dallas, Tex., using Frontier Manufactur- 


ing Co. closed type commercial steel shelving. The shelving is 


WESTERN MANUFACTURING 4B 84 inches high, 36 inches wide and either 12, 18 or 24 inches 


deep. Flexibility of the Frontier shelving solved the firm’s 
AUR OR A ea bee ot $ | problem of storage space for shifting stock changes in a vari- 
| ety of products—industrial, safety, power, transmission and 

geophysical 
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What makes “Roneo 750” more profitable to dealers? 
“Roneo 750” is quality built by English craftsmen and 
therefore requires extremely little service. “Roneo 
750” has many exclusive features, which makes it 
today’s most desirable Office Printer. “Roneo 750” is 
simple and clean to operate and therefore very easy to 
demonstrate and sell. “Roneo 750” has fast and clean 
color change which makes every demonstration ex- 
tremely impressive. “Roneo 750” has the only perfect 
electronic stencil which gives every dealer pride to 
demonstrate. “Roneo 750” gives twice as good ink 
mileage, an economy feature which appeals to every 
customer. If you want more sales per demonstration 
and higher profits per sale, you ought to handle 
“Roneo”. Write for further information and details to 
“addo-x inc”—300 Park Avenue, New York 22, NY 














Equip the Office... 


Then the Plant... 


with profitable drafting 
room furniture by ANCO! 


ANCO helps the Dealer 3 ways... 


1. PROVEN QUALITY PRODUCTS 
Nationally advertised, thousands of ANCO 
tables in constant use at foremost draft- 
ing rooms. 

2. GREATER PROFITS 
Dealer buys direct from ANCO,. ANCO 
sells thru dealers only. 

3. DELIVERY 


Enlarged production capacity assures de- 
livery when needed. , 





tage 


DELUXE FOUR POST TABLES 


Millions of hours of use and frequent re- 
orders by the nation’s largest industries at- 
test to the superior quality of ANCO design, 
materials and craftsmanship. 

SIZES FROM 38” x 60” THRU 44” x 84” 


ar as 


BILT-RITE PEDESTAL TABLES 


The finest pedestal type tables made, faster 
selling and more profitable. Many unique and 
special features. 
SIZES FROM 23” x 31” THRU 44” x 72” 
See Us NSOEA Room 623 
For FREE Literature and Prices 
address DEPT. AO 


ANCO WOOD SPECIALTIES, INC. 


71-08 80th STREET, GLENDALE 27, N. Y. 














Bill Castleberry . . . president, owner of the firm 


New Pelican Store Lives Up 
To Slogan in Baton Rouge 


by ART CARROW 

“Pelican can, when others can’t” is the new slogan of Peli- 
can Office Supply, Inc., which has moved into a new home 
at 1474 Government St. in Baton Rouge, La. 

Bill Castleberry, president of the company, is proud of the 
functionally-designed building and the complete office displays 
set up to give customers an immediate idea of furnishings and 
arrangements available for their own offices. 

Says Mr. Castleberry, “Whenever a customer is doing busi- 
ness with Pelican, the customer is doing Pelican a favor by 
choosing us.” 

The interior of the new home of Pelican was designed with 
walls in beige and green and a touch of brown in the trim. 

Charles Snow has been appointed office manager. 





Remington Initiates Portable Campaign 

Remington Rand initiated its most extensive advertising and 
sales promotion campaign designed to promote the company’s 
complete line of portable typewriters and stress the low-buy- 
ing terms being made available to the public, in its back-to- 
school campaign this summer. 

The campaign consists of national advertising in Sunday 
newspaper magazines such as Parade and This Week, and 
such national magazines as: Life, Seventeen, Madamoiselle, 
New Yorker, National Geographic, Harpers’ Magazine, Read- 
er’s Digest and many others. 

Magazine advertising alone is expected to reach over 60,- 
000,000 people. In addition to the national magazine and 
newspaper coverage, company-sponsored television shows will 
be used for showing the portable typewriter line on the award- 
winning “What’s My Line?” panel show, and a brand new 
comedy show “Leave It to Beaver,” to be seen on CBS-TV 
starting in October. 





Krylon Names Sales Representatives 

Several appointments of new sales representatives for 
Krylon, Inc., manufacturer of spray protective coatings and 
spray enamels, have been announced by Richard C. Newbold, 
vice-president of sales. 

The new appointments are as follows: The W. W. Campbell 
Co., 30813 West Lake Road, Bay Village, Ohio, who will 
cover the state of Ohio; The Munger Co., 215 North River- 
side Ave., St. Clair, Mich., for the state of Michigan; Joseph 
Parker and Associates, 1810 West End Ave., Nashville, Tenn., 
for the states of Kentucky, Tennessee and Mississippi. Richard 
A. Ruhling & Associates, 1436-A Merchandise Mart, Chicago 
54, Ill., presently Krylon sales representative in Illinois and 
Wisconsin, has been assigned the state of Indiana. 
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SPEEDEX 


The new, rugged multi-pocket file that “stands alone” . . 


es 


sai 


7 2 ; 
* s3 
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BIG CAPACITY FILES © 
FOR HOME & OFFICE! 






. ideal for bulky papers and 


correspondence with pockets that expand to 7%". Speedex Indexing A to Z (21 pockets), 
1 to 31 (31 pockets), or Jan. to Dec. (12 pockets) make filing and finding easy. Partitions 
and gussets are reinforced—front and back are stiff boards, covered with Pebagrain 
finish Leatheroid, Krafthide, or soil resistant brown Clothide. Your customers will find 
multiple uses for these new multi-pocket EX PAN DA-FILES. 








See EXPANDA-FILES 
at Quality Park’s 
Booth 9—NSOEA 
Convention in Chicago 


EXPANOA-FILE 
(WITHOUT FLAP) 


Available in four sizes: 434 
x 934, 7 x 12, 10 x 12 and 
10 x 15. Also available with 
flap at popular price — in 
three sizes (6 x 11%, 10 x 
12 and 10 x 15). 






EXPANOA-FILE 
(WITH FLAP 





Popular priced, popular file 
for home or office . . . in nine 
sizes from 3% x 6% card 
size up to the jumbo 10 x 15 
size. Krafthide has Peba - 
grain finish. 


Sold through Dealers Only 


General Office and Factory, 2520 Como Ave., St. Paul 8, Minnesota 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 


QUALITY PARK ENVELOPE Co. / 


West Coast Office and Warehouse, 837 Traction Ave., Los Angeles 13, Calif. 
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EXPANOA-FILE 
(WITH FLAP) 





Extra strong, extra tough, 
extra reinforced and covered 
entirely with soil resistant 
brown cloth. Available in 
three sizes (7 x 12, 10 x 12, 
and 10 x 15). 
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Retiring Governor . . . (left) Paul F. Steever, Office Equipment 
Co., Harrisburg, Pa., Governor-elect John A. Busch, Baltimore 
Staty. Co., Baltimore, Md. 


Atlantic City, N. J. 


Strong cooling breezes kept temperatures at pleasant levels 
during the annual gathering of Region 3 of the National Sta- 
tionery & Office Equipment Association in Atlantic City, N. J., 
June 30 through July 2. The 222 people who registered found 
a balanced program of business and pleasure, which led to 
hearty approval of the planning and guidance of Governor 
Paul Steever, Office Equipment Co., Harrisburg, Pa., and his 
officers and committees. 

John A. Busch, Baltimore Stationery Co., Baltimore, Md., 
was elected governor for the 1957-58 term at the business ses- 
sion on Tuesday. Other officers elected to serve 
with him were: Mike Runnels, Commercial Office 
staff Furniture Co., Washington, D. C., first lieutenant 
pe governor; Irving Roth, Roth Brothers, Philadel- 
report phia, Pa., second lieutenant governor; John Link, 
Jr., Lucas Brothers, Inc., Baltimore, Md., treas- 





urer. 

All but four of the convention addresses and presentations 
were given by members of the NSOEA troupe, one of whom, 
Leonard Wilcox, had attended each of the preceding 13 re- 
gional meetings. Regardless of personnel, the speeches of the 
troupers were the same at each meeting. 


Hear Fred Smart of Canada 


Fred R. Smart, secretary-manager of the Stationery & Of- 
fice Equipment Guild of Canada, gave an inspiring talk at 
the Monday morning session. Under the title, “A Worthy 
Prize,” Mr. Smart referred to the general types of people 
who win prizes or rewards for their efforts. None of them, 
however, could have been successful without another kind 
of prize—enterprise. 

Developing the theme skillfully, Mr. Smart convinced his 
audience that enterprise is effective because it reveals op- 
portunities that do not exist for lazy, indolent, apathetic 


people. 


Tells of Agriculture Research 


Another guest speaker was on the program Monday, at 
the luncheon. With the help of several lovely young ladies 
from his office, F. L. Teuton of the U. S. Department of 
Agriculture gave a very interesting demonstration-address 
under the title, “Research on Parade.” While the girls 
modeled clothing made from agricultural produce, Mr. 
Teuton referred to other results of agricultural research, 
such as antibiotics, fuels, drugs, fibers, paper, insect re- 
pellents, and so forth. 

On Tuesday Edward F. St. George, Oakville Co., presi- 
dent-elect of the Penn-Mar-Va Travelers Club, pointed up 
the teamwork existing between the travelers and the dealers 
in Region 3. He outlined the general activities of Penn-Mar- 
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Atlantic City Scene of 
1957 Regional Finale 


John Busch Succeeds Paul Steever 
as Governor — Virginia Beach 
Selected for 1958 Convention 


On the Opposite Page... 


1. New Officers NSOEA District 3 . . . Irving A. Roth, Roth 
Brothers, Philadelphia, Pa., second lieutenant governor; 
John Link, Jr., Lucas Brothers, Inc., Baltimore, Md., treas- 
urer; Paul F. Steever, Office Equipment Co., Harrisburg, 
Pa., retiring governor; John A. Busch, The Baltimore Sta- 
tionery Co., Baltimore, Md., governor-elect; Mike Run- 
nels, Commercial Office Furniture Co., Washington, D. C, 
first lieutenant governor. 

2. Newly Elected Penn-Mar-Va Officers . . . Edward F. St, 
George, Oakville Co., president; Robert L. Johnson, War- 
shaw Mfg. Co., first vice-president; Perley Covey, Eberhard 
Faber Pencil Co., second vice-president; Rose Cushman, 
NSOEA, treasurer; Joseph W. McCormick, Jr., Stationers 
Guild of America, secretary. 

3. Ben Wachtel, Parker Pen Co.; Glen Chambers, American 
Pad & Paper Co.; Fred V. Haines, M. G. Wheeler Co.; H, 
B. Van Dorn, Joseph Dixon Crucible Co.; Harry G. Shep- 
pard, Pittsburgh Stationery Co., Pittsburgh, Pa.; Thomas 
Stout, E. W. Curry Co., Pittsburgh, Pa. 

4. William Boyer, Wilson Jones Co.; Steve Sengbusch and 
Wm. F. Vogel, both Sengbusch Co.; Thomas Crilley, Wil- 
son Jones Co. 

5. |. Frank Lees, Media Office Supply Co., Media, Pa.; John 
G. Kolb and James W. Pine, both C. Howard Hunt Pen 
Co.; David H. Leyshon, Everett Waddy Co., Richmond, 
Va.; John A.-Busch, The Baltimore Stationery Co., Balti- 
more, Md.; Taylor B. Kellogg, C. Howard Hunt Pen Co, 

6. Mr. & Mrs. George E. Harscheid and Mrs. & Mr. Wm. 
Lindenberger, all National Blank Book Co. 

7. Arnold Johnsen, Bainbridge Maryland, Inc., Baltimore, 
Md.; Charles W. Lipman, George B. Graff Co.; Paul F, 
Steever, Office Equipment Co., Harrisburg, Pa.; Wm. P. 
Reinhardt, A. Pomerantz & Co., Philadelphia, Pa.; Fred 
R. Smart, The Stationery & Office Equipment Guild of 
Canada, !nc., Toronto, Canada. 

8. Richard M. Graff, Esterbrook Pen Co.; Ralph G. Hen- 
riques, Bates Mfg. Co.; James W. Pine, C. Howard Hunt 
Pen Co.; Robert L. Johnson, Warshaw Mfg. Co. 

9. Mrs. H. S. Bradford, Mrs. & Mr. E. M. “Ted” Bradford, 
all American Pad & Paper Co.; Royal H. Eckert, Royal H. 
Eckert Co., Allentown, Pa.; H. S. Bradford, American Pad 
& Paper Co. 

10. Jack H. Pinkerton, Hoskins Co., Philadelphia, Pa.; Edwin 
C. Herr, L. B. Herr & Son, Lancaster, Pa.; Irving A. Roth, 
Roth Brothers, Philadelphia, Pa.; M. Davidson, Perfect 
Rubber Seat Cushion Co. 

11. John F. Emhardt and Frank B. Puckett, both Columbia 
Steel Equipment Co.; Robert Whitesel, The Brooks Co., 
Philadelphia, Pa.; J. Kip. Edwards, Joseph Dixon Crucible 


Co. 

12. E. G. Kilfeather, Boorum & Pease Co.; Cort Horr, Asso- 
ciated Stationers Supply Co., Chicago, Ill.; Walter S. 
Lennartson, OFFICE APPLIANCES; Mark J. Kenna, Venus 
Pen & Pencil Co.; Wm. H. Cravens, Charles C. Smith, Inc. 

13. Ralph Soulby, Eberhard Faber Pencil Co.; Mr. & Mrs. Jock 
J. Kerns, Stationers Loose Leaf Co.; Ward Taylor, Wal- 
cott-Taylor Co., Inc., Washington, D. C. 

14. Perley Covey, Eberhard Faber Pencil Co.; Mrs. Iris John- 
sen, Bainbridge Maryland, Baltimore, Md.; Mary Mar- 
garet Hockaday, Cokesbury Book Store, Richmond, Va.j 
Mr. & Mrs. Ben Cole, Cole, Harding & James, Rich 
Va.; Mortimer H. Chute, Bainbridge, Kimpton & Haupt, 
Inc., New York City. 
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Only Bulan gives you 


COMPLETE ADJUSTABILITY 
with 


VARIABLE PITCH 


merchandising... 


NO brackets, NO bolts, NO tools 


Bulman Store equipment with variable pitch 
shelves can be adjusted in seconds to fill all of 
your merchandising needs — and only Bulman has 
it. One shelf adjusts to both sloped or level posi- 
tion, up or down in seconds without brackets, 
bolts or tools. Complete adjustability also saves 
valuable space because you can adjust the shelves 
to the merchandise. 





THE 


{ Bulman ] “ B 
SS (J iteld CORP. 
GRANo RAPIDS | Grand Rapids 2, Michigan 


Write, wire or call Dept. OA-97 for additional 
information without obligation. 
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Va, laying particular emphasis on the areas of close co 
operation with Region 3 programs. 

Speaking on the subject, “New Dimensions in Wholesaling,” 
Mortimer H. Chute, Bainbridge, Kimpton & Haupt, Ine. 
president, Wholesale Stationers Association, described whole. 
saling as an “adventure in distribution.” The process of 
wholesale movement of goods, according to Mr. Chute, js 











F. L. Teuton, U. S. Dept. of Agriculture, lunch- 
eon speaker, and Miss Nancy Steever, assisting 
in demonstration of an elastic bandage. 


not necessarily characterized by large quantity purchase: ’ 
but rather by the link in the sales chain from manufacturer, 

to wholesaler, to retailer. A more accurate descriptive term 
would be “service wholesaler,” an organization that servé 

the function of economically channeling products from fae 
tories to retail stores. Mr. Chute referred to several facto 

of economy in the service wholesaling pattern. 

As a fitting climax to a successful convention, the ban 
quet had an unusual program feature—the awarding of 2 
year pins and certificates to 16 members of the Penn-Mar-Vi 
Travelers Club. The presentations were made by repre 
sentatives of the Philadelphia Stationers Associations, th 
Washington Stationers Association, the Richmond Station 





Edward Bonney and George Dowling, 
both Apsco Products, Inc. 


Association, the Baltimore Stationers Association, and thé 
Stationers Association of Western Pennsylvania. A picture of 
those honored accompanies this report. 

Although relatively few in number, golfers were givett 
recognition at the banquet by a brief ceremony of awaré 
ing tournament prizes. Low gross was earned by Jack Pink 
erton, Hoskins Co., Philadelphia; low net by Joe Dugaity 
Dugan Co., Pittsburgh, and high gross by Lou Brown, Jt 
Eberhard Faber Pencil Co. Bob Johnson, Warshaw Mat 
ufacturing Co., won a special prize for dropping his dri 
closest to the pin on a par three hole. 

NSOEA Manager Homer Lay presented a certificate 0 
merit to Joe Wardman, Bates Manufacturing Co., retirin 
president of the Penn-Mar-Va Travelers Club. A_ similaf N 
certificate would have been given to Paul Steever except 
for the fact that he received one a year ago when he finishe 
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| Use Cole partitions in your own office 


H . 

ating” and your customers will use them, too! 
whole 7 

It has been proven that demonstrations always create sales. 

With office space at a premium, you can build sales by 

showing your customers how to gain more working space. 

Cole Steel is nationally advertised . . . your customers 

know the brand name. They know too, that Cole 

Partitions are mobile, easy to install and 

last as long as the building itself. 

Demonstrate them and 

you'll sell them... 

again and again! 
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THE WARSHAW MANUFACTURING CO., INC. 


1 MAIN STREET BROOKLYN 1, 
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his first term as governor. Instead, he was given a silver 
cigarette box. 

Following announcement that the 1958 meeting would 
be held in the Cavalier Hotel, Virginia Beach, Va., June 9 
and 10, NSOEA President Leonard Wilcox invested Governor- 
elect John Busch with the duties of his office. Mr. Busch 
responded with appropriate words of acceptance of the re- 
sponsibilities. 


Penn-Mar-Va Annual Meeting 

At the annual meeting of the Penn-Mar-Va Travelers Club, 
held in the Claridge Hotel, Atlantic City, on Sunday after- 
noon, June 30, the following were given beautifully framed 
gold certificates indicative of honorary life memberships: 
Millard Jackson, Joseph Dixon Crucible Co.; George Har- 
scheid, National Blank Book Co.; Stanley Wright, The Globe- 
Wernicke Co.; Charles Gee, Virginia Stationery Co., Rich- 





25 Year Group of Penn-Mar-Va Members Who Were Presented 
with Club Pin and Certificate at Banquet . . . Seated—Mortimer 
H. Chute, Bainbridge, Kimpton & Haupt, Inc., New York City; 
David E. Price, Eagle Pencil Co.; Rose Cushman, NSOEA; 
John J. Kerns, Stationers Loose Leaf Co.; Charles W. Lipman, 
George B. Graff Co.; Ben Wachtel, Parker Pen Co. Standing— 
John G. Kolb, C. Howard Hunt Pen Co.; George E. Harscheid, 
National Blank Book Co.; John H. Griffiths, John H. Griffiths 
Co.; Eugene L. Rosenberry, Koh-I-Noor Pencil Co.; Robert T. 
Gemmell, Binney & Smith Co.; Wm. H. Cravens, Charles C. 
Smith, Inc.; Millard H. Jackson and J. Kip Edwards, both 
Joseph Dixon Crucible Co. 


mond, Va.; Paul Cheney, Southworth Co.; Edward Kress, 
Mohican Pencil Co.; William E. McClellan, The Globe- 
Wernicke Co.; Al W. Williams, Stationers Guild of Ameri- 
ca. Mr. Williams’ certificate was accepted posthumously by 
his son, Ray Williams. 


Honorary Members Named 


Paul Burbank and Rose Cushman of NSOEA, and John 
A. Busch, governor-elect of Region 3, were elected to one- 
year honorary memberships. 

Plans were discussed about sponsoring a series of three 
sales rallies during the coming year—one each in Philadelphia, 
Pittsburgh, and Washington. The programs will involve se- 
lection of candidates for the “Dealer Salesman of the Year” 
competition sponsored by the Field Division of NSOEA. 

The following officers were elected for 1957-58; Edward 
F. St. George, Oakville Co., president; Robert Johnson, 
Warshaw Manufacturing Co., first vice-president; Perley 
Covey, Eberhard Faber Pencil Co., second vice-president; 
Joseph W. McCormick, Jr., Stationers Guild of America, 
secretary; Rose Cushman, NSOEA, treasurer. 





WOFI Issues Office Planning Manual 

A new, profusely illustrated manual of office planning and 
layout has been published by the Wood Office Furniture In- 
stitute for office furniture dealers and their special clients. 

The 32-page brochure offers practical, easy-to-follow guid- 
ance on such problems as space utilization, lighting, sound, 
color and furniture selection and arrangement. 

Information on single copies and quantity prices can be 
secured from Wood Office Furniture Institute, 730 - 11th 
Street, N. W., Washington, D. C. 
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VENUS CROSSED THE PEN AND PENCIL 
to bring you 


r the most EFFICIENT 
ECONOMICAL 


writing tool 
for the oftice 


Are you taking advantage of the 
remarkable new Venus Velvet ball 
PEN :-cil for your office? Leading 
firms in business and industry from 
coast to coast are equipping their 
personnel with this great new writ- 
ing tool. Here’s why it improves 
efficiency and lowers costs: it com- 
bines the best features of a pencil 
and ball pen . . . wood barrel has 
lighter, comfortable feel of a pencil 

--no point to wear down or 
sharpen . . . finest ball mechanism 

.-ink supply lasts longer...comes 
in 4 styles for every writing job. 
Regular: for all general-purpose 
writing. Double Duty: double ink 
supply doubles writing mileage. 
Super Fine: for extra-fine writing. 
(All in choice of blue, black, red or 
green ink.) Liquid Velvet Lead: for 
Liquid Graphite pencil writing and 
erasability. 29c — 39c each. Less 
by the dozen. Order from your 








stationer. 

Venus... 

trademark 

of fine 

craftsmanship in 

Pencils & Pens 

ner r V4 K N I ~< Try the Venus Velvet ball PEN -cil in your office. 
44 MAIL THIS COUPON 


ins Venus Pen & Pencil Corporation, Hoboken, N. J, Dept. OA? 
Alli velvet Please send me a sample of the Venus Velvet ball PEN il 
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YOU CAN COUNT ON 


NEW HAMPSHIRE 


NSOEA 
CONVENTION 


CONRAD HILTON 
CHICAGO 

SEPT. 28 - OCT.2 
BOOTH 332W 


St f seer 


Royal offers 





these pluses... 


Dealer sales only 


hal 

@ Fast delivery! 

® Quality printing! 
& 


Profitable repeat business! 


Write now for our catalog and de 


tails on how ROYAL 
your profits 


NASHUA 


can mecrease 





FOR RAPID DELIVERY 


BETTENDORE 
IOWA 





meme: 
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Rex Business Machine Co. Doubles 
Floor Space to Handle Sales, Service 


A steady growth in both sales and servicing has prompted 
Rex Business Machine Co. to more than double its floor space 
within the past few months. 

Now occupying the entire point of a wedge-shaped build- 
ing at 207 Massachusetts Ave. in Indianapolis, Ind., Rex of- 
fers a complete display of typewriters, both standard and 
portable, along with many other types of office machines and 
supplies. 

Now completely modernized and air-conditioned, Rex’s 
newly expanded store features easy-to-reach display racks 
where customers can see and try such well known machines 
as Royal, Remington, Smith Corona, Underwood and 
Olympia. 





New Interior . . . of Rex Business Machine Co. shows expanded 
floor space for display of typewriters and business machines. 


Also on display is the DeJur Stenorette dictating and tran- 
scribing machine, along with many makes of adding machines, 
including Smith Corona, Remington Rand, Olivetti, General 
and Victor. 

Rex also carries the Webster Chicago Tape Recorder line, 
Paymaster Checkwriters and a complete selection of Old Town 
ribbons and carbon paper. Rex Business Machines is the ex- 
clusive dealer in the Indianapolis area for Olympia type- 
writers, Clary Adding machines and cash registers and the 
Olivetti electric typewriter. 

The firm was founded by L. G. Rexroth in 1927 at the 
same address it has today. Mr. Rexroth was joined by Curt 
Benner who became a full partner in 1946. Two years later, 
Paul Gillman became the third partner and Rex was well on 
it’s way to almost phenomenal growth and expansion. Since 
1946, Rex’s gross store sales volume has increased more than 
10 times, with Rex’s progressive “Try-it-First” rental plan 
spearheading the gain. 

Rex Business Machines Co. employs two outside salesmen, 
seven service department technicians, and maintains four 
vehicles for delivery. Top advertising promotions are used on 
Rex’s television show, which has been on the air continuously 
for more than seven years, and at least three trade shows that 
Rex works each year. 





Lansdale Names Representatives 


Lansdale Products Corp., in addition to an earlier appoint- 
ment of the Arthur Romm Co., 230 Fifth Ave., New York 
City, as manufacturers’ representative for the Metropolitan 
area, has named the following other representatives for its ex- 
panding lines: 

Madison Eize, L-Z Engineering, 233 Cortez, Pueblo, Colo., 
for Colorado and adjoining territory. 

John L. Snyder, Jekyll Island, Brunswick, Ga., for Florida, 
Georgia and South Carolina. 

David M. Smith, 509 Poindexter Circle, Charlotte 3, N.C., 
for North Carolina and part of Tennessee. 

Mike Leishin, Office Necessities Corp., 200 W. Edgemont 
St., Los Angeles 27, Calif., for southern California. 
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MANUFACTURERS: Chicago Lock 
builds Security You can Sell 





Fit the equipment you manufacture with Chi- 
cago Locks and you've got a point worth talking 
about. 

They’re small, they’re strong, they're preci- 
sion-made for maximum security. 

You can sell that security. 

Whatever office appliance you make . 
desks, cabinets, lockers, strong boxes . . . in 
wood or metal . . . you'll find a rugged, smartly 
designed Chicago Lock or locking mechanism 
that answers your need. 



























CHICAGO LOCK CO. 


2016 N. Racine Avenue « Chicago 14, Illinois 





Write for your FREE copy of our catalog “% displaying the entire Chicago Lock line. 
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NO customer complaints on your hands 





... WHEN YOU SELL 
TIFFANY STANDS 


SAFE, SILENT 
STABILITY 
















The New 
TIFFANY 


DUPLEX 
BOOK STAND 


Automatically levels all pages; keeps 
them flat and instantly readable at 
any point in the book. The ingenious, 
self-leveling top makes big books 
handy as a pocket guide. Adjusts to 
desired height; transports silently on 
soft rubber, ball bearing casters. This 
all-metal Tiffany ‘“‘first’’ 

comes in 5 colors. 














FOR TODAY’S 
OFFICE MACHINES 


Quality and popular price, a rare 
combination in any product, make 
this an outstanding value. Heavy, 
smooth-edge, angle steel construc- 
tion. Universal square top-cups 
snugly lock machine feet, accom- 
modate almost all types of portable 
equipment. Large steel leaves 
attach to either side for 
added work area. 


THE TIFFANY ~ 


8000 SERIES 


OFFICE MACHINE STANDS 


with features never before available 


Extra-heavy-duty stand designed 
especially for today’s electric type- 
writers, bookkeeping, statement, 
listing and other types of heavier 
portable office machines.Completely a 
vibration-free through tubular steel 
framework and 1-piece top con- 
struction. Foot pedal retracts 
casters. Open top for 
machine noise “‘escape 
hatch”’, 


Tittany 
STAND CO. % 


7350 Forsyth - St.Louis 5, Mo. 


National consumer 
advertising. Sold 
through dealers 
only. 
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W. H. Kistler in Denver 
Wins 3M Tape Contest 


The W. H. Kistler Stationery Co. of Denver, Colo., was 
adjudged winner of the 1957 award for merchandising achieve- 
ment contest sponsored by the Minnesota Mining and Man. 
ufacturing Co. 

Erle O. Kistler, firm chairman, said, “the best profits were 
found in the increased co-operation of the entire operation.” 

His company was selected from among 600 entries by a 
panel of four judges. The judges were, Rose Cushman, editor, 
the National Stationer; Walter S. Lennartson, editorial director, 
OFFICE APPLIANCES; Robert Schranck, editor, the Mod- 
ern Stationer, and George Tice, managing editor, Geyer’s 
Dealer Topics. 

Fourteen regional winners also have been named by the 3M 
company. 


Merchandising Achievement..,, 
award is admired by Erle 0. 
Kistler, left, chairman, and 
William Kistler, president, W. 
H. Kistler Stationery Co. They 
received the 3M award follow- 
ing a nationwide contest in 
which their firm was entered. 


NATIONAL GRAYD PRIZE WINNER 
1057 AWARD 


The contest, which ran from March 1 through May 31, 
was judged on the basis of advertising, merchandising, sales 
promotion activities and sales increase by individual stationers, 
all in connection with “Scotch” brand tapes. 

The Kistler firm made a well organized effort to win the 
contest, deciding first that sales meetings were to be held every 
Monday morning for both outside salesmen an in-store per- 
sonnel. 

All employees were divided into three teams to provide a 
competitive company basis for the contest. Weekly prizes were 
awarded on a point basis for the individual team member tally- 
ing the highest sales. 

Bells located at cash registers were rung each time a sale 
was made, and a large bell was placed where telephone op- 
erators or general line salespersons could ring up a sale. 

Management of the company also told employees that, if 
the firm became national winner, the prize would go to the 
sales leaders of each team. The prize is an expense-paid vaca- 
tion for three persons at Robert’s Pine Beach resort, Brainerd, 
Minn. 

Mr. Kistler, noting the enthusiasm with which the employees 
entered the contest, said “They found that in order to win 
they had to have team spirit.” 

The regional winners, who will receive engraved four-piece 
desk sets, are: Ward’s, Boston, Mass.; Perry Office Supply, 
Syracuse, N. Y.; Bradley & Scoville, New Haven, Conn.; Skag- 
seth Stationery, Miami, Fla.; Smith & Butterfield, Evansville, 
Ind.; Media Office Supply, Media, Pa.; Stationers, Inc., In- 
dianapolis, Ind. 

Bixby’s Stationery Co., Grand Rapids, Mich.; Maverick- 
Clarke, Austin, Tex.; Schooley, Inc., Kansas City, Kans.; Ken- 
drick-Bellamy, Denver, Colo.; Grimes-Strassforth Stationery, 
Los Angeles, Calif.; H. S. Crocker Co., Fresno, Calif.; and 
Lowman-Hanford Stores, Seattle, Wash. 





Establishes Firm with Newspaper 

George Keyes, publisher of the Luther Citizen, weekly news 
paper, Luther, Okla., has established an office equipment busi- 
ness, George Keyes Office Equipment, in connection with the 
publishing offices. — EVH 
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neip to ° More and more stores find it pays 
een @ greet aa nove ¥° to display TUFIDE. In the window _ 
ss als gate TOR _...0n the floor . . . TUFIDE Busi- 
. eee ou —— ¢uture - mess Case displays convert the 
se v0 you i che passerby into a passer-buyer. We 
a cepore q = rele with self-service, self- 
another _ selling displays that have proven 
oie _ to work. How about putting them 
a CN _to work in your store? 
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LOOKS | 
FEELS like leatham 
OUTWEARS leather 





OWT... 


UNCONDITIONALLY 
GUARANTEED 5 YEARS ~~ ~—_—_ 
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Write now for TUFIDE Catalog oad 


(Since 1917) 





Visit The STEBCO Displax In ROOM 556 At The N.S.O.£.A. National Convention & Exhibit 
Conrad I lilton Hotel, Chicago — September 28-October 2 





Send OA Home, too 





At your store... A MUST! 
At your home... 


A GREAT CONVENIENCE! 


Your copy of Orrice Ap- 
PLIANCES is an essential part 
of your store or office opera- 
tion, and must be kept there 
handy for quick, easy ref- 


erence. 


However, since your busi- 
ness rates number one in 
your reading interest, read- 
ing OFrrice APPLIANCES at 
home can be enjoyable, and. 
of course profitable. 





The answer: A second subscription to OA, deliv- 
ered to your home at the cost of only 25c a month. 


Why not fill out the blank below, 


: as Fill 

tear it out and mail it to us. Enclose 

’ ‘ 

your check, or we'll bill you later Out 

— and in appreciation of your the 

ell 3 vit ainalin 

prompt response, we'll immediat ly Blank | 
send you a copy of OA’s special re- 

Below 


print booklet, “How to Develop 
Creative Selling Habits”. Like OA, Mail 


it will make good reading at home, Today 


too. 


> 


<< = —— = | 








Yes! Send OA Home, too. Send the free booklet 
“How to Develop Creative Selling Habits"’ 


C] $3 enclosed [] Bill me 
Name fee ks 
Home Address _ 
ae Jz Zone 
State = 


Firm Name ___ 


Type Of Business _ 


ee 
MAIL TO: 
OFFICE APPLIANCES 
600 West Jackson Bivd., Chicago 6, Illinois 
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Scrantom’s Decentralization Program Holds 
Promise for Future Expansion 


In Rochester New York, Scrantom’s Stationery stores have 
found a way to cope with the rapidly decentralizing popula- 
tion. Since 1953, Scrantom’s have opened three branch stores 
in several of the city’s numerous suburbs, and more are con- 
templated. 

The first, Northgate, opened in October of 1953 with 120 x 
25 feet of space. It was the “try-out” store, and a try out that 
has proved very profitable as well as practical. As Harry A. 
Holmlund, President of Scrantom’s, puts it, “The first lessons 
in proper branch store layout, lighting, and staffing were 
learned at Northgate, and of greatest importance, self-service!” 

Scrantom’s marked success with Northgate led to the open- 
ing of their second self-service store in May, 1955 at Culver 
Ridge Plaza. Culver Ridge is located in the northeastern sec- 
tion of Rochester. This time, the total store size was increased 





Bulk Merchandise . .. is displayed on regular shelving inter- 
changed with special inserts that fit into the standard Bulman 
fixtures. Sloping shelves are especially effective in displaying 
these items. 


to 135 by 25 feet, with the added footage given to more stock 
area in the rear. Probably the most important physical change 
was the switch from old style wooden tables and wall fixtures 
to completely self-service steel fixtures. The improvement in 
stock control, display and over-all appearance was immediately 
obvious. 

The latest and largest Scrantom’s branch opened only last 
November in South Town Plaza. Mr. Holmlund, now armed 
with practical experience in stationery branch store, in this 
store incorporated some of the outstanding features of his 
other two successful branches along with some brand new 
ideas. 

Perhaps one of the most identifying features of all the 
Scrantom’s stores is the achievement of an orderly, yet effec- 
tive appearance. This was accomplished in part with the new 
steel fixtures throughout the entire store. Each fixture has ad- 
justable shelves, that can be interchanged to fit the needs of 
every display problem. With such effective displays, Scrantom’s 
has achieved a pleasant and unusually decorative appearance! 

Mr. Holmlund wished the whole store to appear as a show 
window from the outside; consequently, very shallow (only 4) 
windows were used across the front of the store. Double doors 
were installed to afford better protection against the weather! 

The basic wall fixtures are Bulman all steel wall shelving 
that stand 84” high. Each fixture has interchangeable shelves 
for more effective arrangement and display. In some cases, 
pegboard backs are used instead of the standard back. Mr. 
Holmlund felt that dark colors would absorb too much light 
and so Bulman Cameo Beige fixtures were chosen. The bases 
are trimmed in darker Bermuda brown. The walls, a matching 
beige. 

The shopping center’s grand opening surpassed the highest 
expectations and Scrantom’s is now looking forward to open- 
ing three other stores in the near future. 
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METALSTAIND 


with NEW products 
and NEW ideas 
developed to bring you 










a 25" 
Anniversary 
Achievement 





















new / 
Th ee 
aesks 


in a rainbow of 
color combinations 


AT NO EXTRA COST TO 
YOU OR YOUR CUSTOMERS 


Something new, different and 
exciting to show and talk about! 
Fashion-right shades for desk 
tops and bottoms... to mix or 
combine ... and make 

more sales for you! 






FEATURED IN “FORTUNE 





E new / 
WIOLDENCREST’® 
2s2" Suspension File 


GRADE “A” IN EVERY RESPECT 
... BUT PRICE 


Meets all Grade ‘‘A"’ specifications for 
weight, gauges and depth. Suspension arm 
with 10 rollers per drawer! 


Puts you in an advantageous position to get business from School Boards, State 
and Federal Government contracts, and other large Grade ‘‘A"’ File users! 






*REGISTERED I, @ <8 Oe oe 


METALSTAND COMPANY 









7520 STATE ROAD, PHILADELPHIA 36 e DEvonshire 3-7900 


Manufacturers of SUSPENSION FILES e NON-SUSPENSION FILES 
STEEL DESKS e STEEL CABINETS e Hilo TYPEWRITER STANDS 
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Home Office Supply Co. Now 
In New Louisiana Store 


by ART CARROW 
After a few months in a temporary location W. Carl 
Slakter has moved into a beautiful new store at 304 Trenton 
St., West Monroe, La., for operation of the Home Office 
Supply Co. 
The store has 30 feet frontage, a 
x 70-foot balcony space for storage. 


aE = mene = ee 


depth of 140 feet and 30 


Front . . . of Home Office Supply Co. new store. 


Mr. Slakter started in the stationery business by selling for 
Ferd Levi Stationery and Standard Office Supply Co. in the 
1945-49 period. In 1950, he became associated with Monroe 
Office Equipment, remaining for five years before opening 
up his own company following a period away from the in- 
dustry. 

The store is completely air-conditioned. The color scheme 
is in green, floors in contrasting tan and ceiling in soft off 
white. 

Walls have unique display possibilities in that they are con- 
structed of quarter-inch peg board masonite anchored on 16- 
‘inch centers. 


here’s what 
you’ve been 
waiting for... 
THE NEW, 
EXCLUSIVE 


LEEDALL 
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DOUBLE PACK 
TYPEWRITER 
RIBBON 
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How .. . office furniture and supplies are attractively dis- 
played by Home Office Supply Co. 


The company represents Art Metal Construction Co., Gray 
Audograph, Indiana Desk Co., Indiana Chair Co., Harter Co, 
and other well-known manufacturers. 

In addition to Mr. Slakter the firm personnel includes Mrs, 
Slakter as secretary and bookkeeper, Alan Roberson as store 
manager and five other employees. 


Alexander Heads Houston Dealers 

Phil Alexander, manager of the Houston division for Mav- 
erick-Clarke, has been elected president of the Houston Office 
Furniture Dealers Association to succeed Joe Harris. Chuck 
Garson was named vice-president and Art Bessler secretary- 
treasurer.—JHR 


LEEDALL Products Mfg. Co., Inc. 
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BY GUNLOCKE 












1977USBR 


your customers to the comfort of Contemporary styling 
% executed in choice walnut and fine grain leathers. 
tour seats and backs assure all-day working comfort. 








7 By W. H. Gunlocke Chair Co., Wayland, N. Y. 








Sam«e 
the : 
A 
load 
sets the pace in style ms 
...and comfort with the fully-adjustable hp 
a 
chair for the executive. PLUS characteristics oo 
— , they 
include deep-cushioned foam rubber Ai 
> . ‘ > our 
seat and back, heavy fabric seat covering for sary 
. = cms new, 
coolness and Four-Way-Adjustability the 
enables you to custom fit your chair so 
you may enjoy the finest - 
on y 
in working comfort. ship 
gene 
etc. 
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Me WW. H-GUNLOCKE CHAIR COMPANY OA. 
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Advertising — 
The Everlasting Challenge 


by ARTHUR P. SOWADE 


advertising manager 

Weis Manufacturing Co. 

@® WE ARE LIVING in a world of seeming and actual con- 
tradictions and this statement is particularly valid in advertis- 
ing. 

On one side, a considerable part of our industry utilizes ad- 
yvertising as the guaranteed and indispensable motor for de- 
mand, sales, and profit most successfully. On the other side, 
however, we notice again and again that a great many busi- 
nessmen look at advertising with certain reservations. . They 
consider it a sort of “fad” rather than a necessity. 

As a result, we find various kinds of advertising which, with 
regard to level, methods, and nature, differ greatly from each 
other. The chief reasons for this fact seem to be the following: 

1. Exaggeration of commercial advertising in its beginning. 

2. Over-rating of advertising as a panacea or sort of 

“secret science”. 

3. Over-emphasis of originality resulting in decreased ef- 
fectiveness of the sales message. 

4. Over-rated expectations as to the results of advertise- 
ments. 

5. Disproportion between expenditures and results. 

6. Lack of planning. 

7. Ignorance of the idea of advertising as such and its po- 
tentialities 

8. Lack of thinking and lack of patience. 

Obviously, the situation is the result of a manner of look- 
ing at things that is either entirely wrong or based on mis- 
understandings. We would probably gain clarity by realizing 
the following: 

Advertising is no secret science at all. It is not exclusively 
available to a limited number of magicians. Generally speak- 
ing, it is a matter of sound thinking in combination with an 
innate business instinct. Advertising comprises the utilization 
of top commercial factors using experienced men as well as 
modern techniques (copy, illustration, color, radio and TV) 
in order to stimulate the demand. 

Advertising, consequently, is a vital part of sales and leads 
no life of its own. You cannot perform permanent miracles 
with advertising, not even with huge sums of money, if a prod- 
uct of poor quality is involved. 

Permanent results in advertising can only be obtained by 
actually convincing the prospective customer of the quality 
of the product, not by killing the advertisement with superla- 
tives that have lost their effectiveness long ago because of 
constant misuse and abuse. 

Advertising must be tailored to human emotions, desires, 
dreams, and interests. The more it appeals to these ever-valid 
suppositions, the more successful it will be. This means at the 
same time: the simpler and more natural advertising touches 
the reader, and it will get more response. 

Advertising must not necessarily be identified with spending 
loads of money. Even with modest investments you can ad- 
vertise successfully — provided you know how to go about it. 

Originality does not guarantee success in sales nor should 
it be used for its own purpose. “Eye-catchers” — as a means 
to an end are correct and in place only when they lead 
directly to the offer without complex by-passes and when 
they melt copy and illustration into a unity. 

Advertising is not a fad or humbug but a necessary part of 
our business activities. It is as vital to business and as neces- 
sary as electric light and the typewriter. Advertising is nothing 
new. The only new things are the competition of our age and 
the polished and extended techniques of advertising, such as 
market research, statistics and surveys. 

In designing advertisements, antiquity should not be used 
too frequently, especially not when the products offered can 
only by far-fetched comparisons be brought into any relation- 
ship to the Greeks or Romans. One must never forget that 
generally, people know little or nothing of Roman mythology 
etc. It would, therefore, be completely wrong to advertise 
onion seed by starting with the Hanging Gardens of Babylon. 
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Justrite Envelopes Introduce 
NEW Bank By Mail Line 


FIRST 


N ATIONAL BANK 
YOUR TOwn 


. 
VSA 


ere’s the streamline banking envelope that can 
H increase your sales and profits. It's the entirely 
new and modern bank by mail envelope by Justrite. 


This functional envelope combines the deposit slip, 
deposit receipt, and self addressed return mailing 
envelope in one complete unit . . . designed for effi- 
cient, convenient, and easy depositing. 


Check these outstanding features— 


1. Four popular banking sizes. These new 
bank by mail envelopes are offered in sizes 6, 7, 9, 
10 . . . one perfect for your customer's needs. 


2. Attractive printing designs. Your customers 
have the choice of four distinctive designs for the 
face of the envelope (one shown above) and eight 
stylish flap designs, each promoting a popular 
banking service. 


3. Wide assortment of paper stocks and 
colors. Bank by mail envelopes are furnished in 
white, gray, and buff krafts; green, bankers green 
tint, cherry, blue, goldenrod, and canary colors. 


Get your full share of this profitable envelope busi- 
ness from banks and savings and loan associations. 
Write either Justrite factory for your sales stimulat- 
ing bank by mail presentation kit. 

SEE THESE NEW ENVELOPES TOGETHER WITH THE 


oe COMPLETE JUSTRITE ENVELOPE LINE AT BOOTH 54, 
NSOEA CONVENTION, CHICAGO, SEPT. 28 - OCT. 2. 


Two Modern JUSTRITE Factories 


: NORTHERN STATES ENVELOPE CO. 
itp, 300 East Fourth Street © Saint Paul 1, Minnesota 


JUSTRITE ENVELOPE MFG. CO., INC. 
523 Stewart Avenue, S.W. 7 Atlanta, Georgia 


pres pn gunn, poses, greene, gueen ewan cotyeocy 
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FEATURING 


Quality paper—white or green tint 
—ideal for pen or pencil! 
60—70—80 sheets 

Covers of Solid Golden Kraft Board 
Rubber Edged for Standing Easel Fashion 
Wire Bound for Easy Turning and Flat Surface — 





Extensive selection of ruling patterns 
Unsurpassed quality at Economy Prices 





Maple Leaf offers the most extensive and profit 
able line available, including: 


WIRE BOUND MEMO BOOKS MUSIC BOOKS 
SKETCH BOOKS COMPOSITION BOOK! 
BOXED TYPING PAPER 


INDEX CARDS FIL! 
BIOLOGY DRAWING FILLERS 
TABLETS THEME PADS TYPING P. 


ASK Dep’t M-O to send you Catalog d 


® woruen MAPLE LEAP snooucr™ 


(of which there are many) 





SEE our Exhibit—Booth 203 
Conrad Hilton, Chicago—Sept. 28-Oct j 


MVAPLE LEAF 
, 


EMPIRE STATE BU/LD/NG 
NEW YORK 4, N.Y. 


DOD AAA AMANO DDD DDAADAADNDAADADADADADANDADANDAAANARNANANAAAAL 





~ 
“ 
i) 












Clarin Chairs Equip Sunbeam Room... 





The Sunbeam Corp. of Chicago recently purchased 110 Clarin 
Commuter chairs from Weber, Hilmer & Johnson, Chicago 
dealer, for use in the auditorium of new engineering building. 
Pictured are all of the appointments designed to assist in the 
sales training function including the power-driven curtains of 
the stage and the illuminated display of Sunbeam products. 
The Clarin Commuters were all furnished with tablet arms 
which fold independently of the chair, thus allowing easy en- 
trance and exit by the occupant 


Stationers, Inc., to Distribute 
Peerless Office Photocopy Equipment 

Stationers, Inc., 800 Eighth St., Huntington, W. Va., has 
been appointed distributor for West Virginia, Kentucky and 
Southern Ohio for the complete line of Peerless Dri-Stat office 
photocopy equipment and materials, according to an an- 
nouncement by Arthur W. Taber, vice-president in charge of 
sales for Peerless Photo Products, Inc., Shoreham, N. Y. 

Officers of Stationers, Inc., are Don C. Malcolm and Fred 
G. Ashworth. Mr. Malcolm is a graduate of Marshall College, 
former coach at Vinson High School, and has been connected 
with Stationers, Inc., for four years. Mr. Ashworth was gradu- 
ated in business administration from Virginia Polytechnic In- 
stitute, and is completing his ninth year in the office supply 
industry. 


Esterbrook Wins International Honors... 





The Esterbrook Recorder desk pen set pictured here was 
selected by a special committee of American industrial de- 
signers for display at the international Triennale Exhibition in 
Milan, Italy, July 28-November 2 as ‘‘an outstanding product 
of American industrial design.’’ The entire American exhibit 
will later tour European trade fairs 
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This new ‘‘sales help’’ 


will help your sales - - 
















This visual demonstrator 
has an acetate pull-out tab 
that superimposes the out- 
line of a Peerless Space- 
Saving File over the same 
outside dimensions of a 
standard 4-drawer file. 
Clearly demonstrates your 
sales-story—and helps to 
produce a sale. 


Demonstrates visual evidence that PEERLESS SPACE- 
SAVING FILES give your-customers 25% more filing 
capacity without increasing their present file room 
square foot area} * 


The Peerless ‘“7000 Line” of Space-Saving 


saving Files File Cabinets have more filing capacity with no 
ne Peerless Spe change in cabinet outside dimensions. In the 
pe sure . a display % same width, the same height, and the same 


NVE ON 2nd depth cabinets (as compared to conventional 
4-drawer files) you can now sell 5-drawers 
instead of 4-drawers. You can offer your cus- 
tomers 25% more filing capacity without in- 
creasing their present file department by a 
single square foot. 


It’s a sales-story that’s sure to produce sales. 
Write for your copy of this new demonstration 
literature today. Ask for Form #131. Inquire 
about the Peerless Franchise in your area... 
it may still be available. Drop us a line today. 


PEERLESS 


STEEL EQUIPMENT CO. 


6600 Hasbrook Ave., Philadelphia 11, Pa 


NEW YORK cod iier Uris) HOUSTON LOS ANGELES 


a metal desk, file or table for every office need ~~. 


RF PRPRRRrPAT 








179 





eg #8 


s Pd 
i ) —— 


| Coffey Street * Brooklyn 31, New York 






180 














$25.00 Prize-Winning . . . window of Horder’s Inc. 
Horder Windows Win Sheaffer Prizes 


From window displays in the eight downtown stores of 
Horder’s, Inc., Chicago office supply firm, W. A. Sheaffer 
Pen Co. selected five prize winners in their 1957 Spring Win- 
dow Display Contest. 

One third prize of $25.00 was awarded to the display win- 
dow at Horder’s headquarters store, 568 West Jackson Blvd. 
In addition there were two $10.00 prize checks for winners 
placing fourth in the contest, and two fifth place winners, each 
receiving a $5.00 award. 

Five awards, from among the thousands of entries submitted 
to Sheaffer, are most gratifying to Horder’s, according to Willis 
Wolf, sales manager of retail stores division. 

Persons directly responsible for the Horder prize winning 
windows were Display Manager Jim Rice and his assistants, 
T. L. Johnson, James Doherty and Roy Corbino. 


French Manufacturer Visits Hale Plant. . . 





Jean E. Maurial (right), French manufacturer of sectional 
bookcases, recently visited the F. E. Hale Mfg. Co. Mr. 
Maurial was interested in Hale’s production and assembly 
methods and mentioned that he could adapt many of them to 
his factory in France. Here, Mr. Maurial is being shown some 
of the items in Hale’s new ‘1000’ line by John Benson, Sr., 
(second from right), president and general manager, and John 
Benson, Jr. (left), vice-president and sales manager. Mrs. 
Helen Kagen, New York, is serving as Maurial’s interpreter. 
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VIRTUALLY STAINPROOF . . 
WASHABLE Even ink washes out! 
NON-INFLAMMABLE 

Passes the fire laws of all states. 
BREATHABLE AS FABRIC 
Gives year-round comfort. 
FADE-RESISTANT 
Colors are locked-in. 
MILDEW - PROOF... 
PROOF 


MOTH - 


VACO 


PRODUCT 


~~. 
—— 20 o. 


ieee 


The ideal decorator fabric for every 
decor, every installation. 


“‘allspun 


THE 100% SARAN-AND- NYLON FABRIC 


* -flylo Saran 


Never before such wonderful softness ... 


Never before such amazing durability .. . 


Never before such distinctive beauty ... 


Soft . . . luxurious . . . and hard, HARD WEAR- 
ING! . . . blending the strength of Nylon with the 
color fastness and easy cleanability of Saran. Yet 
NYLO-SARAN has the look and feel of richest, 
softest wool. In a wide range of beautiful colors 
and patterns, ALL-SPUN NYLO-SARAN is perfect 


for every office and institution. 


Specify regular-grade and ALL-SPUN NYLO- 
SARAN for all types of office furniture. Samples 
available. 


GENERAL OFFICES: 625 Ward St., High Point, N.C. 
New York Office: 388 Broadway: FACTORY: Petersburg, Va. 








NATIONWIDE 





DISTRIBUTION 





GROWING 


ON VISIBLE LINE! 


@ Many alert dealers arour 
additional profit. They're j 
Line of Visible Record Equipment 
field prove that Shannovus 
You are invited to join the 
dealers. Write to The H-O-N 
details 


Shannovue Visible Card Record 


grade quality and perforn 


cards and pockets are availak 


hinges and hangers to 


capacity and superior layba 


faction. Housed on slide 
cabinets or can be house 
and brackets 





Shannovue Visible Strip Recor 


many purposes where or 


required. This kind of systen 


and frames. Frames 
used in rotary stand: 
zontal and vertical 
stands, and a variety 
brackets Individual 
either wood-backed or t 
parent tubes, can be i: 


and removed easily 
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OFFICE EQUIPMENT 





THE H-O-N CO. 
Muscatine, lowa 








Jordan Stationers & Printers 
Occupy New Home in Alexandria 


by ART CARROW 


One of the most modern plants in Central Louisiana dedi- 
cated to office supplies, equipment and printing has been 
opened by Jordan Stationers & Printers in Alexandria. 

Paul J. Jordan is president and sales manager; Edgar C., 
Jordan, Jr., is secretary-treasurer and genera! manager. Three 
years ago, with the help of their mother, Mrs. Edgar J. Jordan, 
Sr., the present company was formed by the sons to allow 








New Store . . . of Jordan Stationers in Alexandria. 


them to follow the leadership of their father, who was a pio- 
neer in the printing and stationery industry of Alexandria. 

The finest quality in supplies and personal service was ren- 
dered for many years by Edgar C. Jordan, Sr., a gentleman 
who was respected not only by his satisfied customers but also 
by the entire traveling fraternity. 

The new building occupies nearly 7,500 square feet over all 
in space on one floor with a 50-foot front and is located at 
3001 Lee St. in Alexandria. 





. « Edgar C. Jordon, Jr., Mrs. Edgar C. 
Jordon, Sr., Mrs. Paul J. Jordon and Paul J. Jordon. 


The Jordons . 


Jordan Stationers handle the following brand names ex- 
clusively in Central Louisiana: A. B. Dick, Imperial Desk, 
Art Metal, B. L. Marble, Mosler, McMillan, National Cash 
Register, Cormac, Victor Safe, Mittag & Volger, Oxford, 
Southworth, Mail Well Envelope; Royal Metal and Plastic 
Binding. 

Also featured are Cosco, Sheaffer, Carter’s, Wilson-Jones, 
National Blank Book, Boorum & Pease, Scotch Tape, Cole 
Steel, Elliott Addressing, Acme Visible, Art Steel and Swing- 
line. 


Sheaffer Quarter Sales Down, 
See Improvement in Second Quarter 

Net sales and profits of the W. A. Sheaffer Pen Co. were 
down for the first fiscal quarter, but sales since then are run- 
ning substantially ahead of last year, G. A. Beck, executive 
vice president, announced recently. 

Net sales for the three months ended May 31! were $5,613,- 
328 compared with $5,962,369 for the same period last year. 

Net earnings for that quarter were $220,935 or 13 cents a 
share as against $475,898 a year ago which would have 
amounted to 29 cents a share if the company’s recent two-for- 
one stock reclassification had been applicable. 

“The relatively lower sales for the first quarter,’ Mr. Beck 
said, “are attributable to the fact that last year we introduced 
our new models and products early in the quarter. This year 
our new cartridge fountain pens and sterling-silver-tipped ball- 
points, which are accounting for much of our present increase 
in sales, were not introduced until the last week of this quar- 
ter.” 
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you're always right with 


we're OLD FASHIONED that way ! 








No. 9-18 Lockerette—Capacity: 18 
coats on hangers, 18 hat spaces, 
18 individual lock bdéxes and 
overshoe shelf. Length 9 ft. 


7 One 
Lockerette 


Easy to sell because Lockerettes combine the best 
features of both wardrobe racks and lockers—keep 
wraps out in the open, aired, dry and in press; 
provide individual 12” x 12” x 15” lock boxes for 
personal effects. Easy to sell too because they carry 
the nationally advertised, universally recognized 
quality trade mark—“Office Valet” 









No. 6-12 Lockerette. Ac- 
commodates 12 people 


on 60” x 1'3” floor a 


space. Ps . 






(Right) These compact, 
efficient units fit in 
anywhere. Solve the 
umbrella problem 
Two capacities: 16 or 
24. 


7 





Write for Catalog Sheets, Dealer Sales Helps, OV-13 ' 104 


VOGEL-PETERSON CO. 


1127 West 37th Street «+ Chicago 9, Illinois 
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4th District Notes 


R. E. HILBURN, correspondent 
P.O. Box 2835, Greensboro, N.C. 





Big doin’s down in Greenville, S. C. W. A. Seybt & Co., 
formerly at an E. McBee St. address, has moved to 211 E. 
Washington St. Squire Wilson, who sent in the news of this 
move, left out the details of the new job but maybe Jim and 
“Pop” will get busy and send me the lowdown. 

W. A. Seybt & Co. celebrated its 50th anniversary on May 
10 also, so the move coming so closely on the heels of the 
anniversary must have had the entire staff on the jump. On 
top of all that “Pop” had to have a gall bladder operation but 
he must be in good shape because he has come through all 
three events feeling fit as a fiddle. 

@ 

Fold you last month that “Squire” Wilson was to move to 
Jacksonville, Fla., which he did, so perhaps some of you will 
want his new address. It is 4028 Ponce de Leon Ave. He 
added the information that his new home was air-conditioned 
so he must have gotten even higher on the hawg than I first 
thought. Said it was so cool he didn’t have to put the beer in 
the box. Reckon he was stretching things a bit? 

. 

Bill Jordan, buyer at Birch Anderson’s, Gadsden Ala., 
slowed down for a curve recently and a gal name of Frances 
Cooper nabbed him. I’ve always maintained that the gals do 
all the catching although common gossip has it the other way 
around. Anyhoo, Bill took the “plunge”, so welcome to the 
“club”. 

« 

“Inky” Sanford has made a couple of changes in the south- 
east. Howard Van Vorkis, headquartering in New Orleans, 
will take over the states of Louisiana, Arkansas, Mississippi 
and Alabama. “Inky” will lose Alabama. Better tip Howard 
off to the fact that he will have to send the news from Ala- 
bama, “Inky”. 

+ 

Hear where fireball Hill, better known as Bob, has left Ram- 
sey Co. and gone out on his own. No information as yet on 
what lines Bob will have but understand that he will do some 
of the leg work for Ruby Green around the Miami area. 

e 

Disturbing news from R. E. Wilkerson, Jacksonville, Fla. 
Clay Tousey, buyer, suffered a bad heart attack on July 19 
and will be away from the store for at least 90 days. Do what 
the doc says, Clay, and keep us in touch with your progress. 

. 

George Smith, known to many of his old friends as “Bar- 
ney Google” Smith, died on June 30. George was another of 
the “old timers”, having been with Manifold Supply Co., New 
York City, for 25 years and more recently living in Apopka, 
Fla. 

. 

If it was too wet to plow, news-wise, last month, we have 
had one of those Texas floods this one. “Inky”, Joe Maura, 
Bob Stratford, Jr. and “Squire” Wilson came through all right 
but on the “skimpy” side. 

° 

John (S. P. Richards) Flys has gone back to counting his 
money I suppose, because this makes the second month in a 
row he has missed. Tell you what I'ma gonna do John. If you 
will come on back and help me with this here colym I'll come 
to Charlotte and help you count that stuff. O. K.? 

2 

By golly I knew if we waited long enough Greensboro 
would come up with a really top-flight steak house and that is 
exactly what happened the middle of July. Charcoal Steak 
House, the same one that is in Raleigh, Charlotte and Jack- 
sonville, has taken over the old Bliss Restaurant and is dis- 
pensing the same fine steak dinners they serve in the above- 
mentioned spots. A better meal you won't find anywhere so on 
your trip into Greensboro, run, don’t walk, to Charcoal Steak 
House for a superbly done steak. Incidently, the sirloin for 
two, three or four is their best buy. Bye now— 
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THIS 
METHOD 
BRINGS 
SALES 

& PROFITS 
ON 
STAPLING 
EQUIPMENT 


ACE STANDARD NO. 102 

























ACE PILOT NO. 402 


ACELINER NO. 502 





ACE STAPLES 


Each time over the territory, instruct your 
salesmen to carry different models of ACE 
Stapling Equipment. Let buyers SEE and 
FEEL and USE these rugged star per- 
formers. Most salesmen find this sequence 
works best: 


First trip . . ACELINER; ACE STAPLE RE- 
MOVER; ACELINER STAPLES 


Second trip.. ACE PILOT; ACE STAPLE 
REMOVER; PILOT STAPLES 


Third trip... ACE CLIPPER; ACE SCOUT; 
ACE STAPLE REMOVER; ACE CLIPPER 
STAPLES. (This trip, concentrate upon 
Florists, Dry Cleaners, Grocers, and 
other stores. Sell the Clipper Stapling 
Pliers for wrapping and bagging and the 
Scout for office use.) 


ACE CLIPPER NO. 702 


ACE SCOUT NO. 202 


Long experience with thousands of highly 
successful dealers proves that THIS is the 
ONE best way to sell more Stapling Equip- 
ment with greater profit for yourself and 
greater satisfaction for your customers. 


SOLD THROUGH DEALERS EXCLUSIVELY 


SEE THE COMPLETE ACE LINE 
AT THE N.S.0.E.A. CONVENTION 
CHICAGO, SEPT. 28th—OCT. 2nd 










ACE FASTENER CORPORATION 3415 NORTH ASHLAND AVENUE «+ CHICAGO 


IN CANADA: CANADIAN STAPLES LTD., 6705 UPPER LACHINE ROAD, MONTREAL 28 © 258 WALLACE AVE., TORONTO 
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Increase Your Sales of 
Maptacks and File Signals 


with 








COLORFUL 
DISPLAY PANEL 
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¥ SAMPLE ‘ 

_ IDENTIFIES EACH — COMPLETE MAPTACK 
STORAGE COLUMN * LINE ON DISPLAY 

i 

; 

: 

H 

t 

i 

' 

’ 
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COMPLETE SIGNAL . 
LINE ON DISPLAY Blond wood cabinet needs 
only 18” x 8” counter space. 
Maptack Cabinet holds 12,000 tacks; 
1,000 each of 12 colors. 
Signal Cabinet holds 12,000 Nu-Vise Signals; 
1,000 each of 12 colors. 
ee As one box is removed, another automatically 
pops out into position for easy selection. 
ce Rack on back of each unit for sample cards and 
literature. 
Cabinets also provide New Inventory Control 


HOW TO GET YOURS: 


Cabinets are furnished at no extra charge 
with orders for their contents in colors 
as required for your stock. 


GEORGE B. GRAFF COMPANY 
54 Washburn Avenue, Cambridge 40, Mass. 
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5th District Notes 





PAT PATTERSON, correspondent 


3710 Grosvenor Road, Cleveland 18, Ohio 


On Vacation— 


See You 


Next Month 





Protectall Money Safe Foils Burglary 

As part of the sales program of Protectall Safes, a division 
of the Mosler Safe Co., office furniture dealers were advised 
that the Protectall money safe would be the perfect protection 
equipment for even the smallest business, providing protection 
against loss of money through burglary or hold-up. 

Dealers were also told that this particular equipment could 
be a door opener for the sale of larger more costly equipment 


Burglary . . . attempt 
was foiled by Protect- 
all safe in the Kwik 
Car Wash, Inc. prem- 
ises in the Bronx. Mr. 
Garren, president of 
the firm, examines 
the unopened safe. 





as the end user found the business progressing to a point where 
such equipment was deemed necessary in order to protect his 
money. 

An example of this occurred with Itkin Brothers of New 
York City, prominent office furniture dealers. Sam Itkin, sec- 
retary of the firm, had personally sold a Protectall money safe 
to Kwik Car Wash, Inc., in the Bronx, New York. 

Some months following the installation, an attempted bur- 
glary occurred and in the words of Mr. Garren, president of 
Kwik Car Wash, Inc.: “The Protectall money safe saved our 
cash when burglars attacked it with professional skill, as you 
can see on the picture.” 

The happy ending was that the safe performed as stipulated 
by the manufacturer, and the burglary was foiled. Itkin 
Brothers as a result of this satisfactory performance received 
an order for an even larger safe. 


Monroe Appoints Four Managers 

Monroe Calculating Machine Company, Inc., reports four 
recent managerial appointments in the field. On June 1 Ralph 
E. Evans was named branch manager in Charleston, W. Vaj 
Ernest C. Kelly in Jacksonville, Fla.; and William A. Weber 
in Jersey City, N. J. Paul S. Morgan, Jr., was advanced to 
branch manager in Little Rock, Ark., on July 1. 

The Monroe Company also announces the opening of a 
new branch office in North Bay, Canada, on August 15. 
P. R. Baily, formerly service manager in the Toronto office, 
will be branch manager. 
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The First BASICALLY NEW 
Lighting Idea in nearly 20 years! 


NEW in its revolutionary light-positioning principle 
NEW in its ease of “stay-put” adjustment 

NEW in its vision-aid quality of light 

NEW in its more efficient light distribution 





VISION-AID 
. Sich Bamcl'r Vea e 4 
ARM | i ee 
EXTENDS 1 circline fluore 
by smooth 
G-l-i-d-e 
A-c-t-i-o-n 


REFLECTOR 
TILTS, SWIVELS 


to any needed angle ale) kinking 


lols snarling 


from vertical 
eM ilelarcelilicl 


ARM ROTATES 


through 360°, locks 
at a touch 
| 


tional G-l-i-d-e A-c-t-i-o-n TROMBOLITE adjusts in seconds to 
thousands of positions —stays adjusted under jolts, jars, 
vibration. SY Factories 
Modern blue and chromium finish. Choice of mounting bases 
for desks, drafting tables, wall, machinery. 


—_— 





oak 
You've never seen a lamp like this before! Attractive, func- Sy | \ 
I¢ 





OFFICES 














Model #1SD-100 [Incandescent} List Price $19.95 
Model #+FSD-200 [ Incandescent 
(Illustrated) & Fluorescent 





]uise Price $24.95 








Write for catalog listing complete range of models and prices. 2 -— 
(55 PROFESSIONAL | DRAFTING ROOMS ~~ HOSPITALS 
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OFFICE TOOLS 


we A COMPLETE LINE 
THE FINEST IN TIME SAVING STEEL OFFICE SPECIALTIES 


Clears The Desk For Action! 





“LETTER SORTER Siotted ‘shelves 


NO CORNER POSTS TO DODGE! 
Sorts, Classifies, Distributes the 
3 papers of daily work. Sloping Trays 
Catch and Hold the papers. 








GREEN———GRAY——-BROWN 





NO. 202 LETTER SIZE, 2 tray incl. base $4.00 
NO. 203 LETTER SIZE, 3 tray incl. base $5.25 
NO. 204 LETTER SIZE, 4 tray incl. base $6.50 
NO. 205 LETTER SIZE, 5 tray incl. base $7.50 








Daily Business Sorter! 
SORTING TRAY 7 


Active papers can be re- 
ferred to instantly .. . open 
like a book. When used with 
A-Z index, folders or tab 
guides the corrugations in 
the bottom prevent slipping. 




















OLIVE GREEN 
NO. 115 LETTER SIZE without index $4.00 
NO. 116 LEGAL SIZE without index $5.00 
STATIONERY 
SEPARATOR 


Fits into standard typewriter 
desk drawers without papers 
catching when drawer is 
used. 3 inches high, 4 Letter size and |! half 
“size trays. Holds 200 sheets. 87/.” x 18” x 3” 
Electrically welded one piece. NOT ADJUSTABLE! 


NO. 310 








LETTER SIZE with 5 divisions—Wt. 4 Ibs. $4.50 | 





CASHIER’S PAD RACK 













Every business has various pads, bank 
checks, receipts, contracts, partial 
payments, delivery and service forms. 
This rack holds each, easy to reach. 
Saves space and confusion. All one 
piece welded steel. Hollow space in- 
side. 





No. 566 Six Pocket 8”x71/2"x4” $4.00 
No. 568 Eight Pocket 8”x9%/2"x51/2” $5.00 
No. 570 Ten Pocket 8”x91/2"x65e” $7.50 


PIGEON HOLE FILE 


Keeps letters, pads and forms 
separated wherever they are 
used ... Shipping Room, Stock 
Room or Office. Pockets 1” 
apart. Letter size 8, x 11%, 
— Welded. Ready to use. 


SPEEDS UP BUSINESS ROUTINE 














NO. 106 LETTER SIZE with 6 divisions—Wt. 7 Ibs $ 7.50 
NO. 107 LETTER SIZE with 12 divisions—Wt. 10 Ibs $15.00 


CORRESPONDENCE 
SEPARATOR 


Keeps letters, price lists, folders or 
catalogs separated for quick, easy 
reference. Not adjustable. Special 
sizes made to order. Distance be- 
tween uprights 134". Label slot each 
side. 














NO. 105 LETTER SIZE with 5 divisions—Wt. 6 Ibs $6.00 
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ORDER TODAY! 


2448 W. LARPENTEUR AVE., ST. PAUL 8, MINN. 








CURMANCO -----; 





SBF BFF BF BF BF BB BBRBERRESESREERERERERRRRRRERERRER ER EER ER ERE SR EERE RE ER EERE ERESREER EERE RE ER EER ERE ERE RE RE REE ERE EERE ER ER EER EE ESR EE ERE SE BEER EEE EERE EE EE ES SE = = = S&S 


*s*"7 CURRIER MANUFACTURING CO. [***- 





6th District Notes 


Cc. O. SCHLAVER, correspondent 
Office Appliances 
600 W. Jackson Bivd., Chicago 6, Ill. 





Governor Art Finger, S. J. Olsen Co., Milwaukee, is making 
plenty of advance plans for the District 6 NSEOA conven- 
tion to be held May 25, 26 and 27 at 
famed Nippersink Manor, Genoa City, 


Wis. This site is 65 miles from Chicago 
a on Route No. 12 and 55 miles from 
Milwaukee on Route No. 36. 

It is suggested that reservations be 
made early for accommodations during 
a convention which, according to Gov 
ernor Art, will have “an outstanding 
program, wonderful entertainment and 

food.” 

Ed Napp of Manitowoc has been 
named general chairman and Clarence Clemen, G. J. Aigner 
Co., president of GLTC, co-chairman. Other members of the 
general arrangements committee are Harry Hoffman, Norm 
Hanson, M. Richard Easterday, Walter Lennartson, Ed Wil- 
liamson, John M. Smythe, Jim Gibson and Tom O’Leary. 

Governor Finger has named additional committees as 
follows: 

Nominations—Byron Johnson, chairman, Robert Overend, 
Bert Hallin, Hugh Reeves and Herbert J. Walsh. 

Publicitv—Don Pike, chairman; Clarence O. Schlaver, Art 
Hutchison, Hal Johnson and Robert Reynell. 

Reception—Erwin W. Doepke, chairman, Ken Reister, 
Ralph Lowe, Tony Peters, Bob Herrmann and Bill Miller. 

Registration and hotel—Ray J. Eichenlaub, chairman; Tom 
Gillice, co-chairman. 

Attendance—Don Sharpe, chairman; Gordon J. Kickels, 
Roscoe Benge, Ken Henderson, Benny Allen, Fred Siekert, 
William Jarchow, Rus Ragan and Tom Adams, 

Ladies Hospitality—Mrs. Ed Napp, Mrs. Clarence Clemen, 
Mrs. Hal Johnson, Mrs. Richard Corilett, Mrs. William 
Guelzow, Mrs. Norm Hanson, Mrs. M. Richard Easterday, 
Mrs. A. C. Finger, Mrs. Ken Reister and Mrs. Ray J. Eichen- 
laub (in charge of flowers). 

Dealers’ Breakfast—Bill Guelzow, chairman, James Ded- 
man, Richard Corlett, Willis R. Wolf and Arnold Lawrence. 
e 

From Don Sharpe, Reyburn Mfg. Co., we learn that Sam 
Schwartz, Schwartz Office Equipment Co., Rhinelander, Wis., 
has had a long seige in the hospital. He has been in traction 
following injuries suffered when he dozed off, allowing his 
auto to leave the road and overturn. We understand that the 
badly-injured dealer had to wait nearly all night until his 
plight was discovered. 

Mrs. Joe Domanski, wife of Smead Manufacturing Co. 
Chicago warehouse manager, has been suffering from pnue- 
monia. 


Art Finger 


® 

What's this about Benny (Venus Pencil) Allen possessing 
an “illegal putter” as well as an educated parakeet? It seems 
that Benny’s putts drop in the cup too often to suit his play- 
ing opponents. 

8 

Mrs. S. J. Olsen (Gladys Q.) of S. J. Olsen Co., Milwaukee, 
is enjoying a well-earned vacation this summer in northern 
Wisconsin. Her mailing address is Route 1, Box 317, Osh- 
kosh, Wis., (Coronado Beach). 

* 

Everything is set for an enjoyable GLTC golf tournament 
Friday, September 6, at Tuckaway Country Club, Milwaukee. 
Committees from Milwaukee are helping co-ordinator Benny 
(Venus) Allen set up the details. 

Once again there will be a get-to-gether the night before 
at the restaurant operated by the two Germans from Germany. 
Wisconsin Hotel will be the headquarters for the early arrivals 
at this annual function. 

© 

New members of GLTC include Christopher Malone of 
Eureka Specialty Printing Co. and James A. Farrell, Apsco 
Products, Inc. 


OA—9 /57 


























BOOTH 327-W 


HOTEL CONRAD HILTON 
Sept. 29 thru Oct. 2 










¢ Big SHOW 





OF FAST-SELLING 
GUEST-WELCOMING 
ACCESSORIES 


Come One! Come All! 









MODERN SPUN ALUMINUM 
ACCESSORIES FOR 


e OFFICES 

e HOTELS 

e INDUSTRIALS 

e BARBER and BEAUTY SHOPS 
e RESTAURANTS 

e TAVERNS 

e PUBLIC BUILDINGS 

e FUNERAL HOMES 
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GARMENT RACK 
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DON’T MISS 


The best way to up-grade your line of type- 
writer and office machine stands is by offering 
the Consolett. 


MAXIMUM SAFETY —the Consolett provides top 
protection for expensive office machinery. The 
rugged, all-steel construction insures complete 
stability—at rest or on the move. 


PLEASING APPEARANCE—blends in any office 
and harmonizes with other equipment. Choice of 
three attractive colors. 


WORKING CONVENIENCE—the Consolett of- 
fers comfort and privacy to please operators. 
Roomy top handles machine and copy. Stand 
rolls easily on four casters—anchors at the touch 
of a toe. 








Send in coupon for 
literature and prices. Ms 


STOLPER STEEL PRODUCTS CORP. 


STOLPER STEEL PRODUCTS CORP. 
340 Pilgrim Road, Menomonee Falls, Wisconsin 


| RE ee 7 Zone State 











7th District Notes 





BRUCE A. BLACKBOURN, correspondent 
5526 Vermont St., Minneapolis 16, Minn. 


Dear Travelers: 

Mmmm, smell that fish afrying. The fishing club is at it 
again, but I refuse to give them a plug unless it is a Lazy Ike. 
O.K. O.K. I'll tell you who they are — Stan Taylor of Gaf- 
faney’s in Fargo, Mel Sowell of Esterbrook Pen, Jack Gun- 
trum of Eaton Paper, Wally Hubbs of Thomas & Grayston 
and Ed Erickson of Hibbing Office Supply. I hope they are 
successful in catching a lot of fish and that they have a real 
good-neighbor policy of sending a couple now and then to all 
of their good friends. 

ANNIVERSARIES: Sanford’s Ink just held its 100th anni- 
versary party. Fred Schaefer celebrated his 50th year with the 
company and was presented with a 21-inch color TV and a 
gift certificate. Congratulations, Fred. 

® 

SEEING IS BELIEVING: Ran into Al Collatz and had 
lunch with him. Al, formerly from Minneapolis, is now with 
Carter’s Ink in Cleveland, Ohio. Certainly nice to see you 
again, Al. 

© 

SORRY TO HEAR that Jerre Smith was injured in a fall 
in Des Moines and fractured his back. He is still in the hos- 
pital in Des Moines. 

* 

NEW OPENINGS: The Frederick Sherry Company in Min- 
neapolis is moving to new quarters. The new store will be lo- 
cated at 8th & Hennepin. Hennepin-Lake Stationers, also of 
Minneapolis, has expanded and will be doing some remodeling 
soon. 

a 

Had a real lunch at the Savery Smorgasbord with our new 
governor, Bob Brown. His preliminary plans for the coming 
convention in Minneapolis sound perfect. It looks like we will 
have another bang-up Regional. Bob says he has received 
many complimentary letters from people who attended the 
last one. 

* 

I WONDER what happened to all those friends of mine 
who promised to send me items of interest for this column. 
Remember this column depends upon its friends. Don’t forget, 
call Charlie, TU 1-9428. 

. 

BEST JOKE OF THE MONTH: Arnold Berglund of Dixon 

Pencil losing a game of bridge. 
. 

Sam Nuzum, salesman for John Latta Co., has been hiding 
his light under a bushel. He has refereed basketball games for 
many years and originated the girl’s basketball rule book for 
Iowa. 

> 

OUTINGS: Mr. & Mrs. Ned Safford of Superior visited 
yours truly’s cabin on Lower Eau Claire Lake. Although we 
were unsuccessful at fishing, we all enjoyed a nice chicken 
dinner, 

e 

WORLD TRAVELER: Gerald W. Paardekooper, salesman 
for Koch Brothers in Des Moines, recently returned from a 
six-weeks’ trip in Europe. Another one from Koch’s. A. D. 
Luke, head of the duplicating department, won first prize in a 
direct mail contest at the NOMDA convention held in Pitts- 
burgh. < 

. 

The weather must be really hot. Nobody seems to be eating 
steaks. Usually before the deadline everyone is telling me how 
they saw so and so eating a steak at so and so — or maybe 
business is rough all over. Oh well, sleep in the car and eat 
hamburgers is my motto. 

. 

RELAXING: Larry Goodhand tells me he is relaxing at his 
home on Gull Lake. The fish are biting and so are the mos- 
quitoes. 

* 


REMEMBER THESE DATES: The Northwest Travelers’ 
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making Rubber Bands only. 


HIYA! WE'RE THE NEW BABY— 


We make every type, size, width 
and color in our new modern plant. 


We sell only through regular 
trade channels, 


We invite you to send for 
samples and prices. 


Our name is 
KEENER RUBBER, INC. 
ALLIANCE 2, OHIO 


THANK YOU 


% 


MAIL 








1 OZ. 
“% LB. 
1 LB. 


IN “PIK-TOP” 


BOXES 











KEENER RUBBER, INC. TELEPHONE 
800 COMMERCE COURT, ALLIANCE 2, OHIO 1-3536 
GENTLEMEN: PLEASE RUSH SAMPLES AND PRICES: 
COMPANY NAME (PLEASE PRINT) 

CITY STATE 


STREET 





YOUR NAME, PLEASE 
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next meeting will be held at the White House the last Satur- 
day in September. 


. 
The Northwest Travelers’ Christmas party, December 7, at 
the Calhoun Beach Club. Whew — now to get a nice cool, 


cool lemonade. 





8th District Notes 


2001 S. Hanley Rd., St. Lovis 17, Mo. 


Governor Lou Blair of the 8th District reports that pre- 
liminary work is underway to make the 1958 regional con- 
vention one of the best. 

Al Perry, president of Midwest Travelers, coined the phrase, 
“Go Western at Western Hills” and in order to acclimate him- 
self to the surroundings, he and his lovely wife, Fay, organ- 
ized a week-end party July 19-21 at the Western Hills Lodge, 
Wagoner, Okla. 

The following were also present: John and Maurine Chow- 
ning, Bob and Jane English, Ken and Mary McClintick, Gene 
and Olie Glassgow, all of Federal Stationery Co.; Bill and 
Kitty Brown, Sanford Ink Co., and Floyd and Millie Marshall, 
Acco Products Co. 

« 

Vaughn Williams, Schooley Printing & Stationery Co., has 
done a grand job as president of Guadalupe Center, 1015 W. 
23rd St., Kansas City, Mo. Guadalupe Center is a settlement 
house for the purpose of improving the spiritual, moral, edu- 
cational, recreational, and living conditions of the people 
within the neighborhood. 

° 

Enid, Okla., stationers are on the move. John Vater’s Book 
Store has moved from the old location, 218 N. Independence, 
one door south into a beautiful new store. The present loca- 
tion was formerly the Southwestern Bell Telephone Co. office. 
John Vater bought the building and after extensive remodel- 
ing now has well over four times the floor space of the old 
location. A formal opening is planned for late September. 


Thorpe’s 216 W. Randolph, has just acquired a building at 
121 N. Grand, which will give the firm 5000 square feet of 
floor space. September 20 is tentatively set as opening day. 
New ideas in decorating and display of gift items will be in- 
corporated in the new store. 

e 

O. L. Albritton, former salesman of Fields Stationery Co., 
Tulsa, Okla., now employed as sales representative of Wilson 
Jones Co. at Houston, Tex., has been in the hospital for an 
operation on his eyes. 

o 

Robert L. Lueking and Amos S. Mustard of Scripto, Inc., 
have just returned from a Scripto-sponsored prize fishing trip 
at Barney’s Ball Lake Lodge in Canada. This all-expense free 
trip was attended by eight Scripto representatives from various 
sections of the nation including C. K. Lovejoy executive vice- 
president, and Bill Latz, sales manager. 

Mrs. Louise C. Hall is now manager and buyer of the Col- 
lege Book Store, 10th and Broadway, Columbia, Mo. Russell 
Gates has been appointed field sales manager for the office 
supply and college book store division of Stuart Hall, Inc. This 
is a new division for Stuart Hall Co. and consists of converted 
paper products. The converting plant is located in Kansas 
City, Mo. 

Harry O. Boling, Jr. of Harry O. Boling Office Supply Co., 
Kansas City, Mo., was recently rushed to the hospital for an 
emergency appendicitis operation. The operation was per- 
formed without complications and Harry is again back at his 
desk feeling “fit as a fiddle”. 

* 

Gardner H. Griffith, Parker Pen Co., is now serving as 
field manager of industrial sales. The territory comprises the 
western half of the nation, using the Mississippi River as 
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Here's Beaver... 


It’s the most powerful pre-selling job ever done on TV 
for Portable Typewriters! REMINGTON Portable Type- 
writer advertising will reach the biggest mass audience 
in typewriter history... 


ON CBS NETWORK TV 


“Leave it to Beaver” is hailed as one of the funniest new 

shows on the fall TV schedule. Created by the famous 

writers of “Amos ’n Andy”, the show follows the hilari- 

ous adventures of Wally and his impish 8-year-old 

brother nicknamed the Beaver. Geared for teen-age and 
adult viewers, this show will sell all 
America on the benefits of owning a 
REMINGTON Portable. And it sells the 
mass market by offering any REMINGTON 
Portable for just $1.00 a week. Identify 
your store as Remington headquarters... 
advertise and display REMINGTON Port- 
able Typewriters! Be sure to watch 
“Leave it to Beaver”... 


Bis. First date Friday night, OCT. Ath 
KMemingtorn. Rtand DEALER SALES 


DIVISION OF SPERRY RAND CORPORATION 
315 FOURTH AVENUE, NEW YORK 10, NEW YORK 
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arnon papers, Inked Ribbons, Hectograph ‘Supplie® 
— 







Cat 




















\ Exclusive ‘‘Carbon 
4 Gripper" makes typ. 
\ \ ing easier, better! 
\ 
A 





included free with 
Codo Carbon Paper 
(Except Typocraft) 





TOP STYLING 


The appearance of Codo packaging complements 
the fine product inside! Eye-appealing boxes 
play an important part in selling the product 

. . Codo packages are so distinctive, customers 
recognize them instantly. 


MANUFACTURING 
= 
O CORPORATION 


Factory: Coraopolis, Pa. 


79 Madison Ave. 401 Wood St. 564 W. Monroe St. 
New York 16,N.Y. Pittsburgh 22, Pa. Chicago 6, Ill. 
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boundary line. Headquarters are located at Janesville, Wis. and 
Denver, Colo. 
e 

Central Typewriter Company, 111 E. Prom St., Salina, Kan., 
moved August | to a more spacious and attractive location at 
154 S. 7th St. A parking lot adjoins the new store for the 
convenience of customers. The firm is owned and managed 
by K. C. “Keno” Stephenson and specializes in the sale of 
office machines, furniture and supplies. 

7 

Mr. and Mrs. Howard Blanchard of Fiddler’s, Inc., Kansas 
City, Kan., are the proud parents of a girl, born June 26 and 
weighing 6 pounds and 12 ounces. The baby has been named 
Debbie Joan. 

Eric Nodwell advises that after many years with The Car- 
ter’s Ink Co., selling ribbons and carbons, he has resigned 
and will now be associated with Crowley Reuter Stationery 
Co., Kansas City, Mo. He also advises he was recently re- 
leased from the hospital where he was confined for a nasal 
operation and his sense of smell is now keener than that of a 
bird dog, which will assist him greatly in tracking down or- 
ders in his new connection. 

. 

TESTIMONIAL “I am glad to be a member of the Mid- 
west Travelers Club because — on a recent trip to Omaha, 
Neb., I met Eric Nodwell of The Carter’s Ink Co. in a dealer’s 
store. I also learned that Ted Scharnhorst, manufacturers’ rep- 
resentative, and Tom Seward of Swingline, Inc., were also in 
Omaha. We were all able to get together for two friendly 
breakfasts and one very enjoyable dinner at Omaha’s famous 
Spare Time eating house: There are very few industries in 
which different travelers and competitors could get together 
for such a thoroughly enjoyable social time — so that’s why 
I am glad to be a member of such a fine industry and organi- 
zation”.—Dave C. Neuhaus. 

« 

Scott Purvis, district manager of Joseph Crucible Co., an- 
nounces the appointment of W. “Bill” H. Wolfe as Kansas 
City and surrounding territory representative. Bill resides at 
4627 Penn St., Kansas City, Mo. Welcome to the Midwest, 
Bill! 

© 

Dan and Enid MacDougall, Stationers Loose Leaf, have 
recently returned from a trip to Washington, D. C. While 
there they visited the offices of NSOEA and enjoyed a lovely 
luncheon with Homer Lay, NSOEA manager, and “the brains 
behind the scene”, Rose Cushman. 

* 

Winfield White, Southwestern Bank & Office Supply Com- 
pany, Ponca City, Okla., and his lovely family are spending 
their vacation in colorful Colorado. Winfield left no forward- 
ing address as he wants to get lost for a couple of weeks! 

2 

I wish to express my appreciation to the many Midwest 
Travelers who are keeping me informed as to what is going 
on in the 8th District. Keep the cards coming — Neuhaus, 
Cooper, Strong, MacDougall, Perry O. Chowning, Purvis — 
and all who haven’t signed your contribution: Thanks again! 

. 

Mr. & Mrs. Robert Comfort, Shallcross Printing & Station- 
ery Co., St. Louis, Mo. have recently returned from a lovely 
vacation in Washington, D. C. Bob said he caught the biggest 
fish in the Potomac and drank the most beer while fishing. 
Probably the fish he caught didn’t weigh much — only 
looked big! 

. 

Herbert Held, Blackwell-Wielandy Co., St. Louis, Mo. has 
returned to work after an absence of four weeks. He spent 
two weeks in the hospital and two weeks at home recovering. 
Good luck Herb, we hope you feel better each day! 

° 
“LET’S GO WESTERN” 
WESTERN HILLS IN ’58 
May 22 - 23 - 58 
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NATIONALLY ADVERTISED 


AT ONLY $3 975° 


IT’S PROMOTED WELL 
TO HELP YOU SELL! 


NEW “FEATHER TOUCHY” 


Swinglne: 66 


f ELECTRIC STAPLER 
4 


? We're going all out to help you sell SWINGLINE 66. 


This amazing electric stapler, priced at just $39.75, does 





wonders for your customers . . . staples up to 40 sheets 
with a “Feather Touch”, holds up to 210 staples, saves 
time and money. And we're telling the world about 
itin BUSINESS WEEK, THE NEW YORKER, 
PURCHASING, THE OFFICE and other publications. 
EXCLUSIVE “OPEN CHANNEL” for — Give your customers a free ten-day trial and 


easiest possible loading. Both models : ; ; 
supplied with non-slip rubber gasket. they'll be thoroughly sold. Get ready to cash in... 


stock up now on SWINGLINE 66. 


. - ® 
Swinglne: INC., Long Island City 1, New York 


World’s Largest Manufacturers of Staplers 
for Home and Office 





Satisfied users inciude: 
* Super markets 

« Department stores 

* Airline Ticket offices 





SWINGLINE 66P, foot pedal model, + Binderies . ve 
priced for big volume selling at ¢ General Business offices . : 
only ‘44° ¢ Shipping departments < . . 
*Slightly higher in the West a gg ee 
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CASE #4836 


W ITH all the charm and good taste 
that only truly fine wood furniture im- 

arts, this Modern design solid end, open 
Suciniee lends dignity and decorum to 
every office, reception room and home 
study. Fashioned by skilled craftsmen 
from genuine walnut, oak and birch (on 
all walnut cases edges finished in rich, 
ebony black). Shelves adjustable every 
inch . . . All HALE bookcases, both sec- 
tional and solid end, are sound quality 
values. Whether it be the graceful period 
designs or the functional modern you are 
always assured of the finest in craftsman- 
ship and materials when you buy HALE. 

Write for complete catalog today. 


The ‘800’ line of Hale Sectionals will 
intermember with Globe-Wernicke 
units of same style, stock number 
and finishes. 





Manu 
Room 





F. E. HALE MANUFACTURING CO., 
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9th District Notes 


M. H. “MIKE’’ HOLBERG, correspondent 
5939 Berkshire Lane, Dallas, Tex. 





Congratulations . . . to John and Joan Fernon on the birth 
of their fourth “little one.” Virginia, to be known as “Ginny”, 
was born on June 19, weight 8 pounds and 7 ounces. This 
gives Joan and John two boys and two girls. John, as most 
of you know, owns Sabine-Neches Office Equipment Co. in 
Beaumont, Tex. 

. 

“Silent Bob” Strafford UI informs me that Tom Gilledge 
has joined the Jim Cooper organization and will cover ac- 
counts in Texas, Oklahoma, Louisiana and Arkansas. Tom 
will make his home in Mesquite, Tex. He was formerly with 
the Grady Manning Hotel in Little Rock, Ark. 

© 

Stationers Distributing Co. of Houston regretfully announces 
that Troy McNeill has resigned. Troy expressed the desire to 
spend more time with his family and has returned to a po- 
sition that he formerly held with E. R. Conner Co. in Fort 
Worth. 

» 

Art Buchanan and Lorenz Bauerkemper, who have repre- 

sented Stationers in Houston and adjacent areas for quite some 





Art Buchanan Lorenz Bauerkemper Don Hemann 
time, have been assigned a portion of Troy’s territory con- 
sisting of southern Louisiana and Southern Mississippi. Don 
Hemann, who has been with Stationers and Wholesale Office 
Equipment in the Houston area, will assist them. 
* 
Dealers in the above mentioned areas may see any of the 
three until regular schedules can be made. 
e 
The Sabine River news published by E. I. du Pont de Ne- 
mours & Co., Inc., in Orange, Tex., has given a nice write-up 
to W. Bernard Waltman and his wife, Mattie Mae, on their 





The Orange Stationer . . . staff. From left are Hubert Crosson, 
deliveryman; W. Bernard Waltman, owner, and Mattie Mae 
Waltman, his wife. 


successful operation of The Orange Stationer. The business 
was started in November, 1952. T. B. Taliaffero is now asso- 
ciated with the firm as store manager. 

« 

Otto Office Supply spent the July 4 week-end moving into 
its new quarters at 2428 Times Blvd., in Houston. This is 
just three doors from their old location. The move came one 
month before their third anniversary and will give twice the 
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ONCE THE NEWEST 
THING IN 
DUPLICATORS... 
NOW ITS 






=. 


REPRODUCES 
FIVE COLORS 
AT ONE TIME! 


$198.50 


plus F.E.T. 
F.O.B. Chicago 











Other models from $157.50 up, 
electric model at $349.50. 





== SILVER-STREAK 


@ Streamlined, Modern Design @ Pre-Set Side Guides—Fixed 

® Exclusive “Margi-Set” Auto- Position Assures Accurate 
matic Raising and Lowering. Alignment always 
Copy Can be Positioned While —@ Exclusive Quart Capacity Fluid 
Operating Duplicator. Supply. Less time on refills— 


s Composition-faced, long-wear with No Evaporation 
Side-grippers. Outlast all others —_@ Five Position Intensity Control 
—Positive Single Sheet Feed. e Easy Visible Fluid Supply 
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1201 Cortland Street « Chicago 14, Illinois 
San Francisco Brooklyn 
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As Advertised in The Saturday Evening Post 


14 Victor Champions 
for your customers 
to choose from! 


NEW! ELECTRIC MODELS! 
NEW! DIRECT SUBTRACTION! 
NEW! HAND ADDERS! 








Full keyboard and 10-key 
keyboard models available in 
electric or hand-operated units 


Now, there are 14 Champion models in the new 
expanded line — hand-operated or electric Champion 
Executives featuring direct subtraction — Champion 
Super Adders in attractive metal cases. Money- 
making discounts and great sales versatility give 
you a better profit opportunity with the Victor 
Champion line. Mail the coupon below for illustrated 
brochure. 


Low-cost cash registers 
—two models available. 
These top sellers offer your 
customer many extra fea- 
tures found only on higher 
priced registers. Be sure 
you get the Victor plan 
outlining the complete 
Champion line. 





Victor Adding Machine Co., Chicago 138, Ill. 
Victor-McCaskey Limited, Galt, Ontario 


Manufacturers of Business Machines, Cash Registers, Business and 
ndustrial Systems, Electronic Equipment, Electri-Cars. 


| 
| 
| 
| 
al 


[-———— Tear out this coupon and mail today! 


Victor Adding Machine Co, 

3900 N. Rockwell St., Chicago 18, Ill. 

Please send me the new brochure outlining complete selling plans for the new, 
expanded Champion line. 





Name 
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space previously occupied. Thanks to Ray Howard of Ester- 
brook Pen Co., for sending this information to us, 
© 
The many old friends of George “Barney Google” Smith 
will regret to hear that he passed away in June. “Barney” died 
of a heart attack while in Florida. 
© 
I am sorry to hear that John McKim, Caddo Office Sup- 
plies, Shreveport, La., has been in the hospital. We hope that 
by the time you read this John will be back at his desk. 
° 
If you didn’t know ..... Ward H. Silliman, manufacturer's 
representative, has been in Baylor Hospital in Dallas. Ward 
underwent major surgery but is now at home recuperating. 
He informed the writer on a recent visit that the doctors have 
forbidden him to indulge in his favorite pastime of working 
until sometime in October. So if you don’t see him around 
the territory for a couple of months you'll know why. In the 
meantime his son, Bob, will carry on. We are happy to hear 
that you’re feeling better Ward .. . . and the challenge of a 
gin rummy game will be history by the time this goes to 
press .... I hope. 
° 
A note to travelers and dealers: It only takes a minute to 
stop in or sit down and write a card to our ailing friends. They 
miss the daily hubbub of our industry and a remembrance 
from some of you would go a long way in helping someone 
recover or to give him a few moments of most pleasant re- 
laxation. It’s worth doing..... think about it! 


I very much regret that this will be my last column. But 
due to a work load which seems to be out of control at times 
I find that | must resign as correspondent of the 9th District. 
My thanks to those of you that have sent me the news. It’s 
been most interesting and educational to write your news each 
month. 


* 

I’ve been unable to talk with Jess Musgrave, Texas Traveler 
prexy, as to whom he has appointed to the job; but never fear 
Jess will have him ready to go the following month. In the 
meantime, send your news to either Jess or myself and we 
will see that your new correspondent gets it in time to make 
the deadline. Be good to yourselves and thanks again, not 
only for sending me the news... . but for reading it too. 





Machine Window Enhanced by Baseball Tie-In... 





A. Pomerantz & Co. tied in the opening of the baseball season 
with a display of office machines in a recent promotion. The 
window featured pictures of the Philadelphia Phillies, home 
town team of the store, and coincided with opening day at the 
ball park. Gestetner and Heyer duplicators were featured as 
well as other machines. The drapes were purchased from 
Gestetner and the cards were either supplied by the manufac- 
turers or made by the Pomerantz advertising department under 
the direction of Patricia A. Sholtes, ad manager. 
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MAKERE OF THE WORLD FAMOUS 
PATENTED STA CLEAN METALLIC 
PROTECTIVE COATED MASTER UNITS 


| 
} U.S. PAT. 2.671.734 


A reputation can not be bought. It must be 


earned. 


We have earned ours by strict adherence 


to these rules: 


- Set one standard, but set it HIGH 


- Serve one trade, but serve it WELL 


- Make one product, but make it BEST 


SPECIALIZING IN MASTER UNITS 
SPIRIT & HECTOGRAPH CARBON PAPERS 


° 
SUPPLIERS TO DULICATING SPECIALISTS EVERYWHERE 


RIBBON AND CARBON MFG. CO., INC. 
GENERAL OFFICES AND FACTORY 
HARRISON, NEW JERSEY U.S.A. 
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mix to match any mood 





sell to suit any space 



































IDEAL modular modern 


Fe ae 


=z, 
¥ The Profit line 
mF that inspires 
the creative touch 





























No matter what your space 
limitations .. . IDEAL 
modular modern will fit any 
office plan. Dignified and 
durable . . . each IDEAL 
unit is complete in itself or 




















becomes part of a practical 
grouping. Beautifully 
ge & finished in 6 standard 
finishes or in any custom 
Tv color you choose. 





at IDEAL 

















ait 
= modular modern 
. - OFFICE EQUIPMENT DIVISION OF 
IDEAL SCHOOL SUPPLY CO. 
= 8312 S. Birkhoff Ave., Chicago 20, Ill. 











OVER HALF A CENTURY OF QUALITY 
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llth District Notes 


KENNETH SUTHERLAND, correspondent 
8036 S.W. 9th Ave., Portiand 1, Ore. 





Bart Bartholomew and family, John W. Graham Co. of 
Spokane, enjoyed a two-week vacation in the Portland area. 
7 
Ernest L. Hicks, Modern Office Equipment, Walla Walla, 
Wash., recently purchased the Remington Rand agency from 
Mrs. R. H. Henderson, Henderson Office Supply, also of 
Walla Walla. Mrs. Henderson will continue to operate the 
stationery supply portion of her business at her present loca- 

tion. 
a 

Frank Kingery and family, Shaw & Borden Co., Spokane, 
recently journeyed to San Mateo, Calif., to visit Frank’s 
father, who recently had a serious operation. We are happy to 
report that the patient is making a splendid recovery. 

° 

Mrs. Robert Church, Church & Nelson, Wenatchee, Wash.., 
suffered a serious back injury in a fall last May 11. She was 
hospitalized for two weeks in Wenatchee and was then moved 
to Swedish Hospital in Seattle, where she was still under ob- 
servation at this writing for further examination and therapy 
treatment. We are indeed sorry to hear of this misfortune. 

William Goss and family, Shaw & Borden Co., of Spokane, 
Wash., recently spent a vacation in Port Angeles, Wash. 

. 

Attending the Oregon Trail Travelers’ July luncheon at the 
Stewart Hotel in Seattle were George Simmons, Hal Sullivan, 
Dick Vaughan, Bob Anderson, Bill Ross, “Mirth” Smith, Art 
Tormay, Scott Waters, John Burns and Ken Sutherland. 

“Mirth” Smith entertained the group with an hilarious dis- 
sertation of an experience in North Bend, Ore. A hasty re- 
vision of itineraries was made by the group only to find the 
travelers were 25 years too late. 

. 

Robert Gibbs, Associated Stationers, Seattle, Wash., re- 
ported that the annual stationers’ golf tournament at Ingle- 
wood Golf Course, August 9 was unusually well attended. 
Gerry Whitcomb collected a wonderful assortment of prizes. 

° 

President Whitcomb of Oregon Trail Travelers says that 
results of the recent election by mail are inconclusive because 
of the delay in return of ballots. Results were to be announced 
in August. 

. 

And there’s more news about Gerry. June 24 was his bad 
day. An auto made a left turn in front of him on Highway 
410, causing him to drive over a bank. His auto rolled over 
twice, was completely demolished, and he came out with a 
couple of broken ribs and multiple bruises. At that, Gerry 
apparently had his rabbit’s foot with him to escape more 
serious injuries. 

. 

I see where Russ Stevens had a safety award for driving. 

Good piloting, Russ. 





Two Zephyr American Products Chosen 
For U. S. Exhibit in Milan, Italy 


The “Rolodex” rotary card file and the “Lettadex” letter 
opener were selected as two of 130 outstanding examples of 
American industrial design in the communications field. 

The two items will be shown in the U. S. exhibit at the 
11th Triennale, one of the world’s most important interna- 
tional exhibitions of industrial design, architecture and home 
furnishings, in Milan, Italy. 

The U. S. exhibit is entitled “Communications at Home 
and at Work!” It is sponsored by the U. S. Department of 
Commerce and the American Society of Industrial Designers 
in co-operation with the Industrial Designers Institute. 

It will be shown at various trade fairs during the 1958 
season as well. 
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the COMPLETE line..- 


MIAMI SYSTEMS 


the Vine with all of the 
“wost-wanted” heatwres 


All American business men want to buy Miami 
autographic forms and registers—designed for 
every business need at competitive prices that fit 
every business budget. 


CONTINUOUS FORMS, CONTINUOUS INTERLEAVED 
SETS, STANDARD AND CUSTOM MADE AUTO- 
GRAPHIC REGISTER FORMS, RITE-TYPE SNAP 
CARBON FORMS—printed in all sizes, numbered, 
punched and perforated to meet your customers’ 
requirements. 


Besides being backed by a firm with an enviable 
reputation for quality, prompt delivery and depend- 
ability, you are given Bonded Dealer Protection, 
which guarantees no competition from Miami Sys- 
tems—ever! 


Miami manufactures every form Miami ships. 


Miami, one source for all! Forms, Registers, Car- 
bon Rolls, Stock Forms, Binders. 





DON’T BYPASS this profitable 
opportunity. Write today for a 
portfolio of samples, complete 
schedule of new low prices, inter- 
esting discounts, Bonded Dealer 
Protection and Miami's unique ex- 
tra profit plan, or for details see 


usat... 
Syslems 
MIAMI SYSTEMS CORPORATION Booth 78 NSOEA Shou 
a CONRAD HILTON, Chicas 


34th and Robertson 
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_ Sunny Side of the 
_ Golden State Travelers 









John and Gus Stake Their 
Reputations on This Chair! 





See 


No. 2000 


Deluxe Executive Chair 




















John Eckert and Gus Krieg are willing to put 
the Craftsman reputation squarely on the No. 
2000 Deluxe Executive Chair shown here. 


It is one of the highest quality executive chairs 
Craftsman produces. It is built with such loving 
care that even the coil springs are made 
"special’’ to insure top quality. 


Both John and Gus firmly believe this is one 
of the finest chairs on the market, typical of 
the entire quality Craftsman line — a joy to 
own... a joy to sell. 


The No. 2000 and the entire Craftsman line 
will be on display at Booth 557, N.S.O.E.A. 
Convention, Sept. 28 — Oct. 2, Conrad Hilton 
Hotel, Chicago. 


Come see, and ask John and Gus why they're 
so proud of the No. 2000 and the other Crafts- 
man chairs. If you can't attend the convention, 
do the next best thing — write today for our 
latest catalog. 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 









N.S.0.E.A. 


Convention 





by George Frey 
7819 Anise Ave. 
Los Angeles, 45. 


Ihe luncheon on June 17 turned out to be one of the most 
interesting of the year. About 35 to 40 members and guests 
availed themselves of the opportunity of “Learning about 
Life”. 

Wm. H. Lane, western zone manager of Life’s retail repre 
sentative program, together with Noel C. Humphry, retail rep- 
resentative, and Skip Dull, projectionist and retail representa- 
tive, presented two 20-minute films, “What Makes Life”, and 
“Opportunities Unlimited”. 

The first film showed the activities of Life photographers 
around the world on one day last year. The second was based 
on a series of articles from Fortune and predicted the national 
economy in the generation to come. They then discussed the 
part that stationery industry is playing in Life and the econo- 
my of the country. 

All present agreed it was one of the most interesting and 
most informative programs we have had and we extend our 


the meeting over to him. 
7 

One of the newest members of the Golden State Travelers 
Club is Bob Lamson (Cole Steel Equipment Co.). Hope he 
can attend one of our business meetings to meet the members. 
Welcome aboard, Bob. 

. 

Harold Switzer, Valley Office & School Equip. Co., Bakers- 
field, passed away suddenly of a heart attack on June 22. 
Harold had been in the stationery business for 30 years and 
was originally from lowa. 

a 

George Lazier, (Smead Mfg. Co) attended a sales meeting 
in Hastings, Minn. on June 13 and 14. He reports very hot 
and rainy weather. He made stops at Reno and Salt Lake on 
the way. 

3 

Willis Clark (mfrs’. rep.) has moved into his new home at 
Rossmoor at Las Alamitos. 

* 

Stewart Anderson (Joseph Dixon Crucible Co.) has been 
appointed treasurer of the Golden State Travelers Club, to 
finish out the year. Shortly after, he and his wife left for Ha- 
wail. Hmmmmm! 

© 

Fay Hanold (Carter’s Ink Co.) has just returned from a busi- 
ness trip to Phoenix. 

* 

Tommie Burke is now with Lester Chatterton (mfrs.’ rep.). 
Hope to see you in the Golden State Travelers, Tommie. 

& 

The Monday luncheon at Rodger Young Auditorium found 
just 10 members and guests present on July 8. Those present 
were, Harry Yerg (Hadley Co.), Roe Powell (Universal Paper 
Goods), Bob Neal (from Mexico City and looking for lines to 
represent), Ralph Maneval (A. W. Faber Castell Pencil Co.), 
Willis Clark, Al Coffey (Albert E. Coffey Co.), Bob Lauter- 
jung (Quality Park Envelope Co.), Sam Bullock (L. A. Rubber 
Stamp Co.), Ben Vorwick (Blaisdell Pencil Co.), George Frey 
(Chas. R. Barry Co.) and that renowned world traveler, Willis 
Palmer (Boorum & Pease). 

Sam Bullock had just returned from a trip to Toronto, Can- 
ada for a convention and reports a wonderful time and good 
flying weather both ways. 

Ralph Maneval reports the addition of a new man working 
with him; Tom Olson. 

+ 
Willis Palmer had a wonderful trip to Europe and states all 
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Why thanks to the editors of Life and Fortune. 
Our thanks also to Bob Anderson, program chairman, who 
at introduced the speakers after President Walt Waldvogel turned 
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FOR BIGGEST SALES 
PAPER RIBBONS 


Keeps Typists’ 





Follow This 
**Leader” 





IN CARBON 





Hands Clean! | 


The ‘leader’ is RED-COLORED, STRONG PLASTIC. More and more electric typewriter users 
are asking for it “the ribbon with red leader on it”. Old Town’s Carbon Paper Ribbon. 

Vo wonder! The leader 17 inches long protects typists’ hands as they put the ribbon on 
the machine. And also protects the ribbon before use. 


The leader is but one of the all-plus features of these competitively-priced Old Towns . . . 


CARBON COATING. Electronically controlled. Guarantees uniform DENSITY, color intens- 


ity; sharp-writing, smudge free originals. 


PAPER. High-tensile strength. Superthin. Assures uniformly distinctive impressions. Old Towns 


have the thinness-plus-strength absolutely essential to quality-write carbon paper ribbons. 
SLITTING & WINDING. Sharp, precision-cut ribbon edges eliminate tear. Ribbon winding 
is hair-breadth-accurate. These are “must” features for electric typewriter ribbons wound to 


l-inch diameter! Every inch of this long ribbon must pass evenly through the machine. 


OLD TOWN HAS WHAT IT TAKES. Pioneer experience in carbon paper ribbons. Ma- 


chines of special design. Years-ahead formulas. All-quality materials. 


Go to town with Old Town Carbon Paper Ribbons. Write us now for detailed data, attractive 


pr if Cs 


OLD TOWN CORPORATION 


Established 1917 
750 Pacific Street, Brooklyn 38, N. Y. 


World's Foremost Makers of Carbons, 
Ribbons, Duplicators and Duplicator Supplies 
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she gets things done 
in her 8-hour day! 





SENG FIXTURES 
help build work output 


When typists work in comfort, they work 
efficiently. Swivel office chairs and type- 
writer desks, equipped with Seng mechan- 
ical devices, increase comfort, add hours of 
output to every business day. Employers 
reap the reward in more work done, more 
reliable results. 

Seng action controls for office chairs ad- 
just to suit the user . . . have Nylon bearings 
at vital points to assure smooth, silent tilting 
and turning .. . are precision-built to reduce 
wear. Seng-equipt typewriter desks permit 
the machine to swing smoothly, effortlessly 
to typing position, providing a sturdy, level 
platform. 

Do your customers a favor by selling 
them typewriter desks and secretarial chairs 
equipped with genuine Seng fixtures. Let 
precision engineering, foolproof design and 
finest workmanship help you make lifetime 
accounts out of one-time purchasers. 


1450 NORTH DAYTON ST - CHICAGO - 22> ILL. 


MECHANICAL DEVICES FOR OFFICE FURNITURE 
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you have to do is mention a place, and he has been there, 
Among other countries he visited, were Norway, Sweden, Den- 
mark, Germany, France and Italy. He flew both ways and 
landed and took off from England. Any club or organization 
interested in a three hour travelogue with gestures, please con- 
tact Willis. 

. 

Wally Waldvogel (National Blank Book Co.) and president 
of the Golden State Travelers Club was on his vacation in 
July. Spent it in the high Sierras with his Boy Scout Troop. 
He has a very active troop with two Eagle Scouts and three 
I ife Scouts. 

rs 

Jim Montgomery (mfrs’. rep.) has just returned from a 

seven-week swing through the Pacific Northwest. 
* 

Harry Fuller is recuperating after his operation and coming 

along very nicely. 
© 

Willie Horton of Horton’s Stationery in Burbank has just 
moved into his new home in Reseda. Willie is so far out in 
the country he can hear the crickets chirping at night. 

6 

The Fountain Pen Shop has moved to a new location at 
315 W. Fifth St., L. A. 13. They are in room 800 of the 
Metropolitan Bldg. 

° 

Third Veep, Jim Montgomery announces the 2nd annual 
golf tournament & dinner dance to be held at Palos Verdes 
Country Club on Aug. 31. Last year there were approximately 
50 members, guests and their wives that played this beautiful 
course. All those that attended will remember the delicious 
steak dinner served in the dining room overlooking the golf 
course and all the beaches. 

The official announcement and reservation blanks will be 
in the mail in a short time. Please mail in your reservations 
early so the Committee can be prepared for the correct num- 
ber of dinners and golfers. 7 

Dick Kirkpatrick (Old Towne Corp.) is hard at work on the 
1958 Sales Rally to be held at the Statler Hotel next January. 





Pencil Maker Turns Trouper .. . 





Politicians and prospective fathers hand out cigars by way of 
greetings. Pencil makers extend pencils. ‘‘Have a Ticonde- 
roga,’’ says Frank G. Atkinson (left), president of the Joseph 
Dixon Crucible Co., to TV star Warren Hull following Mr. 
Atkinson’s guest role on ‘’Strike It Rich.’ By correctly answer- 
ing a tricky quiz question, Mr. Atkinson in his role as a “‘help- 
ing hand” enabled a contestant to win $200. To be sure, he 
also got in a plug for his company. 
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Elegant 
Simplicity 
for Gracious 
Office 
Living 


Here are graceful lines that 
achieve the impression of alertness 
while maintaining the air of 
dignity so necessary for today’s 
fine offices. The painstaking 
hand finished grace of glowing 
walnut frames... the sculptured 
arms flowing smoothly into 
graceful tapered legs all give 

a rich warmth found only in fine 
woods worked by proud craftsmen. 


Your customers will like these new 
Flight chairs... and so will you 
for you'll find they are a fast 
moving family. Don’t miss sales... 
write for complete information or 


just send in your order today! 





The World's 
Largest Selection 
of Fine 

Office Seating 


Contemporary 
Modern 
Traditional 


Designed with 
Ageless Form and 
Enduring 
Substance 







THE B.L 


Marble 


CHAIR COMPANY 
Bectora One 





° 
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provides more 

comfortable, longer 
lasting seating than 
you’ve ever known 


COMFORT AS YOU LIKE IT — WITH EXTRA 
LARGE SEATS AND BACKRESTS 
® Larger, comfortable contour-shaped 
seats — 151%” wide x 16” deep 


® One-piece contour shaped stee! seat 
(No. 81) or 5-ply hardwood veneer 
contour shaped seat (No. 82) 


® Smooth, baked-on enamel! finish in 
Beige, Azure Grey or Saunder's Green 


STURDY CONSTRUCTION FEATURES ASSURE 
LONGER THAN EVER CHAIR LIFE 
® Heavy 18-gauge electrically seam 
welded tubular steel frames 


® L-shaped steel cross bar beneath 
seat for extra backing strength 


® Built-up steel seat spacers for 
stronger pivot rod bearing points 


® Solid steel pivot and stop rods double 
as frame bracers and strengtheners 


® Tubular steel leg stretchers on front 
and rear legs increase frame rigidity 


® Securely welded seat stops with rub- 
ber silencers minimize folding noise 


DESIGNED AND ENGINEERED FOR COM- 
PLETE SEATING SAFETY 
® Non-marring, annular design rubber 


feet tightly secured over steel dome 
gliders prevent floor skidding 


® Fully covered folding hinges safe- 
guard against pinching 

® No sharp edges—all are fully rolled 
and beaded to protect against injury 

® Non-tipping Y-type design permits 
edge of seat sitting without tipping 








CHAIR TRUCKS 


Seven standard sizes 
hold both X-type 
channel or Y-type 
tubular chairs — up- 
right or horizontal. 
Regular or under-stage models. 
Demountable ends and exclusive 
For new, complete line catalog chan-angle frames permit stack- 
No. 700 as well as brochure 100 ing empty trucks one on the other. 


Ha aU 2 Git i 


METAL PRODUCTS @ GREEN BAY @ WISCONSIN 
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Seen & Heard in 
Southern California 


2012 Huntington Dr., $. Pasadena, Calif. 





Richard H. (“Dick”) Strait, who has been manager of the 
office furniture department for A. C. Vroman, Inc., 695 E. 
Colorado St., Pasadena, for several years, and connected 
with the firm for 20 years, has resigned his position and will 
spend several months in his home state of Pennsylvania before 
returning to California with the thought of going into the 
motel or trailer park business. 

Mr. Strait started with Vroman as a delivery boy, later 
becoming a salesman in the office furniture department and 
then manager. 

Ross De Vinney, who has been sales manager in the office 
furniture department and secretary and treasurer for the com- 
pany, has succeeded Mr. Strait. Mr. De Vinney has been 
with Vroman for seven years. 

e 

Albert W. Swan has been appointed assistant to the field 
engineering manager of the ElectroData Division of the 
Burroughs Corporation in Pasadena. He has been with the 
company only one year. Willard M. Mecum has been named 
engineering supervisor for the Los Angeles district. 

- 

If the persistent increase in occupancy of major office build- 
ings in Los Angeles is any indication of increasing demand 
for office furniture and office machinery, then business should 
be increasingly good for those who sell that type of mer- 
chandise. 

A 25-year summary released late in July by the Building 
Owners and Managers Association of Los Angeles, through 
Mark C. Cohn, vice-president of that organization, indicates 
that percentage of occupancy in 1933 was only 68.4. Ten 
years later, 1943, it had risen to 86.0; in 1957 it is 95.73. 
Percentage of occupancy has not been below 95.0 since 1945 
except in one instance, 1955, when it was 94.37. One year, 
1946, it reached the 100% mark. 

. 

The Stationers Association of Southern California dispensed 
with its regular monthly meetings for July and August, the 
next meeting being scheduled for September. 

The June meeting drew an attendance of 66 and was held 
at the Rodger Young Auditorium. At this meeting 13 diplomas 
were awarded to those satisfactorily completing the 9-weeks 
sales training course offered by Dr. Earl Kieselhorst and 
sponsored this year by the association. This course is in the 
nature of adult education, the instruction given in weekly 
evening classes held at the Adams Jr. High School. 

Dewey Horton (Horton Stationers), Burbank, Calif., presi- 
dent, presided. George Hatten (Eaton Paper Co.) was chairman 
for the evening. He introduced William Shelton, insurance 
broker, who spoke on provisions of the Association’s program. 
Veron Valett (Southern California Stationers), chairman of the 
sales training course this year, introduced Dr. Kieselhorst who 
personally handed out the diplomas. 

® 

Ernest Ogden, for more than two years sales manager for 
Chase Brothers, dealers in office furniture, 3907 San Fernando 
Road, Glendale, has resigned his position and is now selling 
casters for office furniture. His successor has not yet been 
named. Royce Brown, purchasing agent, says Chase Brothers 
are working on plans for modernization but that working out 
of details will be certain to take some time. 

rs 


The Southern California Adding Machine Co., a firm which 
will be forced to move from its present location, 1717 S. Hill 
St., to make room for a major freeway being cut through the 
city of Los Angeles, has purchased a building site at S. 
Figueroa and 32nd Streets. Plans for a very modern building 
are now in the making, according to Gordon E. Miller, presi- 
dent. 

ry 


The Western Office Machine Dealers Association will meet 
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Think all 10-key = 
Adding Machines are 


pretty much alike ¢ 


~ 





O 


Not this 10-key Natural Way 
Friden Model ABY~= it 





6 





Plainly labeled control keys 
give direct “live” response 
* Totals and sub-totals ob- 
tained instantly with no ex+ 
tra strokes * Direct credit 
balance or minus total * Clear 
signal prints automatically ¢ 
All negative amounts printed 
in red * Simplified ribbon 


and paper change. 
a 

This new Friden ABY adds a new capability — 

, , ‘ . . 
multiplying — to standard adding machine perform- 
ance. And it has many “Natural Way” features invented gous 
by Friden to speed output, increase convenience in . ‘ 
use. Actually, there is no other 10-key adding machine OM automatu, office, 


at or near its price with which the Friden ABY can 


be compared. Ask a Friden Man to bring one to your 


© Friden Calculating Machine Co., Inc., San Leandro, California 
— sales, instruction, service throughout U.S. and world. 


office. Touch it and you'll know — this is the one! Commercial Controls Corporation, Rochester, N.Y., Subsidiary. 
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DEMONSTRATION 


of the amazing new art medium that is 
a dry crayon, wet crayon, water crayon, 
tempera, all in one! 24 brilliant colors 
Highly responsive, water soluble sticks 
of color, each in plastic holder, for a 
variety of art and craft uses in home, 
office, school, Sunday school. 


WY GLOBES 


SMARTLY STYLED 


for home and office. A popular line 
for all-year selling 


we ALUMINUM FRAME 
CHALKBOARDS 


chalkboards 





See these modern 
with sturdy, bright, tarnish- 

, roof, aluminum frame... use- 
ul in 100 ways in office, factory, 
home, church, club, etc 





See the new Display and Sales Aids 


WEBER COSTELLO CO. 


CHICAGO HEIGHTS, ILLINOIS 


Manufacturers of: 


Chalkboard, Chalk, Erasers, Art Material, Maps, Globes. 











at the Coronado Hotel in San Diego October 25-26-27. The 
leading speaker will be James Ward of the Ames Supply Co., 
Chicago. 

There will be a series of panel discussions dealing with such 
subjects as advertising and leasing. Among entertainment fea- 
tures will be a trip to Tia Juana with a midnight supper at that 
place. 

Jerry Rudrauff (L. B. Rudrauff Co., San Diego) heads the 
arrangements committee. Ray Alba (Compton Office Equip- 
ment Co.,) will be in charge of the panel discussions. Mr. Alba 
is president of the Southern California OMDA. 


Harold Mann, executive secretary of the National Office 
Machine Dealers Association, states that a lot of effort is being 
put into a campaign aiming at a total membership of 2,500 by 
the time of the annual convention at Milwaukee, June 29-July 
2, 1958. It is interesting to note that at the 1957 convention, 
Pittsburgh, June 29-July 3, an increase for the year of exactly 
600 members was reported. 

On the way home to Los Angeles from Pittsburgh, Mr. 
Mann stopped at Milwaukee to look over facilities for the 
1958 event and says he found them very acceptable. 





Sales Contest Sparks 
Maverick-Clarke Promotion 


@ A RECENT PROMOTION drive conducted by Maverick- 
Clarke, large Texas office equipment firm, showed excellent 
results because of careful planning within the organization. 

This particular drive was aimed at selling Verifax dupli- 
cating machines. In a similar sale conducted a year ago, the 
staff had sold 57 machines. It was felt that this was an ex- 
cellent record, but in setting up a new goal, the firm did not 
gO way above. 

It set the new goal at 49 machines. The end result? The 
salesmen exceeded the quota by more than 50%, selling 79 
machines during the campaign. 

An attainable goal, one which salesmen could look upon 
as reasonable, was a real spur to their sales. 

To encourage the salesmen to put forth their best efforts, 
the company set up a series of cash prizes for each machine 
sold. These prizes were based on one level of five machines 
or less, another for those sold over five, and two main prizes 
for the top and second-place sales. Everybody who participated 
made some kind of prize money. 

Next in line came “kick-off” sales meetings. These were held 
individually in all of the branch stores. All the pertinent facts 
were explained to the salesmen. Some of the branch store 
managers added extra touches to the meetings to instill sales- 
men with enthusiasm. 

Each branch had the salesmen who had the best record in 
1956 tell of his methods. The advertising support to the pro- 
gram was outlined. Each salesman was required to operate, 
demonstrate and give a sales talk (which resulted in a prize 
for the best presentation) on the machine. 

Each salesman was also pledged to distribute the direct mail 
material and to call on at least two customers daily in regard 
to the machine. 

Following the careful preparation, the sale got underway. 
At the end of the month’s period, each branch oversold its 
quota with gains running from 146% to 226% over the quota. 

Salesman David Branch of the Houston store won the grand 
prize by selling 10 machines in three weeks as well as sup- 
plies, totaling $3,500. Winner of second prize was Jerry Clark- 
son of Corpus Christi who had $2,600 in sales. 

Out of the 37 salesmen employed in all the stores, 26, or 
more than two thirds of the group, sold one or more ma- 
chines. Salesmen in the smaller cities even outsold the bigger 
city stores, proving that size of the community didn’t stop sales 
ability. 

The successful campaign was designed and planned by 
Jimmy Elrod, executive vice-president, and Tommy Tucker, 
merchandise manager.—JHR 
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in office efficiency 


CLARIN & . 
AUXILIARY OFFICE CHAIR with tablet writing arm 


Here’s a new, fast selling profit-making line. It’s 2” foam rubber seat—Naugahyde, nylon 


the new CLARIN Commuter tablet arm folding chair or grospoint upholstery. 
Wide choice of frame and upholstery 


that provides quick, comfortable seating and color combinations to match matem 
writing facilities at a moment’s notice. These chairs office decor. 

may be grouped in an office for informal discussions 

or placed in a conference room for a sales meeting OFFICE EQUIPMENT DEALERS. . 
or training session. The tablet arm swings up and Send now for complete information! 
locks into position at a scientifically determined 
height for effortless writing or may be swung down 
alongside the chair when not required. The 


Commute r is also available without the tablet arm Please send me full information on the new Clarin Commuter 
auxiliary office chairs and the name of your representative. 


CLARIN MANUFACTURING COMPANY 
Dept. 33, 4640 West Harrison St., Chicago 44 


for instantly available seating requirements. Both 
chairs are guaranteed for 10 years! NAME 


COMPANY 


CLARIN MANUFACTURING COMPANY ADDRESS 
4640 West Harrison St., Chicago 44 CITY 











EVERY ATLAS SYSTEMS 
SALE CREATES CONTINUOUS 
REPEAT BUSINESS FOR YOU! 


When a customer buys an Atlas System from 
you he immediately becomes a prime prospect 
for more Atlas equipment...for Atlas Hangers 
at regular intervals . . . and for additional 
Atlas Cabinets as his expanding requirements 
exceed the capacity of his original Atlas 
System. A good idea: check your past Atlas 
customers now for more Atlas business today! 


ATLAS 


VERTICAL FILING 


SYSTENS 


FOR NEGATIVES « OFFSET PLATES 
STENCILS «© SKETCHES * ARTWORK 
e X-RAYS * MASTERS 





FAST 
EFFICIENT 
ECONOMICAL 

SAFE 





ATLAS CABINETS -—<c complete line 
of models for negatives, plates, stencils, etc. 
up to 21” wide. Capacities up to 1400 pieces. 
Wide range of sizes, up to 26” wide, 52” 
high, 28’ deep. 


ATLAS HANGERS -~ over 20 types and 
sizes, a complete patented line of lug, spring- 
clip and envelope types to fit every need. 


Write for Current Literature 


AILAS 


STENCIL FILES COR CORP. 


16716 Westfield Ave. « Cleveland 10, Ohio 
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Canadian News 


Advertising specialty firms in the Toronto territory have 
formed their own trade association—many of them directly 
concerned with the stationery and office supply trade through- 
out Canada. 

At the inaugural session of the Toronto Advertising Spe- 
cialty Association, the following stationery supply companies 
became charter members: Acme Ruler & Advertising, Ltd.; 
Allied Roll Leaf Markers Co.; Business Gifts, Ltd.; Eversharp 
International, Inc.; J. A. Haugh Mfg. Co.; Jay Leathercraft 
Co.; Monogram Glass of Canada, Ltd.; E. S. & A. Robinson 
(Canada), Ltd.; Rolph Clark Stone, Ltd.; Scripto of Canada, 
Ltd.; Stanley Mfg. Co., Ltd.; Venus Pencil Co. Canada, Ltd., 
and others. Neil S. O’Donnell, the only Canadian director of 
the Advertising Specialty National Association in the U.S., is 
president of the new Canadian group. Jack Reed of E. S. & 
A. Robinson (Canada) Ltd., is vice-president, and Gordon Day 
of Business Gifts Ltd., treasurer. 

* 

Canadians in the stationery trade are saying farewell to 
Leon H. Black, president, W. A. Sheaffer Pen Co. of Canada, 
Ltd., Goderich, Ont. Mr. Black’s appointment as executive 
vice-president of the parent company at Fort Madison, Iowa, 
becomes effective September | 

His successor in Canada is Clyde E. Everett, formerly vice- 
president and general sales manager. Canadian trade execu- 
tives credited Mr. Black as “one American so completely 
sold on Canada that he never missed an opportunity to sell his 
adopted country, its people and its future prospects wherever 
he traveled.” In a few short years he had chalked up an en 
viable record of personal and business achievement in Canada, 
most of it, it was said, by eating, sleeping and breathing foun- 
tain pens. Sheaffers new general sales manager in Canada will 
be William R. Gardner, formerly territorial sales manager at 
Hamilton Ont 





. 
A pretty blonde Montreal secretary, Sheila Ward of Can 
adair Ltd., Montreal, was top essay winner in a contest spon- 
sored by the Executive Furniture Guild of America 
Receiving the gift of a new office, created by John (¢ 
Preston Ltd., office design consultants, Montreal, was her boss, 
Robert A. Neale, vice-president in charge of Canadair’s 
manufacturing. Miss Ward was guest of honor at the Execu- 
tive Furniture Guild’s Fashions for Business Show. She also 
won a newly-furnished office and a next-January trip to 
Honolulu 
° 
Acco Canadian Co., Ltd., Toronto, is now located in new 
offices and plant in the suburb of East York. A _ one-floor 
building, expanded facilities will provide greater manufacturing 
and customer-service developments, according to Acco’s 
Douglas K. Chapman. 
e 
[wo additions to the board of directors of Steel Equipment 
Co., Ltd., Ottawa, are G. Ashley Hutchinson, executive vice- 
president, Eddy Match Co., Ltd., and J. S. Irwin, sales man- 
ager, Steel Equipment Co. Hugh Hart, vice-president, Eddy 
Match Co., becomes secretary-treasurer of Steel Equipment 
Co. The appointments were announced by Donald B. Cruik- 
shank, president 
° 
Appointed manager of the newly established accounting 
machine division of the Montreal office of Monroe Calculating 
Machine Co. of Canada, Ltd. is John C. Lazurek. He was 
previously assistant manager of the Montreal branch, joining 
the firm in 1953 after serving as assistant general manager 
and sales manager of S. Vessot Co. Ltd., Joliette. His new 
post was announced by William W. Crabb, Jr., general man- 
ager. 
° 
Election of Kenneth G. Graham and W. W. Richardson, 
C.A., to the board of directors of Sellotape (Canada) Ltd., 
and Adhesive Tapes (Canada) Ltd., Toronto, was announced 
by the company last month. 
. 


E. H. Ellis, president, Barber-Ellis of Canada, Ltd., Toronto 
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Judging by the way the gals have taken 
to them, you’d think KLEENMASTER 
Units contained Uranium. 


Tain’t so—but they do contain the 
answer to a long-felt need. They’re 
clean to work with. Won't make an 
unholy mess of the hands and clothing 
of the girls who type the Masters. 
They can actually rub their hands on 
KLEENMASTER’S Plastic Coating with- 
out a trace of a stain. 


We are grateful for the spectacular 
welcome you've accorded KLEEN- 
MASTER. Thanks to your cooperation, 
we are filling orders at a record clip. 
Just goes to prove the girl in the office 











knows what she wants when her dealer 
presents it to her. When you deliver 
it, you’ve got a loyal customer. 


In case you haven't yet gotten your 
feet wet, c'mon in, the water's fine! 
As the spirit duplicating market 
grows, the demand for KLEEN- 
MASTER increases by leaps and 
bounds. One demonstration sells it 
and repeat sales are practically 
guaranteed. 


Write today for samples, prices 
and a supply of “The Case of the 
Purple Monster’ folders to leave 
with your customers, 


If you aren’t receiving our informative 
new house organ, CARBON CAPERS, let us 
know. We'll put your name on 

the mailing list. 





PEERLESS yy 


General Office and Factory : Peerless Place 


Newark 12, xeonas 






COMPANY 


INCORPORATED 





















Rese A Quality Line— 
TEccmtuiie sensibly Priced! 














ALUMI 


CARD 





rlislic 


PRODUCTS 


LINOLEUM DESK PADS 
DESK BLOTTER PADS 
LEATHER DESK SETS 
WOOD DESK TRAYS 
WOOD COSTUMERS 


WOOD WASTE BASKETS 


NUM COSTUMERS 


ALUM.WARDROBE RACKS 


MASONITE CHAIR MATS 


INDEX BOXES 


CLIP AND ARCH BOARDS 


OFFICE SPECIALTIES 

















Write for our 
NEW 24 page 
illustrated Catalog 
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announced the appointment of A. Edward Morris as manager 
of the firm’s Hamilton branch. He joined Barber-Ellis in 1928 
and served as a sales representative in various parts of On- 
tario until 1955 when he was posted to Hamilton as assistant 
manager. He now succeeds Fred Beaver who has retired. 

« 

R. Edward Fugler was a head-bandaged head-table guest at 
the recent golf tournament dinner of the Montreal Stationers’ 
Association. The Toronto vice-president and general manager 
of Esterbrook Pen Co. of Canada, Ltd., when driving off for 
the second tee, caught the full force of a ball striking a tree 
a few feet away. The blow caught him on the eyebrow. No 
permanent injury. Some 77 other trade personalities played 
golf; 23 made the most of a cribbage session. Golf prizes 
went to Hector David, the Waterman low gross cup; T. H. 
Sackhouse, the Dominion Blank Book low net cup; Rene 
Piche, the Luckett century cup. Top cribbager: Bert Merrifield, 

* 

Edward Stevens, president, Canadian Staples, Ltd., Toronto, 
has named Ossie J. Tancock, formerly Ontario and Western 
Canada sales manager, as the firm’s new general sales man- 
ager. Mr. Tancock will make Toronto his headquarters and 
will supervise the firm’s sales activity from coast to coast. 
Added to the sales staff is John Hunter. He will cover the 
provinces of British Columbia and Alberta, operating out of 
Vancouver, B.C. 

° 

Valleyfield, Que, now has a modern self-serve stationery 
and office appliance dealer outlet. Gabriel Langevin has com- 
pleted construction of his new location, his former store 
being completely destroyed by fire a few months ago. 

7 

George Butcher, General Stationery & Paper, Ltd., Winni- 
peg, was guest speaker at the recent meeting of the Winnipeg 
Stationers’ Association. He outlined developments and trends 
noted at the recent annual meeting in Edmonton, Alta. of the 
Stationery & Office Equipment Guild of Canada, Inc. The 
Winnipeg group meets the second Tuesday of each month. 

s 

Golden wedding anniversaries were recently celebrated by 
Mr. & Mrs. H. P. Nichols of H. P. Nichols & Son, Ltd. 
Hamilton, Ont., and by Mr. & Mrs. Alex Stewart of King 
& Stewart, Toronto. Mr. Nichols, now semi-retired, established 
his office supply firm 25 years ago. Mr. Stewart started in 
the trade in 1895 with James Hope & Sons, Ottawa, as an 
errand boy, opening his own business in Fort William, Ont. 
in 1908. He came to Toronto 20 years later. 

* 


Hamilton Stationers’ Association, rained out of its outdoor 
annual picnic location, switched its scene to a nearby roller 
arena. Over 180 members, wives and children enjoyed a quick- 
ly organized substitute program. 

e 

A branch sales office in Winnipeg, Man., has been opened 
by The Brown Brothers Ltd., Toronto. Named resident sales 
representative is A. M. (Sandy) Findlay, 26. He was born in 
Calgary, educated in Edmonton and Vancouver. With the firm 
five years, he was trained in Brown Brothers’ Vancouver 
branch office under the direction of J. H. Dennis who will 
now restrict his sales territory to Alberta and British Colum- 
bia. New branch at Winnipeg is designed to facilitate sales 
coverage of the firm’s lines in the provinces of Saskatchewan 
and Manitoba. 

a 

The largest exhibition of stationery and office equipment 
trade lines ever shown in Canada is being planned for the 
1958 convention-product show of the Stationery & Office 
Equipment Guild of Canada, Inc. It will be held in the new 
Queen Elizabeth building at Exhibition Park, Toronto, May 
25-28, it was announced by Guild president, Sherwood Tacka- 
berry, Windsor, Ont. 

* 

Trade officials were guests when Hay Stationery, Ltd. 
London, Ont. opened a new branch store at Welland, Ont., 
July 25. A week earlier, Grand & Toy, Ltd., Toronto, of- 
ficially opened a new branch store in the Golden Mile shop- 
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1. Cardineer 

ond Reveldex 

Rotary Card 
Files. 





2. V-Dex Vertical Visible Files. 


ox € 


MULTIPLY PROFITS... Sell the DIEBOLD LINE 





4. Revolving Door Money Chests 


3. Insulated Files. .. . Cless “E”. 








5. Cycle Billing and 
Posting Desks ... 
Insulated and Uninsulated. 





6. Fire Resistive Sofes ... 1, 
and 4-hour U/L Ilobels. 








8. Utility Home Safes...can be 
mounted in wall with door 
in vertical plane. 


7. Steel Transfer Files. 








10. V-Line and Flex-Blok 
Posting Trays. 


9. Tra-Dex 
Vertical Visible Files. 








11. Flex-Site 
Visible Binders. 
12. Tri-Bolt Money 
Chests . . . Class “E”’. 








13. 
Fire-Resistive 
Vault Doors 2, 
1, 2, 4 and 
6-hours 

U/L labels. 





14. Ledger Tray Safes. 











15. New Super 
Elevator File... 
increased capacity 

. manual and automatic 
controls. 





‘WHEN IT COMES TO HANDLING 
MONEY AND RECORDS... 


DIEBOLD HAS THE ANSWER 


See our exhibit, 
Booth No. 105, 
N.S.0.E.A. Convention, 
September 28 — 
October 2. 


DIEBOLD 


INCORPORATEO 


964 Mulberry Rd., S. E. © Canton 2, Ohio 
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Sowing Awthican Business For Nearby a Contuny 





Solve your profit problem ... turn to Diebold for the, 
answer! Multiply your profit-making opportunities 

by selling the world’s most complete line for han- 

dling, storing and protecting records and money! | 
Every sale you make creates a satisfied user-prospect 

for other Diebold products. What's more . . . Diebold 

performance, price, delivery and service back your 

selling efforts all the way. Use the convenient coupon 

to request sales kits, today. 



































nnen coun meena ss ehasbepe denen 
1 | 8] ATTRACTIVE DEALER FRANCHISE AVAILABLE 
2 | 9 | DIEBOLD, INC. N-646-DI 
3 |l0 964 Mulberry Rd., S. E. © Canton 2, Ohio 
ain C) We ore interested in a dealer franchise. 
3 ita () Please send soles kits for items checked. 
6 I13 Firm 
Individual Title 
7 |14 
Street 
1's City Zone — Stote 
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A Modern, Sturdy Maso 
Elevator Stand-OUR SPECIAL! 
At Rock Bottom Price! 
























No. 1695 
“Our Special" 






Colors: Mist Green, Gray, Desert Tan 


Check These Many 
Sales Features 


Undercoated . . to 
absorb noise 


All steel 

All edges rounded 
Rattle proof 
Elbow type arms 





Tubular legs 

Rigid back brace 
Baked enamel finish 
2 drop leaves 

Soft rubber casters 


Exclusive 1-pe. 





leg bracket 


Other products made by Interstate include a wide va- 





riety of wardrobe and storage cabinets ; steel elevator- 
type stands for heavy business machines; office utility 
stands; plastic chair mats, etc. FOR FREE CATA- 


LOG SEND COUPON. 


—— ee oe oe Oe he ee ee ee 
Interstate Metal Products Co.,In Dept. A-3 


(Office Equipment Division) 
See you in 666 Lake Shore Drive, Chicago 11, til. 


i Gentlemen: please send me FREE office equipment catalog 
Rm. 653 at j & price lists on Maso products 
the NSOEA et eae 
h ! { TITLE __ . — 
snow | COMPANY__ 7 J —— 
OC ——————— —— 
2 (city) (zone) (state) 
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ping ceatre of the Toronto suburb of Scarboro. Both loca- 
tions are designed in the self-serve motif 


Immediate construction of a 25,000 square foot addition to 
the modern plant of Royal Metal Manufacturing, Co. Ltd. 
Galt, Ont. will add 25% to the firm’s present floor space. 
This is the fifth extension since the company located in Galt 
seven years ago. 


Thomas A. Edison of Canada, Ltd., Toronto, reported the 
appointment of the following as branch managers: For 
Kitchener, Ont., Albert K. Burns; Hamilton, Ronald H, 
Holmes; Windsor, R. C. Coyish; London, William J. Baugh. 
man. 

° 


The first Western Canadian Merchandising Conference, 
sponsored by the Wholesale Stationers’ Association, is being 
held in Vancouver, B.C., September 16, under the direction of 
Donald S. Frey, the group’s legal counsel, Evanston, Ill. It 
will be similar in scope to Eastern Canada conference of the 
WSA, held in Montreal recently. At the latter, C. Leslie 
Robertson, Granger Freres Ltd., Montreal, acted as chairman, 
Guest speaker at the morning business session was Mortimer 
H. Chute, Bainbridge, Kimpson & Haupt, Inc., New York; 
luncheon guest speaker, Jack R. Chipman, merchandising 
manager, The Brown Brothers Ltd., Toronto. Other panel 
speakers were J. S. Luckett, Jr., Luckett Loose Leaf, Ltd, 
Toronto; Ross Imrie, Eagle Pencil Co. Canada, Ltd., Toronto; 
Tracy Higgins, Higgins Ink Co. Ltd., Brooklyn, N.Y; 
Donald J. Young, Scripto of Canada, Ltd., Toronto; Joseph 
J. Evans, Apsco Products (Canada) Ltd., Toronto; Robert E. 
Reith, Gillette of Canada, Ltd.; Montreal; C. C. Heath, Ever- 
sharp International, Inc., Toronto; M. W. Douglas, Warwick 
Brothers & Rutter Ltd., Toronto, and Alex I. Naismith, Buntin 
Gillies & Co. Ltd., Hamilton, Ont. 


R. G. Attaway, Sr. (seated), who established the Tulsa Sta- 
tionery Co., Tulsa, Okla., 31 years ago, has sold the business 
to his sons, Roland G. Attaway, Jr. (left) and Robert A. Atta- 
way. He is shown going over some records with his sons pre- 
paratory to turning the business over to these young men who 
have assisted their father in operation of the firm for a num- 
ber of years. Robert is the new president and general manager. 
—EVH 
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This is why businessmen prefer the 
Leopold Streamline group. Warm, natural 


wood tones create a pleasant atmosphere. 








Leopold Functional design makes a Leopold Streamline 


desk easier to use, increases efficiency. 


the fast-selling Streamline Leopold quality assures longer life. . . giving 


D k your customer a greater return 
eS for his investment. Display and sell the 


Leopold Streamline Group. It is profit wise. 





A 








MEMBER: WOOD OFFICE FURNITURE INSTITUTE 








BURLINGTON, IOWA 


| Keo 
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f shears... 


tne O 


l 


is built specifically to meet the requirements of the Stationer 


ONLY. ee the 


BANKER’S SHEARS @ EDITOR'S SHEARS @ UTILITY SHEARS 


C 


All the Shears 








lauss Shears are made by craftsmen to be used by 
craftsmen. And because they are precision made to 
last—selling them builds long-lasting good will. 


always better to sell the best. 


™ 


you need from 


oo 





one source 









It’s 





— 1877 


RY SINC 


w 


FINE CUTL 


NEW YORK OFFICE—1107 BROADWAY 


OHIO 


FREMONT, 


CLAUSS CUTLERY CO., 


HOT HAMMER-FORGED 





industry Awards 


Hail Weber Costello Packaging... 





John Guthrie, director of art materials, and E. M. 
M. Lestikow, advertising manager, Weber Cos- 
tello Co., examine new Alphacolor pastel pack- 
age which won packaging award at recent 
National Art Materials Trade Association con- 
vention. Mr. Guthrie holds trophy symbolizing 
the award. Basic unit of each package is a 
plastic tray to provide a cushioning effect and 
to hold each pastel in an individual compart 
ment. 
. 


Honorable Mention to Higgins Ink Co.... 




















Bert Cholet, vice-president of Higgins Ink Co., Inc. receives 
the ‘Key of Achievement’’ honorable mention award from 
Robert M. Stelzer, president of the Student Marketing In- 
stitute. The award was made for Higgins’ educational pro- 
gram, particularly the art books, and for outstanding activities 
in the student market in the stationery division. 





Oxford to Increase Business Show Participation 

The Oxford Filing Supply Co., Inc. has announced plans for 
stepped-up participation in local business shows in co-opera- 
tion with dealers 

Some new concepts in visual demonstrations of the firm’s 
Pendaflex filing systems will be made available to dealers 
and in addition, Oxford representatives will work with dealers 
to insure the success of these shows. 

Recently the company participated in the Central New York 
Business Show sponsored by the Syracuse Chapter of the Na- 
tional Association of Cost Accountants. Samuel Abramson, 
owner of Standard Office Supply Co., displayed in three 
booths, one of which was devoted to Oxford products 
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They'll reach for Arr Stapler! 


PACKED WITH IMPULSE SALES POWER 


ON A DRAMATIC 3 COLOR DISPLAY! 


The new Arrow A-44... born for the impulse sale . . . for fast turnover « 
fat profits! It’s easy to see why: ideal as a stapler-tacker-plier fe 

of jobs, for office, store or school, and it’s packaged on an irresistible @#olor 
display that does all the selling for you! The A-44 staple has long 
been one of America’s most popular, should prove an even greater market 
for you now that the new A-44 stapler has been designed for it. " 
Precisioned from the finest grade steel, in gleaming black and geld finish, the 
A-44 is built with Arrow’s patented mechanism a 
that makes it absolutely jam-proof. RETAILS FOR ONLY $929 


THE A-44 JOINS ARROW’S COMPLETE LINE OF OFFICE AND INDUSTRIAL FASTENERS! 





undreds 








Standard Heavy Duty Office | - Flat Clinch Portable 
omnis Stapler-Tacker 
ae 





4-way Standard Desk Stapler- 
Tacker-Plier 
LIST: 
$4.25 


Automatic Gun Tacker 
Plier-Stapler 


: WS LIST: 
a ~ $2.50 
: =)! 
! : 







LIST: 
$10.50 





! 
See Arrow’s other stapling machines. Send for full-line catalog and price list. Full trade discounts apply. 





frre W FASTENER [70..f/NC. 


1 Junius St., Brooklyn 12, N. Y. 





. you never lose a sale with Arrow because 
ARROW SELLS ONLY THROUGH THE TRADE! 
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How to make profits 
with Visual Selling 


See for yourself how the two recently mod- 
ernized Horder stores are working out in 
actual practice. A visit will tell you more than 
ten thousand words: 


1. Please visit the newly modernized 
Horder store at Washington and Clark, or 
the store in the Banker's Building at Adams 
west of Clark. 


2. Then please visit our convenient Gen- 
eral Offices at Jackson and Jefferson and 
learn how you can have the same Visual 
Selling units and the same illuminated ceil- 
ing in your own store. 


Both the stores and the office are easy to 
reach from convention headquarters at the 
Conrad Hilton Hotel (see diagram of loca- 
tions) and you will be most cordially received 
at all three places. At our general offices 
please be sure to ask also about our com- 
plete Christmas gift offering to Associated 
Dealers. There is extra profit in that line for 
aggressive dealers. 


Associated Stationers Supply Co. 
Horder’s, Inc., Retail Affiliate 
229 S. Jefferson St., Chicago 6 

All phones FRanklin 2-6760 


cisee > 
watnineraw | 
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| Spider Lake Scene of Smead Conference... 





Plant managers, salesmen and other key personnel members 
of the Smead Mfg. Co. were recent guests of Mrs. Harold Hoff- 
| man, president of Smead, at her summer home in Spider Lake, 
Wis. New additions to the Smead line of filing containers and 
filing supplies, dealer helps and other discussion topics oc- 
| cupied the three-day meetings. Spider Lake, which is in the 

heart of Wisconsin's famed muskellunge country, is almost 
as heavily stocked with ‘“muskies’’ now as prior to the Smead 
gathering. 





Dennison Concentrates Pressure-Sensitive 
Label Production in Framingham Plant 

To better process and service orders for their line of PRES- 
a-ply labels, Dennison Manufacturing Co. is now producing 
all pressure-sensitive labels in their factory at Framingham, 
Mass. 

This new development allows Dennison complete control 
over orders—from design to delivery. Working directly with 
the customer speeds order production. 





Shaw-Walker Files Save Accounts... 








oe Fy 


“When | purchased the Shaw-Walker Fire-File ledger 
desks, little did | realize they would be our insurance 
for staying in business,’ said Gustave Berman, president 
of Yale Clothing Co., after a fire in Springfield, Mass., 
destroyed five offices and numerous records in ordinary 
steel files. Three Shaw-Walker Fire-File ledger desks 
preserved ledger cards representing $136,000 in ac- 
counts receivables. Mr. Berman is pictured with one of 
the Fire-Files. 
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A FULL-SIZE FINE-QUALITY SWIVEL CHAIR 
Packed With Famous FRITZ-CROSS Features! 


DON'T let low-priced, lower-grade chairs take your low-budget 
buyers. You can go after such business, and get it, with this 
Model 1200 Fritz-Cross chair. Smart in style, beautifully made 
of the finest materials and mechanism. . .all-welded square- 
tube frame with matching side-chair and secretarial model 

. priced to meet and beat competition! Dealer-details on 
request. 


THE FRITZ-CROSS CO. — 300 E. FOURTH STREET ST. PAUL 1, MINNESOTA 
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with magic marker 


* Sales are guaranteed when you 
feature the exclusive advantages of 
“CAPAC” Capillary Action — found 
only in the original, patented products 
designed and developed by Speedry. 


magic marker 


U.S. Pat. No. 
2,713,176 





NO LOOSE INK! 
CONSTANT INK FLOW! 
NO MESS! 


Instant dry! « Waterproof! 
Smudgeproof! 


Repeat Sales! No Rejects! Long-life 
use! Display Speedry products — 
Millions sold! Millions satisfied! 





the amazing device that 
writes on any surface. 
Available in 9 colors. 


77¢ retailer 









STENCILEER 39¢ refill 
14” Felt Stencil Head 
Always ready for use. 
Just Lift The Cap and 
Stencil. $ 1 5 
retailer 


U.S. Pat. Pending 


Complete merchandising aids to help you get 
fast turnover! Point-of-sale displays! Window 
cards! Self-display boxes! Demonstrators! 
Big national ads! 





Aluminum gold-finish. 
Case for pocket or purse. 


99¢ 


BRUSHPEN P retailer 
U.S. Pat. Nos. 2,416,596, 2,547,541 — a 
r eee eee ee eee OE EE 41 


MAIL COUPON FOR CATALOGUE & PRICE LIST 


SPEEDRY PRODUCTS, INC. 
Richmond Hill 18, N. Y. 


RUSH special ‘““Magic Marker’ Profit Story. 


Dept. OA4 





Address. eS SS a 





City. _Zone___State. 
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Deaths 





Floyd E. Zinkhon, 

47, national accounts manager of the 
Venus Pen & Pencil Corp., Hoboken, 
N. J., died suddenly at his home in 
White Plains, N. Y., on July 26. 

Born in Cincinnati, Ohio, Mr. Zink- 
hon had been associated with the pen 
and pencil industry for many years, 
joining the Hoboken firm in 1944 as in- 
dustrial salesman. In 1954 he became 
territory manager covering the states 
of Ohio, Kentucky and Tennessee, and was made national 
accounts manager in 1956. 

He was a member of the Fifth District Travelers Club and 
served for many years as the corresponding secretary. 

Surviving are the widow, Mrs. Jean Zinkhon, and his par- 
ents who reside in Cincinnati, Ohio. 

. 


Samuel S. Rosendorf, Sr., 

of the Southern Stamp & Stationery Co., Richmond, Va., died 
Sunday, June 30, in his 86th year after an illness of many 
years’ duration. 

Mr. Rosendorf started in business in Richmond about 1890 
and was active in the stationery field until his semi-retirement 
in 1939, 

He was a charter member and one of the founders of the 
Richmond Rotary Club, serving as its first secretary and for 
many years providing the offices of the organization at the 
Southern Stamp & Stationery Co. He also was a past director 
of the Marking Device Association. 

Mr. Rosendorf was a 50-year honorary member of Fraternal 
Lodge No. 53, AF & AM, and a member of Beth Ahabah 
Temple. 

He is survived by his son, Samuel S. Rosendorf, Jr., and a 
granddaughter. 

. 


John Willmore, 


who was in charge of sales on ex- 
panding products for the Smead Man- 
ufacturing Co., died at Hastings Me- 
morial Hospital, Hastings, Minn., on 
July 17. 

Mr. Willmore was with Smead 
since 1947. Previously he was asso- 
ciated with Cooke and Cobb, hold- 
ing the position of general manager 
and vice-president until that firm was 
purchased by Josephson Mfg. Co. 

His first contact with the filing 
supply and stationery business was in 
Chicago when he worked for the 
Stevens-Maloney Co. In 1908 he 
joined Cooke and Cobb as sales representative, staying with 
that company until he joined Smead. 


Name Posting Equipment Distributors 


Posting Equipment Corp., announces that Mead-Lee Asso- 
ciates, 1026 Niagara St., Buffalo 13, N. Y., are now sole dis- 
tributors and sales agents for all products marketed by the 
concern. 

Mead-Lee Associates will rigidly adhere to the established 
policy of selling Posting Equipment Corp. products only 
through the trade. Posting Equipment Corp. henceforth will 
confine its activities to production and new product research. 

The co-operation of dealer friends in directing all future 
orders, inquiries and correspondence to Mead-Lee Associates 
will be appreciated, says the announcement. 

A new catalog, giving full particulars and prices, is now 
available to dealers. 
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with efficiency in mind... 













® Save Space — every- 
al thing within easy 
reach for real effi- 
d ciency. 





® Create efficient work 
stations quickly, 
easily 














al ® Utilize present floor space 
+h into more working area. 





COORDINATED GROUP by BROWNE-MORSE 





x Work-saving units that give you more fiexibility .. . economy 
in- The modern simplicity of these Browne— Morse Coordinate units adds an 
le- air of distinction to any office. Choose any combination from a long 
on line of smartly styled units. Here is modular equipment guaranteed to 
provide more work stations, maximum durability — and at low cost! In 
ad a jiffy you can add tops, cabinets, pedestals to basic desks in unlimited 
30- arrangements. 


FREE: Colorful brochure with more information on 
Browne-Morse work saving units. 
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om for profit the Browne-Morse modern 
tes office furniture line is the leader. 

MANUFACTURERS OF STEEL OFFICE FURNITURE, ALUMINUM CHAIRS, FILING Write for 0 ppm — about 
ow SUPPLIES, LABORATORY EQUIPMENT, HOSPITAL CASE WORK, FUME HOODS qe BROWNE-MORS alership. 
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ating 


for soft yielding comfort on 
furnishings that get heaviest use 


Imagine. ..lustrous iridescence and the texture of raw pongee 
silk now available in breathable, durable Du Pont “‘Fabrilite”’ 
vinyl upholstery. It’s the new “‘Siam”’ pattern with exclusive 
“Jewel Tone’’* 
including nontarnish gold to brighten furnishings that get 


colors—ten harmonizing, lustrous tints, 


heaviest use. 


Exclusive Du Pont formulation resists soil and wear, yet 
drapes for easy tailoring. Thousands of invisible pores 
breathe for soft, yielding comfort. Cleanable ‘‘Fabrilite” 
offers high-fashion, decorator styling in upholstery that stays 
new-looking for years. 


- breathable Du Pont Fabrilite’ 





L TOI] [8* finish in 





vinyl upholstery 








There's no vinyl upholstery like 


ov row Fabrilite’ 


“PATENT APPLIED FOR 


REG. U.S. PAT. OFR 


BETTER THINGS FOR BETTER LIVING ... THROUGH CHEMISTRY 
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For Fast Service Contact the FABRILITE” 
Distributor Nearest You Listed Below: 


ALABAMA 
Montgomery 


Fabrics, Inc., 515 Bell Street 


Birmingham 3.......Spradling Supply Company, 2125 Second Avenue, S. 
ARIZONA 

SN 5 o4b6 0 6e'es eankseneen S & S Supply Co., 3635 South 16th Street 
CALIFORNIA 

los Anmotes 15 ..cccccoscs Fabric Leather Corporation, 1139 Santee Street 


Lindsey & Hall, 1038 South Hope Street 


San Francisco 9 ......Scovel & Sons Company, 1133 Post Street 


COLORADO 

EE ae A. G. Seaver, 5850 Wadsworth Boulevard 

CONNECTICUT 

Hartford 5. New England Upholstery Supply, 38-40 Albany Avenue 

FLORIDA 

Jacksonville. .Wright'’s Supply Company, 816 Ocean Street, P. O. Box 2296 

Miami 36 W. Valentine Company, 618-622 S. W. Eighth Street 

Tampa.... Pee Gulf Fabrics, Inc., 107 E. Fortune Street 

GEORGIA 

reer Erikson Company, 228 Mitchell Street, S. W. 

i . i. peceseweh eke creel H. Masur & Son, 1132 Broad Street 

ILLINOIS 

6 ee A. Hoenigsberger, 123 North Wacker Drive 
Scot Fabrics Company, 546 S. Plymouth Street 

INDIANA 

Indianapolis Lichter Rubber Products Co., 1200 W. 28th Street 

KENTUCKY 

Louisville 2. .Herman A. Schildt Company, 323 E. Market Street 

LOUISIANA 


Baton Rouge 9 Tupper Supply Inc., 2117 North Street 
New Orleans 19. Tupper Supply, Inc., 2234 Tulane Avenue, P. O. Box 13113 


MARYLAND 

Baltimore 11 C. E. Briddell Company, Inc., 2800 Hampden Avenue 
MASSACHUSETTS 

Boston 14 American Textile Company of N. E., Inc., 32-34 Canal Street 
MICHIGAN 

Detroit 8 ....+.. Foam Rubber Products Co., 5301 Grand River 
Grand Rapids 3 Upholstery Supply Co. of Grand Rapids, 325 Fuller Ave., N.E. 
MISSISSIPPI 

cass 4 chee een Woolley Brothers, 411 South State Street 
NEW YORK 

New York City 1 ..Fabric Leather Corporation, 16 West 32nd Street 
Rochester ya H. R. Howard & Sons, Inc., 121 Mill Street 
NORTH CAROLINA 

High Point American Supply Co. of N. C., Inc., 308 W. Broad Street 
OHIO 

Cincinnati 2 Harry F. Niehaus & Company, 125 W. Central Parkway 
Cleveland 15. The Ingraham Supply Company, 575 Broadway Avenue 
OKLAHOMA 

Tulsa 8....Oklahoma Upholstery Supply, Whittier Station, P. O. Box #3185 
OREGON 

Portland 14 McDonald & Company, Inc., 935 S. E. Hawthorne Boulevard 
PENNSYLVANIA 

Philadelphia 6. Maen Line Majestic Fabrics, 217 Chestnut Street 
Pittsburgh 22.. Peiger & McCaw Company, 101-103 Market Street 
Wilkes-Barre. . M. H. Smith Company, Inc., 260 S. Main Street 
TENNESSEE 

Memphis 2.. ....Southern Textile & Supply Co., 287 S. Bellevue Boulevard 
US re te Wynn & Graff Company, 402 Woodland Street 
TEXAS 

Dallas 1........se+-.-A. F. Schmalzried & Company, 2650 Main Street 
Fort Worth...... Reese B. Davis & Company, 316-320 S. Lake Street 
ae Higbee & Mitchell, 1415 Dallas Avenue, P. O. Box #1726 
UTAH 

Galt take Clty... ..cces Van Waters & Rogers, Inc., 650 West Eighth St., S. 
WASHINGTON 

eS re McDonald & Company, Inc., 1424 Tenth Avenue 
Oven ehecede B. W. Griswold & Company, 319 S. Cedar Street 
WISCONSIN 

Milwaukee 2... ccccccccesccccess Gebhardt, Inc., 213 North Broadway 


®€6_ U.S. PaT. OFF 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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(Copies of patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 





Granted July 2, 1957 
2,797,636. Feed Mechanism for Addressing Machine. Henry I. Nettle, Norwood, 


Mass 

2,797,752. Staple Strip Forming Mechanism. Herbert W. Marano, Summit, 
N. J., assignor to Wilson Jones Co., Chicago, I!! 

2,797,788. Carriage Return Mechanism for Typewriters. Edwin 0. Blodgett, 
Rochester, N. Y., assignor to Commercial Controls Corp., Rochester, N. Y 

2,797,739. Features Related to Overrun Cushioned Carriage Return Mechanism. 
Harry C. Yaeger, West Hartford, Conn., assignor to Underwood Corp., New York, 


N. Y 

2,797,790. Case Shift Mechanism for Typewriters. Edwin 0. Blodgett, Rochester, 
N. Y., assignor to Commercial Controls Corp., Rochester, N. Y 

2,797,791. Platen Control Device. Bryan F. Kuhne, Duarte, Calif., assignor to 
Clary Corp 

2,797,868. Apparatus for Calculating Check Elements of Recorded Data. Ray- 
mond Henry Elie Marie Beranger, Paris, France, assignor to Compagnie des Machines 
Bull (Societe Anonyme), Paris, France 

2,797,869. Tens-Transfer Control Means in a Decimal Elimination Mechanism. 
Jon €. Grobl, Oakland, Calif., assignor to Friden Calculating Machine Co., Inc. 

2,797,919. Twin Length Selector trol for Tape Dispenser. Herbert W. Hempel, 
Belleville, Ill., assignor to Marsh Stencil Machine Co., Belleville, Ill 

2,797,920. Apparatus for Stacking Cards. John Colin Davy, Woldingham, and 
Maurice John Coote, Penge, London, England, assignors to Powers-Samas Accounting 
Machines, Ltd., London, England. 


Granted July 9, 1957 

2,798,218. Hold Down Means for Magazines with Fasteners of Different Heights. 
Howard G. Allen, Stonington, Conn., assignor to Bostitch, Inc., Stonington, Conn. 

2,798,219. Riser Structure for Fastener-Applying Implements. Arthur H. Maynard, 
Westerly, R. I., assignor to Bostitch, Inc., Stoningtor, Conn 

2,798,426. Material Applicator for Rotary Printing or Duplicating Machines. 
Edward J. Janke, Cleveland, and Donald B. Brewster, Euclid, Ohio, assignors to 
Addressograph-Multigraph Corp., Cleveland, Ohio 

2,798,427. Duplicating Process. Robert J. Kiimkowski, Chicago, and Robert T. 
Florence, Park Ridge, Il!., assignors to A. B. Dick Co., Niles, Ii! 

2,798,429. Re-Inking Mechanism for Cash Registers. Frank R. Werner and Walter 
G. Sterzer, Dayton, Ohio, assignors to The National Cash Register Co., Dayton, 


Ohio 

2,798,551. Heavy Duty Hand Dispensers. John A. Polster, St. Paul, Minn., 
assignor to Minnesota Mining & Mfg. Co., St. Paul, Minn 

2,798,552. Heavy Duty Hand Dispensers. Walter S. Aldrich, Moundsview Township, 
Ramsey County, Minn., assignor to Minnesota Mining & Mfg. Co., St. Paul, Minn, 

2,798,584. Power Actuated Typing Mechanisms for Business Machines. Charles H. 
Kennedy, Jr., North Syracuse, N. Y., assignor to Smith-Corona Inc., Syracuse, N. Y. 

2,798,665. Automatic Totalizer Selection in Accordance with Numerical Entries. 
Rudolph J. Moser and Roger S. Hull, Dayton, Ohio, assignors to The National Cash 
Register Co., Dayton, Ohio. 

2,798,668. Card-Locating Apparatus. Wilfrid Bateman Cook Watkin, Beckenham, 
England, assignor to Powers-Samas Accounting Machines, Ltd., London, England. 

2,798,669. Pre-Punched and Pull Tab Answer Card. Merle R. Hale, Bellmore, N. Y. 

2,798,672. Machine for Calculating Avoirdupois Weights. Denis Harold Bates, 
Earlsfield, London, England, assignor to The National Cash Register Co., Dayton, 


Ohio 
2,798,720. Register Device for Sheet Feeding Mechanism. Lawrence H. Morse, 
Mentor, Ohio, assignor to Addressograph-Multigraph Corp., Cleveland, Ohio 
2,798,782. Typewriter Desk. Charles 0. Applegate, Alexandria, Va.; Virginia C. 
Applegate, Alexandria, Va., executrix of said Charles 0. Applegate, deceased 


Granted July 16, 1957 


2,799,246. Writing Implements. Lynn P. Martin, Fort Madison, lowa, assignor 
to W. A. Sheaffer Pen Co., Fort Madison, lowa 

2,799,247. Writing Implements. Lynn P. Martin, Fort Madison, lowa, assignor to 
W. A. Sheaffer Pen Co., Fort Madison, lowa. 

2,799,275. Letter Reinserting Device. Elwynn J. Darden, Fairfax, Va., assignor 
of fifty percent to Leonard Nelson, Washington, D. C 

2,799,276. Index Separator. Harold J. Hoffman, Hastings, Minn., assignor to The 
Smead Mfg. Co., Hastings, Minn 

2,799,277. Folder and Fastener for Holding Three Sets of Sheets. Hugh B. 
McClure, Peoria, Ill., assignor to H. B. McClure Mfg. Co., Peoria, Ill. 

2,799,379. Flat Platen Accounting Machine. Eimer L. Wise, Farmington, Conn., 
assignor to Underwood Corp., New York, N. Y 

2,799,380. Key Arrangement for Office Machines and the like. Arthur Beyer, 
Wilhelmshaven, Germany, assignor to Olympia Werke Aktiengesellschaft, a joint-stock 
company 

2,799,551. Device for Recording the Operation of the Keys of a Typewriter. 
Bruno Nitschke, Frankfurt am Main, Germany, assignor to Adlerwerke vorm. 
Heinrich Kleyer Aktiengesellschaft, Frankfurt am Main, Germany 


Granted July 23, 1957 


2,800,074. Imprinting Control! Mechanism in Listing Machines. Richard E. Busch, 
North Hollywood, and Bryan F. Kuhne, Duarte, Calif., assignors to Clary Corp. 

2,800,130. Card for Card File. Frank Lloyd Wassel!, Westport, Conn., assignor 
to Georgene Parkin Wassell, Westport, Conn 

2,800,573. Detachable Typewriter Lamp. Russel! 0. Hudson, San Francisco, Calif., 
assignor to William E. Cole II, Seattle, Wash. 





Mrs. Priest to Address OMA Show 


Mrs. Ivy Baker Priest, treasurer of the United States, will 
be the featured speaker at the biennial conference and office 
equipment show sponsored by the Northern California Chap- 
ter of the National Office Management Association in San 
Francisco November 4-6. 

Mrs. Priest will highlight the conference luncheon on Tues- 
day, November 5, in the Garden Court of the Sheraton- 
Palace Hotel, Fred Duncan, Jr., general chairman of the 
NOMA conference, announced. The three-day show, sched- 
uled to begin Monday, November 4, also will be held in the 
Sheraton-Palace. 











OA REPRINTS 


The following reprints are available at $.25 each: 


15—Electric Typewriter Rental Plants and Office Machine Leas- 
ing Opportunities. 


16—Office Furniture Nears $1 Billion Status. 
of census data by OA’s Rs 


17—Booming Potential in Furnishing New Office Buildings. 
Study by Ken White A xt new o ket and 
how it should be sold 


18—Today’s Best Buy—Office Machines. 
by OA’‘s Research Bureau r 
creases in general 
in office machine prices 


3—Dealers Are in the ‘Packaged’ Office Business. 
research project determining t xtent to whic leale: 
are furnishing designing and 


4—Developing a Sales epee poegvam. 
earth articles on sales ina 


5—How to Select an Office pus great Salesman. tstanding 
material on the selection I I : 
outside salesmen 


6—Tested Sales Training Ideas. 
your own sales development ; 


7—Incentives for Office Equipment Salesmen. 
of special incentives that mer 


The following are available at $.15 each: 


13—Basic Color Guide. For deal 
complete office interiors 


1—School Equipment and Supplies. Four exc 
tories showing how to penetrat } big 


2—Self-Selection. Three approac 


playing merchandise 


14—Discount Selling Spreads Its Tentacles. 


The following booklets are available at §.50 each: 


9—How to Develop Creative Selling Habits. 
page booklet reprinting tw: KC nt special article 
all of which... 
all of which your 


The following booklets cre available at $1.50 each: 


10—The Ad-Viser. A handsoms« pag istrated booklet 
containing the most compre I nformatior n ad 
tising and promotion writter 
and furniture dealers ‘ 1red f OFFICE APPLI 
ANCES readers by Irving S rY thor 
on retail advertising 


n 


1l—The Salt Lick. A compilatior t 4 rict 
practical essays written for n by 
salesman, L. R. Addingtor Pr nt 
Construction Company 
+> 
Special prices are available upon request for quantity orders. 
uli 
Circle the number of the reprint and enclose this coupon with 
the exact amount in coins, stamps or check. 








Service Bureau, OFFICE APPLIANCES 
B00 W. Jackson Blvd., Chicago 6, Illinois 


Enclosed please find $————— to cover the cost of the 
booklets circled below: 


1 2 3 a 5 6 7 9 10 
1 12 13 14 15 16 17 18 


Name 

Position 

Firm 

Address 

City Zone State 


[] Check here for quantity prices on items circled. 
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Dates to Remember 


1957 CONVENTIONS 


September 28-October 2. National Stationery & Office Equip- 
ment Ass'n. Conrad Hilton Hotel, Chicago. Paul E. Burbank, 
executive vice-president, 740 Investment Bldg., Washington 5, 
3) 

October 26-29. First Annual Eastern Commercial Stationery 
Show, New York Trade Show Building, 500 Eighth Ave., New 
York City. Stationers Association of New York—Metropolitan 
rravelers Club. 

October 28-November 1. National Business Show. New York 
Coliseum, New York City. 

October 28, 29, 30 — Minneapolis-St. Paul Chapter of NOMA 
seminar and office equipment show, Hotel Leamington, Min- 
neapolis. 


WHOLESALE STATIONERS ASSOCIATION 
Regional Conferences 


Midwestern—Drake Hotel, Chicago, August 29. 

Pacific Coast—Mark Hopkins Hotel, San Francisco, Sep- 
tember 14. 

Southwestern—Hilton Hotel, Fort Worth, Tex., September 
24. 

Eastern—Shawnee-on-Delaware, Pa., 

Southeastern—Dinkler Plaza Hotel, 
vember I1. 


October 19. 
Atlanta, Ga., No- 


1958 CONVENTIONS 


March 28-31. National Office Furniture Association exhibit 
and convention, Bellevue-Stratford Hotel and Convention Hall, 
Philadelphia, Pa. 

May 25-28. Stationery & Office Equipment Guild of Canada, 
Inc., exhibit and convention, Royal York Hotel and Queen 
Elizabeth Building, Toronto, Canada. 


June 29-July 2. National Office Machine Dealers association 


exhibit and convention, Schroeder Hotel, Milwaukee, Wis. 


Regional Dates 


Region 
5 The Greenbrier, White Sulphur 
Springs, W. Va. 
4 Peabody Hotel, Memphis, Tenn. 


March 21, 22 
March 28, 29 


9 Jung Hotel, New Orleans, La April 10, 11 
14 Hotel Westward Ho, Phoenix, Ariz. May 2, 3 
11 Sun Valley, Idaho May 8, 9 
12 Hotel Ahwahnee, Yosemite, Calif. May 12, 13 
10 Cosmopolitan Hotel, Denver, Colo May 16, 17 
8 Western Hills Lodge, Sequoyah State 
Park, Wagoner, Okla. May 22, 23 
6 Nippersink Manor, Genoa City, Wis. May 26, 27 
7 Hotel Leamington, Minneapolis, Minn. June 2, 3 
3 Cavalier Hotel, Virginia Beach, Va. June 9, 10 
2 Schroon Manor, Schroon Lake, N.Y. June 13, 14 
13 Grossinger Country Club, 
Grossinger, N.Y. June 16, 17 
1 Equinox House, Manchester, Vt. June 23, 24 


Victor Adding Holds Sales Clinics 

Several hundred office machine dealers and salesmen on the 
East Coast and in the Middle West went “back to school” for 
a day in June or July. 

Théy attended special calculator sales clinics held by Victor 
Adding Machine Co. in Boston, New York, Philadelphia, 
Washington, Richmond, Chicago, Indianapolis, South Bend, 
Milwaukee, Minneapolis, Kansas City and St. Louis. 

Victor Automatic Printing Calculator and the most produc- 
tive selling techniques were the principal subjects of discussion. 

“Schoolmasters from Chicago” were Elmer O’Brien, Victor's 
director of sales training, and Ed Brueggemann, home office 
sales trainer. 
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Look at the Colorgil Side 


4 EXECUTIVE FURNITURE 





IN STRIKING, NEW COLOR AND 
FABRIC COMBINATIONS 


Dramatically beautiful! Contemporary design is 
evident in the arched leg desk and new executive 
chairs. ASE, with its accent on color, blends 
subtle overtones with dramatic contrasts to create an 
DESKS - CHAIRS effect of modern elegance in your offices. Color 
harmonies are assured with ASE Color Selector Kit. 
L-UNITS - CREDENZAS 
Display ASE Furniture — 
TABLES - BOOKCASES You'll find it's profitable! 


FILING CABINETS 


SYORAGE CASH ALL-STEEL EQUIPMENT INC. aurora, nunois 
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A Fast-Moving, Self-Service @ 
Impulse Item by Gt 


Indiana Hospital Is Wesco-Equipped .. . 









































The Akay Memo-Master sells fast 
hp : Pearl gray Fashionaire desks and tables from Western Manu- 
: ...on sight. A continuous paper : 
er ; facturing Co. equip offices of the recently-completed Com- 
rolikeeps 3,150sq. inchesof rolled munity Hospital, Indiandpolis, Ind., an installation made by 
oy writing room right at your finger- Indianapolis Store Fixture Co. This hospital has a 350-bed 
~ | tips. Scientifically designed in a capacity. 
Pa break-resistant plastic holder. Fea- ca 1, —" 
‘ 2S i roved paper geri 2nci 
< roa ronoce | tures imprc ed paper grip, pencil, 
. swoat memos | Hencil holder, holes for hanging, 
eo, and no-slip rubber feet. Available & S$ 4 4 
<< acer : xport Statistics 
[A ) wtooume! in black, gray, walnut, ivory, tur- 
\/ } Lg quoise, pink, yellow and red— of U. S. office machines, 
Att | ‘ ; , : s 
with or without imprint. Attrac- equipment and supplies 
tively display-boxed for self-serv- 
ice merchandising! Priced to retail Ne le 
without imprint at 98c Bookkeeping ' y Machines Non-Descriptive Et 
New, except fF 1 Card : 624 133733 
| k a H L A Bookkeeping and A ting Machines Descriptive Text 
a so ma es t e wl le Writing, New, ex Punched Card 361 131457 
Adding Machine ting, New, except Punched Card 17 354 81764 
Po ating Mact Non-Listing New except Ff t 
> se oid and Pocket 1929 vaséu 
; Adding Machi N ting and Printing C J j 
Nachines, N 1063 49723 
( g nd Auxiliary Mact New } 53451 
Bookk rd Punched Et Nact 
} | 1 Re t 9617 
tir 1a Ca } F 
Viachine F 40007 
A ing W 122815 
Ac e na Ma r t Nes 6109 
Duplicatir Mia é xcept Lithograph Offset Tyr 126" 57239 
f ating Mact hograph Offset Type ll 12666 
Vuf y Mact t Ne 86581 
_ Cast l¢ 477901 
( h Reaister 1 Rebuilt 377 84 
Hold-A-Book is ideal for holding books, catalogs, and other eg " 26811 
papers at the proper angle for easy reading. Made of sturdy ey ee ee ee eee ‘ie SE 163859 
wire and break-resistant plastic in black, ivory, blue, yellow, Typewriters, Port New ... 2187 16266 
turquoise, pink, walnut and red. Attractively display-packed— a SOS, ES SNE TENET, GUNS enn a oe 
terrific as a gift or self-service, impulse-sales item! Retail 98c. | Typewriter } 106606 
rs 2743 l 926 
CORPORATION 541 122230 
Parts, Nes 155391 
Division of Hauser Products, Inc. ee te 1728 
4034 NW. Kolmar Ave., Chicago 41, lil. urts, Nes 227077 
Viaterials, Doz. . 24869 85743 
r 38843 
r~ ust CLIP AND MAIL TO— — — —— = 1 ead, except Mechanical, Gr 4132 122419 
Nes., Gr 4381 28010 
| AKAY CORPORATION, Dept. OA-9 | 66974 
; 1, HMlinoi 35698 
| 4034 North Kolmar Avenue, Chicago 41, Illinois | i ee eenes sauna 
° Pe Fountain Ty 40487 88586 
| Seaseeieed doz. Memo-Masters to retail at 98¢ each | Ball Pen Ref k Cartridges, Doz 128429 205005 
| (Packed 4 doz. to ctn. Wt. 31 Ibs. Specify color) | untain P Tt a Cae 308929 
Fountain Pen F t sdir eints for Dip Per k 
P Sets r 3302 111939 
Eee doz. Hold-A-Books to retail at 98c¢ each | Ag «Pla ch CECE aie Las eS EE po a 
| (Packed 4 doz. to ctn. Wt. 15 Ibs. Specify color) | Pen Sets 18284 37397 
Writing l 6 
| | Ink ve 177283 
Carbon Paper, | 2736 99820 
J Norme..........------eeeeceeeeeeeeneeenees | peels g ® sae ma RRS Pee eae 
| | Office Supplies and Parts, Nes 513833 
EL Not elsewher> specified 
GQ for Apr 195 Released in June, 1957 y the S. Department of 
City & State.........--ceeeeee-es neous | A breakdown by trie available from the Foreign Division of the Bureau 
8 a ee t of Commerce, Washingto C 
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Most Important Business Show Ever! 


The 1956 National Business Show went way beyond anything 

ever held before: * Most Important in number ofexhibits * Most 

Important in attendance * Most Important in enthusiasm. 
.-- and the 1957 Show promises to be still more important. 


NATIONAL BUSINESS SHOW 


All the industry exhibits— All management attends 


OCT. 28th THROUGH NOV. Ist, 1957 
New York Coliseum, Columbus Circle, New York 


Rudolph Lang, Managing Director 
33 West 42 Street, N. Y. 36, N.Y. + Pennsylvania 6-6760 























UP 


UP 
UP 


GO YOUR 


SALES 


OF 
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oie a 


+ I? 
“Do-it-Yourself 
SIMPLIFIED BOOKKEEPING AND TAX RECORD BOOKS 


ZOOMING TO RECORD HEIGHTS 


Now, for the first time in Ideal history, Stationers, all over America, 
will benefit as the result of a powerful! sales force of stimulating 
advertising designed to send year-round sales of Ideal Systems sky- 
rocketing. For years, leading Stationers have learned to rely on Ideal 
System, not only for the most complete and fastest selling line of 
“Do it Yourself” simplified bookkeeping and tax record books, but 
also for the repeat sales enjoyed by reason of the established pref- 
erence of millions of users. 





Facsimile sheets in 
each section shows 
the user how — with 
simple, easy to fol- 
low examples and 
explanations of 
proper entries. 


FREE — DISPLAYS 
IF Laagetet rns 











Loose-leaf Book 

Size 94/2” x 12%” 
Each Ideal System was designed by a for- 
mer Government expert and meets all 
Federal, State and Tax Law requirements. 
Requires no bookkeeping experience and 
can be started at any time — providing 
year-round sales 





Prices: $3.00, $4.50, $6.50 and $9.50 each complete. 
Budget Books and Daily Records: 75¢, $1.50 and $2.50 
Liberal Dis F.O.B our stute 

Larger displays See Complete ideal line at N.S.0.E.A 
availabie. Convention, Booth 50, Conrad Hilton Hotel 


mA immediate Delivery from Los Angeles or New York and Whole- 
lTammt sale Stationers throughout the United States, Hawaii & Alaska. 


MODEL =3 
for your counter. 
A proven self-seller 





I ysteM\ The IDEAL SYSTEM (ompany 
ee 2) orm Over 30 years Nation-wide Service 
Sa MANUFACTURERS 

34650 FLOWER ST. LOS ANGELES 17,CALIE 6 CHURCH ST.. NEW YORK 6. NY 

The latest Catalog of Ideal Systems, together with a circular of free Sales 

Helps, will be sent to you upon receipt of tl upon attached to your 

card or letterhead. You will receive t t turr ail and marked 


Attention of - a ——— = — 
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Dealer Helps Richards-Wilcox Streamoline 
Engineer Department with Partitioners 

To absorb office noise and allow privacy, the Richards- 
Wilcox Company of Aurora, Ill., revamped its entire engi- 
neering department and installed Marnay Partitioners. Details 
of the sale and installation were arranged for by the D & | 
Office Furniture Co. of Chicago. 

The free standing partitions are 68 inches high and provide 
efficient working areas for each draftsman, engineer and sales 
executive. Here, they are free of distractions prevailing in the 
previous open office arrangement. 





behind Marnay Partitioner. 


Quiet and Privacy 


Richards-Wilcox, a manufacturer of industrial doors and 
overhead conveyors, embarked on its program of office re- 
design to achieve an increase in efficiency by minimizing 
employee fatigue through an environment of quiet and pri- 
vacy. Visitors to the remodeled offices, including engineers and 
top management men from other concerns, agree that the 
Marnay Partitioners and the new accessory furnishings have 
transformed this engineering department into one of the best 
laid-out and equipped departments in the country. 


COMDA Plans Dinner Dance and Revue 
Chicago Office Machine Dealers Association is making 
plans for the eighth annual dinner dance and revue at the 
Lake Shore Club in Chicago Saturday night, October 26. 
On schedule are outstanding entertainment, music by top- 
flight dance orchestra, dinner and prizes. 


Guest Book 


William Zecha, Djakarta, Indonesia, and his charming wife 
Kim See visited with the publisher of this journal on June 26. 
Mr. Zecha and his father before him have been agents for the 
Parker Pen Company since 1916. They arrived in the United 
States in time to attend the graduation from preparatory 
school of their son Austin, the youngest of five sons. All the 
boys, also Mr. Zecha, have had their higher education in the 
United States. Before coming to Chicago Mr. and Mrs. Zecha 
spent a week with the Parker Pen people in Janesville. From 
Chicago they planned to fly to Los Angeles and then move up 
the coast to Palo Alto, there to visit with their second son, 
Dr. Allen Zecha, and to live in that area two months before 
continuing their trip around the world to take them back to 
Djakarta. At Tokyo they were to visit with another son, 
Adrian, representative of a well known American publishing 
company, who is stationed in that city. 

Paul S. Morton, of Kalamazoo, Michigan, dropped in at 
OA headquarters for a visit on July 5. Mr. Morton is producer 
of a new line of calculating devices which give answers to 
many problems at a glance. He is interested in the commercial 
Stationer as a logical retailer of his calculating system. His 
visit to Chicago had to do with sales activities. 
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Your TOP 


STENCIL 





TOP PRINTINGS 


°o °e _ 
7 *in, 


— 








REGULAR PLIO FILM CHURCH SCHOOL ADDRESS-O- MUSIC STAFF 
ori REGUL . BULLETIN BULLETIN LABEL DIE-IMPRESSED 


For the best in quality stencils it’s Speed-O-Print’s Sovereign Brand. The uniformity 
















_ maintained eliminates distortion of type characters and stylus work. Takes corrections quick 
est +f: . . . 
and easy. The durability of Sovereign stencils assures thousands of clear, sharp copies. All 
are accurately top-printed and sealed in moisture and oil-proof wrapper for protection. The 
non-glare, dull velvet coating provides excellent visibility and prevents eye strain. | 
The various top-printings end all guess work as to proper margins and positioning 
ing whether it’s a regular form ... double page . . . 2 or 3 column bulletin . . . address-o-label 
the . . « or music sheet. 
op Sovereign Stencils are available in sizes and styles to fit all makes of duplicators. j 
When you buy SOVEREIGN .. . You sell the BEST. / 
: } 
— SOVEREIGN GRADE A BLACK INK / 
wile Sovereign ink flows freely . . . giving maximum number of faultless copies / 
26. of consistently sharp, clean cut impressions. Reproduces a beautiful rich / 
the black that will not fade or deteriorate. Available in one or one-half pound j 
ited cans. f 
rory / 
~ SOVEREIGN FAST DRYING INK 7 
tne 
~ A non-smudge, quick setting, fast drying 
~~ 1a . . . 
ink that reproduces sharp, legible copies. 
rom Especially good for quick handling of two- 
> up 


Pc sided duplicating. Available in one pound 
son, r 
fore SPEED/O-PRINIT peed 
a ( ALL SPEED-O-PRINT INKS HAVE AN OIL 


son, 
hing 


BASE AND ARE FOR USE WITH OPEN OR 
| Az 07 let Wl CLOSED CYLINDER. WILL NOT DAMAGE 
\_ STENCIL OR CYLINDER. 


n at 1801 W. LARCHMONT AVENUE 


7 : Write FOR OUR 
s to CHICAGO 13, ILLINOIS -_ DEALERS CATALOG 


rcial 
His 
SPEED-O-PRINT (CANADA) LTD. - 641 CRAIG ST., WEST - MONTREAL 
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ni-space 
FOLDING TABLES 


Sturdy, dependable, finest construction. Self-lock- 
ing steel legs in aluminum-like finish; stainless 
steel moldings and 2” wood rims add strength 
and beauty. Fold to 3” height. 
LOOK AT THESE LOW LIST PRICES! 
(Usual Dealer Discount 


No. 830F (illust.) 96”x30”x30”. Genuine Formica 


SEE 0 Grince ee 65.8404 $65.90 
No. 830M. Same, with Masonite Presdwood top $39.90 
No. 836F. 96”x36”x30”. Formica top .. $75.00 
No. 836M. Same, Masonite top ........ $47.90 


ARD’S No. 14CB COSTUMER >} 


Revolving pedestal style. 8 triple-bend hooks, 12” 
polished wheel, 15/e” tubular chrome column, 25-|b 

black crackle finish base ........ $31.90 
No. 14BB, same, black crystalline wheel and base $29.90 
No. 14CC, polished wheel, chrome shaft and base .$35.90 








We sell thru Dealers only. Write for catalog. 


4 
PTP7CL MANUFACTURING CO., INC. 


EVANSVILLE, INDIANA 





13 VINE STREET _ _ 


ATTENTION 


OFFICE SUPPLY DEALERS 













These Michaels products are always in demand, and 
it’s profitable business, too. 

Cast Bronze and Aluminum desk and door plates; 
name plates and plaques of every description; metal 
letters; ‘““Time-Tight™” display cases in many styles, 
standard units or custom-built. 

All Michaels products are well-known for their 
exceptionally high quality. Write for literature, and put 
yourself in a position to get your share of this profit- 
able business. 








THE MICHAELS ART BRONZE CO., Inc. 


P.O. Box 668-OA Covington, Kentucky 
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Bank Vault Withstands Atomic Blast. . . 





See. eae ee a a ae ae? ee | 
This Mosler Safe Co. vault and door was tested recently by the 
Atomic Energy Commission in its program of nuclear tests. 
Although a layer of concrete was torn off the vault and steel 
trim was loosened on the massive 10-ton door air tests showed 
that the vault remained an air-tight integra, unit. The blast 
removed all exterior hardware, some of which can be seen 
in foreground. A Mosler representative was able to open the 
door with only a few minutes of work. 


Ol’ Doc Stork 


Abe Siegel, president of Star Loose Leaf Co., Inc., is a 
proud new grandfather. Jeffery Charles Schwartz was born on 
June 4 to Mr. & Mrs. Howard Schwartz, weighing in at 10 
pounds. Mrs. Schwartz is the daughter of Mr. & Mrs. Siegel. 








Parker Pen Promotes Four in Sales 
Four promotions in the domestic sales division of the 
Parker Pen Company have been announced by the firm. 
Graham C. Butler has been named director of sales ad- 
ministration. Moving to Mr. Butler’s former post of South- 








® 


Graham Butler 





Henry Prust 


western zone sales manager is Joseph F. Crawley, New York, 
former assistant Eastern zone manager. Crawley will head- 
quarter in Dallas, Tex. 

Henry A. Prust has been named to manage special adminis- 
trative sales assignments. He was assistant sales production 
manager. 

Edward H. Wold, sales representative in Milwaukee since 
1945, has been appointed assistant manager of the firm’s 
central zone with headquarters in Chicago. 


Business Opportunities 


Cuba Firm Wants Office Furniture Lines 

Ofmani Puente, president of Selenova, S. A., Ayestaran No. 
168, Havana, Cuba, advises that this new firm wishes contacts 
with manufacturers of steel desks, files and aluminum chairs 
who may be interested in exporting to Cuba. The firm is also 
in the office machines business and desires representation of 
lines in that division of the industry. 
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Now... 


YORK OFFERS DEALERS 
EIGHT PRODUCT LINES 
TO INCREASE SALES 


An expanded line is reaping a harvest of profits 
for York dealers. York has sown the seeds for 
successful merchandising ...a proud name widely 
known for quality and performance . . . prompt 
deliveries . . . and cultivated well with factory 
representatives ready to help increase your vol- 
ume and turnover. Be sure you have up-to-date 
sales data ... especially on our new lines! Use the 
convenient coupon today. 


Visit Booth No. 560 
N.S.0.E.A. Convention 
Conrad Hilton Hotel, Chicago 
September 28 to October 2. 





YORK SAFE & LOCK’ 


2000 Mulberry Rd., S. E. 
Canton 2, Ohio. 
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Profits APLENTY 


WHEN YCU SELL THE (ZZ) LINE 







6. Insulated Files in 
many models ... I- 
hour Underwriters’ le- 
beled fire protection. 
(5-drawer tab card file 
shown) 





5. Fire-resistive 
safes of all types 
and sizes with 
Underwriters’ 1, 

2, and 4-hour labels. 
(New excitin 

colors available.) 


7. Steel Transfer Files 
priced for quick 
contract and over-the- 
counter selling. 


8. Utility Sofes for home 
use. Easily conceoled or 
anchored to building. 


Pe eS —=—"e ow Se == oe —aewr enw ee ese Ee Se = | 


YORK SAFE & LOCK, 2000Muiberry Rd., S. E., Canton 2, Ohice 
Please send complete selling dota on: 


Tri-Bolt Money Chests 


CO Fire-Resistive Safes 
Steel Storage Cabinets and 


(in colors) , 











| 

| 

tr teder Raw Sates Steel Transfer’ Files 

| Revolving beer Money Chests Fire-Resistive Vault Doors 

| Firm 

| Individual Title ~ 
Street 

! City Zone —... Stote 
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. fr neater more wh 
indexing 
—_, a 


© 3 Standard Sizes 


SO-1 for 1” Ring Books 
$O-1% for 1%” Ring 
Books 
You'll enjoy their neat uniform appearance. $O-2 for 2” Ring Books 

Their durable metal construction will last 


indefinitely. 


Red, blue, green, black and ivory 
—fabricated from plastic. 


2 Standard Sizes 


KK-1 for 1” Ring Books 
KK-2 for 2” Ring Books 


For proper size 
when ordering, 
for ring binders, for label. 

measure diam- Clips swivel for a per- 
eter of ring. fect fit. 


Built-in storage space 


















They're made of Vinyl Plastic 
—will not warp or curl—will fit 
every type of open back 
__ binder. 


3 Standard Sizes 


PBS—'2" x 242” 
PBM—1” x 22” 
PBL—2” x 22” 


LOCKING DEVICE 
SPECIALLY TREATED 
BOTH SIDES 
They slip into position to 
lock on any size post— 
and grip firmly without 

marking. 


Available from your Office Supply Dealer or for information write to 


Office Produets Ine. 


26029 W. 8 Mile Rd. © Detroit 19, Michigan 
West Coast Distributor: Arch K Ansty Canadian Distributor: 
171 2nd S$t.. San Francisco The Luckett Loose Leaf, Limited 
Toronto 14, Ontario 


Territories available for Dealers and Distributors 








Explosions, Fire Fail to Destroy Safe... 


; 

; 
' 
i 





This fire-resistant safe, manufactured by Meilink Steel Safe 
Co., stood with contents intact following a series of blasts 
and a roaring fire probably caused by a gasoline leak. The 
explosion and fire destroyed the Davis Electric Supply Co., 


Buffalo, N. Y., but because records within the safe were pro- 
tected, the owner, Paul P. Davis, was able to go back into 
business. 


International Office Equipment Show Set 

The Eighth International Office Equipment Show (8eme 
Salon International de l’Equipement de Bureau) has been 
scheduled for Paris at the Parc des Expositions, Porte de 
Versailles, from October 10 through 20. 

A total of 18 countries will be represented, with as many 
as 300 exhibitors. The total number of machines and equip- 
ment shown is expected to run into the thousands. 


STRENGTH * COMFORT + QUIET 





u 
FOLDING CHAIRS 


Stronger . . . more comfortable . - quieter . 
because they are engineered by precision tool 
makers. Attractive . . . choice of six decorator 
colors and gold-bronze, copper and brushed 
chrome finishes; steel, plywood, padded and 
spring cushion seats. 





Write today for Special Dealer Proposal. 


DIVISION 


J.& J. TOOL & MACHINE 
COMPANY 


9505 S. PRAIRIE AVENUE, CHICAGO 28, ILL. 
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You'll like the look and sell of this smart, hand- 
some Republic executive conference desk. Sleek, 
graceful lines . . . exclusive tapering pedestals 
... 21-square-foot “eye-comfort” top . . . appeal 
to busy executives. 


Stick-proof drawers slide silently on nylon 
glides. And every Republic desk features rigid, 
all-welded steel construction that assures max- 


REPUBLIC STEEL 
BERGER DIVISION 


CANTON 5, OHIO 








Steel...and Style... with plenty of Sell 


built and backed by REPUBLIC STEEL 


imum durability and long life. 


Republic’s big, popular line includes special 
desks for every conceivable requirement— 
matching desk-high cabinets and telephone 
stands, tables, filing cabinets and other office 
units—designed with features that make office 
operating easier, more economical, pleasant. 
For complete information, send coupon today. 

















Por rns — a 
| REPUBLIC STEEL CORPORATION 

| BERGER DIVISION 

| DEPT. C-4453 

| 1058 BELDEN AVENUE ¢« CANTON 5, OHIO 

| Please send me the following information: 

| C0 ILlustrated booklet— Republic Office Equipment. 
| 0 Information on available Republic dealerships. 
Name. Title 

Company 

Address. 

| City Zone—__ State 
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URORA STEEL 
PRODUCTS 





COMBINES (Wily MERCHANDISE 
WITH A SOUND’ DEALER POLICY 





will “PPreciate . 
ing and 







’ Sturdy 


ordinary makes 
tches . 






*** SMOoth action la 
temporary designs 





*« Con- 





FAST pe 
LIVERy: 
M EASy "" 







@ Smart new "Flush-Front" door. 

@ No protruding handle ... fingertip action 
door latch. 

@ Modern recessed louvers. 

@ Available in single, double or triple tier lock- 

ers... flat or slope top ... in a wide 

range of sizes. 





STORAGE 
CABINETS 


@ Rounded corners give a modern, 
streamlined appearance 

@ Adjustable shelves 

@ Reinforced doors . . . 3 point locking 
system 

@ Made of cold rolled steel with baked- 
on enamel finish 

@ Wide selection of types and sizes 








otner (Judy rrovucts 


@ Book Racks @ Box Lockers 
@ Space Saver Units @ Basket 
Racks —ideal for schools, swim- 
ming pools, gyms, etc. 








0 WRITE TODAY ror comptere 


DEALER INFORMATION 








153 THIRD STREET 


7975 AURORA e ILLINOIS 
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Financial Notes 


Underwood Reports Quarterly Profit 


Underwood Corp. reported earnings of $144,362 for the 
second quarter of 1957 equal to 19 cents a share on 752,558 
shares of stock outstanding. In the first quarter of 1957 the 
company reported a loss of $624,978, and in the second quar- 
ter of last year a loss of $110,891. 

Total net sales for the quarter were $21,692,350 compared 
to $21,105,094, a gain of 3% over the same period of 1956. 

Underwood Chairman Frank E. Beane said, “Our programs 
to improve operations are making themselves felt, as indicated 
by the swing from a loss of 84 cents a share in the first quar- 
ter to a profit of 19 cents a share in the succeeding three 
months. The profit reported is entirely on domestic operations. 
No dividends were transferred from foreign subsidiaries even 
though net profits of foreign subsidiaries for seven months 
ending May 31 were $615,347. These earnings were retained 
abroad to build capital for future growth. In the second quar- 
ter of last year dividends in the amount of $151,207 were re- 
ceived from foreign subsidiaries.” 


Stockholders Approve Sheaffer Stock Change 

Stockholders of the W. A. Sheaffer Pen Co. recently ap- 
proved a reclassification of the company’s common stock and 
an exchange of each share of the present common stock for 
one share of Class A non-voting stock and one share of Class 
B voting stock. 

Both classes of the new stock will share equally in divi- 
dends and will have the same rights, privileges and limita- 
tions as the present common stock except that Class A stock 
will not have voting rights. 


Hammonds SUPERIOR Series 
* DWARFS x 


Standard Edition Maps , 

* World + United States 

* North America « Asia 

* South America * Europe 

* Canada « Africa 

* Australia & Pacific 
Attractive, authentic, 

wall-size maps covering 

the world and 10 major ." make 

geographic sub-divisions. HAMMOND's 


























nine 








Each 50” x 33” authori- INTERNATIONA, ap 
tative map comes folded othe. 
and inserted in an ap- WORLD 
pealing 9” x 12” colored inst eS 
booklet — a combination |) “Ste e=s 





i ===. 
° ° ae age an la. 
selling jacket and con- ™& * Sas é 










venient stocking aid. 
Extremely popular sellers at only 
$1.00 retail. e 
This handsome, versatile display 






stand available on request. 

Call or write today for com- 
plete details of titles, sizes and 
prices. 

See the many opportunities 
offered you by the extensive 
line of Hammond globes, maps 
and atlases—write now for 
your copy of the latest C. S. 
Hammond catalog. 














CS. Hammond & Co. 


JERSEY 


MAPLEWOOD NEW 
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accounting, 








aS Li berty. . . the exclusive distributor . . . presents 




















% Hinged and angled tilt 
cal position 

*% Adjustable, spring-loaded side arms, push down 
easily for posting operations 

% Durable steel construction with aluminum accessories 

*% Handles fitted to tilt plates for easy carrying 

%& Strong quick mechanism compresses cards just right 


plates can be locked in verti- 


Only two sizes . . . but fits almost 
any ledger sheet 14/2" length, 
11%," height . . . two widths: 


- INCREASED PROFITS TO 75%4"' and 11%", adjustable to fit 


You almost any sheet size. A simple 
adjustment of the side arms and 

. LESS COST TO YOUR the PRESTO TRAY can handle 
CUSTOMER any size sheet . . . which means 


less inventory for the dealer. Only 
two sizes to stock. 


. FEWER SIZES TO STOCK 


. FIT ALMOST ALL LEDGER 
SHEET SIZES 


POST MASTER 
% Short depth, with four widths 


% Non-slip Tray Base, serrated to pre- Front and back tilt plates are OVERALL MEASUREMENTS 
vent cards slipping secured to the base by heavy ' We 
%& Four sizes... . up to 18" wide duty hinges. Lifting handles are teers sedusersy os * 
combined with a locking device width 12" ave 16" and 
to secure the cards. —_ ' - 
We want dealers and manufacturers representative 18 
f parts of the U.S.A 


WIRE... WRITE... PHONE... TODAY! 


ty 
- OFFICE 
Liberty now makes these two great additions to Ma e A Division of the 


~*~ 
i 
chine Accounting available to the 48 states for the _ 
first time. Superior construction higher profits for the *« Per x Steck Company 
dealer and lower cost to the buyer add up to 3 good * L 


NOW AVAILABLE IN ALL 48 STATES! 


reasons you'll want to see this great new ane Pa 

from LIBERTY. x EQUIPMENT a* Post Office Box 16, 
«x * Austin, T 

* See You at N.S.O0.E.A. Room 645-A, Conrad Hilton KX ey ye eye et ee 
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NEW Sales...NEW Profits) 


Yours with this 


NEW LOW-COST 
CHECK PROTECTOR 


only |F2GF2?| Retail 


Now ... for the first time . . . a low-cost 
check protector that retailers, professional people 
and home owners will buy! The PERMA 
PRINT is precision-engineered . . . built to last 

. backed by a factory guarantee . . . gives 
thousands of clear, permanently-printed impres- 
sions without re-inking. Attractively styled in 
decorator colors. Compact and lightweight for 
desk drawer storage. Simple to operate. . . ac- 
commodates all bank check sizes and styles. 

The PERMA PRINT already is a fast seller 
in the stores of many alert dealers. 

















Wire or Write Now For Full Details 


" @FULL YEAR FACTORY GUARANTEE | 
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It's 20th Year of Letter Writing Week... 


i } 

i : 

- a“ 5 

"| | : 
. & me 

| ‘ 


te j 


WRITING 
VV x 


Poster material has been prepared for the 20th year of 
National Letter Writing Week, proclaiming the event 
October 6-12. Sponsoring manufacturers through the 
Paper Stationery & Tablet Manufacturers Association 
will distribute these posters. 











Briefcase, Inc., Moves Factory 

Briefcase, Inc., Chicago manufacturer of brief cases, brief 
bags and attache cases, has moved factory and executive head- 
quarters from 105 S. Jefferson St. to 9 N. Jefferson St. 


MOWAW 


Quality Papers at 
Competitive Prices! 


The Stationer’s Complete Line y 


* Scratch Pads 

* Ruled Pads 

* Legal Pads 

* Add Rolls 

* Steno Books 

* Mimeo Bond 

* Duplicator Bond 
* Typewriter Bond 
* Second Sheets 

* School Supplies 


Special Quotations on 
Board of Education 
Requirements. 

Send for Price List Today! 


MOHAWK TABLET COMPANY 
Main Office—1703 East End Ave., Chicago Heights, Ill. 
Branches—3200 Main Street, Dallas, Tex. 

1647 Blake St., Denver, Colo. 
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EDWAF BUSINESS CASES 




















INCREASE YOUR BUSINESS CASE SALES 50%! 


Choose DOPP — The Most Complete Line On The Market 
And Get This Tested DOPP Display Rack 
That Really Moves Merchandise! 


What do you look for in a business case line? If 
you want the largest selection—fullest mark-up 
—finest quality in the leather goods field, then 
DOPP is your answer. All DOPP cases are pre- 
sold the year around in the nation’s leading 
National Magazines. 


Nationally Advertised .. . 


In TIME, ESQUIRE, 
NEW YORKER, HOLIDAY, 


COSMOPOLITAN 
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And nothing sells business cases like this DOPP 
display rack that’s piling up sales records from 
coast to coast—turns your stock over faster —fits 
in the smallest possible floor space. Write for full 
details today. 


CHARLES DOPPELT & CO., INC. 
2024 S. WABASH AVE. . CHICAGO 16, ILL. 


Showrooms: New York—389 Fifth Ave. 
Los Angeles—712 S. Olive St. 
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Mi. Slationer 


f costs toss lo “do” 
business when you 


buy from your wholesaler ° 


é Buy fess... Sell more 

. Eliminate shipping cha ges 
. noid dead sock 

. Increase (to hing capital 


CEL-U-DEX DISTRIBUTORS 








Lol the wholesaler te your wa vehouse / 
— 


NEW ENGLAND CENTRAL STATES WEST COAST 
Adams, Cushing & A ora 
Foster seociated Stationer H. S. Crocker 
MIDDLE ATLANTIC Supply C Por Baga 
Brainbridge, Kimpton & Beecher, Peck & Lew > Angeres New 
Haupt Carpenter Paper = 
SOUTHERN STATES Central Ohio Paper = 


Bainbridge - Southern 





SUPER BLACK 


for artwork with 
brush and pen 
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Federal Stationery rellerbact 


HIGGINS 
ACETATE BLACK 


for plastic film and 
water-repelient 
drafting surfaces 











Johnson Chairs Used in Bank .. . 





Murray Printing Co. of Newnan Ga., recently installed seating 
by Johnson Chair Co., in this and other offices of Citizens & 
Southern National Bank of Newnan. The chairs are Johnson's 
No.’s 1487, 1488 and 1730 models. 





Carpenter Paper Co. Assumes 
Ownership of K.&W. in Denver 

Carpenter Paper Co. announces that on July 1 it assumed 
ownership of the K. & W. Wholesale Co. of Denver, Colo. 
The K. & W. Wholesale Co. will be operated as a division of 
Carpenter, the same as Federal Stationery Co. 

Glen Barclay, who has been associated with K. & W. for 
many years, is the merchandise and sales manager of this sta- 
tionery division. 

The same sales policy of selling exclusively wholesale to the 
retail stationer will apply to the K. & W. Division. 


= we ee eee oo arene netdiee, | 


| PENGUIN custom-built. 
Si Refrigerated Furniture 










Newest bar sensation in cabinets 
to fit modern, traditional and contemporary 
' . decor. One side contains a specially 
; designed refrigerated unit, the other 
serves as a liquor and glassware 
storage compartment. 


Illustrated brochure 
mailed upon. request. 
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1903F, 1903W and 1740F 





No. 1520 and 1517 


Distinotive Business Chairs 
ly JOHNSON 


JOHNSON offers you a complete line of popular, easy-to-sell business chairs 

. with a selection of styles and designs that will please every customer. 
You can see them all . . . as well as some very exciting new numbers at our 
display — Room 500 NSOE Convention, Conrad Hilton Hotel, Chicago, 
September 28—October 2. Plan now to attend. 


yo oy JOHNSON CHAIR COMPANY 


WW 7109 Merchandise Mart Chicago 54, Illinois 


OA—9 /57 239 














4-C 


$13.25 < 


Retail 


h 


308 SOUTH FOURTH ST. ST. LOUIS 2, MO. 


Enamel! finish 

Top sizes 16” x 18” — leaves 8” x 16” 

All welded construction 

3” casters — free rolling 

2 locking casters 

Stained masonite tops — scratch proof surface 
Shipped set up 

Ideal stand for rental purpose 


1900 


ad 


Write for complete details 


Se. SeacGER CO. 














5 divisions — 
quality + selection 
-+ economy 


There are no unknown 
quantities in this equation. 
By establishing 5 divisions 
UNDER ONE ROOF, we 
enable our customers, both 
dealers and users alike, to 
get top quality office 
machines—any make and 
any model—at a tremendous 
saving. It’s a solution that 
proves worthwhile, everytime. 





The following are the 5 divisions available to you: -= 


4 


[ 





Addressograph Banking Adding and Calculating Bookkeeping Duplicating 


Division Division Machine Division Division Division 


Apply this time proven equation to your office machine problems today! 
CALL OR WRITE DEP'T 0 


INTERNATIONAL OFFICE APPLIANCES, INC. 
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Window That Made a Thousand Sales... 















Jim Rice, display manager for Horder’s, Inc., in Chicago uses 
a calculator to check results of windows he designs. The win- 
dow pictured above, featuring the Klenzo erasers, was in- 
stalled on a Monday. By the end of the week, the store had 
registered over 1,000 sales, most of them singles. During the 
second week another five gross were sold, again one at a time 
for the most part. The window was taken down according to 
rigid schedule, but Blaisdell salesmen have-taken up the idea 
and want a dozen replicas to circulate throughout the country. 


New Eastern Representative, Showroom 
Announced by Steelcase, Inc. 

David D. Hunting, vice-president and sales manager of 
Steelcase Inc., announces that new showroom space in New 
York has been selected at 314 Chanin Building, 122 E. 42nd 
St. 

In charge of the new showroom is James Millar, newly ap- 
pointed eastern representative of Steelcase. 

Mr. Millar formerly was associated with Knoll associates as 
general sales manager. As Steelcase’s eastern representative, he 
will co-ordinate dealer sales and assist in contract work 





AMERICAN CHAIR COMPANY 


SHEBOYGAN WISCONSIN 
Wide assortment of chairs and occasional tables. Write for catalog. 
permanent displays: CHICAGO—Space 1650, Merchandise Mart 
NEW YORK—Decorative Arts Center, 305 East 63rd St. (9th Floor) 
MIAMI—3900 Biscayne Boulevard BOSTON—92 Newbury Street 
SAN FRANCISCO — *558 Western Mdse. Mart, 1355 Market St. | 
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Customers 
fall in line, too 


...1f you sell 
the right ones! 


The Saturday Evening 


POST 
h 
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Sells the POST 
-the mass market of active influence 


name a lot of 


Most 


key customers. They're the people 


retailers can 


who set the living trends and buying 
habits. They influence the others 
around them. That’s why they’re so 
highly prized as customers. 

National advertisers have been 
trying to woo and win these same 
people for you for years. But, until 
now, nobody knew for sure how to 
influence a large concentration of 
them in every community. 

Now. researcher Alfred Politz has 
discovered how these INFLUENTIALS 





can be reached through one maga- 


zine. His recent study shows that 


8 out of 10 of the millions of Post 


readers recommend or talk about 
things they see in the Post to other 
millions around them. 

These POST-INFLUENTIALS make up 
a huge market. There are thousands 
of them in every sales territory. 
They’re helping you sell Post-adver- 
tised products . .. by word of mouth 
and by example. Are you helping 
yourself to more profits by featuring 
the brands they’re pushing for you? 


INFLUENTIAL 
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POSTO-E 
speeds up mail 
routine in the office 


a proven 
tested... 
electric 


LETTER 
OPENER 


priced within reach $9950 


of even small offices 











plus Fed. Excise Tax 


e COMPACT — Occupies only 6x8" of desk 


top space 
e SAVES MONEY e SIMPLE TO 
© SAVES TIME OPERATE 


e NO WASTE STRIPS 
e GUARANTEED FOR 
ONE YEAR 


@ ELIMINATES STRAIN 
e PAYS FOR ITSELF 
¢ NO SORTING 


Be sure to see POST 
display at NSOEA 


GENERAL STATIONERS SUPPLY CO. 


1020 S. Wabash Ave. Chicago 5, Ill. 


Booth 369-70 











bes cae oe os oe on 








THIS BOOK... 
ws your 


guide to 
better 


profits 





The Guild Cost Catalog is only one of the many services 
furnished and maintained for our franchised dealers. 
This proven merchandising program has been helping 
Guild Stationers with their competitive problems since 


1922. It can help you, too. Write for information. 
Visit us at Booth 81—Chicago Convention 


STATIONERS’ GUILD OF AMERICA 


PHILADELPHIA 2, PENNA 








HESTNUT STREET 


Frankly, I’m curious. Tell me if the Guild franchise is available in my 
city and just what advantages membership offers that | can't get 
from my regular supply sources. 


DOPAIIIE ccessiescrcsecrssreesereressncesencsconnevensceeessece 








city 
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Leaksville News Holds Open House 
In Its Modern Office Supply Store 


The Leaksville News, Leaksville, N. C., recently observed 
the grand opening of its newly-completed and newly-stocked 
self-service office supply store using Bulman fixtures. 

The store is modern in all respects with a full store view 
from the street made possible by a plate glass front. 





of the modern office supply store, equipped 


interior View .. . 
for self service by the Leaksville News, Leaksville, N.C. 


Floor space of the company has been enlarged more than 
50%, when a fireproof brick and concrete addition was made 
at the east side of the building erected nine years ago. The 
addition measures 25 feet wide and 90 feet deep. 

Walls of the store are painted a soft green. Attractive steel 
fixtures in gray show off merchandise to good advantage. Soft 
fluorescent lighting focuses attention on the merchandise. 





WHETHER YOU'RE 


THINKING 03 savin 


OR SAVINGS 
pecial 


eptember 
ale 








L-626 
(illustration) 


penne 


DISC TUMBLER DRAWER LOCK — 


bright brass finish, two keys per lock — packed six 
pieces per box, with screws. Special price to 100 
dozen buyers. Keyed alike or different, or master 
keyed. 


SAVING DOLLARS FOR DEALERS AND 
MANUFACTUERS SINCE 1936 


For free illustrated brochure of locks and 
hardware, write to: 


A L L IEBMAN & SON, INC. 
YOUR HARDWARE NEEDS 


2046 McDONALD AVE., BROOKLYN 23, N.Y. 
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Want Higher LOOSE LEAF PROFITS? 


EE 


in 





Sell FAULTLESS...the PROTECTED LINE 


a limited quota of authorized FAULTLESS dealers 








assures steady repeat sales! | pa 
€ © if mare +f) 
27 <n ee a Sy 
BAN ote \' , 
Tired of selling against cut-price competition? Are Los ein -F A s\ 
your sales efforts wasted on products that your 7% gs ™4, 4 \ 
customers can buy at practically any dealer’s store? ~“--<—j\\\..,? ~ 
Well, those are problems that no FAULTLESS — Vt LS 
dealer need worry about. aN 4 
This finer quality loose leaf line is sold only i. 
through a limited quota of authorized dealers in \ 
any territory. Competition is reduced to a mini- Bb 
mum! And, once you've sold a customer on | 
; eal Sean a we Oe ee Plan to visit our suite at the NSOEA 
oe EE Convention in Chicago 
No other loose leaf line offers so many outstand- c d Hilt Hot : Sui 250 
ing competitive advantages. If you’re a FAULT- —_—~ WON Hote! —~ Suite 5 
LESS dealer, make the most of them. You're Each year we look forward to meeting old friends 
bound to hit a new high in loose leaf profits. and new acquaintances during the convention days. 


=; ; : yg We hope you'll stop in, whether for business or just 
Are you a qualified dealer interested in obtaining pleasant relaxation. Our representatives from all 


a FAULTLESS franchise? We'll be happy to discuss territories will be waiting to welcome you. 
the possibilities of a dealership in your territory. 
Call or write today. 


STATIONERS LOOSE LEAF CO. 


MILWAUKEE 1 ° 246 E. CHICAGO STREET 
NEW YORK 3 ° 114-116 E. 13TH STREET 
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| Hey ALVIN 





. t+ or 


4 is Your 
Ts Template 


Supply House 
C) VPP Right Price” C) 























RAPID-DESIGN * TIMELY * DO-ALL * CASSEL. etc. 
WRITE FOR THE ALVIN 1956 GENERAL CATALOG 


ALVIN & COMPANY 


Importers, Manufacturers and Distributors 
Windsor, Connecticut 

















Aircraft Engineering Firm Turns to Oxford .. . 





Oxford Pendaflex middle digit filing keeps pace with modern 
accounting methods at Grumman Aircraft Engineering Corp., 
Bethpage, N. Y. Installed by D. Waldner Co., Inc., Mineola, 
N. Y., for 220,000 purchase-order files, this Oxford-designed 
system is claimed to have speeded service and reduced costs. 
It is the first installation of Oxford’s new Pendaflex purchase- 
order system for prime government contractors 


Sheaffer Pen Pays 15-Cent Dividend 

Directors of the W. A. Sheaffer Pen Co. have declared 
a regular second-quarter dividend of 15 cents a share on the 
class A stock and 15 cents a share on the class B stock, pay- 
able August 26 to stockholders of record August 5. The di- 
rectors also voted a profit-sharing payment of 15% of em- 
ployes’ second-quarter earnings, payable September 20 


| 





FOR THE LATEST IN MODULAR DESIGN 
ES a ea 


Visit Space 526A 
at the Conrad Hilton 
during the 
NSOEA Convention 





Jasper Table Company, Jasper, Indiana 






































Xc SELLS LIKE MAGIC! 


Handy for many practical uses, PRESTO Loose Leaf Rings 
are fast-selling and profitable repeat items the year 
‘round. They're precision-made for easy opening and 
closing. Bright nickel-plated steel—built to withstand 
abuse. Available in 8 sizes, as well as handy self-selling 
display box assortment. Write for literature. 







LOOSE-LEAF Stir teat 

|e e == e e ) 

PRESTON RU Ee =nrem, 

ACCESSORIES Binder & Aluminum 2 Prong Paper . Loose Leaf 
Sections @ Screw Posts @ Fasteners @ Rings 


CHARLES LEONARD, INC. 


79-11 COOPER AVENUE - GLENDALE 27, N. Y. 
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Peerless Steel Offers Floor Plan Kit... 









Peerless Steel Equipment Co. recently announced availability 
of free office furniture do-it-yourself floor plan kits. These can 
be obtained by writing direct to the company at 6600 Has- 
Philadelphia 11, Pa. 


brook Ave 


/ 


U.S. Carbon & Ribbon Expands, Remodels 


U.S. Carbon & Ribbon Mfg. Co., Inc., a wholly-owned 
subsidiary of the Curtis-Young Corp., is now being expanded, 
modernized and remodeled. 

Newly designed ribbon inking and winding equipment has 
been installed as well as slitting and edging machines. Shaping 
machines, modern carbon coating machines, and other units 
have been added to the plant. 

The offices, as well as the plant, are also being redecorated 





and rejuvenated. John Nagy is now general manager. He 


formerly was plant superintendent for 16 years. 





























to a desk” 


small investment— BIG RETURN 


BOSTON CHAMPION 


PORTABLE PENCIL SHARPENER 


4 DECORATIVE COLORS 
green-blue-sandtone-gray 


® less time wasted 
e better efficiency 


e less than 1'4c a day for one year 
with long life ahead 


Send for free comprehensive report on sharp- 
eners, Booklet P. ‘ 


C. HOWARD 


HUNT 


PEN CO., Camden 1, N.J. 
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NEW. ion DedUR 


. power-packed advertising and sales promotion drive backs dealers. Mightiest 
all-out effort in Stenorette’s history will break in time for your big fall selling. 
Nothing has been spared — no Stenorette prospect overlooked —in this record 
push to send an avalanche of pre-sold customers flocking to Stenorette dealers. 


ol’ Stenorette 

















MULTI-PAGE 
CONSUMER CAMPAIGN 


Your customers can’t miss seeing 
large-space hard-sell Stenorette ads in 
America’s mightiest magazines: 


FULL COLOR INSERTS HIT 
YOUR PRIME PROSPECTS 


Eye-catching inserts dominate the trade 
press—pin-point your top prospects. 

Coupon will bring bushels of ‘‘hot’’ replies 
from your area asking for nearest distributor 
—that’s you! Inserts will appear ir: 


BONUS COOPERATIVE 
ADVERTISING PROGRAM 


Special ad mats available. Extra co-op bonus 
beyond already liberal basis makes this 

the best cooperative deal in the office 
equipment industry. 








DEALER LISTINGS 


Prominent dealer listings (by state and city) 
are an integral part of Stenorette's 

big national consumer ads. They'll send 
every potential customer in your 

trading area hurrying to your store. 

Your store name and address will appear 
in these magazines: 


BIG NEW STORE DISPLAYS 


Newly designed, sales-making displays 

to be available as window pieces or for use 
at local shows. Plus, reprints of ads 
mounted on easeled magazine counter cards 
and a continuing supply of new display ideas. 


REPLY-O-LETTER PROGRAM 


Pre-tested direct mail sales program 
directed at the groups with the highest 
potential: business executives, professional 
men, doctors. Replies come right back 

to the dealer. 








Territories Still Available for the Most Valuable 
Franchise in the Business Equipment Field! 


‘s 
progress m 
nnn . ‘ 
e= 

i ——p ee le write: 
LONG ISLAND CITY * CHICAGO © LOS ANGELES * TORONTO, CANADA Gcrenes) 
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C-THRU clear plastic rulers and 
drawing devices give you a com- 
plete line to feature for back-to- 
school. Their high quality and mul- 











tiple utility have won world wide 9 9~—— a? 


renown. They're priced for profits— 
designed for eye appeal— 
a real “Golden Rule” line, 


Send for Catalog. 





RULERS @ TRIANGLES @ NAVIGATIONAL INSTRUMENTS @ STENCILS @ PROTRACTORS @ OTHER DEVICES 


BX I il 


) 


HARTFORD 





; 


Cc ONN 














Dealer Uses Unique Vehicle .. . 





FOWLER'S 


EMEA 





Fowler’s of Charlotte, N.C., has found the use of the three- 
wheeled delivery vehicle here pictured an economical way to 
make supply deliveries. This is a Cushman Truckster with 
fibre glass cab. The closed van body was designed and at- 
tached locally. This vehicle can carry a regular 60-inch steel 
desk or three four-drawer letter files and will take a 500- 
pound pay load. W. M. Fowler of the southern firm states that 
he gets 55 miles per gallon of gas in traffic and can park 
the truck in half the space usually required for a regular panel 
delivery truck. 





Clary Appoints Branch Manager 

Appointment of branch managers for the Clary Corp. in 
Denver and San Diego, Calif., was announced by J. W. Stall- 
ings, general sales manager. 

George Bruckman was named to the Denver post and Frank 
Shonaker to the San Diego managership. 
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Finished the mailings with time to spare— 


thanks to DUPLISNAPSe! 


Yes!—A Typist, a Typewriter and Duplisnaps 
give your customers a complete addressing 
department at such low cost to them—and 
such big profits for you—that you'll both 


agree, ““Duplisnaps are wonderful!” 


See you at the NSOEA convention. 
Stop at Booth 30-31 for a free coke. 


EUREKA SPECIALTY PRINTING CO. 
555 Electric St.- Scranton, Pa. 


Makers of Fanfold, Roll and other office labels 


®Reg. Trademark—U.S. and Canada 
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winning choice of modern business... 







4 PRESTIGE 


SERIES 
widely acclaimed for clean-lined beauty and 
superior comfort...chairs of exceptional appeal 
...designed with sell in mind. 
Stock and display the 
‘““PRESTIGE”’ group. 


~ . ; 
Full details on request. ; 
: 


@ Side Armchair 
430 UL 


Swivel Chair 
430% UL 


Executive 
Posture Chair 
434% UL 


Visit us at the 
NSOEA Convention 
Room 651A 
Conrad Hilton Hotel 


makers of fine chairs for over half a century 





Aten im 


tp spreng 








MILWAUKEE CHAIR COMPANY : Milwaukee 45, Wisconsin | ‘4 
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“Upgrading Program” Helps 
| Used Furniture Sales 


| @ MEETING THE ALL OUT unprecedented demand for 
used office furniture in the Denver, Colo., area, has paradoxi- 
cally meant a heavily intensified new furniture selling effort, 
according to Dag Arnold, of Office Equipment Co., in the 
mountain city. 

The days when trade-in office furniture represented a 
“headache” in the form of space problems are long gone, ac- 
cording to Mr. Arnold, who points out that, unless scheduled 
for necessary refinishing, most used desks, tables, files, storage 
cabinets, and chairs are sold almost before they can be in- 
spected. 

While the Denver store has for many years made a policy 
of stripping down and completely refinishing all wooden of- 





SAVES SPACE, 
TIME—LABOR 
MATERIALS 


Any Cord Inserted Inte Plastic “’SELF-INDEXER”™ he laden Guide fice furniture as received, the demand has actually been such 
that it is difficult to retain the furniture long enough to do the 
































AICO’S Transparent... (shown above), becomes... At Guide Height! 
USERS OF CARD FILES Buy On Sight! job. | 
The tremendous demand is based directly on the sharp pop- 
The Demand Is Tremendous! ulation growth in the Colorado capital during the past two 
It takes only seconds for you to show your prospect years. He could name as examples the construction of five new 
how to make an Index Guide out of any card in his file. major office buildings and the conversion of many two- and 
Just slip one of his cards into the double lip at the three-story residences in suburban areas into business buildings, 1, UPr 
ly Ad top and into the bottom slot of anaes 
Nationa ver- te a ‘ 4 
* A “ the Self-Inde xer and the Com. New Businesses Licensed ened raci 
s h bination becomes an _ Index N b i d he D f ffi 
Management Meth- Guide at Guide Height. Elimi- NeW usinesses are license at the enver registration office a 
_ nates bulky Guides, Typing at the rate of five or six per day and include many starting out “>? 
Office Management Titles. etc. on minimum capital. Consequently these prefer to invest in re 
a a Magazine low cost used furniture rather than going all out for new . 
Today's Secretary | ‘““COFFEE-AN”’ furniture, even on the most liberal time payment. \ 
and others. }H nf aap DE : sii aaaall 
N.S.0.E.A. Sh In the latter instance, where the customer has confessed to 2. Cent 
ROOM 501 Ss agent : tad a lack of funds, every effort is made to switch him over to the ~oeeal 
You're Invited ! purchase of better, new furniture with an individually tailored hardened 
ime pn: . ‘ 5 > > “Ve ; 2cfj swivels fr 
INDEXES 44-16 23rd St., Long Island City 1, N.Y. time payment plan to fit the budget. However, this suggestion icieee’ 
426 5S. Clinton Street, Chicago 7, Ill. rows of | 
cence . bearings 


Ca one Rore te tompt You. * 


TO DOUBLE YOUR PROFITS 
WITH SPECIALIZED FORMS 





Come to Room 613 at NSOEA Nationa! Convention, Conrad 
Hilton September 9 to October 3. 


To S@eC 5 kinds of one-writing methods for large and small 
businesses that provide extra profits. New surefire selling ideas 
—no additional inventories. The Largest variety of one-writing 
systems offered by any manufacturer. 


TO S@@2 outstanding voucher and pay checks in designs and 
colors and at prices that will get and hold business. 


TO S@CeC precision made accounting forms that 
pay for themselves in increased bookkeeping machine 
output, and in faster, easier reference. 


TO SCC 1500 loose leaf products illustrated and 


— in Master-Craft's new loose leaf guide. 


MASTER-CRAFT CORPORATION 


LOOSE-LEAF DIVISION OF SHAW-WALKER KALAMAZOO, MICHIGAN 
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1 Upper ball race 


Jiameter 


preci formed. hard 


ened raceway 
La 
EN Ke 
E SK _L 
_ x 
\ 
\ 
2 Center 3 Lower 
* member * ball race 
—one-piece —turned from 
hardened horn solid steel bar 
swivels freely accurately ma 
between 2 full chined and 
rows of ball hardened Fully 
bearings. A enclosed 
precision as dustproof as 
sembly sembly. An ex 


clusive Fault 
less feature 







7 CASTERS SAVE FLOORS AND THRE 
fi 


FAULTLESS CASTER CORPORATION ev 


Rapids, Greenville, S.C. High Point, India 
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2 FULL ROWS OF BALLS 


2 UNINTERRUPTED RACEWAYS 


BOLT AND 
NUT AXLE 


N@GELTING 


In the Faultless 2000 Series for office chairs, you 
have a trouble-free, 3-piece swivel—the most 
important functional part of the Caster... your 
complete assurance of easy swiveling. Nothing 
could be more simple, stronger or positive than 
this 3-piece swivel construction. The hardened 
raceways are continuous... no interrupted flow 
of bearings, no friction—no wobble. The lower 
raceway is turned from solid steel for precision 
operation—an exclusive Faultless advantage. 

The 2000 Series Office Chair Caster outper- 
forms and outlasts the ordinary kind because 
two full rows of ball bearings distribute the load 
evenly, hold the stem in firm upright position 
for swiveling and prevent undue wear of hole 
in chair leg. One more reason why leading re- 
tailers are using Faultless Office Chair Casters 
as the wedge to new and bigger business. 


Choice of Plaskite (hard tread) or 
Ruberex (cushion tread) wheels. 





In addition to supplying 
you with the best engi- 
neered Furniture Casters, 
Faultless helps you reach 
and sell more customers 
than ever before. This way 
we both take the waste- 
motion and guesswork out 
of caster selling. 

1. Only “time-tested” 
items have been selected 
for this FREE 4-color Coun- 
ter Display. Customers 
can't resist picking up 


Casters and Glides, on convenient 
handles and selling themselves. Re- 
sult: Faster turn-over and profits on 
an active stock of “best sellers.’ You 
pay only regular prices for the 
merchandise—the Display is FREE. 


ea 


a, 


ANSVILLE 7, IND. 


» F 


2. Every type of pop- 
viar Furniture Caster 
will be found on the 
pages of this new cat- 
alog. A complete—a 
condensed—a quick 
turn-over selection of 
best-sellers. Ask for 
copies of Form No. 
202, no obligation. 

3. A really complete 
line of fine Furniture 
Glides illustrated and 
fully listed in a new 
catalog. Modern de- 
signed, precision work- 
manship and fine fin- 
ish throughout. Ask for 
a supply of Form No. 
201B and boost your 
Glide sales. 





HELPS YOU 
BOOST 


























is made only in a few instances—and the cry for used furni- 


F P ture continues at full peak. 
Dont Forget _Currently, Office Equipment Co. has exploited every pos- 
sible source of used office furniture including purchasing from 
other dealers, both in the Denver area and in other cities. The 


store keeps a sharp eye out for bankruptcies and announce- 


Gives You The Quality Line ments of firms going out of business. A representative is sent 


out to buy whatever used office furniture is available. 

Wi * The most immediately productive source of used furniture, 
ith CONVERTIBLE Pens however, is the “upgrading program” which was launched 

early last year, and which has occupied most of Office Equip- 

Fountain to Ballpoint ment Company’s selling effort ever since. 

Ballpoint to Fountain 


Upgrading Makes Sense 

“The upgrading plan is a simple one”, Mr. Arnold said, 
“but one which makes sense to the business man who is get- 
ting along in a 1957 business world with furniture designed 
for operations of 30, 40 and 50 years ago. In brief, our plan 
is to concentrate on the larger office which uses many pieces 
of furniture toward the eventual conversion of the furniture 
into new, more efficient equipment which requires less time. 
“In the process, of course, we are offering far more liberal 
trade-in terms than at any time in the past, and we point out 
to the office manager that he will probably never be able to 
realize more on his used equipment than today. Effectively pre- 
sented to the prospect and abetted with the same sort of flex- 
ible credit as mentioned above, this has been adequate to sell 
even die-hards who have already announced every intention 











Three miles of continuous 
writing on test — from 
each refill unit. 


Write for Catalog 
in Full Color 





Bronze of getting along with the established furniture.” 
Chrome or i ‘ ° ia . . ; 
Procelain On file in the Office Equipment showroom is a thick ledger 


listing scores of offices which fit into the “upgrading classifica- 
tion.” Without exception these are highly solvent businesses en- 
¢ joying increased prosperity, which would benefit most from 
. . discarding older furniture in favor of more efficient new steel 

or wood equipment. 
Each is being contacted regularly, through personal calls, 
Tel: D’amond 3-7965 546 SOUTH ROCKFORD and emphasis is placed on the “trade it now” theme.—RAL 


TULSA 20, OKLAHOMA 
*Exclusive Changepoint Feature 
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THREE TOP SPECIALTIES 
of Superb Quality 
STEEL SHELVING 


Standard Or Government Specifica- 
tions: All Standard Sizes. 





Corner Posts, 11 Gauge or 13 
Gauge 7'3” high...8’3” high... 
9’'3” high punched on 1” centers. 
Finished in Baked-on olive green 
or office gray enamel. 





TYPEWRITER TABLE 


Size 264%4"H x 16”D x 22”W and 34°W 
overall with shelf extended. Finished in 
baked-on office gray or olive green enamels. 
2° rubber casters. Shipped K. D. one per 
carton. Weight 30 lb. 





STORAGE CABINET 
No. 3678-S 


with adjustable shelves, finished 
in baked-on olive green or office- 
gray enamels with lock in handle, 
insulated doors. Shipped one per 
carton, K.D. 
36”W x 18” x 78"H 
Weight 150 lbs. 
MANY OTHER SIZES OF 

CABINETS AND SHELVING 


List Price $15.00 


MIDWEST 


METAL MANUFACTURING COMPANY 
1818-24 North 18th St., St. Louis 6, Mo. 
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Ma 
TREND PROGRAM 


The Single Source Service for Complete Office Interiors 





e@ oe e A SINGLE SOURCE SERVICE to enable YOU to create and install 
coordinated, functional and liveable offices, reception rooms, con- 
ference rooms and other business and work areas. Using this new 
ALMA service you are able to offer complete offices with a mini- 
mum of effort and research — and, at the same time, offer a wide 
selection to meet varied individual tastes. 


The ALMA Single Source Service is illustrated and described in our 
new accessory catalog. All these items have been specially se- 
lected, styled and designed to accentuate, complement and en- 
hance ALMA office furniture in style, line, color and function. 


9 This is the complete service you have been waiting for. Write for 
complete details, today. 


YOU WILL FIND SOME BRAND NEW ITEMS AND NEW IDEAS ON ACCESSORIES 
IN OUR ROOMS 504A, 505A & 507A AT THE NSOEA CONVENTION, 
CONRAD HILTON, CHICAGO. DROP IN TO SEE US. 


ALMA DESK COMPANY 


Manufacturers of Fine Executive Office Furniture 


HIGHPOINT,NORTHCAROLINA 









— 
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J. B. McCormick, vice-president of Smith-Corona Inc., has 
SMOKING ACCESSORY announced the promotion of Milton L. Watson to sales man- 
+ ager, dealer products division. This is a new position resulting 
from Smith-Corona’s general sales expansion program. 
HEADQUARTERS . Mr. Watson will be responsible for enlarging the dealer- 
A Real Beauty! g&: 


products sales force and co-ordinating activities in the sale 


of portable typewriters, adding machines, cash registers, Pace- 
| af 
oe 


maker office typewriters and supplies to all Smith-Corona 
Smoker No. 190 


dealers. 
He started with the company in 1934 as a retail salesman 
in the Syracuse branch office and in 1941 he was promoted 
Automatic—NO SMOKE—NO 
ODOR. Knurled lace design on base 
and head. Ideal for offices, lounges, 
etc. In Goldtone or Silvertone. 
Height 26""—Base 8''. Also available 
in Polished Chrome (Specify 


+#190X). 


6 Smith-Corona Promotes Two 


=, 











James Liebe Milton Watson 
to home office field representative. In 1952 he was appointed 
sales manager of the adding machine division and two years 
later became sales manager for the portable typewriter divi- 
sion. He has served in this capacity until his present promo- 
tion. 

James M. Liebe has been promoted to the position of sales 
manager for Smith-Corona’s portable typewriter division. Mr. 
Liebe started with Smith-Corona in 1941 as retail salesman 
in the St. Louis branch. In 1947 he was promoted to the posi- 
tion of home office field representative handling territories in 
St. Louis, Kansas City and Oklahoma City. In 1952 he was 





VISIT US AT 
BOOTH NO. 336 wW. 
NSOEA EXHIBIT 


ac Kiceg Propucts, INC. 


Dept. OX-1 








innate 
SS a ae 


St., Brooklyn 31, N. Y. 
Send aca tapes ema entire line made acting manager of the Houston branch office. He found 
end for free Illus it necessary to leave the company for a short period in 1953 to 
' > => ” will < + help handle a business in which his family had an interest. 








This unique new Regency Catalogue. . 


features 
FOU 


ym} 
ppm a 





new 
striking 
faces 





Regency offers superior Heliograving* with all these advantages: is, and M,. G, if 
*(not to be confused with engraving) . Ie ~ Ze PP br ts 

@ greater sharpness and clarity of letters and IN. ¢ sae Ylore 

e new effects with superimposed and angled letters ; ~ “amue! /) 

@ joined letters in the most favored scripts Hy - "450, 

@ speedier production for prompt delivery Hrs Chom 

@ superior craftsmanship at an amazingly low price tOMDOW np, ar Nic 

r als 


FREE: Completely New Flower Wedding Line Catalogue features:— 
exclusive new scripts © wide selection of ever-popular styles ® postpaid 
shipment within two days of order ® /jhergl discount 


For your FREE copy of the new Flower Wedding Line Catalogue, address your request on your business letterhead to: 


REGENCY THERMOGRAPHERS, 28 West 23 Street, New York 10, N.Y. 
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CURTIS-YOUNG CORPORATION 





SURTIS-YOUNG CORPORATION . See i ze 
a 8 
~\ 


¢ \ 


Oo 
\N 
\ U.S. CARBON & RIBBON MEG. CO., INC. 





ed 
= 


...to give double quality completeness and double service in inked 


ribbons, carbon papers and duplicating supplies. 


\ factory with 63 years of successful manufacturing experience and an 
outstandingly energetic and imaginative marketing organization have been 


combined to create a new concept in products and services. 


SPECIALIZING IN: 


e CARBON PAPERS e SPIRIT CARBONS 
OF ALL KINDS 

e INKED RIBBONS e PRINTED MASTER SETS 
OF EVERY DESCRIPTION 

e CARBON COPY SETS e COPYHOLDERS 


AND RELATED PRODUCTS 


You will find us ambitious for perfection of product and anxious to 
serve, with one of the most modern manufacturing and service organiza- 


tions in the industry—one of the few remaining institutions of its kind. 


We invite your inquiries and believe-we can provide one of the most 


unusual resources for our products in America. 


Cc U.8. CARBON 4 RIBBON | 
110 WEST 18th STREET MFG. CO., INC. 

’ 621 CHERRY STREET PHILADELPHIA 6, PA. 
ORegon 5-3636 


NEW YORK 11, N.Y y WAlnut 2-1416 ¥ 








ROWLES announces... 


NEW ALUMINUM FRAMED 


WALL HANGING CHALKBOARDS 
AND BULLETIN BOARDS 
WILL BE SHOWN AT... 


eae 






Sell Rowles framed boards . . . the latest in con- 
temporary styling! Frames are made of one-piece 
extruded aluminum formed around board. Extruded 
aluminum chalk troughs come with all chalkboards. 
Chalkboards are in See-GREEN;; cork bulletin boards 
in tan. Hangers furnished with all boards. 


GET THE FACTS AT THE SHOW— 
OR WRITE FOR DEALER CATALOG. 


E.W.A.ROWLES Co. 


MANUFACTURERS OF SCHOOL EQUIPMENT 
116 N. Hickory St. / Arlington Heights, Ill. 


for 
SYSTEMat 


profits 


feature America’s outstanding 


Space Saving Filing System 





“THE SYSTEM THAT 


MAKES SHELF FILING PRACTICAL!” 


WRITE for Catalog & Full Details of the 


Visi-Shelf Dealer Promotion! 


VISI-SHELF FILE, Inc. 
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Denver Firm Triples Space 
In Modernization After Fire 
A 200% increase in space, a completely new front with 
many advantages, and reorganization of customer service fa- 
cilities, are all features of the new store recently completed 
by Aarons Stationery Co., in downtown Denver, Colorado. 
The original Aarons store, in the same location since 1895, 
was gutted by fire in March of 1956, which completely de- 
stroyed all stock, fixtures, and .ecords. Only a few crates of 





Modern Fixtures . . . are used in Aaron’s new store. 


stock was salvagable enough to be shipped to the insuring or- 
ganization, according to David Aarons, son of the founder. 
Incidentally, there were some highly interesting aftereffects 


A Complete Line! 


Units from 7 to 10 openings — 
WITH DOORS — and without! 


Correspondence and Legal Sizes. 


Nationally Advertised 
on the Pages of 


80D ep | 
ee ta a. 
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DUNS REVIEW 
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BANKING 
BESTS 











methods 








The Modere Woapitel | 











225 Broadway, New York 7, N. Y. 
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VERSATILITY IS THE WORD!! 


Create your own flexible groupings. Go in, go out, make L shapes, 
and even around corners. The clean lines of the 29 Group 

| are tailor-made for modern office use. You specify —-'we put them 

| together. Craftsmanship has been our hallmark for over 


half a century. Consult your Shelbyville dealer, 


or write us direct for free Catalog Number 57. ’ 
| | Yj fy, | fod Vp K COMPANY a 
| a VC Wf, 7 A se ; 


SHELBYVILLE. INDIANA NEW YORK LOS ANGELES 
FACTORY AND MAIN OFFICE SHOW ROOM @& SALES OFFICE WAREHOUSE & SALES OFFICE ; 
TEL. EXPRESS 8-7136 351 EASTt-61 STREET LEEKLEY & BOOZ. 903 NO. MAIN STREET © 
TEL. TEMPLETON 8-3113 TEL. MADISON 6-0193 f 4 


FOR DEALERSHIPS IN YOUR AREA, WRITE SHELBYVILLE DESK CO. DIRECT. 





distinctively styled 
b DESIGNCRAFT ... STEEL 

, TABLES, OR 

mobuLar units. FURNITURE 


Designcraft 
Engineering 


provides complete 
modular desk-office 
systems of 

limitless application. 
Unique arrange- 
ments are simply 
and easily 
organized to meet 
office traffic work 
flow. A most 
magnificent way to 
attractively utilize 
the greatest 
amount of space 

in a heretofore 
limited area. 






















visit us 
AT THE 
NSOEA CONVENTION! 





METAL MANUFACTURING CORP. 


th STREET * BROOKLYN 32 NEW YORK 


| 
| 





following this, the first major fire to affect an office supply 
retailer in Denver in more than a century. 

Anxious to keep servicing accounts, Aarons wired to more 
than 100 sources, notifying them of the fire, and asking for 
rush shipments of each manufacturer’s specialties. “The co- 
operation we received was almost embarrassingly good,” he 
said. “Within a week, merchandise was arriving in such huge 
quantities that we had no space to store it, even in tempo- 
rarily-rented quarters, and we were really overflowing with 
stock. 

A surprise was a visit from William Kistler of the W. H. 
Kistler Co., who invited Aarons Stationery Co. to draw upon 
it own retail and wholesale stock, and offered desk space in 
the Kistler store to receive calls and handle orders. 

“Actually, we were not out of business for a single day”, 
Mr. Aarons said, “with full co-operation on the part of cus- 
tomers and suppliers alike.” 

The new store represented a unique opportunity to “start 
from the ground up” in the layout of a self-service store, in- 
asmuch as there was not a single fixture left over from the 
original store to be used again. Consequently, Aarons de- 
signed all of his own fixtures, which are modern, wedge-shaped 
self-service units, built of hardwood, with shelving and back- 
ground in dark slate blue, arranged in island form here and 
there throughout the store. — RAL 





Photocopy Acquires Plant in Evanston, Ill. 


American Photocopy Equipment Co. has acquired the re- 
cently-vacated Sentinel Radio Corp. plant at 2100 Dempster 
St., Evanston, IIl. 

Samuel G. Rautbord, American Photocopy president, said 
that his firm will move to the plant after it is remodeled and 
an air-conditioning system is installed. 

Consolidated at the new location will be the photocopy 
firm’s administrative, engineering and research operations 
now at 1920 W. Peterson, the Clayton Chemical Co. division 
at 5420 N. Damen, assembling operations at 2838 N. Ash- 
land and warehouse activities at 6755 N. Clark. 








CENTRALS BETTER BUYS! 


" Rolledye 


STEEL WASTE BASKETS 


® Roll Edge rim 
Easy to lift! 


® Inverted bottom 


® Tapered design 


® Popular size CLICKSNAP 





and colors 


ae; 


Easy to Lift! 


STEEL BOXES 


One of Central's complete line of 
Cash, Bond and Utility boxes 
TEN STYLES 
One-piece construction—Heavy 
gauge steel—Rounded corners— 
Hammered silver finish. 


See your Jobber or write us 
for complete details. 


CENTRAL can company 


2415 WEST 19th STREET, CHICAGO 8, ILLINOIS 


j 


SEE OUR CONVENTION EXHIBIT IN ROOM 509. 
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END DECIMAL- POINT ERRORS 
-, / DECICMAGIC 










Touch one key one time— and DECIe*eMAGIC 
sets all your decimals automatically in the key- 
board andall dials, guaranteeing you correct dec- 
imals throughout the problem and in the answer. 

This positive protection, plus many other ex- 
clusive advanced features, makes Deci* Magic 
the easiest calculator to use ever built. Never — ————— 
before has a new calculator created so much 








0000000000 Bee 


interest...so many requests for demonstrations. dp dp dp dp todede-db de 
; ee is] . 
See it yourself—ask your nearby Marchant C299 9O 0000 
, : . ©0ee 0! CO Ce é 
Man for a Deci*Magic demonstration on your 20800 OCOC? 
‘ Veovoooo~woor7eo 
own figurework. eevee vo ooeo - 





hb ee ee 


Bvcvocvco, cee SF 


MARCHANT CALCULATORS, INC. 7 


OAKLAND 8, CALIFORNIA 





elite | 


Ask your nearby Marchant Man ; DECI-MAGIC DOES IT ALL FOR YOU—AUTOMATICALLY 


for a demonstration of the Information on the new Deci-Magic () ’ 
Deci-Magic or mail this coupon, 144 +5 modern Figuring by ALL Decimal Setting + ALL Dial Positioning + ALL Clearing 
with your business letterhead, March Method 0 

: to the address above for: SOONERS EEDUNOES. oe see oo os ad 

banc oc cocesonsscheeossoucecsnesesedesedhensotdnedneadnedbosoasnaaes an | 


Modern Management Counts on Marchant 
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Adopt ‘‘Pencils in Automation’’ Theme... 


Extra Profit in Volume 
Sales and Repeat 
Business! 








If you want 
ECONOMY plus... 
stock “THE FAMOUS 
CROWN LINE!” 
Crown’s quality Daters 
are guaranteed to 
OUTPERFORM AND 
OUTLAST any 


competitively priced 


Stressing the place of the wood-cased pencil in the automated 
office procedures of the modern office, the Joseph Dixon Cru- 
cible Co. exhibit at the recent NOMA convention adopted the 
theme, “‘Pencils in Automation.’’ Use of Ticonderoga pencils 
in connection with all types of office copying machines was 
demonstrated. In the foreground is the Copease machine. 
Augie Erickson (left), San Francisco representative, and Stu 
Anderson, southern California representative, were active at 
the exhibit. 





Herbert S. Marks Heads Richmond Firm 

Herbert S. Marks has been elected president of Morton 
Marks & Sons, Inc., Richmond, Va., firm of office furniture 
and commercial design, succeeding Morton Marks, Sr., who 
died April 15. 

Mrs. Morton Marks, Sr., was elected chairman of the board 


R. A. STEWART AND COMPANY, INC. of directors. 


80 Duane Street - New York 7, New York Merrill D. Marks and Adolph H. Marks were elected ex- 
ecutive vice-presidents; Morton Marks, Jr., was elected secre- 





stamps on the market. 
Send for full 
particulars! 





tary-treasurer. 





URABLE ‘STEEL OFFICE EQUIPMENT _ 
IMPROVED LINE - FIRST IN THE LOW PRICED FIELD 


PRIME STEEL * ELECTRICALLY WELDED * NYLON ROLLERS * COMPRESSOR FOLLOW BLOCKS 
ALUMINUM PULLS « PERMANIZED BAKED ENAMEL FINISH 

EXECUTIVE STEEL DESKS 

& SECTIONAL DESKS 

































==) FAST SELLING! 
SPACE SAVER! 
~~ |MODERN ISLAND BASE 


—_— 






- 
-_ 





| SALESMAN’S DESK 
FILING CABINETS 4 = j Bj Linoleum ie aw ) 
BOOKCASES 1) #93PS < mist green, re 
— 95PS 8 grey 
SECTIONAL BOOKCASES U) sNEW! PRICED TO SELL! ‘ Nu 


Linoleum top (60’x30”) TOP SELLER! t 


Desert t % 
esert sage, mist green, grey EXECUTIVE DESK | 2. 


Linoleum top (50”x24”) 
Desert sage, \ 
mist green, grey & 


TELEPHONE CABINETS 
SPECIALTY CABINETS 














a 
| TERRIFIC BUY! #92PS Se 
: OVERHANG TOP IN as PACKED 
i ” ‘A A 
~ ati Saas, mist geen, BY INDEST CTICALLY 





RUCT 
WOODEN crates 


Files & Cabj 
Mets Carefyij 
Packed j uly 
OUR it Individual 


BLE" Ca artons 








WRITE FOR ILLUSTRATED CATALOG #39 AND DEALER PRICE LIST. 


TT: METAL PRODUCTS co. 


38-42 REVIEW AVE., LONG ISLAND CITY 1, N.Y. - RA 9-3580 ST SHIPMENT 
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.. . floor space, working 


surface and storage 


requirements, 


decorative dexterity. . . 
are the office problems 
conquered by the 
CHAMPION (series 5300 

in a new, peg-leg 
modular group 


in genuine walnut. 


MYRTLE DESK 


Now—more : than 
ever—the Myrtle 


Package Plan offers 


major economies 


conveniences and 


profits TeMeiel-me lell-melale 


deliver y of 


complete offices 


COMPaNny 


Get all of the 
details at: 
N.S.O.E.A. 


SPACES 504-A, 


505-A, 507-A 











Walters Appointed Merchandise Manager 
ONLY CLEANSER THAT ont . 
Glenn Walters has been named merchan- 


: ; : dise manager for office furniture by 
Tin : Herman Miller Furniture Co. In this new 
: . post, Mr. Walters will be responsible for 


the co-ordination of the design, manu- 


| facturing and marketing of Herman Mil- 
ie | ler office furniture. In addition, he will 
prepare merchandising promotion plans, 


dealer training programs and will evalu- 





3° @), Oe 1 @) els eee) ee) a) ee ate market data as it relates to the com- 
pany’s present and future office furni- 
ture lines. 





Diebold Issues Manual on Microfilming 


“Procedural Microfilming — New Techniques in Clerical 
Cost Control”, a new manual on the use of microfilm in daily 
business procedures, has just been published by Diebold, Inc. 

This manual contains the complete proceedings of the re- 


LINOLEUM CLEANSER cent symposium on procedural microfilming which was held 
at the Park Lane Hotel, New York City. 
FAST! SIMPLE! EASY TO USE! A copy of this informative booklet may be had at no charge 


by request on own letterhead to the Flofilm Division, Diebold, 
Inc., Norwalk, Conn. Additional copies are available at $1. 
a copy. 


GUARANTEED NOT TO SCRATCH. 
GUMPTION IS NOT CAUSTIC — 
i CANNOT HARM YOUR HANDS. 


EXTRA Ww ~ 8 EXTRA 


SERVICE! — SALES! Philip Hano Co. Appoints Boston Manager 


Norman L. Hanna, general sales manager of Philip Hano 
RETAILS AT 98c FOR 12 OZ. CAN: $1.98 FOR 36 OZ. CAN Co., Inc., has announced the appointment of John D. Ogilby 


. as Boston manager for the company. 
Call or Write today for trade discounts In making the announcement, Mr. Hanna said the move 


| was in keeping with company policy of expanding service. 
IRVAL ASSOCIATES Mr. Ogilby joined the Hano Co. Boston staff in 1948. He is 


56 READE ST., NEW YORK 7, ©. Y. * Barclay 7-8482 intimately acquainted with the business forms and systems re- 
quirements of industrial and commercial organizations in the 
Exclusive distributorships available eastern part of New England. 





'UNGROUN : 
BALL BEARINGS 


For the Office Equipment Industry 


ILIAN 


Long life and service are assured you because — 
1. All component parts are machined from steel bars. 

2. Each component part is properly heat treated. 

3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 

















able where quiet operation is desired. 





Distributors in All Principal Cities Catalog on Request 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S.A. 


Kilian Manufacturing Corp. Fischer Bearings (Canada), Ltd. Kilian Steel Ball Corporation 
(Canada), Ltd. 240 Fleet St. East, Toronto 2B, Ont. 100 Wellington St., Hartford, Conn. 
240 Fleet St. East, Toronto 2B, Ont. 





ASSOCIATED 
COMPANIES: 
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GET THE ANSWER AT 


MONARCH 


See us at Chicago... 
NSOEA Convention 
September 28 - October 2 
Room 532-A 

CONRAD HILTON 


MONARCH FURNITURE COMPANY, INC., HIGH POINT, NORTH CAROLINA 
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New Film Tells Cure for E. I. I. 

“The Cure of E. I. I.” (Emotionally Induced Illness), a new 
film which dramatizes the health hazards involved in badly- 
planned offices, is now available on a free loan basis for group 
showings. A 24-minute, 35mm sound slide film in full color, 
the “Cure of E. I. I.” is produced by the Executive Furniture 
Guild of America and can be obtained through the Guild’s 
member dealers in 51 leading cities in the United States, Can- 
ada, and Honolulu or through its Information Center, 141 
FE. 44th St., New York 17, N.Y. 

Ichabod Scrugg, vice-president, leading character in the film 
is introduced as a twitchy, harrassed, unhealthy individual. It’s 
plain to see that he’s on the verge of a crack-up—a bad case of 
ulcers, a nervous breakdown, a heart attack or some other 
form of E. I. I. 

In the nick of time, some of the things that have been 
bothering him—unpleasant office surroundings, are removed. 
He finds himself at length in an attractive, restful, well-planned 
Prestige office. This transformation works wonders on his 
health and he emerges finally as a happy, healthy, well-ad- 
justed individual—able now to cope with things that are in- 
evitable such as “dimwit assistants”, “stockholders who are 
against progress”, “competitors”. 


SMART NEW OFFICE, RECEPTION CHAIR 


@ In lustrous bonderized bronze and tough textured 


washable upholstery. 


Victor Adding Aids Service Training 
More assistance to dealers in the training of their service- 
men is the object of service training decentralization, an- 
@ Lightweight! Sturdy! Unfolds, locks at a touch. | nounced recently by Victor Adding Machine Co. 
@ All steel construction—spring seat and back. Five regional service trainers were appointed to bring fac- 
tory know-how closer to the men in the field, according to 
A. S. Ballay, director of service. 
Training dealer and Victor branch servicemen will be the 
list today. | task of Michael Legenza, Chicago, central region; James 
Cooley, New York, eastern region; Homer Belt, Cleveland, 
PENNANT CORPORATION Great Lakes region; Leslie ~ enced Birmingham, southern 
1141 BURTON, S.E., GRAND RAPIDS 7, MICH. | region; and William Henderson, Galt, Ontario, Canada. A 


SHOWROOMS: NEW YORK, CHICAGO, LOS ANGELES service trainer for Victor’s western region will be appointed in 
: the near future. 


@ Low selling price—high margins—immediate cus- 
tomer acceptance! Write for your catalog and price 


notice 


Jasper Cha'r Company 
a 


goes mogern 
with a chair 


font Danish . 2 suite 505 


ie Conrad Hilton 
Ta Chicage: 
NSOEA co 
September 
You'll like it 
Ptale sell it! 

a me @ial- Us C 


group 


ention 
ey _October 2] 


Indiana 
Jasper: 
ompany: 


Jaspe 














Flashing Safety Signs, Metal Safety Signs, etc. 


More than 


UO A @3 hae 
with DAV-SON BULLETIN 
», BOARDS 





NT. 
NO aaa NG NECESSARY! 
NO S 
EVERY ONE of the more than 
1000 styles and sizes of DAV- 
SON Bulletin Boards gives you 
an opportunity to make extra 
profits—without a penny of in- 





vestment! Take the order— 

DAV-SON drop ships for you 
Cc . 

with your label. Botlene mele totter 


Sell the most complete line of Bul- 
letin Boards in America—made 
by the largest, most reliable man- 
ufacturer in the industry! Prac- 
tically every business in your 
area is a prospect for one or more. 


= 
DAU. 
mee” 
Genuine 


TO 
Cork-Backed y TO SELL siness! 
Bulletin a TYPE OF B 


Boards 
Also manufacturers of Church Bulletin Boards, 





Chalk Boards 
WRITE for big FREE 1957 Catalog 
A. C. DAVENPORT & SON, 
Now in Our 25th Year of Quality Service 
DEPT. O.A., 311 N. DESPLAINES ST. ° CHICAGO 6, ILL. 





INC. 








PROTECTED PROFITS FOR YOU 


WITH ADVANCO'S POLICY OF 
‘SELLING THRU DEALERS EXCLUSIVELY 








ADVANCO PRODUCTS Inc; 
MANUFACTURERS S25" i attrtte ct 


76-05 Sist AVENUE, ELMHURST 73,1. 1. N.Y. + Telephone Hichory 6.4848 
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Makers of famous Moore 
Picture Hangers & Push-Pins 


MOORE PUSH- PIN CO. 


Since /9OO pHa 


BERKL ST 


Thumb Tacks 


We laer: Variety of >IzesS Plate Style 


Noesting considers QUALITY 


ref 
iS OF first importance 


NOESTING PIN TICKET CO 
728 E. i36th Street New York, - 














It’s not too early 
It’s not too late... ’ 
To start selling STARK HERE'S THE 


for '58 ANSWER 

TO THE 

2» EASY TO READ | COIN SORTING 
LZ 2D . EASY TO USE PROBLEM! 

Zij; AT LAST 








A portable coin sorter weighing less than 7 
pounds which will sort coins in a jiffy, but with 
accuracy. 

One with steel drawers @ $26.75 and one that 
is noiseless with plastic drawers @ $29.50. 

A piece of equipment that is in demand more 
than ever at a price that is attractive to the mass 





STARK.... 


a quality line of stands and pads featuring all popular 
styles and sizes. Calendar pads are lithographed on high- 


grade bond paper of UNMATCHED WHITENESS with of users. Its simplicity, economy and efficiency is 
the date in red and the monthly calendar in black. Fast the secret of the tremendous growth of the King 
2-color lithograph printing enables us to give you the Koin Sorter in the past six years. 


best in quality and prompt service. 


write or phone for complete details ers and salesmen. 
IN CALENDARS THE QUALITY MARK IS STARK Sold under our Guarantee 


GTARK CALENDARS éacorporcted KING KOIN SORTER COMPANY 


100-112 BISSELL ST. * PHONE ji6:° * JOLIET, ILL. Box 1043 Lincoln 1, Nebraska 


Write us for attractive contract for reputable deal- 
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Safe 1M Fire A proven way 
; MuBeHy | $ to accumulate 


$ money 

























STEEDS S<sR ONG 
COIN HANDLING SUPPLIES 


am 


File Cabinet i 


oe 
_ 
“4 






See it at the . 
N § 0 E A Sold exclusively through Stationers and 
oweweomen ve Office Supply Dealers for over 40 years 
J 
Convention COIN HANDLING ACCESSORIES 












Seal Presses * Legal Seals * Downey Change Tr 

Teller’s Moisteners * Currency Racks * Manual Coin 

Counters * Packaging Trays * Linen Shipping Tags 
Steel-Strong Coin Trays & Lift Pans 


Room 643 
Conrad Hilton 
Hotel 
Sept. 28-Oct. 2 


(CEE ares 
MANUFACTURING co. 128 E£. MAIN ST. 
a 


COIN WRAPPERS 


Old Style * Rainbow * Automatic * Duzitall 
Kwartet * Tubular * Gunshell 


BILL STRAPS 
Federal * Colored * Banding 





Write for information! 





LOUISVILLE 2, KY. 


HANNIBAL, MO. 








SUBSIDIARY OF THE MURPHY ELEVATOR CO 
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Denver Dealer's Fixture 
Solves Ribbon Problem 


@® A NOVEL IDEA in display and stock fixtures for package 
typewriter ribbons has eliminated many of the headaches 
normally associated with handling them for Joe Santangelo, 
owner of Santangelo Typewriter Co., Denver, Colorado. 

Mr. Santangelo, an inventively-minded person who builds 
most of his own display fixtures along with operating one of 


FIT TO GRACE THE FINEST DESK 





popular 
priced 


LEGAL OR LETTER SIZE 














ee oe : aa Nee: a — 
ry rh : i i 
| covoes: wanna «| * MAHOGANY + orty GRtIN + WwoRY « 
tno ——y Gato 
Clerk . . . displays Santangelo’s handy ribbon rack. 23 Y = : 


Write for FREE Catalog 








Denver's largest typewriter saies and service organizations, 
built the sheet-metal fixture to solve a serious need. , } ’ eae DD NN i 
Like many other typewriter dealers, he has, in the past, 


clesifon of the Dania group 


is a many splendored thing from the Nielsen Heritage 


Combine this with metal construction at its finest 
and you have the ULTIMATE in modern styling. 












Deep, molded foam rubber cushions provide lux- 
urious seating. Smart, new TRILOK fabrics, 
top-grain leathers and Naugahyde offer a vast OE 
choice of combinations with beautiful enamel fin- 
ishes to please the most discriminating decorator. 





Westin- Nielsen 


CORPORATION 


~ 149 South Wabasha Street 
~ SAINT PAUL 7, MINNESOTA 
7 a 






See our display, Rooms 621-622, N.S.O.E.A. Convention, Chicago, September 28 - October 2. 
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Quality wood office furniture 
by 
WORDEN of Holland 














260-OH (Top 66 x 42) 


WORDEN Company offers the office equipment deal- 
er a complete line of wood desks, tables, chairs. 
leather upholstered chairs and suites all manufac- 
tured with good quality as a standard. We invite 
you to investigate the many advantages of selling 
Worden products. A complete catalog will be fur- 
nished on request. 


the 





WORDEN company 


HOLLAND MICHIGAN 





found that the standard system of keeping the ribbons in 
drawers led to far too much wasted time. All efforts to keep 
the ribbons separated and further subdivided into colored rib- 
bons, black and red, and all black types proved fruitless. 
Worse yet, whenever the yearly inventory was taken it was 
invariably found that store personnel had been “selling off the 
top of the drawer,” while older stock at the bottom of the 
drawer was inclined to be ignored. 

The result was invariably a disconcerting loss, in the form 
of dried-up old stock, as well as lost sales opportunities. 

Even making use of manufacturers’ display units didn’t 
help since these, invariably, were only large enough to ac- 
commodate each number in the one manufacturer’s line, and, 
certainly, would not allow Santangelo Typewriter Co. to show 
the prospective customer a fair idea of the unusually complete 
inventory carried in stock. 

Consequently, equipped with several sheets of galvanized 
metal similar to that which had been used in the construction 
of spray booths and work benches in the rear of the shop, 
Santangelo developed a compact display fixture. 

It consists of six tubes, 20 inches long, which are spot- 
welded on a back-up plate of the same metal to hang con- 
veniently on the wall at the rear of the typewriter shop’s serv- 
ice counter. Sprayed with dull finish wrought-iron black paint, 
the unit occupies no more space than the average good-size 
calendar or picture, and still can accommodate from 100 to 
120 typewriter ribbons compactly. 

A slot at the base of each of the metal tubes provides for 
extracting one packaged typewriter ribbon at a time, while 
new stock simply drops in by gravity from above. Since the 
fixture is restocked at regular intervals “from the top”, the 
unit automatically insures that all of the old stock is sold first 
on a steady progression basis. 

Spot-welded across the bottom of the wall fixture is a sec- 
tion of metal molding which provides for convenient insertion 
of either celluloid or cardboard price tags which give the man- 
ufacturer’s name, type of ribbon contained, and the sales price. 





TO LEARN THE NEWEST SELLING TECHNIQUES 


TO SEE THE NEWEST IN PACKAGING IDEAS 


Contact NOW: 





AN OPPORTUNITY... 


TO SEE THE COMPLETE LINES OF COMMERCIAL STATIONERY & OFFICE EQUIPMENT 
no other lines to distract your concentration 


TO ACQUAINT YOURSELF WITH THE NEW PRODUCTS ON THE MARKET 
new items usually introduced in the fall will be on display 


new catalogs, new dealer aids, new deals 


new color combinations, new pre-priced packages 


TO BRING YOUR KEY PERSONNEL TO A TRADE SHOW 
only two business days affected 


TO INEXPENSIVELY COMBINE BUSINESS WITH PLEASURE 
New York is the greatest resort town in the world 


AT THE 


EASTERN COMMERCIAL STATIONERY SHOW 


Oct. 26th to Oct. 28th 


NEW YORK TRADE SHOW BUILDING 


35th STREET & 8th AVENUE NEW YORK CITY 


Eastern Commercial Stationery Show 
44 West 63rd Street, New York 23, N.Y. 
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‘Can 
Cais" 


" See the NEW 


} 2 GYRO-AcTION 
$ OE 12-inch GLOBE 
> at NSOEA Convention—Booth 220 

ALSO 


SIX 
Other NEW 


Models 


Send for New 
Globe Cat. No. 67 
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THE GEORGE F. CRAM CO. INC. 


730 E. Washington St., Indianapolis 7, Ind. 





No other PAPER CUTTER 
Toy mm isl-Mmeeo hii lod — 
is built 


to sell so iow! OFFICE 


DUPLICATING 








The nCw MICHAEL Sod Perfect for mimeo 
PAPER CUTTERS are of ; spirit duplicating and 

















all heavy steel con- 
struction for long life. 
The lever is properly 
balanced for easy cut- FF 
ting. After each cut 
when lever is returned, 
it is automatically 
locked with safety 
latch. 

The back gauge eas- 
ily moves forward and 
back. Cutting table has 
a permanent rule so 
that the back gauge 
can be set for any 
size, 


multilith departments 
in offices, industrial 
organizations, banks, 
insurance companies, 
small printers and off- 
set shops, stationers 
and photo finishers. 




















Vic ‘hh — 7 | 


STREET @© NEW YORK 36, N. Y. 


145 WEST 45th 
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up to 6,184 Drawer Compartments 


in only 3 sq. ft. of floor space! 








610 Prairie Avenue 
Aurora, Illinois 
Write for free catalog No. 202 














Use ACCO 


TENPAK 





| ONCE THEY Het using Acco Dustenais our customers 


| will go on using them forever—forever building your sales. 
_ So Acco brought out the TENPAK — 10 Acco Fasteners 


#12 or #22 on a card — ideal for self-service counter 
display, ideal for introducing Acco Fasteners to more users 
+ spreading your market, building your business. -Try 
a box of 10 cards (100 Fasteners) and watch ’em GO! 


ACCO PRODUCTS 


A Division of NATSER Corporation 


OGDENSBURG, NEW YORK 
In Canada: Acco Canadian Co., Ltd., Toronto 
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Neus Idea In Globes... 


The world in beautiful color...on a 
glasslike, washable vinyl surface. ‘Large, 
clear and easy to read, it measures almost 
five feet around at the equator. Hand- 
some wrought iron stand harmonizes 
perfectly with any decor. 



















This decorative and 
useful globe adds a note 
of distinction to the 
home, gives children a 
true picture of the earth, 
is an important acces- 
sory for any office. 

Call or write today for 
complete details and 
08 © 8 0 © © © © & © prices. 

Why not investigate the many opportuni- 

ties offered you by the extensive line of 

Hammond globes, maps and atlases—write 

for your copy of the latest C. S. Hammond 
catalog. 


Hammond & Co. 


MAPLEWOOD 4, NEW JERSEY 


> 
>. 
2 
° 
e 
. 
. 








TRAINING IMPROVED 


WITH 


ATH Py sail ak 


““TYPE-WRITE"’ ADJUSTABLE TYPING STANDS 
CALCULATOR AND BUSINESS MACHINE STANDS 
- BOOKKEEPING STANDS. POSTURE CHAIRS 





SEND FOR 
FREE 
LITERATURE 
AND DETAILS 
TO: 








Garrett Tubular Products, Inc. 


P.O. BOX 237 GARRETT, INDIANA 


7 FQ A 
i. aa ee ne. 


GARRETT, INDIANA 
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Allen’s been faithful, too—since 1920 

Our time-tested products are also faithful 
profit-producers for you—made for every 
purse and every purpose. Boxed under our 
brand name or yours. Write today or phone 
BEekman 3-2255 for prompt sample service 
and quotations on our complete line. 








INKED RIBBONS | 
# 


Undicad 


CARBON PAPER 









ALLEN & COMPANY 


| MANUFACTURERS 
| DIVISION OF DIXON CARBON & RIBBON CORP. 
11-13 VANDEWATER ST., NEW YORK 38, N. Y. 



















FOAM RUBBER 
CHAIR CUSHIONS 


DeLuxe 


EXECUTIVE 


STYLE 
IN THREE 
SIZES 








Cevered with velour—fibre and velour—alse corduroy and fibre in 2” 
thickness with boxed edges. 


“Dorfoct” 


FOAM RUBBER 
CHAIR CUSHIONS 


One side covered with rich 
pile corduroy for cool sea- 
sons, the other side with 
woven fibre for het 
weather. 


Filled with new live rub- 
ber having thousands ef 
air cells that breathe with 
every move. 


é Colers: Brown, Green. 





Sizes: 17° x 18°15" x 
17“—144" x 15/2". 


STOOL CUSHIONS 


“Softsoat” 


Transforms Herd Steols inte Soft Seats. 
Available in four sizes 12”, 13”, 14”, 15” Diameter 
Write ome New Illustrated Folder 

Giving Complete information 


THE PERFECT RUBBER SEAT 
CUSHION CO. 


6435 EDMUND STREET PHILADELPHIA 35, PENMA. 
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Weekend Classified Advertising Helps 

Sell Used Office Equipment 

@ SAIK’S OF SARASOTA, who sell an appreciable amount 
and variety of used office appliances, most of them via news- 
paper classified columns, attributes the success of this medium 
to the concentration on week-end, three-punch ads only. 

“After 10 years of experimenting with every type of ad- 
vertising,” says Mr. Saik, “we’ve concluded that thrice-re- 
peated ads inserted on Friday, Saturday and Sunday, are at 
least 5 times more effective than classified ads run on Sundays 
only 

“We sell the major portion of our used office furniture and 
equipments through these ads, because there is a definite 
category of customers who cannot be reached in any other 
manner. 

“People who will not respond to an invitation to come in 
and browse through the used office appliance department are, 
nevertheless, steady readers of the classified columns who buy 
only when they see listed the equipments which fit their im- 
mediate needs,” he added. 

“Three insertions are usually adequate to move any used 
item offered, and we’ve found that running them consecu- 
tively on Friday, Saturday and Sunday invariably produces 
the best results. 

“The classified ad reader is usually a busy person with little 
time for shopping, and our reason for trying to reach him 
by beginning our ads on Fridays is \J:at Sunday newspapers 
carry a large number of insertions on filled pages. The ads 
which have been contracted for earlier in the week work 
themselves toward the top,” Mr. Saik pointed out. 

“It never pays,” Mr. Saik concluded, “to place the ad in 
anything other than the proper column or designation. While 
‘Let’s Swap’, ‘Miscellaneous’ and ‘Equipment’ head- 
ings, an effort should be made to have the paper provide an 
‘Office Equipment’ column. Reason is the bargain-minded 
hunter of these items will then turn immediately to the column 
thus designated and not let his interest be dissipated hunting 
through a number of columns seeking the items he needs.”— 
HJM 


there are 
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Veal for “space engineering 


This newest interpretation of the moderate- 
ly-priced, dignified Fleet Line group makes 
it possible for you to combine pieces in hun- 
dreds of combinations for maximum ultiliza- 
tion of space. 
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NEW 
IDEA 


BY 
GENERAL LOOSE LEAF 


“picture window” 
label holder 





% EASIER TO READ — NO SQUINTING AT SMALL FIGURES 

we EASIER TO INSERT — SLIPS IN AND OUT WITHOUT EFFORT 
EASIER 10 CHANGE — NO METAL PARTS gh ANE 
we EASIER TO WRITE ON — UP 10 3 SQUARE INCHE WRITING AREA 
we EASIER TO SELL — IMMEDIATE 


Costs no more than ‘OLD FASHIONED PEEP HOLE"’ label holders. 
Available on both metal hinge and fabric hinge ring binders. 
Pend Write for price list and descriptive folder. 


ANOTHER QUALITY PRODUCT WITH AN IDEA BY GENERAL LOOSE LEAF 


A few territories still available for sales 
representation. Write 


eneral loose leaf bindery co., inc. 


720 SOUTH DEARBORN STREET 
CHICAGO 5, ILLINOIS 





x** 








COMPLETE LINE OF 


POST BINDERS RING BINDERS © _ STORAGE smoeRs CATALOG coveRs 





(i 
NF See the new 1500 
gj 


FLEET LINE 
MODULAR 


Space 524A, N.S.O.E.A. 
Convention, Sept. 28 - Oct. 2 
Conrad Hilton Hotel, Chicago 


ds 


ESK CO., inc. 
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Marchant Reports Favorable 
Sales, Net Income for First Half 


In a first-half income and expense statement mailed to 
stockholders August 1, Marchant Calculators, Inc. reported 
sales continuing at a near-record level and net income im- 


proving. 
Sales for the first six months totaled $12,639,790, only 3.4% 


$13,090,394 last year. 
Net income before Federal income taxes was $853,417. The 


Celebrating a quarter century quarter earnings of $0.40 a share represent at 54% im- 
in the manufacture of provement. 
“OUALITY’’ Net income after Federal taxes for the first half of 1956 


was $973,350, or $1.57 per share (adjusted to the present 
STEEL SHELVING and SHOP EQUIPMENT 


ae | | 
th e share. 
WNMWENIATY With first quarter earnings having been $0.26, the second 
‘ ' 


basis of 618,734 shares). 

Edgar B. Jessup, president, told Marchant’s stockholders that 
“abnormally heavy manufacturing costs this year have held 
net income for the first half to total and per share figures 
that are not representative of Marchant’s customary earnings.” 

The company’s report explained that greatly increased 
manufacturing volume has been required to bring field in- 
ventories up to normal and to speed introduction ox the firm’s 
new Deci.Magic model. Higher costs, including wages, this 
year have pyramided manufacturing expenses because of ex- 
panded unit production. 





VISIT US at the N.S.0.E.A. Show 
Booth No. 303W 


Neiman Steel Equipment Co., Inc. 
A AND VENANGO STS., PHILA. 34. PA 


“The sales outlook for the balance of the year appears very 
good,” stated Jessup in the report. “We have a considerable 
backlog of orders. The entire production of our plant in West 
Germany for the rest of the year is sold out. Demand for 
our entire line is active.” 


























SOFA 1075 


NO. 450 RC 


NO. 450 AC 


CRAFTSMANSHIP 


Styled for perfect harmony with modern decor. Fashioned 
for luxurious wear. Customed for lasting comfort and 
pleasure. Priced for every buyers purse. These are the 
factors which make BRIGHT creations a joy and satis- 
by faction to every one who buys. In a large selection of 











Exemplified 


genuine leather and Elastic Naugahyde and a wide range 
of styles you will find just what you want for every 
customer. 


BRIGHT 





WRITE FOR THE BRIGHT CATALOG TODAY! 
545 W. 34th ST. NEW YORK 1, N.Y. 







NO. 90 EXECUTIVE 
POSTURE CHAIR 
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under the company’s all-time record first half volume of 


net after Federal income taxes was $409,617, or $0.66 per 
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WRITES, DRAWS, MARKS PERMANENTLY 
ON ANY SURFACE 


Needed — in every HOME, OFFICE, 
SCHOOL, CLUB and INDUSTRY —for 101 
uses! Does every marking job easier and bet- 
ter. Never clogs. Specially suited to COLOR 
CODING. Unbreakable, leak-proof body is 
color-matched to ink. 

Surpasses every pen of its type ever made—Low re- 
tail price plus big dealer's discount adds up to high 
volume profits for you. 

















FREE 
DEMONSTRATOR DISPLAY 


with I-gross order. 


FREE COUNTER DISPLAY 
(to hold 10 of your pens) 
with V2-gross order. 


Cash in on this whirlwind success . . 





. ORDER NOW! 





DIV. BANKERS & MERCHANTS, INC 
3220 N. Sheffield Ave., Chicago 13, fil 











WEEKS’ new 1957 general station- 


ery and office appliance catalogue is 


now available. 


Contains up-to-date list prices and is 


completely indexed. 


USE IT AS YOUR OWN STORE CAT- 
ALOGUE. 


Extra copies can be ordered without 
covers, in loose leaf form, punched 


to fit a standard three ring binder. 
Price $3.85 — lots of 100, $3.50 each 
Order from: 
FRANK A. WEEKS MFG. CO. 


115 Worth Street 
New York 13, New York 

















READY 
SELLER 
AT 


$1775| 


TAX EXTRA 
INCLUDING 
TELESCOPIC 

EYEGUIDE 














up to 20 inches 


A money-maker that is easy to sell. 
Now the RITE-LINE Copy holder has 
the new Telescopic Eyeguide at no 
extra cost. Takes all widths of copy 
from a machine tape to 20 inches. 
Self-contained, all-metal, compact, at- 
tractive. Requires no installation or 
service. Illustration shows it with LINE 
= MAGNIFIER attached. Magnifier is 
extra equipment you can sell. 


Takes all copy 
= 
hs r 
EYEGUIDE CONTRACTED 
20" 


EYEGUIDE EXTENDED 


For full particulars, discounts, etc., write to— 





RITE-LINE CORPORATION, 4209 39th Street, N.W., Washington 16, D. C. 
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i— NEW 1957-58 CATALOG ON 











Guide to Greater Profit! 


a 





—Pegboard Accounting Systems— 


New, 44-page Multi-Rite Catalog, due off 
the press this month, is a virtual handbook 
of various “write once” systems for pay- 
rolls . . . for accounts receivable or eR 1 8 
. and many new special “write once” 
applications. Catalog includes up-to- 

date information on Cesco 

strip accounting systems, 
forms and equipment. 














Mfrs. of Cesco loose leaf binders 
and forms. Write for Catalogs 
and Dealer Discounts. 


The C. E. SHEPPARD CO. 


44-07 21st Street N.Y 


Long Island City | 





Name . 
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“About 40% to 60% of the in- 


quiries sent to us have resulted in 
sales.” 


(Tennessee dealer) 


No. 4 of a series. 





Writes, Draws, Paints, 
Ink is self-contained, 
instant drying, water- 
proof and smearproof. Ten ink colors avail- 


able. GUARANTEED LEAKPROOF 


Dealers: Write for booklet “How to Boost Your Sales 


with The MARSH 77 PEN.” 


MARSH COMPANY, MARSH BLDG.., 





BELLEVILLE, ILL., U. S. 















Fy : ’ 

-— FISEMCO’S 
44, ALL-STEEL 
ADJUSTABLE DROP-LEAF TYPING STAND 
Now you can offer the finest drop-leaf typing stand 

’ on the market. DURABLE, STURDY, with MODERN 
DESIGN, the SEMCO Adjustable Typing Stand will 
build business for you wherever it is shown. 

. Offering a positive-locking, trouble-free adjustable 

- unit, this stand will accommodate any standard 

» manual or 











PINELLAS INT. AIRPORT 
ST. PETERSBURG, FLORIDA 


SEMCO SALES 
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electric typewriter. Also excellent for «4 








17'S NEW! 


IT’S NEEDED 
IT'S A 
VROFIT-MAKER 


File folders, 
Folder labels 
Brief covers, 
Sheet protec- 
tors, Filing sys- 
tems & sup- 
plies, Box files 
Card trays 
Personal files 
Portfolios 


AMBERG 


FILE & INDEX COMPANY 
1637 DUANE BLVD. 
KANKAKEE, ILLINOIS 


aa 
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handling of 
AND’ TABLES 


*Saves time! 


For easier, faster 
FOLDING CHAIRS 





*Saves effort! 
age problems! 

*®Reduces noise 
and confusion! 

*Helps solve stor- 





T : Simplify moving and storage of 

Wide < ee chairs and tables with a 

ri AA ¢ Midwest Caddy. Designed to 

( \ 7 handle all types of folding chairs 

* f [ and tables. Adjustable models 

i available for partial loads. Built 

Complete line of for rugged service. Easy to 
folding tables handle. 





Folding platforms & stages Choral and band stands 


Write for complete catalog, today! 


FOLDING PRODUCTS 


Midwest Sales Corp. 
Dept. 57E  POSELLE, ILL. 
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National Letter Writing Week 


Cash Awards Announced 
Cash awards for displays of writing paper du.ing the 20th 
National Letter Writing Week have now been offered in an 
announcement by the sponsoring organization, Paper Station- 
ery & Tablet Manufacturers Association, Inc., New York, N. 
Y. Awards will be made for first, second, and third prizes in ; . es 
each of five groups of retailers, October 6 to 12, 1957, are invites you fo visit 
the dates of the letter writing week promotion. 
Department stores, stationers, variety chain stores, drug Tele), | 616A 


stores, and specialty stores are the five groups which will share 


in prizes totaling $1,000. for the windows adjudged best from 1957 NSOEA CONVENTI ON 


photographs submitted. Retailers can obtain free posters for 

National Letter Writing Week on request to any of the spon- for the 

soring manufacturers. 
Few sales promotion campaigns can boast of 20 consecutive 5 

years of national acceptance. That is the record of this pro- YEAR 


motion. During the promotional week, October 6 to 12, 





where 
Special newspaper advertising mats are being prepared for 
free distribution. Announcement about these will follow. EW 
about the industry s awarded eac! 
Midwestern Makes Appointments only Convention day 
Midwestern Manufacturing Corp., insulated record contain- PROMOTIONALLY BE SURE 
er manufacturer, announces the appointment of: PRICED 


Newman R. Donnell, Kansas City, Mo., for the Kansas, Ree af sates TO REGISTER 
Iowa, Nebraska and western Missouri territory. 

Clarence E. Barrett, Irving, Tex., for the Texas-Louisiana 
territory. 

Martin M. Moldow & Associates, New York City, for the 


Atlantic Seaboard — Philadelphia, New York City and New JOHN D. BRUSH & Co., Inc. 


ae oot 545 WEST AVE., ROCHESTER II, N.Y. 


J. W. Rhea, Inc., St. Louis, for the eastern Missouri and 
central Illinois territory. 


For Current Catalog and Prices, write 


posters will be displayed in airline and railway terminals, and j 
other public places, as well as in retail stationery outlets every- 








New Model, Special Low-Priced 
Wood Junior Executive Desk 


—OAK—WALNUT—MAHOGANY— 
See It & Other Fast Sellers at Exhibit Space No. 652 
N.S.0.E.A. Show — Conrad Hilton Hotel, Chicago 


No. 6024-I 
High Quality 
Top Size — 60” x 32” 


edge. 


ter drawer. 








List on our Complete Line of 
DESKS —— TABLES — COSTUMERS 
including Formica-topped Line 


manufacturing company 
220 Institute Place * Chicago 10, Illinois 


List Price only $107.95 


Less usual dealer's discount, 





1%,” thick with square modern 


Overhang on 3 sides approxi- 
mately 7”. Base —— 46” x 24”. 
Adjustable height. Lock on cen- 


Write for Literature & New May Ist Price 
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Folding Table 


Barricks. finest 


folding tables at 
competitive 


prices 






\ ° portable 
stands 





e portable room 
partitions 
® table and chair 


designed trucks 
for the dealer 













who is proud 
of the quality 


he sells 


Division 


/_ Barricks SEE THIS 
COMPLETE LINE AT 


MFG. CO. 


134 West 54th St. ROOM 637 


CHICAGO 7 CONVENTION 
ILLINOIS 








NOMA Approves New Office Standards 

Two new office standards have been approved by the chap- 
ters and the National Standards Committee of the National 
Office Management Association, Willow Grove, Pa., and 
copies of each are now available. 

The first (N4.4) is for the selection and use of carbon pa- 
per for different purposes, including tables on how to select 
the proper weight and finish to produce various quantities of 
copies. 

The second (N7.1) covers office lighting practices and is an 
analysis of factors that contribute to office seeing and sets up 
standards that provide efficient illumination under given mod- 
ern working conditions. 

rhe association also advises of approval by ASA of NOMA 
standard N4.3 for ring, memo and post binder sheet sizes and 
ring and post data for such binders. 





Department Heads Named at Kistler’s 


Kistler’s, a leading Denver office supply organization, with 
two stores in downtown Denver, has named two new executive 
department heads. 

Paul R. Schnitzen has been appointed to head Kistler’s 
large office furniture department and William Goff has been 
appointed manager of the company’s outside sales department. 
Mr. Schnitzen was an office furniture retailer in Houston, 
Texas and Mr. Goff was sales manager for one of southern 
Colorado’s largest office supply organizations in Colorado 
Springs, Colo.—RAL 


DeLynn Associates Open Sales Office 

DeLynn Associates, Inc., New York City, announce the 
opening of a sales office at 729 Boylston St., Boston, under 
the direction of Ben Shluger. The phone number is COpley 
7-4113. Samples of the firm’s new executive office series are 
on display. 











FORTIFIED FILES 








—o® 
~ 
— 


FIRE & BURGLAR PROOF 
SAFES 














BURGLAR PROOF CHESTS 
— 


























SCHWAB Product Chain 


SELL the Complete Schwab Line. Enjoy 
the benefits of SCHWAB ‘‘Chain Reaction” 


There are no missing links in the Schwab line. It is complete. It is carefully designed 
and well suited to the rigid requirements of today’s hazards. It offers the maximum 
protection against FIRE and THEFT. Yes . . when you offer SCHWAB PROTECTION 
to your community, you're selling the best. 





Thares Sales 
Strength in this 


Be sure to visit us in Room 561 at the 
NSOEA Show to see the new style units 
that will be on display. 


Write for Literature 


SCHWAB 


SAFE COMPANY 
LAFAYETTE, INDIANA 
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Binder, Schoen Form Sales Group 


Frank Binder and Fred Schoen, both of Chicago, have an- 
nounced the formation of a manufacturers’ representative 
organization to be known as Binder & Schoen. 

The organization will cover the middle western states for 
commercial stationery and office supply manufacturers. Now 
being represented are Moore Push Pin Co., Cook’s, Inc., 
Red Rope Stationery Industries and Ferber Corporation. 

Mr. Schoen was formerly with Eagle Pencil Company and 
Sanford Ink Company, in Chicago and New York City. Mr. 
Binder has been associated with the late Harry Neggesmith 
as a manufacturers’ representative in the Midwest. 

The organization is now working out of offices in Liberty- 
ville, Ill 





Rochester Firm Appoints Manager 


Heinrich-Seibold Stationery Company, Rochester, N. Y., 
has appointed William Robeson manager of its store at 12 
State St. He has been with the firm about 11 years as a sales- 
man.—RCS 





Smykal’s Opens in New Location 


Smykal’s Business Machines Co., formerly located at 413 N. 
Alamo in San Antonio, Tex., is now open for business in a 
new store at 712 Augusta. B. J. Smykal is manager of the 
firm.—EEG 





Bell Named Manager of Clary Agency 


Appointment of Robert Bell as manager of the Kansas City, 
Mo., agency for Clary Corporation was announced by J. W. 
Stallings, general manager of distribution. The agency is lo- 
cated at 607 E. 11th St. 















MAKE USE OF 
OVER-COUNTER SPACE... 

PUT MERCHANDISE IN EASY 
BU YING-REACH OF CUSTOMERS. 


JEFLECTOR 


HARDWARE CORP. 














MAIN OFFICE AND FACTORY 


1400 N. 25th AVE. 
MELROSE PARK, ILL. 


NEW YORK OFFICE AND SHOWROOM 


- an 
Comp hn 


/ CHALK BOARDS 
Y CORK BULLETIN BOARDS 


NY MAGNETIC BULLETIN BoARDS 


V PANELS PREFAR BOARDS & FASELS 


inst ChOUL THOUGH 


. 


~ i j } 
wk Ardy, ACH whrucdia 


AMALIE FLU. 


Chalk Board 
Division 


134 West 54th St. 
CHICAGO 7 
ILLINOIS 








TT RG LIT FA ee a a ae ae ae ee ee ee 


g REFLECTOR-HARDWARE CORP.De pt.OA- 
g 1400 N. 25th AVE., MELROSE PARK, ILL. 
t Pee RUSH my 3 free guides to getting 125% more live 


f selling space. I want to display more lines and still keep . 
ll my merchandise in easy “buying-reach” of customers. 


a a 

(_  —————————— i ninendiinsilincenatiaaaiaal - 

B Position___ * ee EL 
z 

B Firm Name______ i —_———g 

Eee —altiilitimcaiaasibti —_——g 









2 Rie eM A ete. 


225 W. 34th STREET 


VISIT OUR NEW YORK SHOWROOM 
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UNDER-COUNTER 
CASH DRAWERS 


assure profit 


— | you! 


COMPLETE LINE LE 


4 Popular Models 


@ No stock to carry 
— we will make Ms 
drop shipment — in ~ 

24 hours. 


@ Full dealer discount. 


@ Finest product of 
its type available. 






Model R- 1 


Has removable meta 
tray with lock-on lid 


To sell Indiana Cash Drawers al! that is necessary is to display 
one. Your customers will like this high-grade product made of 
Indiana hardwoods — with smooth finish inside and out. Quiet 
roller mechanism — warning bel! that rings when drawer 
epens — high-grade disc tumbler lock. 

Write for bulletin. 


INDIANA CASH DRAWER CO. 






P.O. BOX 236-E 


Shelbyville, Indiana 











IMMEDIATE SHIPMENT 





BAY SMALL PARTS CASE 


BAY small parts cabinets and cases are ideal for use on benches, 
counters and in shelving for the storage of small parts. Drawers 
are slotted on 1” centers to permit quick arrangement for the ac- 
commodation of various quantities. Plated handle and label holder 
on front of each drawer. Back stops on drawers prevent them 
from dropping accidentally. Finished in baked green, Shipped one 
in a carton. 


No. 1 
SMALL PARTS CASE 
Cabinet: 1012” W. x I1- 
Ve" D. x 83," H. 


3—Adjustable Compart- 
ment Drawers (93/,” 
WwW. x 
2%," H.) 


27——-No. D5 Dividers 
36—Index Cards 


$12.05 


PRICES F. O. B. FACTORY OR WAREHOUSE PHILA. 
COMPLETE SHOP BOX AND SHOP EQUIPMENT 
CATALOG ON REQUEST 
PHONE: BAidwin 9-1805 


BAY PRODUCTS INC. 


Phila. 32, Pa. 


1. & = 














1621 W. Indiana Avenue 
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Markwell Premium 
Quality Office Staplers 
— designed, styled 


Here is the 


. NEW LOOK 
(that will bring Markwell 
Dealers increased sales 


» Markwell Office Staplers now furnished 
complete with Staples 


and priced for every 
stapling need 


» New lower Dealer prices on Markwell Staples 


» New lower Consumer prices on Markwell Staples 


» New and exciting Sales Aids 


Wa luwell 


200 FiigeeeON ST., NEW WORK 1.3G0N. Y 


















Write for Dealer 
Literature & Prices 


HARDBOARD FasricaTors, inc. 


59 BRANCH ST. + ST. LOUIS 7, 











For Perfect Lead Points 
BLUNT TO HAIRLINE 


Standard Model gives you points 
up to 4%” long without breaking. 
Just insert lead and rotate lid. 
Preferred by DRAFTSMEN, ACCOUNTANTS, ARTISTS 
PRICES 






Variable Taper Model 
lets You Dial the 


taper you want 







SHORT 


WRITE FOR LITERATURE AND DEALER 










LONG —<— 


ORIN —<ta—— 
BETWEEN 






ELWARD MANUFACTURING CO. 


BAKER STREET, COLOMA, MICHIGAN 
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IN NEW 


FAMOUS KOL STANDS 


Now you can have the famous KOL quality office stands in new matched 
Decorator Colors to match or complement your office! Choose from Mist 
Green, Hammergrain Grey, Forest Green, Desert Tan or Mahogany Brown. 


K 2323 ELLIS AVE. 
z imc. ST. PAUL 14, MINNESOTA 








DECORATOR COLORS! 


@ Exclusive “NOISESTOPPERS” for office quiet! 
@ Rich-looking baked enamel! finish! 
@ Easy-rolling, non-marking rubber casters! 


Atti oe) melt) Ser er \kelc 











NEW! NEW! VAST NEW MARKET! 
INSTANT-READING 
TAX CALCULATOR 
EVERY OFrice NEEDS ONE 

















When it comes to business forms, Con- 


solidated provides the kind of responsibility deal- 
ers enjoy: best prices, reliable deliveries, a wide 
range of standard forms, and the facilities to 
custom-print any form to the most rigid specifica- 
tions. And, it’s good to deal with a big, nationally 
known company, serving many of the most famous 
names in industry. : 


(ReDifixt) Write ‘or Cateog Fe 
CONSOLIDATED BUSINESS SYSTEMS. INC. 


30 VESEY STREET 


BArcioy 7.3687 


NEW YORK 7. N Y 


VAR 7 


L 











l if” ? 
YI PA OGL 









Loose-leaf envelopes, punched; card-cases, any size; 
menu covers; factory record protectors; tag holders; 
bill-fold envelopes; stamp containers, etc. Made o 
acetate (flame resistant) transparent cellulose. We 
build to fit your particular need. Write us details, 


Markilo 


902p S, Wabash Ave. Chicago $, Ill. 
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Fine Precision “‘DUX" Pencil Sharpeners 
BEST-SELLERS For School, For Office, For Home 


it's the blade that 
makes the difference, 
razor-sharp, replace- 
able. Speedily sharp- 
ens regular, slim and 
oversize ils, soft 
or herd leads, cray- 
ons, chalk. Good for 
gifts. 


24 Hi 
Specialized’ Medel 
Nationally Advertised 
FRED BAUMGARTEN 
Exclusive Distributor 


1000 Virginia Ave. N.E. 
Atlanta 6, Georgia 














THE LEADER 
IN PLATENS 


AND OFFICE MACHINE ROLLS 
Typewriter Tools—Parts—Supplies 





Ames Supply Company 


ATLANTA DETROIT 

156 Alexander, N.W. 6527 John C. Lodge Expwy. 
CHICAGO NEW YORK 

564 W. Randolph St. 37 Murray St. 

DALLAS SAN FRANCISCO 


1913¥%2 Commerce St. 545 Mission St. 
AGENTS IN ALL PRINCIPAL CITIES 












THE VERY BEST VALUE 
IN COPYHOLDERS 


STAND-B 


e@ Patented Knee-Action Grippers 
Hold All Copy Securely 









o°W x 16H 











BEST SELLER— 
BEACH'S 


**Common Sense”’ 


EXPENSE BOOKS 
SHOW and SELL 


the all-time sales 
leader in this field 
—shipped in handy 
cartons for 


Counter Display 














INKLESS 
MIMEOGRAPHING 


coming your way soon with 


DIAGRAPHY 


STENCIL DUPLICATING 
COMPOUND 





Another Outstanding Product of 


THE eet -O- MATS co., 





Samp! Prices: 24 W WASHIN . HICAGO 6. Wl 
BEACH PUBLISHING CO. 19829 W. McNichols, Detroit 19, Mich. 
(Qc 

ers oe i oa @ 

Y j 

i ® ROLLING STORE LADDERS 
ROLLING LADDERS—Made from 


Oak or Birch. 
SIDE and CEILING TYPES—with 
steel track for mounting on shelving, 


MAUVIVY/M > | 
by mo i; rnize \ | SA’? and LIBRARY TYPES—require 








no track and are mounted on wheels 
with Automatic Safety Brakes. 
WELDED STEEL SAFETY LADDERS 















Upholstered Furniture of ~—diele Gan © daa Gaee 
Distinction For Offices, 


Hotels, 






| 
furniture tubing, with expanded 
at metal steps. Mounted on Swivel 
Brake Casters. Ladder can be rolled 
me freely when no one is on it. When 
you step on the ladder the rubber 
Tatee Fe Taur tipped legs rest on the floor and 
Write For New prevent roiling. Made in 1 to 13 


Catalog A | step heights, and 4 widths. 











Institutions 







a = Send for Circulars 42-OA (Wood) & 56-OA (Steel) and Dealer Discount. 
i Manufactured by 


. D. COTTERMAN “*” “ejtcxco"so* “* 


EXTRA PROFITS customers 


FROM CHAIR SALES TO SCHOOLS © CHURCHES © CLUBS etc. 
WE DROP SHIP DIRECT TO YOUR CUSTOMERS 
NO HANDLING ON YOUR PART 


FOLDING TABLES 
CHAIRS — 138 STYLES 


@ STEEL OR WOOD 

@ FOLDING 

@ NON-FOLDING 

@ TABLET ARMCHAIRS 

@ AUDITORIUM UNITS 

© FOLDING TABLES (ALL SIZES) 

@ SCHOOL DESKS 

SPECIFY REQUIREMENTS (Quantity, Stee! or wood) 


Adirondack Chair Co. 


Dept. 22 — 1140 B'way, N.Y. 1, N.Y. MU 3-4834 


666 Lake Shore Drive 


modernize INC. Chicago 11, Illinois | 


Factories: Chicago, Grand Rapids 





OFFICE FURNITURE 
Reaps Kingly Profits 


In constant demand 
and fit for a king... 
attractive, smart 
Royal Office Furniture. 


ROYAL METAL 
MANUFACTURING CO. 
Dept. 3-J, 175 N. Michigan Ave., Chicago 1, I! 


Dealers and Showrooms Coast to Coast 


In Canada: ~ ~— § Model 1242 


Royal Metal Manufacturing Co., Limited, Gait, 

















! 


lV viiirind. \ipps ss, | | 
a . fw FIXTURES 


eet and-ASLAND UNITS 
A uit For the Stationen ; 


Marking Soves and mony W AE. WIRE OR PHONE— 
; utler Fixture Co. 


P. O. BOX 123 PHONE 3-1654 FRANKFORT, KY. 


es A. 
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TICKET PUNCHES 






FOR 
EVERY 
PURPOSE 





TALLY PUNCH 






No. 17-33 


Nos. 17, 33—Notches cards, sheets, etc. No. 
17 dies not over ¥4” wide, 5/16” deep; No. 33, 


A\\\\ 
CAAA 







Ny not over ¥2” deep 
“Ny No. 2—For %-¥4” round holes; 1%” reach. 
pe No. 3, iy,” reach & No. 12, y oad reach, same 
style as No. 2. All will take special dies. 


Talley Punch—Registers number of punchings to 
99,999. Punches 4”, 3/16” or %4” round holes—also 
special designs. Same counter available in our Nos. 
2, 3, 10, 11, 21. Write for circulars. 


THE HOGGSON & PETTIS MFG. CO., 141T Brewery St, New Haven, Conn 






NOTCHING 
PUNCH 


LARGE QUANTITIES 2, 


OF USED OFFICE FURNITURE 
AVAILABLE TO DEALERS ; a me 
Write, call or come with your truck PASS UP THOSE ~ ee ae 


check covers, coin 

























You can earn good 
commissions selling 
our complete line 


bd savers, and other 

ALSO LARGE INVENTORY EXTRA forms to financial 
Institutions, 

~ COMMISSIONS =i 






OFFICE FURNITURE WHOLESALE DISTRIBUTORS 
WAREHOUSE 85 South St. New York City 
BOwling Green 9-8231 




















United au american 7 


STAPLES ALL-PURPOSE | 


STAPLES 


High Profit Makers * Precision Made 

Finest Quality Rust-Resistant Steel Wire 
STANDARD & SPECIAL STAPLES 

FOR OFFICE & INDUSTRIAL MACHINES 


Desk machines, tackers, hammers, pliers, etc. 


UNCONDITIONALLY GUARANTEED 


Dealer's Price List on Request 








... with every business machine you sell! 


Keep Klean typewriter and business machine covers — black 
rubber, gray rubber, gray plastic. Keep your customers “ Dealer- 
Conscious” with your trade-mark and message on every cover. 


U | ! T E D Ss TA p L t C '@) 7 | nc. | Write for prices, discounts, etc. now! 


49-01 Sth Street, Long Island City 1, New York I KEEP KLEAN PRODUCTS CO., INC. 4077 PARK AVE., N.Y. 57, N.Y. 


Me Ovuguul 


SINGLE’FLUID 


INK and STAIN REMOVER ccc 15 memnnyene—> 7 * ip 


You can send along a salesman | 





















ly * aw aaa : 


Modernize those typewriter key- 
boards with the spring-cushion type- 
writer key with the new shaped top. 


* * * 


ORDER TODAY! 
ADD THAT EXTRA PROFIT! 



















order 


MASTER SPEED KEYS 


with the NEW LOOK specifying make and model of typewriter 


SPEED KEY CORPORATION 20,5), (gue Suet 

















— —-—- —— 
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Be Bedi 


New lineup wins every time! 


Now, long respected M&V carbons, inked 
ribbons, and supplies, as well as Burroughs 
sought-after adding machines and cash 
registers, are both available from the same 
dealer representatives! 

Even if you’re in a position to carry only 
one of these fine lines, you can still take 
advantage of the terrific sales support this 
new combination offers. 

For you this means hard-hitting support 
in either or both profit-proved lines. 
You'll be backed by intensified direct- 
mail, point-of-sale, and national and trade 
advertising. And, merchandising help is 
yours from specially trained representatives. 
Ask the man who calls on you. He may 


previously have offered M&V products, or 
Burroughs adding machines and cash reg- 
isters. He can now explain all the advan- 
tages you'll receive from this new pairing. 
Add M&vV products or Burroughs adding 
machines and cash registers, or both to 
the lines you offer your customers. These 
are respected and aggressively promoted 
products distributed by Burroughs Division, 
Dealer Sales Department, Burroughs 
Corporation, Detroit 32, Michigan. 
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new Credenzas new Pro-Dile* 





















odern...there’s a market for it 
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Style-Master Desks 








Bookcases 





General Office and 
Specialized Files 

















Ge make money in both 

E markets . . . because the @#_ line 
is broad enough to sell both markets 

YAWMAN NDF RBE MFG.(O. 1015 sav street + rocuester 3, N. Y. 


VISIT US AT CHICAGO’S NSOEA SHOW — SUITE 1605-A, BOOTH 92 











...1n the field of industrial design by icluskK the United States bv the Society of Industrial Designers 
Mark II Conqueror Spirit Duy tor. stvled by and other industrial design honors. 
Otis Reinecke. among the selected « oo “s Sponsored by the S. Department of Commerce, the 


‘ ; entire Triennale hibit will be seen at various fairs 
ing American communi : 

EI h Tri Mil throughout Europ uring 1958 under the auspices of 

wieventh [riennale in ilar = ‘ 

the department’s International Trade Fair Division. 

Selection of the Conqu ortant o We are pardonal pleased with this signal honor to 


international design exhibit s it nition ji ir company and indust: 


ind li 1USt 


1850 S. KOSTNER AVE., CHICAGO 293, ILL. 





